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Object  orientation 
next  step  for  Novell 

Licensing  deal,  equity  stake  to  bolster  development 


IBM  begins  restructuring 


BY  NELL  MARGOLIS 

CW  STAFF 

ARMONK,  N.Y.  —  As  Vice 
President  Quayle  went  on  the 
stump  last  week  to  convince  vot¬ 
ers  that  the  nation’s  financial 
slump  “is  not  a  George  Bush  re¬ 
cession,”  IBM  apparently  sized 
it  up  as  a  George  Conrades  re¬ 
cession  and  summarily  stripped 
the  head  of  U.S.  operations  of  his 
duties. 

Conrades’  post  —  and,  ac¬ 
cording  to  analysts,  his  place  as 
one  of  the  executives  most  likely 
to  succeed  Chairman  John  Akers 
—  went  to  Robert  LaBant,  who 
pushed  the  Application  Sys¬ 
tem/400  workstation  line  into 
IBM’s  best-selling  systems  of¬ 
fering. 

Conrades  “has  been  bench¬ 
ed,”  said  Ulric  Weil,  president  of 
Weil  &  Associates,  a  consulting 
firm  in  Washington,  D.C. 

While  sources  close  to  Con¬ 
rades  reported  that  the  execu- 


Most  reliable! 

Two  hundred  fifty 
users  of  LAN  operating' 
systems  ranked  their  products  in 
the  following  order  when  asked  to 
assign  a  l-to-10  rating  (where 
10  is  best)  based  on  reliability. 
Scores  were  compiled  by 
multiplying  the  rating  by  a  user 
importance  factor. 

See  Buyers’  Scorecard  page  84 
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77 


The  replacement  of  George  Conrades  (left),  IBM’s  head  of 
U.S.  operations,  with  AS/400  executive  Robert  LaBant  kicks  off 
the  effort  to  push  key  decision-making  into  business  units 


tive  was  unhappy  about  his  reas¬ 
signment,  the  executive  told 
Computerworld  that  he  has  no 
plans  to  leave  IBM  “in  the  fore¬ 
seeable  future.”  LaBant  was  un¬ 


available  for  comment. 

Within  hours  of  the  switch, 
IBM  also  released  an  embryonic 
blueprint  for  structural  change, 
Continued  on  page  121 


Users  hail  frame  relay  for  WAN  traffic 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


Users  bombarded  with  high-speed  wide-area 
networking  options 
have  cast  their  votes  for 
frame  relay  as  the 
short-term  winner. 

The  reason:  Frame- 
relay  service  is  avail¬ 
able  now  from  private 
equipment  makers  and 
several  public  carriers. 

This  month,  U.S. 

Sprint  Communications 
Co.’s  service  will  join 
those  from  Wiltel,  Com¬ 
puServe,  Inc.  and  BT 
North  America,  Inc. 

Last  month,  AT&T  officially  endorsed  the  technol¬ 
ogy  with  an  announcement  of  a  mid- 1992  rollout 
that  will  parallel  service  available  from  MCI  Com¬ 
munications  Corp. 


Users  contend  that  frame-relay  benefits  are 
more  apparent  than  those  of  Switched  Multimega¬ 
bit  Data  Service  and  Integrated  Services  Digital 
Network,  slated  to  roll  out  en  masse  next  year. 

“We’re  looking  at  a 
commercial  frame-re- 
lay  service  for  locations 
not  on  our  [private]  cor¬ 
porate  backbone,”  said 
Greg  Hardison,  a  tele¬ 
communications  super¬ 
visor  at  New  Orleans- 
based  metals  company 
McDermott,  Inc.  “It’s 
readily  available  and 
seems  more  stable  than 
anything  else  out 
there.” 

Frame  relay  is  an  ef¬ 
ficient  form  of  packet  switching.  It  offers  a  perfor¬ 
mance  improvement  of  about  35%  in  a  10-node 
leased-line  network,  said  Richard  Malone,  a 

Continued  on  page  121 


McDonald’s  reheats  net  management  plan 


DEC’S  Pathworks 

Microsoft’s 
LAN  Manager 

CW  Chart:  Janell  Genovese 


BY  ELISABETH  HORWITT 

CW  STAFF 


OAK  BROOK,  Ill.  —  McDon¬ 
ald’s  Corp.  has  joined  the  throng 
of  corporations  moving  once-ur- 
gent  integrated  network  man¬ 


agement  plans  to  the  back  burn¬ 
er  in  order  to  focus  on  managing 
specific,  crucial  areas  of  their 
networks,  such  as  LANs. 

McDonald’s  had  hoped  to  put 
out  a  request  for  proposals  this 
month  for  a  corporatewide  inte¬ 
grated  network  management 
system.  The  new  system  would 
monitor  and  troubleshoot  every¬ 
thing  from  host  platforms  to  lo¬ 
cal-area  networks  to  wide-area 
transport  networks,  according 
to  Michael  Disabato,  manager  of 
the  fast-food  restaurant  chain’s 
network  management  design 
group. 


BY  JIM  NASH 

CW  STAFF 


PROVO,  Utah  —  Novell,  Inc., 
seeking  to  gain  the  high  ground 
in  object-oriented  software,  is 
undertaking  a  four-pronged  ini¬ 
tiative  that  could  ultimately  help 
network  administrators  better 
manage  and  enhance  applica¬ 
tions  running  over  Netware  net¬ 
works. 

Key  to  the  strategy  is 
Novell’s  plan  to  license  its  Inter¬ 
net  Packet  Exchange/Sequence 


The  primary  justification  for 
the  planned  integrated  manage¬ 
ment  system  was  “holding  down 
personnel  and  equipment  costs,” 
Disabato  said.  One  console,  in¬ 
stead  of  several,  would  be  used 
to  manage  a  variety  of  data  com¬ 
munications  equipment. 

Another  key  element  of  the 
planned  system  was  a  consis¬ 
tent,  easier-to-use  interface  that 
allows  operations  people  —  not 
just  technical  experts  —  to  mon¬ 
itor  the  network,  Disabato  said. 
His  group  was  also  looking 
at  automation  software  that 
Continued  on  page  120 


Packet  Exchange  protocol  to 
Next,  Inc.  in  Redwood  City, 
Calif.  Next  would  incorporate 
IPX/SPX  into  Version  3.0  of  its 
Nextstep  operating  system,  a 
heavily  object-oriented  environ¬ 
ment,  according  to  Kevin  Wells, 
an  operating  system  product 
manager  at  Next. 

At  least  part  of  Novell’s  moti¬ 
vation  for  licensing  the  protocol 
is  to  expose  users  of  its  Netware 
network  operating  system  to 
Nextstep’s  object  orientation, 
Wells  said.  Novell  declined  to 
comment. 

Nextstep  Version  3.0  will 
ship  in  the  first  quarter  of  1992, 
sources  close  to  Next  said. 

The  master  plan 

Novell’s  object-oriented  attack 
extends  beyond  Next.  It  is  re¬ 
portedly  investing  in  a  fledgling 
object-oriented  software  devel¬ 
opment  company,  boosting  its 
own  development  of  object-ori¬ 
ented  technology  and  leveraging 
existing  industry  relationships. 

One  possible  motivator  is  the 
phalanx  of  competitors  eager  to 
bring  object-oriented  products 
to  market.  Chief  among  those 
threats  are  Microsoft  Corp., 
Continued  on  page  121 


INSIDE 


Ronald  J.  Gidwitz,  Helene 
Curtis’  CEO,  has  a  stake  in 
computers,  but  he  stresses 
that  technology  is  only  one  el¬ 
ement  of  his  strategy.  See 
The  CEO  View.  Page  65. 
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Quotable 

“Q  ome  states  are 
|J  still  operating 
out  of  shoe  boxes  with 
index  cards.  ” 

GERALDINE  JENSEN 
ASSOCIATION  FOR  CHILDREN 
FOR  ENFORCEMENT  OF 
CHILD  SUPPORT 

On  the  lack  of  automation 
of  some  states’ 
child-support  programs. 

See  story  page  119. 
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EXECUTIVE  BRIEFING 

■  Despite  all  the  talk  about  business 
process  redesign,  IS  chiefs  have  had  little 
guidance  in  how  to  undertake  such  an  effort. 
That’s  changing.  Based  on  the  experiences 
of  pioneering  companies  such  as  Mutual  Ben¬ 
efit  Life  and  Ford,  companies  can  analyze 
current  processes  as  well  as  customer,  man¬ 
agement  and  user  views  on  the  organization 
to  fashion  a  redesign  plan  that  works. 

Page  91. 

■  Gloomy  results  from  a  Society  of  In¬ 
formation  Management  survey  show 
that  companies  are  more  interested  in 
throwing  dollars  at  hardware  than  in  hiring 
humans.  That’s  leading  to  lower  expecta¬ 
tions  for  career  advancement  among  the  580 
IS  professionals  surveyed.  Page  6. 


■  Integrated  network 
management  goes  on  the 
back  burner  at  McDonald’s, 
which  has  turned  its  attention 
to  more  immediate  issues. 
The  restaurant  chain  decided 
that  getting  its  LAN  plan  to¬ 
gether  was  more  important 
for  now.  Page  1 . 

■  Software  suppliers  and 
users  are  speaking  differ¬ 
ent  languages.  Vendor  rep¬ 
resentatives  on  a  recent  panel 
discussing  their  plans  were 
talking  “Windows,  Windows, 
Windows.”  Users  listed  their 
needs  and  answered,  “Reli¬ 
ability,  reliability,  reliability.” 
Page  39. 

■  Superstores  have  their 
drawbacks  in  service,  re¬ 
pairs  and  lack  of  certain  major 
computer  brand  offerings, 
but  IS  professionals  claim  the 
savings  are  sometimes  worth 
the  inconveniences. 

Page  113. 

■  Michael  B.  Emery,  the 
man  in  line  to  replace 
Raymond  E.  Cairns  as 
CIO  at  Du  Pont,  wants  to 
do  more  than  get  IS  talking  to 
the  business  side.  He  plans  to 
meld  the  IS  organization  right 
into  his  engineering  opera¬ 
tion.  Page  70. 

■  Most  organizations 
have  been  hit  by  viruses, 

but  few  are  doing  much  to 
prevent  them,  a  new  survey 
says.  The  primary  source  of 
infection:  disks  brought  in 
from  home.  Page  8. 

■  Now  that  IS  has  started 
to  catch  up  to  the  market¬ 
ing  group  and  is  providing 
more  database  support,  ex¬ 
pect  the  rules  to  change.  Fu¬ 
turist  Donald  Libey  says  that 
information  technology  will 
have  to  play  a  key  role  in  the 
industry  in  the  next  10  years. 
Page  70. 


■  DEC  parts  the  curtain 

on  the  Alpha  VAX,  showing  a 
64-bit  RISC-based  system 
that  runs  Unix  and  VMS.  But 
don’t  expect  delivery  for  18 
months.  Page  4. 

■  Novell  gets  serious 

about  object-oriented  tech¬ 
nology,  cutting  a  deal  with 
Next  and  buying  into  a  small 
software  firm.  Page  1 . 

■  Customers  of  SAP  AG 
don’t  seem  to  mind  that 
their  next  generation  of  soft¬ 
ware  is  more  than  a  year  late. 
SAP  changed  directions  mid¬ 
way  through  a  rewrite,  which 
is  OK  with  users,  who  say 
they  aren’t  quite  ready  for  the 
new  client/server-based  soft¬ 
ware.  Page  27. 

■  The  heralded  S.  C. 
Johnson  system  known  as 
Proficere  isn’t  dead.  The 

human  resources  system  got 
lost  in  the  shuffle  in  Johnson’s 
IS  shake-up  but  has  found  a 
new  home  outside  the  compa¬ 
ny  and  is  being  offered  on  the 
open  market  by  its  designers. 
Page  68. 

■  On  site  this  week:  The 
old  system  did  the  job,  but  it 
was  as  slow  as  molasses.  So 
the  state  of  Kansas  went  with 
a  new  imaging  system  that 
can  turn  around  requests  for 
birth  certificates  or  other  re¬ 
cords  in  a  day.  Page  29. 
Don’t  call  it  downsizing;  call  it 
rightsizing.  A  Florida-based 
trucking  firm  goes  from  a 
mainframe  operation  to  dis¬ 
tributed  Unix  systems.  Page 
33.  San  Joaquin  Delta  Col¬ 
lege  developers  build  a  Mac¬ 
intosh  screen  that  presents 
an  image  of  an  entire  office. 
Page  39.  A  government 
agency  finds  a  way  to  cut  out 
the  waiting  time  for  job  appli¬ 
cations  and  interviewers  with 
a  combined  data  and  fax  net¬ 
work.  Page  57. 
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Workstation  shipments  slide 

Top  vendors  suffer  decline  in  sales  from  recession,  seasonal  slowdowns 


Desktop  doldrums 

Workstation  shipments  in  the  third  quarter  declined  from  the  prior 
period  for  all  vendors  except  HP  and  Silicon  Graphics 

Units  shipped 
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BY  MARYFRAN  JOHNSON 

CW  STAFF 


SAN  JOSE,  Calif.  —  The  top 
workstation  vendors  were  left 
shivering  in  the  chill  of  the  sea¬ 
son  last  week,  as  fiscal  third- 
quarter  shipment  figures  from 
Dataquest,  Inc.  revealed  an 
overall  8%  sales  decline  com¬ 
pared  with  the  previous  quarter. 

The  recession,  seasonal  sales 
slowdown  and  product  transi¬ 
tions  for  vendors  such  as  Digital 
Equipment  Corp.  and  Sun  Micro¬ 
systems,  Inc.  carried  most  of  the 
blame  for  the  drop.  Yet  some  us¬ 
ers  identified  market  saturation 
as  another  likely  culprit. 

“We  might  all  have  enough 
workstations,  and  now  we’re  just 
trying  to  figure  out  how  to  make 
them  work  together,”  said  Cath¬ 
erine  Howells,  manager  of  exter¬ 
nal  standards  at  Boeing  Comput¬ 
er  Services  in  Seattle. 

Only  Hewlett-Packard  Co. 
and  Silicon  Graphics,  Inc.  man¬ 
aged  to  buck  the  downward  slide 
with  modest  increases  in  their 
shipments  (see  chart),  while 
IBM,  DEC,  Sun  and  Intergraph 


Corp.  all  tumbled  backward. 
Overall,  the  leading  workstation 
vendors  moved  98,706  ma¬ 
chines  out  the  door  in  third-quar¬ 
ter  1991  —  down  from  107,134 
the  previous  quarter. 

“All  the  recent  alliances  may 
have  also  caused  customers  to 
pause  in  [determining]  what  plat¬ 
forms  they’re  going  with  on  fu¬ 
ture  investments,”  said  Laura 
Segervall,  a  workstation  analyst 
at  Dataquest.  The  market  re¬ 
search  firm  expects  workstation 
sales  to  rebound  next  quarter  for 
the  vendors,  however. 

High  five 

The  five  top-selling  worksta¬ 
tions  in  the  third  quarter  were 
Sun’s  Sparcstation  2,  HP’s  9000 
Model  425,  Sun’s  Sparcstation 
IPC  and  Sparcstation  IPX  and 
IBM’s  RISC  System/6000. 

“HP  is  looking  extremely 
strong  on  both  sides  of  the  pic¬ 
ture  now,  with  workstations  and 
servers,”  Segervall  said. 
“That’s  one  challenge  to  Sun, 
which  has  always  been  really 
strong  on  the  desktop  but  whose 
server  volume  has  not  had  much 


strength,”  he  added. 

HP’s  sales  gains  came  from 
both  its  400  series  workstations 
and  the  new  700  series.  “HP  has 
had  some  supply  problems  with  a 
shortage  of  [Texas  Instruments, 
Inc.-supplied]  floating-point 
chips  for  the  700  series,  but  that 
is  starting  to  be  resolved,”  Se¬ 
gervall  said. 

Silicon  Graphics  increased  its 
numbers  by  dropping  below  the 
$10,000  price  barrier  with  its 
Iris  Indigo  workstations. 

When  IBM  and  HP  break  that 
same  $10,000  mark,  which  ana¬ 
lysts  said  they  expect  will  hap¬ 
pen  in  early  1992,  the  worksta¬ 
tion  market  will  boil  over  once 
more  —  this  time  on  the  low  end 
where  Sun  has  held  sway 
throughout  the  1980s. 

“Sim  was  definitely  a  leader 
in  the  conceptualization  of  what 
this  market  is,”  said  Elvin  Riley, 
an  information  systems  vice 
president  in  the  global  banking 
division  at  Manufacturers  Hano¬ 
ver  Trust  Co.  in  New  York.  But 
now  the  playing  field  is  shifting, 
with  HP,  DEC  and  IBM  as  seri¬ 
ous  competitors,  he  added. 


Source:  Dataquest,  Inc. 

At  Manufacturers  Hanover, 
which  completes  its  merger  with 
Chemical  Bank  Corp.  on  Jan.  1, 
all  but  essential  technology  pur¬ 
chases  are  on  hold,  Riley  said. 

Still,  the  bank  is  buying  some 
new  Decstation  workstations  to 
run  specific  trading  applications, 
said  Riley,  one  of  three  people 
responsible  for  merging  the 
trading-floor  operations  of  both 
banks. 

Until  recently,  Manufactur¬ 


CW  Chart:  Janell  Genovese 

ers  Hanover  avoided  worksta¬ 
tion  purchases  whenever  per¬ 
sonal  computers  would  fit  the 
bill.  “The  PC  technology  was 
cheaper  and  met  our  business 
needs,  and  the  classic  Unix 
workstation  at  the  time  was  very 
pricey,”  Riley  said. 

That  is  changing  now,  howev¬ 
er,  as  the  bank’s  applications  ma¬ 
ture,  the  need  for  workstation 
capabilities  expands  and  prices 
keep  dropping. 


Sybase  comes  through 
with  customer  support 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


EMERYVILLE,  Calif.  —  It  has 
taken  close  to  a  year,  but  Sybase, 
Inc.  is  finally  responding  to  user 
complaints  about  customer  sup¬ 
port  by  adding  three  new  pro¬ 
grams. 

The  new  services  are  visible 
signs  of  deeper  investments  in 
the  firm’s  support  organization, 
which  some  users  have  faulted 


BY  SALLY  CUSACK 

CW  STAFF 


NASHUA,  N.H.  —  Digital 
Equipment  Corp.  opened  the 
curtain  just  a  crack  last  week  on 
the  inside  workings  of  the  com¬ 
pany’s  Alpha  VAX,  revealing  a 
64-bit  reduced  instruction  set 
computing  (RISC)  system  capa¬ 
ble  of  concurrently  running 
OSF/1  and  DEC’s  proprietary 
VMS  operating  system. 

DEC  is  opening  up  VAX/VMS 
to  stave  off  massive  defections  of 
users  seeking  safer,  less  costly 
and  higher  performance  RISC 
platforms.  The  first  Alpha  sys¬ 
tems  are  scheduled  for  delivery 
in  the  next  18  months. 

Alpha  will  encompass  desktop 


for  uneven  service  levels.  Many 
users  have  reported  response 
times  of  days  or  weeks  before 
specific  software  problems  were 
resolved. 

Following  are  the  new  sup¬ 
port  services,  confirmed  last 
week  by  Sybase  executives: 

•  An  electronic  bulletin  board.  It 
will  identify  software  bugs,  oper¬ 
ational  problems  and  work¬ 
arounds  to  sidestep  the  faults. 
The  bulletin  board,  now  in  20 


to  mainframe-class  systems,  and 
although  DEC  declined  to  speci¬ 
fy  availability  and  price/perfor¬ 
mance  specifications,  it  is  gener¬ 
ally  assumed  that  the  first 
delivery  will  be  in  the  worksta¬ 
tion  class  of  machine. 

New  York-based  Bankers 
Trust  Co.,  a  large  DEC  VAX  cus¬ 
tomer,  is  closely  watching  Alpha 
development  before  it  commits 
to  the  architecture.  “We’re  go¬ 
ing  to  watch  the  progress  with 
interest  for  the  next  year  and  a 
half,”  said  Stanley  M.  Rose,  vice 
president  of  technology  strate¬ 
gic  planning  at  Bankers  Trust. 

Adopting  an  Open  Software 
Foundation  (OSF)-compliant  en¬ 
vironment  is  exactly  what  DEC 
needs  to  do,  according  to  Ira 


beta-test  sites,  will  be  widely 
available  in  first-quarter  1992. 

•  A  hard-copy  troubleshooting 
guide.  It  will  be  widely  distribut¬ 
ed  to  Sybase  sites  in  1992,  al¬ 
though  delivery  began  this 
month.  Another  version  is  ex¬ 
pected  to  be  released  by  April. 

•  An  increase  of  more  than  20% 
in  customer  support  personnel 
began  this  fall.  However,  Sybase 
declined  to  provide  staffing  fig¬ 
ures. 

“We  believe  that  support  is  a 
very  critical  part  of  our  busi¬ 
ness,”  said  Valerie  Anderson, 
vice  president  of  customer  ser¬ 
vice  and  support.  “I  made  some 
promises,  and  I  plan  to  keep 
them,”  she  said. 


McClain,  director  of  information 
services  at  National  Semicon¬ 
ductor  Corp.’s  Digital  Logic  Di¬ 
vision  in  South  Portland,  Maine. 

National  Semiconductor  just 
acquired  a  VAX  9000.  McClain 
said,  “There  will  be  a  place  for 
both  [Alpha  VAX  and  VAX  9000] 
in  the  future,  but  eventually 
OSF/1  will  dominate.” 

Alpha  boxes  will  increase  cur¬ 
rent  performance  scales  by  as 
much  as  1,000  times  over  the 
next  25  years,  according  to  Dick 
Sites,  DEC’s  senior  consulting 
engineer  and  Alpha  co-architect. 
The  RISC  chip  set  currently 
clocks  in  at  speeds  of  200  MHz. 

Sites  said  that  while  the  Alpha 
architecture  is  unrelated  to  cur¬ 
rent  VAX  architecture,  there 


The  changes  address  a  per¬ 
ception  that  fast-growing  Sy¬ 
base  spent  too  little  on  customer 
support,  analysts  said. 

“Sybase  has  had  a  persistent 
problem  with  customer  satisfac¬ 
tion,”  said  Peter  Kastner,  vice 
president  at  Aberdeen  Group  in 
Boston. 

Users  are  aware  that  Sybase 
is  strengthening  its  support  ef¬ 
forts,  but  they  said  they  are  still 
waiting  for  the  new  programs  to 
take  effect.  “So  far,  for  us,  then- 
response  time  has  been  fairly 
slow,”  said  Jan  Beyen,  manager 
of  a  small  programming  group  at 
Shaw  Data  Services,  Inc.’s  Bos¬ 
ton  offices. 

Meanwhile,  Sybase  is  getting 


are  a  few  features  they  “conve¬ 
niently”  share,  such  as  32-bit 
load  and  store  instructions  and 
VAX  floating  point  in  addition  to 
the  IEEE  floating  point  func¬ 
tions. 

DEC  engineers  also  empha¬ 
sized  that  the  VMS  operating 
system  on  Alpha  will  eventually 
have  the  ability  to  take  full  ad¬ 
vantage  of  Alpha’s  64-bit  virtual 
address  space. 

The  vendor  is  doing  this  in 
“evolutionary”  development 
stages  to  maintain  the  compati¬ 
bility  of  the  existing  32-bit  struc¬ 
tures.  Current  VMS  applications 
will  run  with  minimum  changes 
or  recompile  on  the  new  sys¬ 
tems,  the  vendor  said. 

Characterizing  the  pending 
Alpha  products  as  “exciting,” 
Michael  Simmons,  executive 
vice  president  at  Bank  of  Boston 


credit  for  taking  the  right  steps. 
“They  appear  to  be  doing  the 
right  things  to  beef  up  customer 
support,”  said  Donald  Feinberg, 
a  senior  software  analyst  at 
Gartner  Group,  Inc. 

Some  users  would  like  to  log 
on  to  the  new  bulletin  board 
right  away,  if  they  could.  “It 
would  give  us  a  way  of  looking 
for  the  workarounds  for  known 
bugs,”  said  George  Reid,  direc¬ 
tor  of  MIS  at  Sanford  C.  Bern¬ 
stein  &  Co.,  a  New  York  invest¬ 
ment  house. 

However,  Reid  noted  that  Sy¬ 
base  had  provided  good  tele¬ 
phone  support,  sometimes  even 
helping  his  programmers  when  it 
was  2  a.m.  in  New  York. 


Corp.,  noted  that  the  key  for  us¬ 
ers  is  in  installing  the  products 
and  successfully  executing  appli¬ 
cations. 

“How  fast  will  the  software 
and  applications  catch  up  to  the 
hardware?  That  is  a  real  issue,” 
Simmons  said,  referring  to  new 
applications  developed  for  the 
Alpha  architecture. 

Peter  Schay,  vice  president  of 
midrange  computing  strategies 
at  Gartner  Group,  Inc.,  a  Stam¬ 
ford,  Conn.-based  research  and 
consulting  firm,  concurred  that 
one  of  DEC’s  challenges  from 
both  a  user  migration  standpoint 
and  a  technical  point  of  view  is 
VMS  on  Alpha. 

“Alpha  is  going  to  live  or  die 
based  on  how  seamlessly  the 
translation  from  a  VAX  object 
program  to  an  Alpha  object  pro¬ 
gram  will  work,”  Schay  said. 


DEC  offers  peek  at  64-bit  Alpha  VAX 
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SHOOT-OUT 

OMCLE  Server 
For  NetWare  Went 
To  Sara  Lee  And  Had 
The  Competition 
For  Dessert. 


“ORACLE  SERVER  NLM  TAKES 
TOP  HONORS  FOR  SPEED, 
RELIABILITY  AND  ROBUSTNESS” 
Sara  Lee  Corp.  and  PC  Week  Labs. 


“The  project  at  Sara  Lee  was  ambitious. 
The  original  database  application  that  the 
company  wanted  to  downsize  to  the  client! 
server  platform  was  a  subset  of  its  order-entry 
records . . . 

“In  the  end,  ORACLE  Server  [for  Net  Ware  ] 
was  the  only  software  that  met  all  the  stringent 
requirements  for  the  application . . . 

“  While  each  product  competing  in  the 
shootout  displayed  strength  in  one  area  or 
another,  ORACLE  Server  was  at  or  near 


the  top  in  nearly  every  competition. 

“ORACLE  Server’s  performance  shined 
on  database  queries  that  required  complex 
aggregations— sometimes  more  than  twice  as 
fast  as  other  products . . . 

“In  selecting  ORACLE  Server  as  the  winner, 
the  judges  considered  other  factors  such 
as  product  maturity  and  experience  with 
corporate  databases,  and  the  selection  of  front- 
end  tools  to  access  the  database. 

“(And)  even  though  the  NLM  version  of 
ORACLE  Server  was  new,  it  was  considered 
to  be  a  close  extension  of  the  firm’s  OS/2  and 
Unix  products,  which  are  proven  technology 
on  client/server  platforms’.’ 

-PC  Week  June  24,1991 


Hungry  for  more?  ORACLE  Server  for 
NetWare  just  recorded  the  highest  audited 
TPC  Benchmark™  B  rate  ever  on  a  PC— 

43  tpsB.  At  that  rate,  the  low  $2590/tpsB  is 
just  icing  on  the  cake. 

1-800-633-1071  Ext.  8145 

Call  us  for  a  complete  benchmark  report 
and  reprint  of  the  PC  Week  Shootout.  We’ll  also 
tell  you  more  about  the  rest  of  Oracle’s  open 
family  of  portable  software.  And  the  support, 
education  and  consulting  services  that  help 
you  get  the  most  out  of  your  investment. 

OR  AC  LG  ‘ 

Software  that  runs  on  all  your  computers. 


©1991  Oracle  Corporation.  ORACLE  is  a  registered  trademark  of  Oracle  Corporation.  Sara  Lee  is  a  trademark  of  Sara  Lee  Corporation.  Reprinted  from  PC  VHrek  June  24,  mi  Copyright  ©  Ziff  Communication  Company 
NetWare  is  a  trademark  of  Novell,  Inc.  TPC  Benchmark  is  a  trademark  of  the  Transaction  Processing  Council.  Other  trademarks  referenced  are  of  then  respective  manufacturer.  Call  for  hardware  and  software  requirements.  Outside  the  US. A., 

but  within  North  America,  call  1-800-633-8925  for  product,  service,  and  seminar  information. 
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IS  spends  more  on  machines,  hires  less 


Machines  persevere 

Despite  the  recession,  IS  capital 
expenditures  are  increasing  at  twice  the 
rate  of  IS  staff 
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BY  CLINTON  WILDER 

CW  STAFF 


CHICAGO  —  Despite  all  the 
hype  about  empowered  knowl¬ 
edge  workers  being  the  true 
strategic  assets,  information 
systems  departments’  spending 
on  machines  is  increasing  faster 
than  staffing  levels,  and  it  is  hav¬ 
ing  an  impact  on  morale. 

That  is  the  bottom  line,  ac¬ 
cording  to  a  recent  Society  for 
Information  Management  (SIM) 
survey  of  580  IS  professionals.  It 
found  that  overall,  IS  capital  ex¬ 
penses  are  increasing  at  more 
than  twice  the  rate  of  IS  staffs, 
and  staffs  are  actually  shrinking 
at  the  largest  companies.  It  also 
appears  that  funding  for  both 
capital  expenses  and  staffing  in¬ 
creases  is  being  kept  to  a  mini¬ 
mum. 

Among  the  companies  sur¬ 
veyed,  IS  staffs  are  expected  to 
increase  this  year  by  an  average 
of  2%,  while  capital  expenses  are 
budgeted  to  increase  by  5%. 
Among  companies  with  IS  bud¬ 


gets  exceeding  $100  million, 
however,  staff  size  will  actually 
decrease  by  an  average  of  0.6%, 
while  capital  spending  increases 
by  2.2%. 

The  recessionary  times  ap¬ 
pear  to  be  taking  a  mental  toll  as 
well.  Compared  with  a  similar 
SIM  survey  in  1989,  the  number 
of  respondents  who  said  they  ex¬ 
pect  to  reach  unmet  career  goals 
in  their  current  organizations 
plummeted  by  19%.  IS  job  satis¬ 
faction  also  decreased  slightly. 

Of  respondents  who  have  not 
yet  achieved  their  career  goals  in 
IS,  only  36%  felt  they  were  likely 
to  do  so  at  their  present  firms  — 
down  significantly  from  55%  two 
years  ago.  Overall,  while  a  re¬ 
spectable  79%  said  they  were 
satisfied  with  their  IS  careers, 
that  figure  was  down  from  85% 
in  1989. 

SIM  board  member  and  sur¬ 
vey  head  Ed  Mills  acknowledged 
that  the  satisfaction  results  may 
have  even  been  skewed  toward 
the  positive  because  SIM  mem¬ 
bers  who  responded  were  likely 


those  in  stable  positions.  “Those 
no  longer  in  a  position  were 
probably  not  particularly  inter¬ 
ested  in  filling  out  a  survey,”  said 


Mills,  vice  president 
of  systems  and  opera¬ 
tions  at  the  U.S.  Com¬ 
mittee  for  Unicef  in 
New  York. 

To  see  how  volatile 
life  has  been  for  IS  ex¬ 
ecutives,  one  need 
look  no  further  than 
the  SIM  leadership. 
The  last  three  presi¬ 
dents  of  the  associa¬ 
tion  —  John  Owens, 
Laurance  Burden  and 
John  Hammitt  — 
have  each  experi¬ 
enced  job  changes  in 
the  past  15  months. 

The  money  trail 

Although  capital  costs 
for  hardware  have  de¬ 
clined,  spending  for 
telecommunications 
has  picked  up  the 
slack.  The  survey  also 
found  increased  spending  on 
automation  technologies  that 
can  cut  staff,  such  as  computer- 
aided  software  engineering,  ac¬ 


cording  to  Mills. 

Client/server  computing 
earned  by  far  the  highest  inter¬ 
est  among  emerging  technol¬ 
ogies.  Respondents  were  asked 
to  rate  technologies  for  signifi¬ 
cance  on  a  scale  of  one  to  four, 
and  client/server  computing 
scored  3.2,  far  ahead  of  second- 
place  finisher  electronic  data  in¬ 
terchange  at  2.85. 

The  interest  in  client/server 
jibes  with  the  trend  toward 
smaller  IS  staffs,  Mills  said. 
“Some  of  what  used  to  be  the  IS 
staff  is  now  in  user  departments 
in  many  cases,”  he  said.  “This  is 
one  technology  that  cuts  across 
both  functions.” 

Reshaping  business  process¬ 
es  was  the  most  popular  manage¬ 
ment  trend,  with  an  average  sig¬ 
nificance  rating  of  3.31  out  of  a 
possible  four.  Quality  improve¬ 
ment  was  second  at  3.19,  and  IS/ 
business  partnerships  was  third 
at  3.01.  Measuring  the  value  of 
IS  was  low  at  2.56. 

The  survey  also  found  that 
58%  of  the  companies  respond¬ 
ing  have  companywide  quality 
programs  in  place,  although  the 
preponderance  of  such  programs 
varied  widely  among  industries. 


Vines  users  seek  routing  alternatives 


DRI  promises  free  fix  for 
problems  with  DR  DOS  6.0 


BY  CHRISTOPHER  LINDQUIST 

CW  STAFF 


MONTEREY,  Calif.  —  Digital 
Research,  Inc.  (DRI)  confirmed 
last  week  that  some  problems 
exist  with  the  latest  version  of 
the  DR  DOS  operating  system 
and  that  a  free  fix  should  be  avail¬ 
able  by  year’s  end. 

Among  the  problems  report¬ 
ed  with  DR  DOS  Version  6.0  are 
incompatibilities  with  Novell, 
Inc.’s  Netware  Lite,  problems 
with  the  installation  of  WordPer¬ 
fect  Corp.’s  namesake  word  pro¬ 
cessor  and  Microsoft  Corp.’s 
Windows  3.0  and  performance 
degradation  when  using  the  Un¬ 
delete  feature. 

Some  users  also  reported  los¬ 
ing  data  after  exiting  Windows 
while  running  DR  DOS  6.0,  but 
DRI  said  it  has  not  been  able  to 
confirm  the  problem. 

Interestingly,  after  the  un¬ 
veiling  of  Microsoft’s  DOS  5.0  in 
June,  DRI  President  Dick  Wil¬ 
liams  insisted  that  DR  DOS  was 
“more  compatible  with  Win¬ 
dows”  than  MS-DOS. 

Reports  of  DR  DOS  Version 
6.0  bugs  came  to  light  on  public 
bulletin  boards  and  networks 
such  as  CompuServe.  In  addition, 
users  complained  of  slow  up¬ 
grade  shipments  and  problems 
getting  through  to  technical  sup¬ 
port  representatives. 

DRI’s  forthcoming  fix  will  be 
available  free  to  all  registered 
DR  DOS  6.0  users,  a  DRI 
spokeswoman  said.  DRI  will  also 
disseminate  information  on  how 


to  configure  available  features  to 
avoid  problems,  as  part  of  a  so- 
called  “business  update.” 

“We’re  finding  that  people 
need  a  little  more  hand-holding 
than  they  needed  with  DR  DOS 
5.0,”  she  said. 

The  spokeswoman  also  ac¬ 
knowledged  a  conflict  between 
Netware  Lite,  DR  DOS  6.0  and 
the  Superstor  disk  compression 
utility  when  a  system  is  used  as  a 
server.  Novell,  which  recently 
purchased  DRI,  shipped  8,000 
copies  of  DR  DOS  6.0  with  the 
first  units  of  Netware  Lite. 

In  addition,  the  spokeswoman 
claimed,  demand  for  DR  DOS 
6.0  has  slowed  DRI’s  ability  to 
send  updates  to  registered  us¬ 
ers,  although  steps  are  being 
taken  to  alleviate  the  bottleneck. 

More  than  225,000  copies  of 
DR  DOS  6.0  have  shipped  world¬ 
wide  since  its  release  on  Sept.  9, 
according  to  DRI.  This  com¬ 
pares  with  MS-DOS  5.0  upgrade 
sales  of  2  million,  along  with  the 
4  million  to  5  million  new  copies 
of  the  operating  system  that 
were  shipped  with  new  hard¬ 
ware,  said  Brad  Chase,  DOS 
product  manager  at  Microsoft. 

Michael  Martell,  an  informa¬ 
tion  center  specialist  at  a  large 
New  England  insurance  compa¬ 
ny,  tried  DR  DOS  5.1  and  set  up 
a  system  with  Version  6.0  but 
gave  up  on  both.  Martell  said  he 
found  the  product  too  unstable 
running  on  networks  and  under 
Windows  to  be  trusted.  “For 
[us],  DR  DOS  is  not  a  viable  al¬ 
ternative,”  he  explained. 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


Growing  Banyan  Systems,  Inc. 
Vines  shops  are  facing  a  deficit  of 
efficient  internetworking  alter¬ 
natives.  Those  with  mixed-ven¬ 
dor  environments  have  installed 
jury-rigged  setups  that  often  re¬ 
quire  a  separate  network  for 
Vines  traffic. 

As  large  users  of  local-area 
network  internetworks,  Vines 
customers  are  among  the  most 
eager  to  shift  from  bridging  to 
routing  schemes.  Today,  howev¬ 
er,  those  running  multiple  proto¬ 
cols  have  just  one  router  supplier 
choice:  Cisco  Systems,  Inc. 

Vines  servers  will  route  Vines 
IP  —  Banyan’s  twist  on  the  Xe¬ 
rox  Network  Systems  communi¬ 
cations  protocol  —  with  no  extra 
equipment,  noted  Frank  Hiatt, 
Banyan’s  product  manager  of 
protocols  and  interfaces. 

Banyan  also  provides  a 
$1,995  Vines  option  for  encap¬ 
sulating  Vines  IP  in  standard 
Transmission  Control  Protocol/ 
Internet  Protocol  (TCP/IP) 
packets  or  vice  versa,  he  said,  so 
users  can  run  a  Vines  or  TCP/IP 
backbone.  But  this  may  have 
problems. 

John  Scoggin,  supervisor  of 
network  operations  at  Vines 
shop  Delmarva  Power  &  Light 
Co.  in  Newark,  Del.,  uses  the  en¬ 
capsulation  option.  But  he  said 
that  his  Vines  servers  often  can¬ 
not  communicate  and  that  en¬ 
capsulation  bogs  down  perfor¬ 
mance.  “We’re  waiting  with 
bated  breath”  for  Delmarva  sup¬ 
plier  Wellfleet  Communications, 
Inc.  to  route  Vines,  he  said. 


Wellfleet  and  Proteon,  Inc. 
are  both  at  work  to  challenge 
Cisco  with  Vines  routing  sup¬ 
port.  Proteon  went  into  beta 
testing  this  month  and  expects 
Vines  support  to  ship  on  its  rout¬ 
ers  in  early  1992,  said  Richard 
Lush,  Proteon  director  of  inter¬ 


networking  product  marketing. 

Banyan  has  also  licensed  code 
to  Wellfleet,  which  said  it  will 
route  Vines  by  mid- 1992. 

Some  Vines  users  cannot 
wait.  Demetrios  Karadimas, 
technical  consultant  at  Chemical 
Bank  Corp.  in  New  York,  said  he 
began  Cisco  trials  last  month  be¬ 
cause  his  patchwork  of  bridging 
schemes  and  Vines  server-to- 
server  routing  was  inefficient. 

“We’re  looking  to  replace  all 
bridges  with  intelligent  rout¬ 
ers,”  he  said.  “Vines  tends  to  do 
a  lot  of  broadcasting  because  of 
Streettalk  [Banyan’s  widely  her¬ 
alded  directory  service].” 

Broadcast  storms  are  one 
drawback  to  bridging.  Also, 


while  bridges  are  protocol-inde¬ 
pendent  and  can  thus  easily  form 
a  mixed-protocol  backbone,  us¬ 
ers  cannot  partition  their  inter¬ 
networks  or  create  alternate 
routing  paths  with  them. 

“Most  Vines  users  are  encap¬ 
sulating  Vines  traffic  within  IP, 


though  they’re  not  thrilled  with 
it,”  observed  Jim  Harrison,  a 
networking  program  director  at 
Meta  Group,  Inc.,  a  Westport, 
Conn.,  consultancy. 

Frito-Lay,  Inc.  in  Dallas  uses 
a  combination  of  IBM  bridges 
and  Vines  server-to-server  rout¬ 
ing  software  and  is  moving  to 
Cisco  because  of  its  Vines  sup¬ 
port.  The  firm  has  a  mixed 
Vines/IBM  LAN  Server  environ¬ 
ment.  In  the  wide  area,  “Banyan 
can’t  carry  Netbios,”  an  IBM 
networking  protocol,  so  the 
company  runs  separate  Netbios 
and  Vines  bridge  networks,  said 
Jack  Sprague,  a  systems  analyst. 
He  said  Cisco  routers  will  meld 
those  separate  links. 


Bridge  Vines  with  all  other  traffic.  Alternatives  here  include 
either  a  source-route  bridge  for  Token  Ring  environments,  a 
transparent  bridge  for  Ethernet  environments  or  translation 
(source-route-transparent)  bridge  for  a  mix  of  the  two. 

Bridge  Vines  and  route  all  other  routable  traffic  through  a 
multiprotocol  router  backbone. 

Route  both  native  Vines  and  all  other  routable  traffic  through 
Cisco  Systems  router  backbone. 

Overlay  a  separate  wide-area  network  for  Vines  traffic 
using  Banyan’s  server-to-server  routing  option,  and  route 
all  other  protocols  through  a  multiprotocol  router. 
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A  recent  study  of  over  4,000  Datamation  Magazine  subscribers  named  Oracle 
Financials  as  the  accounting  software  they  are  most  likely  to  buy  this  year. 

Which  isn’t  too  surprising,  when  you  consider  everything  they  have  to  offer. 

Oracle  Financials  are  the  first 
complete  and  integrated  family  of 
cross-industry  accounting  software 
based  on  modem  relational  tech¬ 
nology.  In  other  words,  the  modem  alternative  to  the  ineffective,  unresponsive 
accounting  software  built  in  the  1970’s. 

Whether  you’re  a  growing  enterprise  or  a  giant  conglomerate,  Oracle  Finan¬ 
cials  can  be  quickly  configured  to  do  business  the  way  you  want.  Then  altered 
or  extended  as  your  needs  change.  All 
without  programming. 

Oracle  Financials  are  powerful  enough 
to  do  large-scale,  multi-national,  decen¬ 
tralized  accounting.  So  large  companies 
can  use  them  in  all  their  international  and 
domestic  divisions,  subsidiaries  and 
departments.  Which  means  everybody 
gets  the  information  they  need,  when  they 
need  it.  Even  headquarters. 


Oracle  Financials  are  the  first  major  accounting  software  with  1-2-3  and 
Macintosh-like  menus.  To  give  your  users  unprecedented  ease  of  use. 

Like  all  Oracle  products,  Oracle  Financials  run  on  virtually  any  computer  you 

have  today,  or  will  have  tomorrow. 
On  mainframes  or  low  cost  mini¬ 
computers,  workstations  and  PCs.  So 
you  can  use  the  computer  or  group  of 
computers  that  makes  the  most  sense  for  your  company  and  your  budget. 

But  more  than  just  software,  Oracle  provides  the  education,  consulting  and 
support  services  to  maximize  your  success  with  Oracle  technology.  In  fact,  over 
one-third  of  the  8,000  people  at  Oracle  are  devoted  to  customer  service. 

Call  us,  and  register  for  the  free  Oracle 
Financials  Seminar  in  your  area. 

1-800-633-1073  Ext-8120 

You’ll  see  why  Oracle  is  accounting  for 
all  the  growth  in  accounting. 

ORACLE' 

Software  that  runs  on  all  your  computers. 


Datamation*  states 
“Oracle  is  the  only  clear  winner” 
in  accounting  software. 


IN  USE 


ASK  3.5  % 


SSA  0.9  % 
PNS  0.8  % 


PLANNED 
FOR  90/91 


IBM  8.9% 

5.6% 

ASK  1.1  % 

SSA  2.1  % 

PNS  1.1  % 

OTHER 


Brands  cited  when  4,062  Datamation  Magazine  subscribers 
were  asked  “Do  you  have  in  use  now,  or  do  you  plan  to  use  initially  in  1990/91, 
Financial/Accounting  software  with  your  minicomputer/workstation  system?* 


©1991  Oracle  Corporation.  Orade  and  Oracle  Financials  are  registered  trademarks  of  Oracle  Corporation  ASK  is  a  trademark  of  ASK  Computer  Systems.  Inc.  Computer  Associates  is  a  trademark  of  Computer  Associates  International.  Inc. 
Datamation  is  a  registered  trademark  of  Cahners  Publishing  Associates,  L.P  IBM  is  a  trademark  of  International  Business  Machines.  PNS  is  a  trademark  of  Pansophc,  Inc.  SSA  is  a  trademark  of  Systems  Software  Associates,  Inc. 

•£  Datamation  Mmi/Mcro  Survey-  September  1 990.  Call  1  -800-0 RACLE1  for  hardware  and  software  requirements.  *ln  Canada  please  call  1  -800-668-8925  for  product  and  seminar  information 
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NEWS  SHORTS 

One  bright  spot  for  jobless 

Polaris  Service  in  Hudson,  Mass.,  is  offering  training  for  unem¬ 
ployed  computer  maintenance  professionals.  The  training  will 
focus  on  the  care  and  feeding  of  Sun  Microsystems,  Inc.  work¬ 
stations.  Polaris,  an  independent  maintenance  company  spe¬ 
cializing  in  Sun  equipment,  will  offer  a  pilot  training  program  to 
unemployed  members  of  the  Massachusetts  chapters  of  the 
Association  For  Service  Management  International  (AFSMI). 
Individuals  who  qualify  can  take  a  scheduled  systems  adminis¬ 
tration  or  hardware  maintenance  course  for  a  nominal  tuition 
fee.  For  more  information,  contact  Jean  Doynow  in  the  AFSMI 
public  relations  office  at  (212)  840-6570. 


Officevision  to  turn  ‘Red’ 

IBM  said  it  will  keep  its  promise  to  provide  support  for  Novell, 
Inc.’s  Netware  in  an  Officevision  environment  by  year’s  end. 
The  support  covers  Netware/286  Level  2.2  and  Netware/386 
Level  3.11.  IBM  committed  to  Netware  support  in  June,  when 
it  provided  its  last  Officevision  update.  At  that  time,  it  also 
committed  to  Microsoft  Corp.’s  Windows  3.0  support.  It  fol¬ 
lowed  through  on  the  Windows  promise  with  an  announcement 
late  last  month. 


NASD  bets  big  on  Unix  integrator 

ERI,  a  systems  integrator  specializing  in  Unix-based  connec¬ 
tivity,  said  last  week  it  had  received  a  $2  million  contract  from 
the  National  Association  of  Securities  Dealers  (NASD).  The 
agreement  is  to  load,  test  and  deliver  hardware  and  software 
for  NASD’s  certification  system,  which  is  used  to  qualify  regis¬ 
tered  securities  brokers.  ERI  will  install  a  Unix-based  operat¬ 
ing  system  and  a  relational  database  system  on  Sun  worksta¬ 
tions.  The  certification  software  is  slated  to  be  completed  by 
year’s  end  and  will  be  followed  by  a  pilot  test  program  in  the 
first  quarter  of  1992,  ERI  said. 


Storage  Tek  weds  XL/Datacomp 

Disk  drive  maker  Storage  Technology,  Inc.  announced  that  its 
proposed  merger  with  Hinsdale,  Ill.-based  XL/Datacomp,  Inc. 
was  approved  last  week  by  XL/Datacomp’s  board  of  directors. 
Stockholders  will  be  able  to  exchange  each  share  of  XL/Data¬ 
comp  for  0.2675  of  a  share  of  Storage  Tek.  A  request  by  a  lone 
XL/Datacomp  shareholder  to  stop  the  merger  was  denied  by 
an  Illinois  judge.  Louisville,  Colo.-based  Storage  Tek,  which 
makes  storage  and  retrieval  systems  for  midrange  systems, 
said  XL/Datacomp  will  provide  a  strong  point  of  entry  into  the 
IBM  Application  System/400  market.  XL/Datacomp  distrib¬ 
utes  and  services  AS/400s. 


How  green  is  the  Valley? 

With  the  holidays  coming  up,  perhaps  Silicon  Valley  was  struck 
with  the  green  spirit.  Last  week,  Intel  Corp.  said  it  was  cutting 
out  ozone-shredding  chlorofluorocarbon  (CFC)  use  in  systems 
manufacturing  by  the  end  of  the  year.  Systems  manufacturing 
accounts  for  one-third  of  Intel’s  total  CFC  use.  Hewlett-Pack¬ 
ard  Co.,  meanwhile,  announced  it  had  changed  its  shipping  car¬ 
tons  to  nonbleached  cardboard  and  switched  its  shipping  pack¬ 
aging  to  recycled  polystyrene  foam. 


1  -2-3  cash  back,  freebies  offered 

Lotus  Development  Corp.  launched  a  holiday  season  promo¬ 
tion  that  will  give  customers  a  bonus  package  of  complemen¬ 
tary  software  and  cash  rebates  when  they  purchase  1-2-3  for 
DOS  or  an  upgrade  through  resellers.  The  bonus  package  in¬ 
cludes  several  products:  SQZ,  a  spreadsheet  file  compression 
utility;  Outliner,  which  creates  spreadsheet  summaries;  seven 
customized  templates;  and  Smartpics,  a  set  of  color  clip-art  im¬ 
ages.  It  also  includes  three  small  cash  rebates,  ranging  from  $5 
to  $20.  Separately,  Lotus  shipped  the  network  edition  of 
1-2-3  for  Windows  and  named  Cc:Mail  co-founder  Ed  Owens 
as  director  of  work-group  applications  and  connectivity  prod¬ 
ucts  for  Cc:Mail  at  Lotus. 

More  news  shorts  on  page  120 


Despite  disasters,  PC  users 
spurn  antivirus  inoculations 


They’re  everywhere! 

Of  the  600  respondents  surveyed,  63%  have  experienced  a  computer 
virus  encounter.  Viruses  have  caused  a  variety  of  ailments: 

Loss  of  productivity  62% 

Screen  message  and  lockup  41%  Percentage  of 

respondents.  Base:  600 

Corrupted  files  38%  Multiple  responses 

Lost  data  30% 

Unreliable  applications  24% 

System  crash  23% 

Loss  of  confidence  20% 

Source:  Dataquest,  Inc.  CW  Chart:  Tom  Monahan 


BY  MICHAEL  ALEXANDER 

CW  STAFF 


WASHINGTON,  D.C.  —  Large 
corporations  and  government 
agencies  in  North  America  are 
more  likely  than  ever  to  have 
their  IBM  Personal  Computers 
or  compatibles  knocked  out  by 
computer  viruses,  but  few  are 
using  antivirus  software  to  help 
combat  the  problem,  according 
to  a  recent  survey. 

The  National  Computer  Se¬ 
curity  Association  (NCSA), 
which  sponsored  the  study,  and 
Dataquest,  Inc.,  which  carried 
out  the  research,  released  de¬ 
tails  of  the  survey  last  week  at 
the  First  Annual  Anti-Virus 
Product  Developers  Conference 
held  here. 

The  study,  which  queried  600 
organizations  that  have  at  least 
300  PCs,  revealed  that  63%  had 
had  an  “encounter”  with  at  least 
one  computer  virus  in  their  PCs, 
and  9%  had  experienced  virus 
“disasters”  affecting  25  or  more 
PCs.  The  primary  source  of  in¬ 
fection  is  disks  brought  from 
home,  according  to  43%  of  the 
respondents;  62%  said  a  loss  of 
productivity  was  the 
primary  effect  on  PC 
users. 

The  number  of  vi¬ 
rus  encounters  and 
disasters  has  risen 
steadily  since  the 
first  quarter  of  this 
year,  according  to 
the  study.  Virus  en¬ 
counters  climbed  from  19%  to 
40%  of  those  surveyed;  virus  di¬ 
sasters  climbed  from  2%  to  6% 
of  those  surveyed. 

“Clearly,  we  are  seeing  an  in¬ 
crease  in  the  overall  problem,” 
said  Sheila  Cotter,  director  of 
consulting  at  Dataquest.  With 
the  continuing  popularity  of  lo¬ 
cal-area  networks,  the  number 
of  virus  disasters  can  be  expect¬ 
ed  to  increase  because  networks 
make  it  easier  for  viruses  to 


spread,  Cotter  added. 

Also,  the  number  of  known  vi¬ 
ruses  has  reached  about  1,000 
and  is  increasing  at  the  rate  of 
two  or  three  per  day,  said  David 
Stang,  research  director  at 
NCSA. 

Eighty-six  percent  of  organi¬ 
zations  that  experienced  a  disas¬ 
ter  took  less  than  five  days  to 
eradicate  the  virus,  at  an  aver¬ 
age  cost  of  $6,258  per  incident. 

But  the  average  cost  figure 
may  be  as  much  as 
10  times  higher,  said 
Peter  Tippett,  presi¬ 
dent  of  Certus  Inter¬ 
national  Corp.,  one 
of  six  antivirus  soft¬ 
ware  developers 
who  funded  the 
study. 

Furthermore, 

41%  of  the  survey  respondents 
were  people  identified  as  “virus 
troubleshooters”  who  had  tech¬ 
nical,  rather  than  managerial,  re¬ 
sponsibilities  at  their  firms. 
They  probably  underestimated 
the  actual  cost  in  lost  computer 
resources  and  manpower  to 
combat  the  virus,  Tippett  said. 

Managers  reported  signifi¬ 
cantly  higher  losses  in  an  earlier 
study  sponsored  by  Certus,  he 
explained. 


However,  although  nearly  all 
of  the  organizations  surveyed  re¬ 
ported  having  virus  expertise  on 
staff,  only  15%  of  the  PCs  repre¬ 
sented  in  the  study  have  anti¬ 
virus  software  installed.  A  ma¬ 
jority  of  respondents  said  they 
have  purchased  antivirus  soft¬ 
ware  but  have  not  installed  it  on 
any  PCs  to  protect  automatically 
against  viruses. 

Tippett  speculated  that  orga¬ 
nizations  are  only  now  beginning 
to  realize  that  educating  end  us¬ 
ers  is  not  going  to  be  enough  to 
ward  off  viruses. 

Given  the  seriousness  of  the 
problem,  the  finding  that  organi¬ 
zations  are  not  using  antivirus 
software  is  surprising,  Stang 
said. 

The  NCSA  study  indicated 
that  the  most  prevalent  viruses 
are  the  Jerusalem  and  Stoned  vi¬ 
ruses,  generally  thought  to  be 
benign  because  they  were  not 
designed  to  deliberately  destroy 
data. 

However,  a  handful  of  other 
viruses  —  such  as  the  Dark 
Avenger  and  Joshi  —  cause  the 
greatest  number  of  disasters  in¬ 
volving  25  or  more  PCs,  accord¬ 
ing  to  John  McAfee,  president  of 
McAfee  Associates,  which  also 
helped  fund  the  study. 


IPL  unveils  RS/ 6000  storage  systems 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


WALTHAM,  Mass.  —  IPL  Sys¬ 
tems,  Inc.,  a  longtime  provider 
of  IBM  midrange  storage  prod¬ 
ucts,  entered  the  workstation 
market  last  week  with  a  line  of 
disk  and  tape  subsystems  for  the 
RISC  System/6000. 

The  workstation  products  are 
in  beta  testing  at  customer  sites 
and  will  be  available  by  the  end  of 
next  month.  They  will  span  the 
RS/6000  line  from  the  Power- 
station  320  model  to  the  Power- 
servers  930  and  950,  offering 


8mm  cartridge  tape  subsystems 
and  disk  drives  with  proprietary 
IPL  software  drivers  to  imple¬ 
ment  IBM’s  error  diagnostics 
and  recovery  routines. 

The  IPL  3000  series  tape 
products  will  be  priced  from 
$5,600  for  a  tabletop,  low-densi¬ 
ty  model  to  $17,300  for  a  dual¬ 
drive,  rack-mounted  tape  drive. 
Capacities  range  from  2.5G 
bytes  to  10G  bytes  (uncom¬ 
pressed),  with  a  transfer  rate  of 
500K  byte/sec.  for  the  dual-den¬ 
sity  tape  drive. 

The  IPL  4000  series  of  disk 
storage  devices  will  be  priced 


from  $7,000  for  800M  bytes  to 
$29,300  for  5.48G  bytes. 

“We  will  be  positioning  our¬ 
selves  as  25%  to  40%  less  ex¬ 
pensive  than  IBM  products,” 
said  Russell  Bishop,  who  recent¬ 
ly  joined  IPL  from  Iomega  Corp. 
to  head  up  the  storage  vendor’s 
new  workstation  division.  Com¬ 
pany  officials  plan  to  leverage  18 
years  of  experience  in  the  IBM 
midrange  arena. 

“We  don’t  think  typical  IBM 
users  will  turn  to  mail  order,” 
Bishop  said.  “It's  a  very  different 
mentality  from  the  Sun  world  of 
engineering  workstations.  ” 
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21.4  tps 

PC 

2.74  KMps 


42.4  tps 


PC 

LAN  Server 


3.30  KVtps 


425  tpsB 


On  March  12,  Oracle*  recorded  the  highest  TPC 
Benchmark™  B  rate  ever:  425  tpsB  on  a  VAXcluster. 
And  the  fastest  TP1  score  ever  on  January  21st:  416 
tps  on  an  IBM- compatible  mainframe. 

Both  were  industry- standard  tests  on  8  gigabyte 
databases,  independently  certified  by  Codd  &c  Date. 

All  these  benchmarks  are  further  proof  that 
ORACLE  not  only  runs  virtually  everywhere,  it  runs 
fastest  everywhere.  Fastest  on  PCs,  workstations, 
minicomputers  and  mainframes.  Fastest  on  stand¬ 
alone  machines,  or  in  a  client/server  configuration. 

So  no  matter  what  system  you  choose,  you  get 
the  best  performance  and  lowest  cost  per  transaction. 
No  small  concern  to  managers  trying  to  squeeze 
the  most  out  of  their  MIS/DP  budgets. 

1-800-633-1071  Ext.  8116 

But  don’t  just  take  our  word  for  it.  Call,  and  ask 
for  the  benchmark  reports  audited  by  Codd  &c  Date. 
They  certify  the  test  results  and  give  a  full  account  of 
the  testing  methodology  and  system  configurations. 

Just  the  thing  for  a  little  speed  reading. 

ORACL6’ 

Software  that  runs  on  all  your  computers. 


©  1991  Oracle  Corporation.  ORACLE  is  a  registered  trademark  of  Oracle  Corporation.  TPC  Benchmark  is  a  trademark  of  the  Transaction  Processing  Performance  Council.  All  other  trade  names  referenced  are  the  service  mark,  trademark,  or  registered  trademark  of 
the  respective  manufacturer.  Call  for  hardware  and  software  requirements.  Outside  the  U.S.A.,  but  within  North  America,  call  1-800-668-8925  for  product,  service,  and  seminar  information. 


NEWS 


Word  processing  packages  proliferate 


BY  CAROL  HILDEBRAND 

CW  STAFF 


Ancillary  word  processing  activity  has 
picked  up  in  the  last  two  weeks,  as  evi¬ 
denced  by  a  spate  of  second-tier  product 
shipments  and  pricing  changes. 

Close  on  the  heels  of  last  month’s  de¬ 
liveries  from  market  leaders  WordPerfect 
Corp.  and  Microsoft  Corp.,  which  re¬ 
leased  WordPerfect  5.1  for  Windows  and 
Word  for  Windows  2.0,  respectively, 
came  the  debut  of  the  following  packages: 

•  NBI,  Inc.  said  it  has  shipped  Version  2.0 
of  its  much-licensed  Legacy  word  proces¬ 


sor.  It  is  available  for  $495,  with  a  compli¬ 
cated  upgrade  policy  offering  prices  rang¬ 
ing  from  $59to  $129. 

Enhancements  include  the  addition  of  a 
macro  language,  floating  frames  and  more 
easily  edited  tables  as  well  as  advanced 
color  imaging  processing.  Users  can  ma¬ 
nipulate  color  bit-mapped  images  and  true 
image  cropping. 

•  Clarion  Software  Corp.  has  dramatically 
slashed  the  price  on  Report  Writer,  a  tool 
for  creating  customized  reports  and  que¬ 
ries  from  databases,  more  than  halving 
the  price  from  from  $199  to  $79.  Report 
Writer  pulls  information  from  such  prod¬ 


ucts  as  Borland  International,  Inc.’s 
Dbase,  Lotus  Development  Corp.’s  1-2-3 
and  Microsoft’s  Excel  to  create  reports 
through  a  menu-driven  interface. 

•  Que  Software  shipped  Rightwriter  for 
Windows,  a  graphical  version  of  its  gram¬ 
mar  and  style  checker.  The  product  can 
check  text  for  grammar  and  style  in  any 
Windows  product  when  used  with  the 
Windows  clipboard.  When  used  in  con¬ 
junction  with  such  word  processors  as 
WordPerfect  for  Windows  or  Word  for 
Windows,  Rightwriter  becomes  a  menu 
option.  Pricing  is  set  at  $99.95. 

•  Concentric  Data  Systems,  Inc.  an¬ 


“ The  MIS  director  informs  me  we’re 
now  as  compatible  as  we’re  going  to  get’.’ 


Tfell  The  Boss  About  Ross. 

Software  with  Digital’s  latest  technology  built-in. 


At  Ross,  compatibility  is  more  than  a 
promise.  We  deliver  integrated,  fully  com¬ 
patible  financial,  distribution  and  human 
resources  software.  Plus  software  solutions 
for  process  and  discrete  manufacturing  and 
public  sector  organizations.  All  designed 
to  give  you  the  full  benefits  of  the  latest 
Digital  technology. 

As  the  world’s  largest  application  devel¬ 
oper  dedicated  to  Digital,  we’re  first  to 
incorporate  its  advanced  technology  in  new 
and  existing  products.  And  first  to  back  it 
with  worldwide  support.  Using  VMS,™ 
SCO™  UNIX™  and  ULTRIX™  -  Digital’s 
version  of  UNIX  -  our  applications  are 
designed  to  operate  easily  in  open  systems 
environments.  Under  Digital’s  Network 
Application  Support  (NAS)  architecture,  our 
client/server  software  lets  users  access  and 


work  with  corporate  data  on  multiple  plat¬ 
forms.  From  their  own  desktops.  Trans¬ 
parently.  With  exceptional  ease-of-use. 

At  the  same  time,  we  support  Path- 
works  -  Digital’s  strategic  software  for 
implementing  NAS  -  so  application  devel¬ 
opers  can  access  data  enterprise-wide. 
Without  having  to  develop  special  purpose 
software.  And  to  further  speed  and  simplify 
development,  we’re  implementing  powerful 
4GLs  and  Digital’s  Rdb  relational  data¬ 
base.  Leveraging  IS  performance,  connec¬ 
tivity,  data  availability  and  security 
even  more. 

Tell  the  boss  about  Ross:  software  that 
puts  the  latest  Digital  technology  to  work 
worldwide.  Call  us  at  1-404-257-9198  Ext. 
502  for  a  free  Ross  evaluation. 


I  ROSS 
(SYSTEMS 

Your  Digital  Software  Source 


rr 


FINANCIAL  •  DISTRIBUTION  •  HUMAN  RESOURCE  •  MANUFACTURING  •  PUBLIC  SECTOR  •  FOURTH  GENERATION  LANGUAGE  •  BUSINESS  PRODUCTIVITY 


The  Ross  Systems  logo  is  a  trademark  of  Ross  Systems,  Inc.  VMS  and  ULTRIX  are  trademarks  of  Digital  Equipment  Corporation. 
UNIX  is  a  registered  trademark  of  Unix  Systems  Laboratories,  Inc.  SCO  is  a  registered  trademark  of  the  Santa  Cruz  Operation,  Inc. 


nounced  immediate  availability  of  a  report 
writer  for  Borland’s  Paradox.  R  &  R  Re¬ 
port  Writer  for  Paradox  retails  for  $249 
and  allows  a  user  to  create  database  re¬ 
ports  without  programming.  The  product 
includes  what-you-see-is-what-you-get 
(WYSIWYG)  page  preview  as  well  as  ex¬ 
tensive  font  support.  Label,  mail/ 
merge  and  columnar  reports  and  forms 
can  all  be  created,  the  company  said. 

•  The  DOS-based  Signature  word  proces¬ 
sor  is  the  offspring  of  the  star-crossed 
marketing  venture  between  IBM  and  Xy- 
quest,  Inc.  It  suffered  a  shipping  setback 
when  IBM  pulled  out  in  the  wake  of  its  de¬ 
cision  to  dismantle  the  IBM  Desktop  Soft¬ 
ware  Unit,  which  was  to  resell  the  pack¬ 
age.  Signature  finally  shipped  Nov.  15. 

Now  under  the  sole  aegis  of  Xyquest, 
the  product  offers  support  to  both  Xy- 
write  and  IBM  Displaywrite  users.  Some¬ 
thing  of  a  hybrid,  Signature  offers  editable 
WYSIWYG  display  as  well  as  a  Common 
User  Access-compliant  pull-down  menu. 


TI  gets  real  GUI 
with  CASE  tool 


BY  KIM  S.  NASH 

CW  STAFF 


PLANO,  Texas  —  Capitulating  to  pres¬ 
sure  from  CASE  users  who  want  to  build 
software  programs  in  a  graphical  environ¬ 
ment,  Texas  Instruments,  Inc.  last  week 
unveiled  one  of  three  planned  tools  for  do¬ 
ing  just  that. 

The  company,  however,  caused  some 
observers  to  scratch  their  heads  when  it 
released  an  IBM  OS/2  module  ahead  of 
one  for  Microsoft  Corp.’s  Windows. 

“Perhaps  TI  had  a  few  big  customers 
that  wanted  to  do  OS/2  development,  but 
the  rest  of  the  world  could  care  less  about 
OS/2,”  said  John  Palmer,  principal  at  At¬ 
lantic  Systems  Guild,  Inc.,  a  computer- 
aided  software  engineering  (CASE)  con¬ 
sulting  company  in  New  York. 

The  new  module,  which  is  the  first  part 
of  Version  5.0  of  TI’s  Information  Engi¬ 
neering  Facility  (IEF),  lets  developers 
working  in  OS/2  Presentation  Manager 
environments  construct  applications  for  a 
variety  of  platforms,  including  Unix  ma¬ 
chines,  IBM  mainframes  and  Digital 
Equipment  Corp.  VAXs,  said  Bob  Bled¬ 
soe,  marketing  manager  for  IEF. 

TI  follows  several  CASE  companies 
that  have  announced  add-on  or  integrated 
modules  for  graphical  user  interface 
(GUI)  development,  including  Intersolv, 
Inc.,  S/Cubed,  Inc.  and  CGI  Systems,  Inc. 
[CW,  Aug.  12]. 

As  part  of  its  statement  of  direction 
published  in  April,  fiscally  troubled 
Rnowledgeware,  Inc.  vowed  to  bring  out 
GUI  tools,  but  it  has  yet  to  make  good  on 
that  promise  [CW,  Nov.  25]. 

The  fact  that  applications  develop¬ 
ment  vendors  are  making  graphical  tools 
available  to  users  makes  a  strong  state¬ 
ment  about  the  impact  of  object-oriented 
development  tools,  Palmer  said.  CASE 
vendors  have  to  give  users  an  easy, 
graphical  way  to  make  software  that  com¬ 
petes  with  the  ease  of  object-oriented 
programming,  he  said. 

Bledsoe  said  TI  plans  to  release  mod¬ 
ules  for  Windows  and  Motif  in  the  first  half 
of  1992.  The  OS/2  version  is  slated  for 
availability  late  this  month.  Prices  were 
unavailable. 
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To  The  Most 
Advanced  RDBMS, 
It’s  Just  Another 

Server. 


Client/server  computing  integrates  the  powerful, 
graphical  capabilities  of  desktop  workstations 
with  the  proven  data  storage  and  processing  capa¬ 
bilities  of  mainframes.  Client/server  computing, 
in  essence,  turns  mainframes  into  servers. 

But  turning  mainframes  into  servers 
creates  two  tough  problems:  Preserving  MIS 
control  over  corporate  data.  And  integrating 
existing  applications  with  new  ones. 

Only  SYBASE®  solves  both  problems. 

Unlike  most  RDBMS  gateways,  SYBASE 
gives  MIS  complete  control  over  mainframe  data, 
applications,  and  services  by  providing  desktop 
access  transparently  through  CICS— ensuring  that 
all  requests  meet  current  transaction  management, 
security,  and  monitoring  requirements.  In  addition, 
SYBASE  allows  MIS  to  regulate  network  access  to 
specific  transactions,  regions,  and  data  sources. 
With  SYBASE,  MIS  is  always  in  control. 

SYBASE  also  leverages  the  investments 
made  in  existing  mainframe  applications.  SYBASE 
integrates  new,  LAN-based  applications  with  main¬ 
frame  applications  written  in  COBOL,  PL1  or 
Assembler,  as  well  as  with  all  data  sources  and 
services  accessible  from  CICS,  such  as  DB2, 
IMS/DB  and  VSAM.With  SYBASE,  existing  main¬ 
frame  applications  don’t  have  to  be  rewritten. 

SYBASE  is  the  only  product  that  lets  you 
effectivelv  turn  your  mainframes  into  servers  as 
you  deploy  new  LAN-based  applications  on 
VAXes,  UNIX,  OS/2,  and  DOS-based  platforms, 
Macintoshes,  and  others. 

What’s  more,  our  professional  services 
division,  SQL  Solutions,  can  help  you  design, 
develop,  and  integrate  complete  multi-vendor 
relational  systems  for  your  on-line,  enterprise-wide 
computing  environment. 

To  find  out  more,  call  and  register  for  a 
Sybase  Educational  Seminar  near  you.  Because 
the  time  to  turn  vour  mainframes  into  servers 
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Client /Server  For  The  On-Line  Enterprise 


is  now 


Just  call  1-800-8-SYBASE. 


Free!  "Integrating The  Mainframe!"  It’s  our  latest,  most  compre 
:  hensive  information  kit.  For  your  copy,  please  mail  this  coupon 
Sybase,  Inc.,  Dept.  S,  6475  Christie  Ave.,  Emeryville,  CA  94608. 

Or  call  1-800-8-SYBASE. 
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Price  cuts  drive  dealers 
to  pump  service  offerings 


BY  CAROL  HILDEBRAND 
and  CHRISTOPHER  LINDQUIST 

CW  STAFF 


Advanced  Logic  Research,  Inc.’s  drastic 
price  slashing,  which  has  resulted  in  the 
first  offering  of  an  Intel  Corp.  1486-based 
personal  computer  for  less  than  $2,000, 
is  typical  of  the  pricing  that  dealers  have 
learned  to  live  with  for  the  past  year. 

As  margins  move  ever  closer  to  the 


bone,  dealers  acknowledged  last  week 
that  pricing  pressures  are  forcing  them  to 
turn  their  money-making  methods  else¬ 
where.  Most  of  them  said  service  and  sup¬ 
port  will  be  the  new  value  added. 

“Gross  margins  are  coming  down  on 
the  hardware  side,  so  we’re  making  up 
gross  margin  dollars  by  selling  support 
and  services,”  said  Roger  Richter,  presi¬ 
dent  and  general  manager  of  indirect  op¬ 
erations  at  Inacomp  Corp. 


“The  margins  are  slim  with  just  selling 
boxes.  Where  the  reseller  can  make  mon¬ 
ey  is  on  service,”  Computerland  Corp. 
spokesman  Steve  Taylor  agreed. 

However,  at  least  one  analyst  and  for¬ 
mer  reseller  said  he  does  not  believe 
many  of  them  will  survive  the  transition. 
“The  problem  is,  who  are  they  going  to 
get  to  pay  for  it?”  said  Seymour  Merrin, 
president  of  Merrin  Information  Services 
in  Palo  Alto,  Calif. 

Traditionally,  dealers  have  had  a  tough 
time  selling  service  and  support  to  users. 
Merrin  said  resellers  looking  to  get  into 
the  service  and  support  game  today  are 
going  to  be  squeezed  from  all  sides. 

Direct-mail  PC  vendors  often  provide 
free  third-party  support  for  their  prod¬ 
ucts.  At  the  higher  end,  resellers  will  be 


MODEM  MANAGER 


DO  THE  IMPOSSIBLE!  Responsibilities  Include 
configuring,  managing  and  monitoring  10,  100, 
1000  or  more  dial-up  modems  simultaneously. 
Must  be  able  to  diagnose  errors  and  correct  them 
immediately  -  without  supervision.  Must  report 
ail  system  activity  clearly  and  concisely  on 
demand.  Expected  to  work  24  hours  a  day. 
No  vacation,  no  personal  days. 

AN  EQUAL  OPPORTUNITY  EMPLOYER 


competing  with  experienced  systems  in¬ 
tegrators  such  as  Electronic  Data  Sys¬ 
tems  Corp. 

Additionally,  many  customers  have  de¬ 
veloped  their  own  knowledge  over  the 
years  and  do  not  require  comprehensive 
service  from  a  dealer. 

“I’ve  seen  a  shift  from  ‘How  many  box¬ 
es?’  to  ‘How’s  your  service?  How’s  your 
support?’  ”  said  Enrique  Crespo  Jr.,  cor¬ 
porate  manager  of  user  computing  ser¬ 
vices  at  The  Torrington  Co.  in  Torring- 
ton,  Conn.  “We’re  talking  about  serious 
issues,  and  we  need  somebody  very 
knowledgeable.” 

Unhealthy  situation 

Regardless  of  how  it  is  done,  the  need  to 
diversify  the  revenue  stream  becomes 
clear  after  a  look  at  ALR’s  most  recent 
reseller  price  schedule,  which  was  ob¬ 
tained  by  Computerworld .  It  lists  three 
levels  of  figures  for  its  products:  List  price 
and  two  levels  of  resellers’  prices. 

For  the  above-mentioned  486  model 
—  the  BusinessVEISA  486/33  Model 
101  —  the  list  price  is  $1,995  and  the 
cost  to  the  dealer  is  either  $1,696  or 
$1,596,  depending  on  the  volume  or¬ 
dered.  This  leaves  dealers  with  an  ap- 


The  margins  are 

slim  with  just  selling 
boxes.  Where  the 
reseller  can  make  money  is  on 
service.” 


STEVE  TAYLOR 
COMPUTERLAND 


YOU  NEED  THIS  PERSON.  Where  can  you  find  an  individual  who  will  take  full  responsibility  for 
every  aspect  of  your  modem  system?  And  keep  it  functioning  under  the  most  demanding 
conditions?  This  person  will  shorten  response  time,  boost  productivity  and  increase  the  ROI 
for  your  modem  system.  After  an  extensive  search,  you’ll  discover  that  the  most  qualified 
candidate  isn’t  a  person  at  all.  It’s  the  Total  Control  dial-up  modem  management  system 

from  U.S.  Robotics.  And  it’s  ready  to  work  for  you.  For  a  resume, 
simply  call  1  800  DIAL-USR.  IBBQBIIBBEIDS®!! 

With  Auto  Response ™ 

The  modem  management  system  for  network  managers  who  have  better  things  to  do  than  manage  modems. 


U.S  Robotics,  8100  N.  McCormick  Blvd.,  Skokie,  IL  60076.  U.S.  Robotics  and  Total  Control  are  trademarks  of  U.S.  Robotics,  Inc. 


JkRobotics 

The  intelligent  Choice  in  Data  Communications 


proximate  15%  gross  margin  if  they  sell 
at  retail.  The  Model  101  comes  with  1M 
byte  of  random-access  memory  and  no 
hard  drive. 

However,  the  next  two  models  on  the 
BusinessVEISA  486/33  line,  which  come 
with  5M  bytes  of  random-access  memory 
and  120M-  and  200M-byte  hard  drives, 
respectively,  offer  margins  more  in  line 
with  what  is  traditional:  up  to  28%  on  the 
highest  end  model,  the  200-5. 

“They’re  trying  to  make  the  money  on 
the  hard  drive  and  peripherals,”  said  Joe 
McGlone,  president  of  McGlone  &  Co.  in 
Westport,  Conn.  McGlone  said  that  such 
efforts  will  drive  many  smaller  vendors 
out  of  business. 

“The  only  alternative  is  to  cut  the  mid¬ 
dleman,”  Crespo  pointed  out.  “I  buy  a 
mainframe  from  IBM.  If  I  need  to  buy  a 
PC,  why  should  I  go  to  dealers  such  as 
Businessland?” 

McGlone’s  point  is  already  clear  to  the 
dealer  channel.  PC  Edge,  Inc.  President 
Samuel  Adicoff  said  that  while  super¬ 
stores  and  large-volume  vendors  can  sur¬ 
vive  on  10%  margins,  more  traditional  re¬ 
sellers  must  have  at  least  20%  to  30%. 

Even  if  margins  stay  the  same,  profits 
still  drop  because  the  hardware  is  much 
cheaper,  Adicoff  said.  So,  for  a  PC  that 
cost  $4,000  two  years  ago  and  is  $2,000 
now,  “it  still  costs  us  the  same  amount  of 
money  to  maintain  that  computer,”  he 
said.  “Even  more,  because  labor  is  more 
expensive  than  it  was  before.” 

As  a  result,  resellers  must  find  other 
areas  in  which  to  make  their  profits.  Cur¬ 
rently,  service  and  support  are  attracting 
the  most  attention.  “Hardware  is  the 
platter  on  which  we  sell  our  services,” 
Adicoff  said. 
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The  SAS  System 

AH  this...  and  OS/2 
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From  the  Data  Center  to  the 
desktop,  only  the  SAS®  System 
brings  you  integrated  software 
that  exploits  all  the  potential 
of  enterprise-wide  computing. 
And  makes  your  PS/2®  an  integral 
part  of  your  organization's  infor¬ 
mation  delivery  strategy. 


_ download _ 

The  SRS  data  set  WORK.  DRTR2  is  being  created 

Currently  transferring  byte  *  58520  observation  « 

Elapsed  time  0:D0:2 1 
18.5  7.  of  transfer  completed 
Estimated  time  to  completion  0:01:55 
07. 


IU1 

(IN 

ORTH  RNRLVSIS 


PLANNING  TOOLS 


Establish  connection... 
Run  saved  program... 
Transfer  data 
Terminate  connection... 


Upload 

Doivriload 

Doivnload  graphics  output.. 
Utilities 


Use  the  SAS  System  as  a  window  to  all  your  data 
and  computing  resources — from  mainframes  and 
minicomputers  to  workstations  and  PCs.  You'll  gain 
complete  control  over  data  access,  management, 
analysis,  and  presentation . .  .while  making  SAA  a 
reality  throughout  your  organization. 

It’s  never  been  easier  to  import/export  data  and 
distribute  applications. . .  to  analyze  data  using  proven 
tools  for  Executive  Information  Systems,  decision 
support,  forecasting,  project  management,  quality  im¬ 
provement,  and  more. . .  and  to  display  the  results  in  any 
format  from  simple  lists  to  dazzling  presentation 
graphs.  The  SAS  System  also  takes  advantage  of  such 
OS/2  features  as  Dynamic  Data  Exchange,  multi¬ 
tasking,  and  the  High  Performance  File  System. 

No  wonder  more  and  more  companies  are  choosing 
the  SAS  System  to  bring  out  the  best  in  OS/2.  And 
the  people  who  use  it. 


All  Yours  for  a  Free  Evaluation 

For  a  SAS  System  executive  summary — with  details 
about  a  free  software  evaluation  and  our  renowned 
technical  support,  documentation,  training,  and  con¬ 
sulting  services — give  your  Software  Sales  Account 
Manager  a  call  at  919-677-8200 . 


SAS  Institute  Inc. 

Software  Sales  Department 

SAS  Campus  Drive  □  Cary,  NC  27513 

Phone  919-677-8200  □  Fax  919-677-8123 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  OS/2  and  PS/2  are  registered  trademarks  of  IBM  Corp. 
Copyright  ©  1991  by  SAS  Institute  Inc.  Printed  in  the  USA. 
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You  make  important  choices  for  your  business  every 
day  Why  not  choose  the  T1.5  Service  that  lets  you  choose 
the  level  of  reliability  you  need? 

With  AT&T  ACCUNET  T1.5  Service,  you  get  the  range 
of  options  you  need  to  choose  the  level  of  reliability  that 
you  want. 

One  such  option  is  NPC  (Network  Protection 
Capability),  as  well  as  APC  (Access  Protection  Capability). 
NPC  and  APC  can  give  you  end-to-end  automatic  network 
restoration  so  quickly  and  efficiently  that  you  probably 
won’t  even  notice  them  working.  They’ll  also  kick  in  if 


your  ACCUNET  T1.5  circuits  degrade. 

Or  if  you  need  to  do  your  own  network  management, 
there’s  ACCUNET  Bandwidth  Management  Service- Extended. 
BMS-E  lets  you  do  your  own  end-to-end  circuit  configuration 
generally  in  less  than  a  minute. 

ACCUNET  T1.5  Service  also  has  the  ACCUNET 


Information  Manager.  AIM  gives  you  trouble  and  performance 
reports  that  give  you  the  earliest  possible  warning  of  an 
outage  or  difficulty.  It  also  helps  you  to  communicate  your 
problem  electronically  and  in  real  time  to  our  AT&T 
Service  Centers. 


©1991  AT&T 
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support  for  almost  every  situation. 


With  AW  ACCUNET  Digital  Services,  you  get  the  AW 
network  that’s  designed  to  be  self-healing.  It  also  has  the 
most  digital  and  fiber  miles  and  the  greatest  number  of 


state-of-the-art  digital  switches.  So  if  you  need  to  choose 
your  level  of  support,  choose  AW  ACCUNET  Digital 
Services.  And  get  the  T-l  that  suits  your  business  to  a  T 


Digital  solutions  that  match  your  needs. 
Another  AT&T  advantage. 

For  more  information  about  ACCUNET  Digital  Services, 
call  your  AT&T  Account  Executive  or  1  800  247-1212,  Ext.  619. 


AT&T 


The  right  choice. 
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HP  follows  DEC,  uses  Posix  to  open  closed  systems 


BY  J.  A.  SAVAGE 

CW  STAFF 


PALO  ALTO,  Calif.  —  Hewlett- 
Packard  Co.  said  last  week  that 
it  plans  to  inject  Posix  compati¬ 
bility  into  its  proprietary  MPE/ 
XL  operating  system  by  mid- 
1992. 


However,  current  users  of 
HP’s  MPE/XL  do  not  appear  ter¬ 
ribly  anxious  for  the  arrival  of  a 
Posix-compliant  version  of 
MPE,  though  they  said  it  may 
make  their  lives  easier  in  the  fu¬ 
ture. 

HP’s  Posix-compliant  envi¬ 
ronment,  MPE/IX,  will  be  avail¬ 


able  one  quarter  after  Digital 
Equipment  Corp.  begins  ship¬ 
ping  a  Posix-compliant  version  of 
VMS.  IBM  plans  to  make  MVS 
and  OS/400  Posix-compliant  by 
the  third  quarter  of  1993. 

The  vendors  said  they  hope  to 
promote  the  development  of 
large-scale  Unix  applications  for 


their  proprietary  computers 
through  Posix  compliance,  thus 
giving  customers  an  open  win¬ 
dow  into  closed  computing. 

Posix  is  a  government  stan¬ 
dard  that  is  starting  to  catch  on 
with  commercial  users. 

Posix  is  intended  to  make  ap¬ 
plications  portable  across  het¬ 


Time  was,  the  old  stat  mux  was  the  best  way  to  save  money. 

Those  days  are  gone.  Your  data-only  multiplexor  is  costing 
you  lost  savings  every  day  you  use  it. 

For  about  the  same  price  as  a  stat  mux,  you  can  now  buy  a 
data/voice  network  server  able  to  combine  remote  voice, 
data,  fax  and  LAN  traffic  over  one  low-cost  leased  line  at 
speeds  from  9.6K  to  56/64  Kbps.  It’s  called  Marathon  IK 
and  it’s  a  breakthrough  in  technology  and  fast  payback. 
Using  the  same  private  line  for  voice  and  fax  as  well  as 
data  and  LAN  traffic  can  save  big  bucks  month  after 


month  on  phone  company  toll  charges.  So  Marathon  IK 
can  pay  for  itself  in  just  a  few  months,  and  after  that  all 
the  savings  go  to  your  company’s  bottom  line. 

Products  that  don’t  save  your  company  money  are  no 
more  than  profit  robbers.  Get  Marathon  instead. 

Call  for  a  free  compressed  voice  demonstration  or  attend 
a  Data/Voice  Integration  Workshop.  Call  toll-free  (800) 
MICOM  US  [642-6687]  or  (805)  583-8600.  Fax  (805)  583- 
1997.  Canada:  (800)  932-DVNS. 

Call  today  and  stop  wasting  money. 


m/cam 

See  Marathon  live  at  DEXPO  Fall,  booth  number  511. 


erogeneous  environments.  It  is  a 
specification  within  Unix,  but  ap¬ 
plications  that  meet  its  require¬ 
ments  do  not  require  the  Unix 
operating  system  to  run. 

More  flexibility 

Peter  Burrows,  director  of  cor¬ 
porate  information  services  at 
The  Foxboro  Co.  in  Foxboro, 
Mass.,  said  he  will  not  have  to 
worry  so  much  about  whether  he 
is  using  one  of  his  HP  Unix  or  HP 
proprietary  computers. 

“It  will  give  us  a  little  more 
flexibility  as  we  move  equipment 
around  to  different  parts  of  the 
company,”  Burrows  said. 

He  said  he  hoped  that  future 
availability  of  Posix-compliant  fi¬ 
nancial,  payroll  and  human  re¬ 
sources  applications  would  allow 
him  to  migrate  applications  off 
his  IBM  4381. 

Bob  Adams,  director  of  infor¬ 
mation  systems  at  Scott  Paper 
Ltd.  in  Vancouver,  B.C.,  said  the 
new  operating  system  will  “al¬ 
low  us  to  merge  the  two  environ¬ 
ments.” 

The  company’s  mill  has  a 
Unix-based  machine  for  quality 
control,  and  the  administrative 
office  has  several  HP  propri¬ 
etary  systems.  Adams  also  has  a 
DEC  system  and  sees  DEC’s 
move  to  Posix  as  a  “positive 
move  for  future  considerations.” 

HP  is  already  working  with 
third  parties  to  port  mainframe- 
class  applications  to  MPE/IX,  ac¬ 
cording  to  Glenn  Osaka,  world¬ 
wide  marketing  manager  for  HP 
proprietary  computers.  HP  has 
signed  up  Dun  &  Bradstreet 
Software  in  Framingham,  Mass., 
Lawson  Associates,  Inc.  in  Min¬ 
neapolis  and  Uniface  Corp.  in 
Alameda,  Calif.,  to  port  their 
commercial  Unix  software  to 
MPE/IX. 

HP  said  it  intends  to  make 
more  software  packages  avail¬ 
able  through  third  parties. 

Who  pays  whom? 

Unlike  many  vendors,  software 
companies  have  to  pay  HP  for 
the  developer’s  kits,  instead  of 
HP  paying  vendors  to  port  to 
their  operating  systems. 

“We  want  to  make  the  port  as 
easy  as  it  is  between  two  Unixes, 
so  it  only  takes  between  four  to 
six  weeks,”  Osaka  said. 

While  traditional  vendors  are 
using  the  Posix  interface  to  rede¬ 
fine  open  systems  away  from 
Unix  to  interoperability  and  por¬ 
tability,  their  first  versions  of 
Pbsix  will  not  be  fully  usable,  ac¬ 
cording  to  Steve  Wendler,  vice 
president  of  Gartner  Group,  Inc. 
in  Stamford,  Conn. 

“The  theory  is  that  you  can 
pick  an  application  first  and  the 
box  second,  based  on  which  box 
runs  the  application  best.  But 
that  won’t  happen  until  about 
1995,”  Wendler  said. 

He  said  Posix  has  to  be  ex¬ 
tended  to  the  operating  system’s 
“middle”  standards,  such  as 
networking,  database  and  real¬ 
time  functions,  before  it  is  truly 
usable. 
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files,  storing  data,  choosing 
fonts  and  colors,  processing 
sound,  even  communicating 
between  applications.  All  com¬ 
plete  with  standard  dialogs. 

And  NeXTStep’s  Interface 
Builder'  revolutionizes  the  way 
custom  applications  are  built. 
You  use  the  mouse  not  only  to 
place  and  resize  your  interface 
objects,  but  to  change  their 
attributes  and  define  how  they 
interrelate-  all  without  writing 
code.  Interface  Builder  also 
helps  manage  every  aspect  of 
your  application  and  every  bit 
of  your  code  (both  C++  and 
Objective  C  are  supported). 

To  put  even  greater  power 
in  your  hands  as  a  developer, 
the  NeXTStep  object  library  is 
completely  open.  That  is,  you 
can  customize  the  behavior  of 
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CONGRATULATIONS. 

YOUR  NEXT  CUSTOM  APPUCATION  IS 
ALREADY  HALF  FINISHED. 

Imagine  sitting  down  to  write  a  custom  application  in  a  true 
object-oriented  world. 

Where  work  that  used  to  require  hours  of  wrestling  with 
complex  code  could  be  done  graphically  with  a  mouse. 

Where  interface  and  system  objects 
would  be  right  at  your  fingertips,  ready 
to  use  without  modification. 

Where  all  your  custom  applications 
offered  stunning  graphics,  dramatic 
ease  of  use  and  seamless  integration 
with  other  applications. 

While  such  a  world  remains  at  least 
three  years  away  for  the  rest  of  the  industry,  only  NeXT"  offers 
a  polished  and  proven  system  that  works  today. 

Our  NeXTStep™ development  environment  is  far  more  than 
a  mere  windowing  system  or  a  programming  toolkit.  It’s  a  true 
object-oriented  world  all  the  way  down  to  the  system  level. 

Here,  you  can  write  sophisticated,  intuitive  programs  in  a 
fraction  of  the  time  they  would  require  on  any  other  platform, 
using  tools  you’ve  never  had  before. 

NeXTStep’s  Application  Kit" provides  the  objects  common 
to  most  programs,  like  windows,  scrolling  regions  and  buttons. 

It  also  includes  objects  for  printing,  faxing,  opening/saving 


any  object  via  subclassing, 
and  you  can  create  your  own 
custom  objects  that  instantly 
become  as  easy  to  work  with 
as  the  ones  we  supply. 

NeXTStep’s  use  of  objects 
can  save  enormous  amounts 
of  time  in  the  future,  too.  Instead  of  starting  from  scratch  with 
each  new  project,  you  can  reuse  existing  objects.  And,  when 
it’s  time  to  update,  you  don’t  have  to  search  through  endless 
lines  of  code-you  simply  modify  one  of  the  objects. 

Naturally,  the 
applications  that 
you  create  with 
NeXTStep  deliver 
the  many  benefits 
unique  to  NeXT 
workstations.They 
are  easy  to  use 


x| 


As  a  true  object-oriented  system ,  the  NeXTStep  development  environment  vastly 
simplifies  the  work  of  creating  sophisticated,  intuitive  applications.  All  necessary  objects  are 
provided,  along  with  the  power  to  customize  and  add  new  objects  of  your  own. 


and  consistent,  so  training  time  is  minimized.  They  offer  full 
access  to  all  system  services.  Plus  they  integrate  flawlessly 
with  other  custom  software,  multimedia  electronic  mail  and 
the  “best-of-breed”  off-the-shelf  solutions. 

To  see  a  vivid  demonstration  of  the  power  of  NeXTStep,  you 
need  only  travel  as  far  as  your  living  room. 

Just  call  us  at  1-800-TRY-NeXT  and  well  send  you 
our  developers’  video,  NeXT  vs.  Sun:  A  World  of 
Difference.  You’ll  see  how  NeXT  technology  can 
put  you  months  ahead  of  your  own  schedule. 

And  years  ahead  of  your  competitors’. 


©199/  NeXT  Computer,  Inc.  AH  nidus  reserved.  NeXT,  the  NeXT  logo,  NeXTStep,  Interface  Builder  and  Application 


Kit  are  trademarks  of  NeXT  Computer,  Inc.  Sun  is  a  registered  trademark  of  Sun  Microsystems,  Inc. 
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Mac  pushed  as  3270  gateway  to  host 


BY  JIM  NASH 

CW  STAFF 


From  Apple  Computer,  Inc.’s  perspec¬ 
tive,  the  idea  of  selling  its  Macintosh  into 
the  massive  terminal-emulation  market 
must  glitter  like  the  fabled  golden  city  of 
El  Dorado.  With  an  estimated  20  million 
dumb  terminals  in  the  U.S.  and  an  in¬ 
creasing  trend  toward  downsizing,  the 
market  has  great  potential. 

It  is  true  that  the  growing  need  to  ac¬ 
cess  mainframes  from  the  desktop  has  in¬ 
spired  some  companies  to  boost  the  num¬ 
ber  of  Macintosh-to-mainframe  gateway 


ports.  Danbury,  Conn.-based  Union  Car¬ 
bide  Corp.,  for  example,  has  multiplied  its 
Macintosh-to-mainframe  links  by  a  factor 
of  six.  Still,  most  information  systems 
managers  remain  unconvinced  of  the 
Macintosh’s  superiority  over  personal 
computers  when  it  comes  to  3270  termi¬ 
nal  emulation. 

In  response,  Apple  and  Computer- 
mart,  a  Nashua,  N.H. -based  retailer,  are 
putting  together  a  seminar  series  extol¬ 
ling  the  virtues  of  Macintoshes  as  main¬ 
frame  entry  points. 

Half  of  the  estimated  20  million  dumb 
terminals  in  the  U.S.  are  holding  3270 


sessions,  according  to  Benny  Lorenzo,  an 
analyst  at  Dillon,  Read  &  Co.  in  New 
York.  Given  the  “relatively  inexpensive” 
Macintosh  Classic’s  acceptance,  it  makes 
sense  for  Apple  to  pitch  it  as  an  alterna¬ 
tive  to  PC  terminal  emulation,  he  added. 

According  to  Dataquest,  Inc.,  4%  of  all 
desktops  in  the  U.S.  that  are  attached  as 
3270  terminal  emulation  devices  are 
Macintoshes.  That  calculates  to  78,300 
out  of  a  total  2.1  million  attached  desk¬ 
tops.  IS  managers  said  they  have  yet  to 
hear  a  persuasive  argument,  however. 

Dan  Willis,  a  3M  Co.  senior  analyst  in 
St.  Paul,  Minn.,  said  mainframe  database 


access  is  neither  inherently  more  reliable 
nor  easier  with  the  Macintosh. 

Willis,  who  works  with  3M’s  3,000 
Macintoshes,  said  Apple  networks  con¬ 
centrate  several  users  on  one  card.  As 
with  any  other  architecture  calling  for  a 
server-mounted  adapter  card,  if  the  card 
fails,  everyone  on  the  network  loses  ac¬ 
cess,  he  pointed  out. 

An  Apple  spokesman  agreed  that  user 
support  for  network  gateways  is  far  from 
universal.  But,  he  added,  work  is  under 
way  throughout  the  industry  to  develop 
redundant  gateways  and  routers  that  bal¬ 
ance  traffic  loads  up  to  mainframes. 

“It’s  not  all  that  easy  to  mesh  main¬ 
frame  database  [information]  with  Mac 
applications,”  Willis  said.  As  with  PCs,  he 
added,  “You’re  almost  completely  depen¬ 
dent  on  whatever  tools  have  been  provid¬ 
ed  to  equip  the  database”  for  access  from 
Macintoshes.  Some  older  databases  still 
in  use  today  have  no  end-user  tools  for 
connectivity.  Macintoshes  support  SQL, 
Apple  has  said,  which  allows  them  to  up¬ 
date  and  access  SQL-compliant  data¬ 
bases. 

Besides,  Willis  said,  “Linkage  to  big 
iron  was  a  great  idea  six  years  ago.”  Apple 
could  better  spend  its  resources  “lever¬ 
aging  the  [millions  of  instructions  per  sec- 


It  pushes  jets  past  600  mph  and  will  quickly  change  the  way  you  lease  computers. 


The  GE  engine  that  powers  some  of  the  most  advanced  planes  in  the  world  is  a  prime  example  of 


the  forward  thinking  that  has  made  GE  a  leader  in  the  aviation  industry.  That  same  type  of  thinking 


has  made  GE  Capital  Computer  Leasing  (formerly  Decimus)  a  leading  lessor  to  Fortune  500 


companies,  with  flexible  leasing  arrangements  that  help  you  meet  corporate,  strategic,  financial 


and  tax  objectives.  In  a  recent  independent  survey,  our  customers  rated  our  performance  highest. 


•  We’re  vendor  independent,  leasing  both  new  and  used  equipment  to  give  you  access  to  more 


hardware  choices.  •  And  we  are  GE,  your  assurance  of  our  financial  strength,  stability  and 


commitment  to  your  satisfaction.  •  Call  1-800-4LEASE4  to  learn  more  about  the  benefits  of 


leasing  from  GE  Capital  Computer  Leasing.  Your  perfect  partner  in  these  changing  times. 


GE  Capital 

Computer  Leasing 


End  users  today 

can  connect  to  an  IBM 
mainframe,  cut 
database  information  and 
paste  it  into  Macintosh 
applications. 


ond]  on  the  desktop  to  hold  the  database.” 

Apple  has  been  addressing  the  termi¬ 
nal  emulation  market  since  1985.  Apple, 
based  in  Cupertino,  Calif.,  began  shipping 
an  external  3270  emulation  board  run¬ 
ning  Macterminal  in  1985.  Subsequent 
new  products  and  revisions  culminated 
this  year  with  Snaps,  an  update  of  Apple’s 
MacDFT  Systems  Network  Architecture 
gateway.  Third-party  software  makers, 
including  Avatar  Corp.  and  Andrew 
Corp.,  offer  3270  terminal  emulation 
software  for  Macintoshes. 

End  users  today  can  connect  to  an  IBM 
mainframe,  cut  database  information  and 
paste  it  into  Macintosh  applications  such 
as  Excel  spreadsheets  and  Macwrite  us¬ 
ing  the  sophisticated  cut-and-paste  capa¬ 
bilities  standard  on  Macintoshes,  an  Ap¬ 
ple  spokesman  said.  Indeed,  several  IS 
administrators  said  they  see  cut  and  paste 
as  one  of  the  few  possibly  unique  selling 
points  for  a  setup  such  as  a  Macintosh  LC 
and  monitor  listing  for  $3, 100. 

However,  it  is  still  a  long  shot  for  most 
IS  directors.  “Cut  and  paste  wouldn’t 
swing  me  to  buy  Macs”  just  for  terminal 
emulation,  said  Bill  Burrows,  assistant 
vice  president  in  charge  of  PCs  and  office 
systems  at  Connecticut  Mutual  Life  In¬ 
surance  Co.  in  Hartford.  Connecticut  Mu¬ 
tual  has  but  a  handful  of  Macintoshes  and 
about  4,000  PCs  that  can  connect  to  the 
company’s  IBM  3090  model  Enterprise 
System/9000. 

Even  assuming  that  Macintosh 
screens  are  better  than  Microsoft  Corp.’s 
Windows  environment  for  PCs,  Burrows 
said,  he  does  not  “see  how  they  can  differ¬ 
entiate  themselves”  from  PC-to-main- 
frame  software.  He  and  other  experts 
pointed  out  that  Apple’s  software  largely 
mimics  PC  functions. 
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Chances  are,  you  want  all  of  the  dependability  and  rich  func-  costs  we  are  the  industry’s 

features  you  wrote  on  the  blank  tionality.  But  lately,  what  first  major  vendor  to  license 

lines  without  any  of  them  com-  about  its  speed?  Well,  hang  software  the  way  you  use  it  - 

ing  at  the  expense  of  another.  onto  your  keyboard  because  the  by  the  user. 

Then  chances  are,  you’re 


going  to  love  our  new  Open 
VAX  VMS™  systems,  the 
first  no  compromise  comput¬ 
ing  solution.  No  compromise 
in  that  you  get  everything 
you  want  in  a  system  wrth- 
out  having  to  make  any  sacrifices. 

With  the  best  price/performance. 

Open  VAX  VMS  beats  even  RISC. 
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OPEN  VAX  VMS 

No  Compromise  Computing 


performance  of  our  Open  VAX 
VMS  actually  exceeds  the  fast¬ 
est  RISC  systems.  And  that’s 
based  on  tests  representing 
real-life  applications  with 
audited  results. 

Price 

Such  high  performance 
doesn't  come  at  such  a  high 
cost.  In  fact,  Open  VAX 
VMS  delivers  the  best 
in  price/performance. 
Again,  that's  not  our 
opinion  -  th  at's  based 


Functionality 

We  give  you  the  best 
speed  and  the  best  price. 
So  you  think  we  must 
have  taken  out  all  the 
functionality,  right? 
Wrong.  Since  Open  VAX 
VMS  is  VMS,  it’s  ^ 
the  most  func¬ 
tional  computer 
available.  With 
the  most  com¬ 
plete  networking 
capabilities.  The 
easiest-to- 


use  system 
software. 


Open  VAX  VMS 
has  the  strong 
functionality 
you  want. 


The  most  productive 
development  tools  (which, 
by  the  way,  have  led  to 
over  10,000  applica- 


Our  VAX  VMS  has  always 
been  known  for  its  versatility, 


on  the  same  real-life  OpenVAXVMS  ^ons\  And  the  abso- 

is  the  best  system  in  ' 

audited  tests.  its  clcuis.  lute  best  at  protecting 

And  to  reduce  your  software  your  data  and  ensuring  that  it 
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will  always 
be  there  for  you. 
Open  VAX  VMS 
also  offers  you  the  most 
flexible  growth  path  -  from 
$3,450  desktops  to  huge  data¬ 
center  systems.  And  with  the 
recent  introduction  of  our 
Multi-Datacenter  clusters,  a 
datacenter  can  be  spread  out 
over  25  miles  and  still  run  as 
one  computer.  If  a  power  fail¬ 
ure  (or  worse)  knocks  out 
one  site,  the  other 
computers  in  the 
distributed  data¬ 
center  will  take 
over  automatically. 


it  so  is  our  Network  Appli¬ 
cation  Support  software  - 
the  most  comprehensive  set 
of  standard  interfaces  in 
the  industry.  With  our 
new  NAS  products,  you 
will  be  able  to  write 
an  application  once  and 
play  it  on  Open  VAX 
VMS  or  any  number  of 
the  different  platforms 
that  may  exist  within 
your  company. 


Support 


more  than  8,000  products  from 
over  800  vendors  as  though  they 
were  our  own  products. 

So  one  service  plan, 
tailored  to  your  company’s 
specific  needs  and 
budget,  is  all  you’ll  need. 
Performance,  price,  func¬ 
tionality,  openness,  and  sup¬ 
port.  If  they  don't 
define  your  ideal 
computer  sys¬ 
tem,  let  us  know 
what  does  by 
faxing  your  list 
back  to  us  at 

(508)  264- 
5472.  Or  if 
you  would 
like  some 
more  informa- 


organization 
in  partnership 


Opi 


enness 


Open  VAX  VMS 
is  exac  tly  what  its  name 


Openness  is  built  right  in, 
so  everyone  can  take 
advantage  of  the  richness  of 
Open  VAX  VMS. 


Since  Open  VAX 
VMS  is  from  Digital, 
it’s  backed  by  a  world¬ 
wide  service  organi¬ 
zation  of  40,000 
people.  And  with  our 
open  services,  we  can  support 


can 

344- 


Our 
won 

with  your  organization. 

tion,  you 
give  us  a  call  at  (800) 

4825,  extension  925. 

Because  chances  are,  what’s 
on  your  list  is  in  Open  VAX 
VMS,  the  no  compromise 
computing 
solution. 


mm 
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ADVANCED  TECHNOLOGY 


Tires  with  brains 

■  The  Goodyear  Tire  & 
Rubber  Co.  early  next  year 
plans  to  introduce  “smart” 
truck  tires  with  electronic 
“brains”  embedded  in  them. 
The  tires  contain  micro¬ 
processors  and  radio  fre¬ 
quency  transponders  de¬ 
signed  to  communicate 
information  about  the  tire  to  a 
handheld  computer.  The 
automated  tire  management 
technology  will  be  used  to 
tag  tires  with  virtually  inde¬ 
structible  identification 
numbers.  Eventually,  the  sys¬ 
tem  will  communicate  other 
information  related  to  tire 
wear  and  performance,  and  a 
smart  patch  containing  elec¬ 
tronics  and  transponders 
that  can  be  adhered  to  exist¬ 
ing  tires  will  be  available. 

Lights  on  a  pinhead 

■  Scientists  at  AT&T  Bell 
Laboratories  reported  last 
week  that  they  have  made 
and  operated  the  world’s 
smallest  semiconductor  la¬ 
sers.  Seen  through  a  scanning 
electron  microscope,  the  la¬ 
sers  look  like  microscopic 
thumbtacks.  The  “head”  of 
each  tack  is  only  400  atoms 
thick.  At  least  10,000  of  the 
lasers,  which  may  be  used  ei¬ 
ther  as  surface-  or  side-emit¬ 
ting  devices,  would  fit  on  the 
head  of  a  pin.  The  small,  fast, 
low-power  lasers  are  part  of 
an  ongoing  research  effort 
into  developing  optical  com¬ 
puting  and  switching  tech¬ 
nologies. 

Composers  on  computers 

■  Music  students  at  Case 
Western  Reserve  University 
in  Cleveland  are  participat¬ 
ing  in  a  first-of-its-kind  proj¬ 
ect  using  computers  to  ana¬ 
lyze  the  music  scores  of  the 
great  composers,  measure 
by  measure.  Richard  Rodda, 
who  designed  the  musical 
scores  project,  said  a  comput¬ 
er  program  he  developed  al¬ 
lows  students  to  access  per¬ 
formances  of  a  given  work 
and  match  them  directly  with 
the  musical  score.  Students 
are  able  to  study  similarities 
between  composers  in 
greater  detail  as  well  as  com¬ 
pare  a  number  of  interpreta¬ 
tions  of  a  piece  of  music. 


Wave  of  the  future — with  a  catch 

Parallel  processors  are  fast  and  affordable,  but  programming  snags  leave  users  leery 


BY  GARY  H.  ANTHES 

CW  STAFF 


Prudential  Securities,  Inc.  has 
two  IBM  3090/600  main¬ 
frames  with  vector  proces¬ 
sors  and  a  gaggle  of  Digital 
Equipment  Corp.  VAXs,  but 
“they  aren’t  up  to  the  task,” 
said  David  Audley,  director  of 
Prudential’s  Financial  Ser¬ 
vices  Group.  The  task:  to  eval¬ 
uate  hundreds  of  financial  sce¬ 
narios  using  an  econometric 
model  while  an  investor  in 
mortgage-backed  securities 
waits  on  the  telephone. 

For  a  while,  Prudential  rented 
time  on  a  Cray  Research,  Inc. 
supercomputer,  but  that  proved 
too  costly.  Now  the  firm  can  run 
through  32  number-crunching 
economic  scenarios  simulta¬ 
neously  using  a  $1  million  in- 
house  Intel  Corp.  parallel 
computer  powered  by  32 1860 
microprocessors. 

Nearly  everyone  now  con¬ 
cedes  that  the  highest  perfor¬ 
mance  computers  of  the  future 
will  employ  parallel  architec¬ 
tures  with  dozens  to  tens  of 
thousands  of  processors.  Most 
major  makers  of  high-perfor¬ 
mance  computers,  including 
Cray,  IBM  and  DEC,  have  said  they  will 
embrace  the  technology  one  way  or  an¬ 
other  [CW,  Nov.  25]. 

The  good  news  is  these  massively 
parallel  computers  are  fast  and  rela¬ 
tively  inexpensive.  The  bad  news  is 
they  can  be  devilishly  hard  to  program. 

Two  major  approaches  to  massively 
parallel  computing  are  competing  for 


the  hearts  and  minds  of  users.  Comput¬ 
ers  from  Thinking  Machines  Corp. 
have  traditionally  used  a  single  instruc¬ 
tion/multiple  data  (SIMD)  method,  in 
which  each  processor  executes  the 
same  instruction  at  the  same  time  but 
on  different  data.  To  get  good  perfor¬ 
mance,  SIMD  applications  should  have 


data  that  can  be  split  evenly  across  all 
processors  so  that  none  remains  idle. 

Parallel  machines  from  Intel  Super¬ 
computers  and  others  use  a  multiple  in¬ 
struction/multiple  data  (MIMD)  archi¬ 
tecture,  in  which  each  processor 
executes  its  own  set  of  instructions. 
Here  the  programmer  has  the  harder 
task  of  breaking  the  application  code 


into  multiple,  parallel  streams  of  logic. 
Coordinating  the  processors,  each  of 
which  has  its  own  local  memory,  can  be 
tricky. 

Pbrting  serial  programs  —  still  the 
vast  majority  of  existing  software  —  to 
MIMD  machines  may  be  straightfor¬ 
ward,  but  more  often  it  is  not. 

In  an  attempt  to  com¬ 
bine  the  inherent  flexibility 
of  MIMD  with  the  ease  of 
use  of  SIMD,  Thinking  Ma¬ 
chines  recently  introduced  a 
hybrid  architecture  it  said 
would  “open  up  the  bottle¬ 
neck  of  parallel  software  devel¬ 
opment.”  The  secret  to  that 
trick,  the  company  said,  lies  in  a 
new  control  network  that  can 
broadcast  the  same  instructions 
to  all  processors  and  synchro¬ 
nize  their  execution  whenever 
SIMD  execution  makes  sense. 
But  when  execution  gets  to  the 
point  where  processors  need 
to  do  different  things,  they  be¬ 
gin  to  fetch  instructions  from 
their  own  local  cache  memo¬ 
ries,  which  are  replenished  by 
the  operating  system.  It  is  all 
invisible  to  the  user,  Thinking 
Machines  said. 

But  Jack  Dongarra,  a  comput¬ 
er  science  professor  at  the  Uni¬ 
versity  of  Tennessee  and  a  high- 
performance  computer  authority,  said 
the  bottleneck  is  not  about  to  open  up 
any  time  soon:  “Massively  parallel  sys¬ 
tems  are  not  intended  for  general-pur¬ 
pose  computing.  It  is  nontrivial  to  take 
applications  and  move  them  to  these 
machines.  The  bottom  line  is  they  are 
not  at  all  at  the  current  state  of,  say, 
Cray  [supercomputers].”  He  said  he 
had  studied  the  new  Thinking  Ma¬ 
chines  architecture  and  concluded  that 
users  will  still  need  to  tune  their  code 
considerably  to  get  maximum  perfor¬ 
mance. 

While  the  consensus  in  the  user 
community  remains  that  parallel  com¬ 
puting  is  difficult,  there  are  clearly  ex¬ 
ceptions.  Audley  said  the  econometric 
model,  100,000  lines  of  C  developed  on 
a  Sun  Microsystems,  Inc.  workstation, 
was  ported  to  the  Intel  machine  in  a  day 
and  was  running  on  16  processors  in  a 
week.  About  40  lines  of  code  had  to  be 
changed  to  make  the  port,  he  said. 

Seven  similar  applications  were  also 
ported  to  the  Intel  in  about  a  week,  he 
said.  Audley  said  the  programmers  do¬ 
ing  this  work  do  not  have  to  be  wizards, 
but  they  do  have  to  thoroughly  under¬ 
stand  the  applications.  The  applications 
are  a  good  fit  for  the  Intel’s  MIMD  ar¬ 
chitecture  because  the  economic  sce¬ 
narios  being  evaluated  are  fairly  inde¬ 
pendent,  he  said. 

“Everyone  believes  that  parallel 
processing  is  the  wave  of  the  future  for 
price/performance.  No  one  wants  to 
use  parallel  processors,  but  we  have  no 
choice,”  Dongarra  added. 


Weeding  out  the  glitches 


A  multifaceted  attack  on  the  parallel  programming  problem  has 
been  under  way  for  several  years  and  seems  to  be  slowly  paying 
off: 

•  Compilers  are  getting  better  —  but  are  still  not  expert  —  at 
automatically  “parallelizing”  serial  code. 

•  Work  on  algorithms  has  produced  ways  to  structure  programs  for  parallel 
processing,  even  in  applications  that  had  previously  been  thought  to  be  in¬ 
herently  serial. 

•  Much  effort  is  now  going  into  developing  software  tools  for  porting,  devel¬ 
oping  and  debugging  software  for  parallel  machines. 

•  Commercially  available  applications  for  parallel  computers  and  libraries  of 
standard  parallel  routines  are  becoming  more  common. 

However,  the  biggest  advance  in  parallel  computing  may  be  the  erosion  of 
the  fear,  uncertainty  and  doubt  (FUD)  factor,  according  to  Justin  Rattner, 
technology  director  at  Intel  Supercomputers,  a  division  of  Santa  Clara, 
Calif.-based  Intel  Corp. 

“FUD  has  subsided  to  a  great  extent  because  people  are  doing  it.  When 
there  were  no  examples  on  the  production  side,  it  was  easy  for  manufactur¬ 
ers  of  nonparallel  equipment  to  play  on  people’s  fears.  It’s  like  learning  to 
ride  a  bike:  It’s  hard  at  the  time,  but  once  you  master  it,  it’s  not  that  diffi¬ 
cult.” 

GARY  H.  ANTHES 
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Going  as  far  as  you 


lar  enough,  To 


truly  maximize  your  computing 
capabilities,  you  have  to  function  at  a 
whole  new  level.  That’s  w  hy  we  re  proud 
announce  32-bit  OS/2 "  Version  2.0. 
ing  designed  to  let  you  run  OS/2, 

DOS  and  Windows™  applications  from  a  single 
system,  with  more  available  memory,  true  multi¬ 
tasking,  application  protection  and  a  32-bit  base 
system  that  will  keep  you  out  in  front. 

With  DOS,  Windows  and  OS/2  support,  32-bit 
OS/2  2.0  will  rise  above  the  software  compatibility 
barrier  of  the  past,  giving  you  access  to  thousands 
of  applications  created  for  those  environments.  So 
OS/2  2.0  protects  your  software  investment  as  well 
as  preserves  your  software  choices.  And  that’s 
increasingly  important  as  more  and  more  applica¬ 
tions  become  available.  As  a  platform  for  integration, 
nothing  else  even  comes  close. 

No  less  of  a  breakthrough  is  the  Workplace  Shell 
interface  that’s  being  designed  to  remove  even  more 
of  the  obstacles  of  yesterday’s  computing  environ¬ 
ment.  This  friendly,  graphical  interface  will  make 
personal  computing  easier  than  ever  and  more  pow¬ 
erful  too.  Built-in  interactive  education  w  ill  keep  you 
up  and  running,  and  there  are  productivity  tools,  a 
high  performance  file  system,  games  and  more.  So 
there’s  almost  no  limit  to  how  far  you  can  go. 

Act  now  and  you  can  start  with  OS/2  1 .3  SB  lor 
just  $99  if  you  own  IBM  DOS — $150  otherwise — 
and  you  II  be  eligible  to  get  an  upgrade  to  OS/2  2.0 
upon  release  at  no  extra  charge*  To  order  OS/2  1 .3, 
call  1  800  342-6672**or  contact  your  authorized 
IBM  dealer  or  IBM  marketing  representative. 

And  find  out  how  OS/2  2.0  can  break  through 
for  you. 

OS/2.  Breaking  through. 


•OS/2  2  0  is  scheduled  to  be  released  in  March  1992  IBM  DOS  to  OS/2 1  3  upgrade  otter  is  good  through  12/31/91  **ln  Canada  call  1  800  465-1234  IBM  and 
OS/2  are  registered  trademarks  of  International  Business  Machines  Corporation  Windows  is  a  trademark  ol  Microsoft  Corporation  ©  1991  IBM  Corp 


VIEWPOINT 


EDITORIAL 

Changing  times 

Three  years  ago  in  this  space,  we  wrote  of 
IBM’s  drive  to  reform  and  redirect  the 
company,  as  per  its  own  press  releases. 
We  likened  the  effort  to  that  of  an  enor¬ 
mous  ship  that  had  wandered  into  a  fjord  and  was 
struggling  to  find  open  water  and  running  room 
once  again. 

Somewhere  along  the  way,  IBM  sailed  into  a 
storm  that  became  a  typhoon  that  spawned  a 
whirlpool,  and  now  the  dreadnought  seems 
caught  up  in  its  vortex  as  it  spins  from  one  direc¬ 
tion  to  another. 

As  this  was  being  written  last  week,  the  IBM 
board  of  directors  was  conferring  once  again  on 
how  to  halt  the  cycle  of  poor  business  perfor¬ 
mance  resulting  in  layoffs,  more  poor  perfor¬ 
mance  and  more  layoffs.  That  meeting  followed  a 
now  infamous  “I’m  mad  as  hell,  and  I’m  not  going 
to  take  it  anymore”  memo  that  IBM  Chairman 
John  Akers  directed  at  his  company’s  managers 
six  months  ago. 

With  the  company’s  unceremonious  bumping 
of  George  Conrades  from  his  post  as  general 
manager  of  IBM  U.S.  last  week,  it  seems  Akers’ 
and  the  board’s  anger  is  now  on  the  verge  of  spin¬ 
ning  out  of  control.  You  start  to  wonder  how  much 
is  being  done  to  benefit  the  customer  and  thereby 
the  company  and  how  much  is  being  done  to  show 
Wall  Street  that  IBM  is  serious  —  about  what, 
we’re  not  sure  these  days. 

IBM’s  problem  is  not  complex.  It  has  pros¬ 
pered  over  most  of  the  last  three  decades  by  sell¬ 
ing  large  computer  systems  based  on  its  propri¬ 
etary  architecture.  Today,  the  market  is 
demanding  smaller,  less  expensive  machines 
based  on  open  architectures  that  do  not  tie  the 
customers  to  one  vendor.  That  is,  the  company  is 
no  longer  in  sync  with  the  market  —  similar  to 
the  situation  the  U.S.  car  companies  found  them¬ 
selves  in  beginning  in  the  late  1970s. 

IBM’s  problems  wouldn’t  be  such  news  if  the 
company  weren’t  IBM.  But  even  the  heads  of 
many  of  IBM’s  staunchest  rivals  will  tell  you  that 
in  addition  to  being  huge,  the  company  is  also  an 
icon  in  a  world  where  the  image  of  the  omnipotent 
American  corporation  is  fading.  Thus,  the  failure 
of  IBM,  these  people  say,  would  be  fundamental¬ 
ly  bad  for  all  of  us. 

Whether  that  is  true  is  beyond  our  analytical 
abilities.  But  one  thing  is  certain:  If  the  company 
does  fail  —  and  that  is  not  out  of  the  realm  of  pos¬ 
sibility  —  it  will  be  because  of  its  failure  to  serve 
its  customers,  who  historically  have  been  count¬ 
ed  as  some  of  the  most  loyal  people  anywhere. 

Firing  people,  shuffling  executives,  making 
pronouncements  and  promises  of  getting  closer 
to  the  customer  and  being  more  “responsive”  are 
the  easy  things.  Changing  a  company’s  culture 
from  the  inside  out  to  meet  dynamic  market  con¬ 
ditions  is,  and  has  been,  the  real  challenge  for 
IBM.  To  this  point,  the  only  thing  that  can  be  said 
is  that  Akers  has  not  succeeded  in  meeting  it. 

QnJUl 


LETTERS  TO  THE  EDITOR 


IS  means  business 

“  ‘Brain  barriers’  limit  IS 
change”  [CW,  Nov.  4]  says  that 
the  “U.S.  must  overcome  middle 
management’s  traditional  oppo¬ 
sition  to  technology.” 

I  contend  that  information 
systems  people  do  a  very  poor 
job  selling  the  benefits  that  this 
technology  provides. 

All  too  often,  IS  people  talk 
about  faster  response  times,  ac¬ 
cess  to  companywide  data  and 
better  user  interfaces  without 
translating  these  features  into 
solid,  well-documented  business 
benefits.  IS  must  get  past  the 
typical  gee-whiz  technical  pre¬ 
sentations  and  begin  to  address 
the  business-oriented  issues. 

For  example:  How  much  will 
the  technology  cost?  How  will 
this  technology  solve  the  needs 
of  the  business?  How  much  will  it 
cost  the  business  not  to  imple¬ 
ment  the  suggested  changes? 
What  is  the  return  on  investment 
for  this  project?  Is  this  the  best 
solution?  What  is  the  expected 
life  of  the  technology  if  imple¬ 
mented?  What  are  the  expected 
problems  with  the  plan?  Will  the 
proposed  cost  of  this  project  be 
better  spent  elsewhere? 

A  business  is  a  financial  enti¬ 
ty.  IS  must  use  the  tools  of  busi¬ 
ness  analysis  to  demonstrate 
how  their  solutions  will  make  the 
business  more  successful. 

Paul  0.  Sweeney 
Boxboro,  Mass. 

Cost  a  concern 

Like  Rick  Marshall’s  boss,  I’m 
not  quite  sure  what  he’s  saying 
in  his  Viewpoint  article,  “What, 
exactly,  do  you  mean  by  ‘down¬ 
sizing?’  ”[CW,  Nov.  4]. 

As  a  management  consultant 
specializing  in  the  systems  de¬ 


velopment  process,  I’m  neither 
for  nor  against  downsizing.  I  am 
for  the  continuous  improvement 
of  the  way  systems  groups  per¬ 
form  and  of  the  performance  of 
the  systems  products  they  cre¬ 
ate  and  support.  Continuous 
evaluation  of  performance  and 
follow-up  action  to  continuously 
improve  the  development  pro¬ 
cess  usually  precludes  any  sur¬ 
prising  downsizing  projects. 

Downsizing  costs  money, 
time,  effort  and  emotional  ener¬ 
gy.  Whether  one  should  make 
this  investment  depends  on  the 
degree  to  which  the  results  will 
pay  off  over  the  subsequent  sev¬ 
eral  years. 

Unfortunately,  the  decision 
to  downsize  is  often  based  on 
overly  optimistic  expectations 
and  is  made  without  sufficient 
evaluation  of  costs  and  benefits. 

George  Pitagorsky 
Pitagorsky  Consulting,  Inc. 

New  York 


CPSR  credit 

In  “Private  matters”  [CW,  Nov. 
11],  you  ask  if  we  should  consid¬ 
er  the  formation  of  a  group 
named  something  like  “The 
Union  of  Socially  Conscious  IS 
Professionals.” 

The  group  has  already  been 
formed  and  is  10  years  old.  Its 
actual  name  is  Computer  Profes¬ 
sionals  for  Social  Responsibility 
(CPSR).  It  has  been  involved  in 
the  privacy  field  for  some  time. 

Ironically  enough,  immedi¬ 
ately  preceding  that  editorial, 
you  give  over  most  of  a  page  to  a 
feature  on  another  CPSR  activi¬ 
ty,  the  21st  Century  Project. 
Thank  you  for  paying  attention 
to  these  important  issues. 

James D.  Gawn 
Miller sville  University 
Millersville,  Pa. 


For the  record 

In  the  article,  “Hidden  costs  can 
undermine  savings  from  out¬ 
sourcing”  [CW,  Nov.  18],  Com- 
puterworld  attributed  the  fol¬ 
lowing  statement  to  me:  Dollar 
Dry  Dock  Bank  found  that  em¬ 
ployee  severance  costs  . . . 
drove  the  outsourcing  costs  to  a 
much  higher  figure  than  expect¬ 
ed  during  the  first  year. 

What  I  actually  stated  is  quite 
to  the  contrary:  Dollar  Dry  Dock 
fully  anticipated  both  severance 
costs  and  vendor  penalties  in  our 
first  year,  experiencing  less  sav¬ 
ings  than  in  the  remaining  years 
of  our  contract. 

Not  only  were  these  expenses 
anticipated,  but  they  came  in  be¬ 
low  budget,  improving  our  first- 
year  savings  goal  by  almost  5%. 

I  also  take  exception  to  the 
suggestion  that  Dollar  Dry  Dock 
did  not  get  the  bargain  it  antici¬ 
pated.  Our  bank  anticipates  real¬ 
izing  a  better  than  25%  annual 
cost  savings  during  our  six-year 
agreement  with  Mellon  Bank 
Corp.  To  date,  we  are  ahead  of 
that  goal. 

John  J.  Maher 
First  vice  president 
Dollar  Dry  Dock  Bank 
Elmsford,  N.  Y. 

Computerworld  acknowledges  a 
reporting  and  editing  error  in 
the  piece  referenced. 


Computerworld  welcomes  com¬ 
ments  from  its  readers.  Letters 
may  be  edited  for  brevity  and 
clarity  and  should  be  addressed 
to  Bill  Laberis,  Editor  In  Chief, 
Computerworld,  P.O.  Box  9171, 
375 Cochituate Road,  Framing¬ 
ham,  Mass.  01 701.  Fax  number: 
(508)  875-8931;  MCI  Mail: 
COMPUTERWORLD.  Please 
include  a  phone  number  for  ver¬ 
ification. 
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Job  drought  won’t  last  forever 


FREDERIC  G.  WITHINGTON 


The 

ment 

looks 

now 

than 


employ- 
picture 
bad  right 
—  worse 
I  can  re- 


Jkj 

member  in  my 

38  years  in  the 
information  industry.  Virtually 
every  vendor  is  laying  people  off. 
Most  users  are,  too.  There  is  de¬ 
mand  for  a  few  scarce  types  of 
specialists,  but  layoffs  are  the 
rule  as  organizations  undergo 
system  downsizing,  mergers  or 
just  plain  contraction  because  of 
sliced  budgets.  This  isn’t  going 
to  last  forever,  though.  In  fact,  I 
think  the  ingredients  for  a  turn¬ 
around  are  already  in  place. 

Young  people  who  are  looking 
elsewhere  for  career  opportuni¬ 
ties  should  look  again,  because 
the  information  industry  is  in  the 
process  of  opening  up  a  whole 
new  set  of  management  opportu¬ 
nities.  They  will  be  somewhat 
different  from  those  we  have 
known,  but  they  will  be  more  nu¬ 
merous  than  ever  before. 

Some  of  the  factors  that  will 
revitalize  and  change  the  em¬ 
ployment  situation  are  the  fol¬ 
lowing:  the  arrival  of  authentic 
open  systems,  which  the  market 
has  been  waiting  a  long  time  to 
see;  the  maturation  of  technol¬ 
ogies  to  cope  with  the  logic  and 
overhead  of  data  and  function 


Stuart  Goldenberg 


distribution;  the  simultaneous 
arrival  of  reasons  to  utilize  multi- 
media  and  practical  voice,  image 
and  interactive  technologies;  the 
pending  arrival  of  digital  televi¬ 
sion,  which  will  effectively  bring 
PC  power  to  everyone  who  owns 
a  TV  set;  and  the  rapid  growth  of 
the  systems  integration  indus¬ 
try,  including  outsourcing. 

I  firmly  believe  these 
developments  will  revi¬ 
talize  the  IS  in- 


ment,  standards,  system  in¬ 
tegrity  and  security,  data 
administration  and  central  pro¬ 
curement.  Whether  this  person 
works  with  internal  divisional  us¬ 
ers  or  with  outside  service  sup¬ 
pliers,  he  or  she  will  be  responsi¬ 
ble  for  keeping  it  all  together. 

•  Solution  manager. 


dustry  and  create  many  new 
management  jobs  commanding 
six-figure  salaries.  But  the  jobs 
won’t  be  the  old  “green-eye¬ 
shade”  data  processing  manag¬ 
er,  application  programming 
manager  or  salesman  for  propri¬ 
etary  systems.  Most  of  them  will 
be  one  of  the  following  types: 

•  Environment  manager. 

A  central  role  in  user  organiza¬ 
tions.  This  person  will  be  re¬ 
sponsible  for  network  manage- 


In  user  organizations  this 
will  be  a  divisional  role,  unless 
applications  development  is  cen¬ 
tralized.  On  the  vendor  side,  the 
solution  manager  will  be  the  cli¬ 
ent  account  manager  for  a  sys¬ 
tem  integrator  or  manager  of  a 
service  offering  for  a  firm  pro¬ 
viding  data  services.  This  person 
will  be  responsible  for  an  applica¬ 
tions  area  for  the  ongoing  devel¬ 
opment  and  operation  of  an  in¬ 
formation  service  that  meets  the 
needs  of  end  users.  The  solution 


Portrait  of  a  programmer 
as  a  young  technophobe 


WILLIAM  LEVINE 

There  once  was 
a  time  when 
arithmetic  was 
done  in  the  head 
and  not  with  a 
calculator.  This 
was  the  time  that 
spawned  my  generation  of  com¬ 
puter  professionals.  This  ex¬ 
plains  why  some  12-year-olds 
have  13  years  of  Cobol  experi¬ 
ence,  while  we  former  slide-rule 
jockeys  are  still  struggling  to 
read  manuals.  In  the  interest  of 
better  intergenerational  under¬ 
standing  on  computer  staffs  ev¬ 
erywhere,  I  offer  the  following 
recollections  of  how  computers 
stole  gradually  into  my  life: 

Scene  One  (Sometime  in  the 
1950s):  The  teacher  passes  out 
“IBM”  cards  and  warns  us  not 
to  “fold,  spindle  or  mutilate” 
them,  as  is  written  on  the  cards, 
under  any  circumstances. 

“Do  not,”  she  adds  in  an  aside 
of  her  own,  “let  your  dog  chew 
on  these  very,  very  important 
computer  cards.” 

I  sense  that  the  computer  is 
one  thing  you  don’t  mess  with, 


just  like  those  mattress  tags  you 
can  only  tear  off  under  penalty  of 
imprisonment.  I’m  glad  the  com¬ 
puter  is  not  in  my  house.  I’ll  set¬ 
tle  for  an  electric  pencil  shar¬ 
pener  any  day,  because  you  can 
always  chew  a  pencil  without 
getting  in  trouble. 

My  Weekly  Reader  has  a  pic¬ 
ture  of  a  computer.  The  comput¬ 
er  makes  dwarfs  of  the  Mr.  Wiz¬ 
ard  types  standing  in  front  of  it  in 
white  coats.  The  article  says  the 
machine  can  add  thousands  of 
numbers  in  a  second.  I  can’t  even 
say  “nine  times  nine”  in  a  sec¬ 
ond.  You  must  have  to  be  a  ge¬ 
nius  to  use  a  computer,  I  figure. 

There’s  something  that  puz¬ 
zles  me,  though.  It  says  in  the  ar¬ 
ticle  that  this  machine  processes 
thousands  of  punch  cards  per 
second.  If  that’s  true,  why  would 
it  care  if  you  mutilated  a  few? 

Scene  Two  (1961-1967): 
For  a  six-year  period,  my  curios¬ 
ity  about  computers  is  dormant. 
During  this  time,  it  would  take  a 
peripheral  device’s  falling  on  my 
head  to  make  me  aware  that 
there  are  computers  out  there.  I 
go  to  the  New  York  World’s  Fair, 
and  it  doesn’t  dawn  on  me  that 


computers  are  the  main  ingredi¬ 
ent  behind  the  fair’s  smorgas¬ 
bord  of  technology.  I  fail  to  ap¬ 
preciate  that  behind  the  cloying 
dolls  of  “It’s  a  Small  World,” 
there  are  probably  many  small, 
small  computer  chips. 

Scene  Three  (soon  there¬ 
after):  I’m  hunkered  down  at  my 
desk  ready  to  take  the  Scholastic 
Aptitude  Test.  I  have  12  pencils 
laid  out  in  a  wagon-train  circle 
around  my  test  booklet,  but  then 
a  terrible  thought  hits  me  — 
maybe  these  aren’t  really  all  No. 
2  pencils.  I  bought  them  at  a  dis¬ 
count  store;  what  if  they  are 
really  just  No.  1.75s  or  some¬ 
thing?  Everyone  knows  the  com¬ 
puter  won’t  acknowledge  an¬ 
swers  from  anything  but  a  No.  2 
pencil.  And  even  that’s  no  sure 
thing.  If  I  don’t  erase  a  smudge 
correctly,  the  computer  might 
get  confused.  I  could  be  smudged 
out  of  a  good  college,  a  good  ca¬ 
reer.  The  computer,  it  occurs  to 
me,  is  now  an  important  player  in 
my  life,  but  unfortunately,  one 
that  is  on  an  infallibility  kick. 

Scene  Four  (a  year  or  two 
later):  The  computer  quiz  ma¬ 
chine  at  Zayre’s  is  trying  to 
stump  me  again.  “What  is  the  na¬ 
tional  dog  of  Ireland?”  it  asks. 
My  fraternity  brother  suggests 
the  answer  is  “any  Englishman,” 
but  I  know  that  the  right  multi¬ 
ple-choice  answer  is  “the  Kerry 
blue  terrier.”  I  enter  my  answer 


manager  will  usually  provide  the 
service  through  a  network  pro¬ 
vided  by  the  environment  man¬ 
ager. 

•  Module  manager. 

This  will  be  the  most  common 
type  of  management  position  in 
hardware  or  software  vendor  or¬ 
ganizations.  The  products  of  the 
future  will  be  sophisticated  com¬ 
plexes  of  hardware  and  soft¬ 
ware,  sold  in  most  cases  to  oper¬ 
ate  in  open  networks.  Network 
servers,  communications  pro¬ 
cessors,  fault-tolerant  proces¬ 
sors,  even  workstations,  will  be 
programmed  by  their  end  users 
only  in  standard  interface  lan¬ 
guages.  Even  technically  sophis¬ 
ticated  users  will  know  or  care 
little  about  how  they  operate  in¬ 
ternally.  Each  such  product  mod¬ 
ule  will  have  to  have  a  manager 
who  procures  soft  and  hard  com¬ 
ponents,  sees  to  the  product’s 
assembly  and  quality  and  over¬ 
sees  its  marketing  and  service. 
The  module  manager  will  be  re¬ 
sponsible  for  making  sure  the  as¬ 
signed  product  line  remains 
competitive  and  for  marketing  it 
to  environment  managers,  who 
will,  in  turn,  be  responding  to  the 
needs  of  solution  managers. 

The  present  employment 
drought  isn’t  going  to  last  forev¬ 
er.  The  sooner  we  prepare  for 
the  opportunities  that  will  fol¬ 
low,  the  better  off  we’ll  be. 


Withington,  a  30-year  veteran  of  the 
computer  industry,  was  a  vice-president 
at  Arthur  D.  Little,  Inc.  and  is  now  an 
independent  consultant. 


and  the  machine  acknowledges 
my  scholarship  by  flashing  its 
lights.  This  is  the  first  time  I’ve 
seen  a  computer  in  a  role  other 
than  the  world’s  foremost  record 
keeper.  For  once  I  feel  smarter 
than  the  computer.  After  all,  the 
computer  itself  has  just  dis¬ 
played  on  the  screen  the  news 
that  my  12  correct  answers  for 
12  questions  attempted  qualifies 
me  as  a  subgenius. 

Despite  my  subgenius  rating, 
I  remain  in  awe  of  most  things 
digital  for  quite  a  while.  It  never 
occurs  to  me  that  my  own  logic 
box  has  an  edge  over  the  com¬ 
puter  until  I  become  a  program¬ 
mer.  I  then  realize  that  while  it 
takes  a  couple  dozen  machine 
commands  for  a  computer  to  re¬ 
trieve  something,  my  dog  only 
needs  one  fetch  command.  Once 
that  occurs  to  me,  I  am  no  longer 
awestruck  by  the  computer. 

Most  programmers  of  my 
generation,  myself  included, 
have  become  well  acquainted 
with  many  computers,  but  we 
started  a  little  too  late  to  ever 
view  the  computer  as  a  “second 
self.”  Therefore,  we  don’t  think 
we’re  personally  to  blame  when 
a  program  abends.  We  just  figure 
we’re  being  unjustly  punished 
for  any  folding,  spindling  or  muti¬ 
lating  we  did  years  ago. 


Levine  is  an  IS  professional  at  a  finan¬ 
cial  services  company  in  the  Boston  area. 
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The  Information  Warehouse  Solution  for 
SQL  based  Access  to  Relational  and  Non-relational  Data. 


The  exciting  breakthrough  is  here... 
Enterprise  Data  Access/SQL  (EDA/SQL), 
the  key  component  of  IBM’s  Information 
Warehouse  framework.  EDA/SQL  is  a  family 
of  client/server  products  that  works 
together  to  extend  the  reach  of  SQL  based 
tools  and  programs  for  accessing  both  new 
.  data  and  legacy  data  stored  in  IMS,  VSAM, 
and  other  non-relational  DBMSs  and  files. 

•  EDA/SQL  is  the  only  product  that  gives  you 
a  uniform,  relational  view  of  data,  regardless 
pf  how  and  where  its  stored. 

From  spreadsheet  applications  to 
complex  business  systems,  EDA/SQL 
provides  the  power  and  flexibility  to  support 


virtually  any  SQL  based  application.  Popular 
tools  like  Lotus  1-2-3  and  QMF  -  even  3GL 
applications  -  can  use  native  commands  and 
syntax  to  access  over  45  local  or  remote 
proprietary  databases  and  files. 

Now,  you  can  have  a  true  open  network 
architecture.  Integrate  new  and  existing 
hardware  and  network  configurations  with 
EDA/SQL’s  interlocking  communications 
components  that  support  most  major 
network  architectures.  You  can  design  the 
most  cost-effective  environment  of  inter¬ 
connecting  PCs,  workstations,  midrange  and 
mainframe  platforms.  And  have  complete 
control  over  the  data  access  environment 


with  centralized  security  management, 
on  local  and  remote  '' 

servers.  You  don’t  v  Information 

have  to  wait  for  a  Wa“ 

miracle.  Now  your  data  *'>>*  * 
access  problems  can  be  solved. 

Call  Information  Builders  today. 


Information  Builders.  Inc. 
1250  Broadway,  New  York,  NY  1000 1 

800-969-INFO 

212-736-4433;  In  Canada  416-364-2760 

This  advertisement  refers  to  numerous  products  by  their  trade  names 
In  most,  if  not  all  cases,  these  designations  are  claimed  as  trademarks 
or  registered  trademarks  by  their  respective  companies 
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SOFTWARE  NOTES 

Peoplesoft 

expands 

Peoplesoft,  Inc.  in  Wal¬ 
nut  Creek,  Calif.,  has  an¬ 
nounced  that  the  newest 
release  of  its  client/server 
human  resources  soft¬ 
ware,  PS/HRMS  2.0,  is 
now  available  for  IBM’s 
DB2  environment  and 
Gupta  Technologies, 

Inc.’s  SQLbase  on  OS/2. 
The  package,  which  sup¬ 
ports  Microsoft  Corp.’s 
Windows,  is  an  integrat¬ 
ed  payroll,  benefits  and  hu¬ 
man  resources  system. 

Recital  Corp.  has  re¬ 
leased  Version  7.1  of  its 
Recital  fourth-generation 
language  and  relational 
database  package.  The 
latest  version  is  tailored 
for  on-line  transaction 
processing  applications 
and  has  a  distributed 
cache  manager  that  allows 
database  and  index  I/O 
operations  to  be  signifi¬ 
cantly  reduced.  Recital 
runs  on  Digital  Equipment 
Corp.  VAX/VMS  and 
Unix  platforms. 

DEC  recently  an¬ 
nounced  that  AI  Corp.,  an 
independent  provider  of 
smart  applications  devel¬ 
opment  tools,  has  joined 
the  DEC  Complementary 
Marketing  Program. 

DEC  and  Al  Corp.  sales 
representatives  will  joint¬ 
ly  market  Knowledge  Base 
Management  System,  AI 
Corp.’s  flagship  applica¬ 
tions  development  tool, 
for  use  on  DEC’s  VAX 
platforms  in  the  U.S.  and 
Canada. 


Users  bide  time  as  SAP  changes  plans 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


SAP  AG’s  revamped  applica¬ 
tions  software  product  line  may 
be  more  than  a  year  late,  but  the 
company  is  betting  it  is  not  a 
deutsche  mark  short  of  custom¬ 
ers’  expectations. 

The  company,  based  in  Wall- 
dorf,  Germany,  had  originally  in¬ 
tended  for  its  R/3  family  of  inte¬ 
grated  financial,  manufacturing 
and  other  applications  to  be 
ready  late  last  year. 

However,  midway  through 
the  development  cycle,  SAP 
changed  direction;  instead  of 
simply  enhancing  its  existing 
R/2  mainframe  system,  it  opted 
to  base  the  whole  works  on  a 
client/server  architecture  of 
Unix  machines  and  personal 
computers.  The  mainframe  still 
plays  a  role  in  the  new  product 
lineup  as  a  database  server. 

“You  could  say  we  are  a  year 
late,”  said  Hasso  Plattner,  the 
firm’s  vice  chairman.  “But  being 
a  year  earlier  and  not  being  able 
to  use  the  new  technology  would 
have  been  a  huge  disadvantage.” 

Users  are  not  exactly  break¬ 
ing  down  the  door  to  get  at  the 


new  product,  which  is  being 
beta-tested  at  18  sites  in  Eu¬ 
rope.  Beta  testing  in  North 
America  is  scheduled  to  begin  in 
mid-1992,  with  general  avail¬ 
ability  expected  here  by  late 
next  year. 

“R/3  is  very 
interesting,”  said 
R.  Bruce  Hazell, 
operations  proj¬ 
ect  leader  at  Esso 
Resources  Cana¬ 
da  Ltd.  in  Calgary 
and  an  R/2  user. 

“We  have  plans 
to  address  the 
client/server  area 
but  no  immediate 
plans  to  install 
R/3.” 

“Most  of  our 
customers  won’t  implement  R/3 
right  away  because  many  of 
them  are  just  beginning  to  look 
at  client/server  technology,” 
said  James  Bensman,  president 
of  SAP  America,  SAP’s  Lester, 
Pa.-based  subsidiary.  “They’ll 
watch  and  wait,  and  they’ll  jump 
when  the  time  is  right.” 

Because  of  customers’  dual 
needs  —  keeping  the  mainframe 
systems  alive  while  experiment¬ 


ing  with  client/server  technol¬ 
ogy  —  SAP  plans  to  enhance  its 
existing  R/2  systems  at  least 
through  the  end  of  the  decade, 
Plattner  said. 

At  SAP  America’s  recent 
user  conference,  held  last  month 
in  New  Orleans, 
the  company  an¬ 
nounced  R/2  Ver¬ 
sion  5.0,  with  en¬ 
hanced  function¬ 
ality  for  the  logis¬ 
tics,  human  re¬ 
sources  and  fi¬ 
nancial  modules. 

Users  seem 
more  interested 
in  Version  5.0  of 
R/2  than  they  are 
in  R/3,  at  least  for 
the  time  being. 

Rick  Bibbons,  project  super¬ 
visor  at  Cincinnati  Gas  &  Elec¬ 
tric  Co.  in  Ohio,  said  he  plans  to 
install  Version  5.0  at  some  point 
but  has  “no  current  plans”  for 
R/3.  “We  are  pleased  about  R/3, 
though,  because  it  gives  us  an¬ 
other  option  in  the  future,”  he 
said. 

Nevertheless,  the  eventual 
issue  for  SAP  customers  — 
some  1,600  worldwide  and 


about  50  in  the  U.S.,  including 
Amoco  Corp.,  The  Dow  Chemi¬ 
cal  Co.,  Eastman  Kodak  Co.  and 
Schindler  Elevator  Corp.  —  is 
migration  from  R/2  to  R/3. 

Although  the  product  lines 
will  be  able  to  communicate,  the 
data  and  tables  need  to  be  ported 
or  rewritten  to  work  in  the  new 
environment.  SAP  has  promised 
tools  to  help  users  accomplish 
this. 

Both  the  R/2  and  R/3  systems 
will  be  able  to  communicate 
through  common  communica¬ 
tions  protocols,  and  both  are 
based  on  the  same  active  data 
dictionary  and  SAP’s  propri¬ 
etary  fourth-generation  lan¬ 
guage. 

However,  R/3  adds  some  oth¬ 
er  features,  including  graphical 
interface  support,  complete  on¬ 
line  documentation  with  hyper¬ 
text  and  the  ability  to  scan  docu¬ 
ments  into  the  accounts  receiv¬ 
able  system,  according  to 
Plattner. 

The  beta-test  version  of  R/3 
will  include  approximately  40% 
of  the  R/2  system’s  applications 
modules;  Plattner  would  not  dis¬ 
close  a  specific  time  when  the 
rest  would  be  available. 


Factory  planning  tool 
gives  Deere  flexibility 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


As  suppliers  of  more  than  half  of 
North  America’s  largest  trac¬ 
tors,  the  Deere  &  Co.  factory  in 
Waterloo,  Iowa,  takes  manufac¬ 
turing  resource  planning  (MRP) 
as  seriously  as  horsepower. 

Yet  the  massive  complexity  of 
its  homegrown  MRP  system  was 
cramping  Deere’s  ability  to  re¬ 


spond  quickly  to  market 
changes.  Planning  any  signifi¬ 
cant  changes  in  factory  process¬ 
es  took  at  least  three  or  four 
months  —  an  undesirable  situa¬ 
tion  for  a  plant  generating  $1.5 
billion  in  sales  annually  and 
tracking  some  70,000  active 
part  numbers. 

Then  along  came  Carp  Sys¬ 
tems  International  (CSI)  and  its 
Advanced  Planning  System  —  a 


kind  of  MRP  mimic  that  dramati¬ 
cally  speeds  up  the  planning  pro¬ 
cess  with  a  front-end  processor 
and  a  suite  of  decision-support 
applications  and  tools. 

“I’ve  been  in  materials  now 
for  almost  18  years,  and  I’d  nev¬ 
er  seen  anything  like  this,”  said 
Jay  Harmon,  manager  of  com¬ 
plete  goods  and  production  plan¬ 
ning  at  the  Waterloo  factory, 
which  signed  on  as  one  of  CSI’s 
first  customers  two  years  ago. 
“We  believe  the  machine  paid  for 
itself  in  three  months.  Today,  we 
have  the  flexibility  to  change  op¬ 
tions  for  our  industrial  transmis¬ 
sions  [manufacture]  up  to  one 
week  before  we  build  it.” 


Two  weeks  ago,  CSI  entered 
the  Unix  world  with  the  an¬ 
nouncement  of  new  versions  of 
its  planning  system  for  the  IBM 
RISC  System/6000  and  Hew¬ 
lett-Packard  Co.  HP700  series 
workstations. 

“This  should  enable  our  cus¬ 
tomers  to  take  advantage  of  in¬ 
dustry  standards  as  they  down¬ 
size  their  MRP  applications  into 
client/server,  distributed  pro¬ 
cessing  architectures,”  said  Jim 
Manion,  president  of  Kanata, 
Ontario-based  CSI. 

Unix-based  versions  for  Digi¬ 
tal  Equipment  Corp.  and  Sun  Mi¬ 
crosystems,  Inc.  machines  will 
Continued  on  page  33 


IF  YOUR  COMPANY  MAILS  500 
LETTERS  A  DAY  OUR  MAINFRAME 
SOFTWARE  COULD  SAVE  YOU 
$1  MILLION  A  YEAR 


Savings  of  up  to  70%  are 
easily  achievable.  In  fact 
impressive  savings  begin  with 
as  few  as  100  letters  a  day. 

Introducing  NAPERSOFT®'s 
Automated  Correspondence  Systems 
(ACS).  Discover  the  awesome  power 
available  to  support  end  users  in 
marketing,  sales  and  customer  serv¬ 
ice.  Use  ACS  for  seamless  integra¬ 
tion  of  personalized  form  letters  with 
vour  customer  data  base.  With  ACS 


you’re  gaining  more  than  a  simple 
letter  generator,  you're  getting  a 
family  of  powerful  new  business  tools 
which  are  easily  integrated  into 
your  mission-critical,  production 
business  systems. 

•  NAPER  BRIDGE™  for  easy 
re-engineering  of  workflow  s; 

•  NAPER -WORD  K  for  word  proc 
essing/form  letter  building; 

•  NAPER  SPELL™  for  spell 
checking,  hyphenation 


and  thesaurus; 

•  NAPER  MERGE™  for  mail 
merge  and  personalization; 

•  NAPER  TOOL  KIT™  for  on  line 
letter  history  and  notepads; 

•  NAPER  DOC™  for  prepara¬ 
tion  of  documentation  and 
manuals; 

•  NAPER  MERGE  Batch 
Option™  for  high  volume 
letter  generation. 
NAPERSOFT’s  ACS  can  reduce 

the  elapsed  time  to  prepare  a 
letter  from  minutes,  hours  and 
sometimes  days ...  to  a  few 
seconds.  Cost  savings  are  even 
more  impressive.  With  the  aver¬ 
age  cost  to  produce  a  letter 
over  $10,  five  hundred  letters 
a  day  would  annually  cost  about 
$1.3  million.  A  savings  of  70% 
puts  nearly  $1  million  back  in 


your  pocket.  In  responding  to 
the  challenge  of  high  volume 
mail,  automated  correspon¬ 
dence  represents  a  far  better 
utilization  of  resources  than 
word  processing. 

If  you’ve  been  struggling  with  an 
in-house  solution  to  the  customer 
correspondence  problem  take  another 
look  at  the  potential  million  dollar 
waste  of  using  word  processing  for 
high  volume  mail . . .  then  ask  your¬ 
self  if  this  isn’t  an  opportunity  for 
you  to  save  your  company  a  lot  of 
money  while  improving  end  user 
support. 

For  a  complete  literature 
pack  call  708  420  1515,  Or 
write  NAPERSOFT,  Inc.,  One 
Energy1  Center,  Naperville, 
Illinois  60563-84 
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Reebok  Canada  tried  on  a 
Sequent  for  open  systems 
distribution  and  order 
processing.  It  j| 

fit  perfectly.  .  % 


Radisson 
had  no 
reservations 
about  going 
to  an  open 
reservations 
system  with 
Sequent. 


When  US  WEST 
wanted  a  new 
system  for 
customer 
information, 
credit,  and 
end-user 
computing, 
we  made  the 
connection. 


When  Volkswagen 
de  Mexico  shifted  to 
a  new  system  for  RDBMS- 
based  inventory  management 
they  parked  at  Sequent. 


System?  texaco 

Super  Unleaded 


Dollar  has  put  plenty  of  mileage  on  their 
on-line  reservations  system  from  Sequent. 


It  may  be  news  to  you  that  Sequent  is 
one  of  the  top  three  companies  con¬ 
sidered  most  when  purchasing  an  open 
OLTP  system* 

But  it  will  come  as  no  surprise 
to  any  of  the  companies  above. 
Or  to  any  of  the  other  2500 
corporations  around  the  world  with 
Sequent  open  systems  successfully 
running  strategic  OLTP  and  decision 
support  applications. 

Each  and  every  one  of  our  cus¬ 
tomers  saw  the  enormous  benefits  of 
switching  to  an  open  system  to  handle 
their  critical  applications. 

And  after  thoroughly  studying 
the  competition,  they  decided  the  best 
wasn’t  necessarily  the  most  famous. 

For  a  complimentary  video  tape 
on  how  we  deliver  customer  success 
in  open  systems  OLTP  and  decision 
support,  call  1-800-854-0428. 

Our  lines  are  always  open. 


Texaco  s  Latin  America/West 
Africa  division  needed  a  financial 
accounting  system  and  they  came 
to  Sequent  for  full  service. 


Autolite  sparked 
to  Sequent  when 
it  came  time  to  put 
manufacturing  on-line. 


We  made  Tootsie  Roll  a 
sweet  deal  when  they  chose 
to  put  their  entire  corporation 
on  a  Sequent  system. 
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Imaging  system  a  whiz 

Requests  for  Kansas  birth,  death  records  now  tracked  faster 


Vital  statistics  on-line  in  Kansas 


*  * 
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BY  ELLIS  BOOKER 

CW  STAFF 


TOPEKA,  Kan.  —  Birth  and  death  go  on 
pretty  much  as  they  always  have  here. 
But  now  the  state  does  a  far  better  job 
keeping  track  of  life’s  starts  and  finishes. 

A  document  imaging  system  deployed 
by  the  State  of  Kansas’  Office  of  Vital  Sta¬ 
tistics  has  dramatically  decreased  the 
time  it  takes  to  pro¬ 
cess  citizens’  re¬ 
quests  for  records, 
while  using  fewer 
staff  members. 

“At  our  low 
point,  in  1987,  we 
were  taking  four  to 
six  weeks  to  process 
a  request,”  State 
Registrar  Lome  A. 
Philips  acknowl¬ 
edged. 

Even  so,  the  man¬ 
ual  system  was  turning  a  profit  for  the 
state. 

“But  we  were  providing  lousy  ser¬ 
vice,”  said  Philips,  who  is  also  director  of 
the  Division  of  Information  Systems  at 
the  Kansas  Department  of  Health  and  En¬ 
vironment. 

Speedier  document  turnaround 

Nowadays  the  office,  which  issues 
250,000  to  300,000  certified  documents 
annually,  claims  a  turnaround  time  for  re¬ 
quested  documents  of  less  than  a  day, 
down  from  four  to  six  weeks  with  the 
manual  system.  Turnaround  time  on  the 


imaging  system  is  a  mere  12  seconds. 

This  process  involves  a  mainframe 
query  to  find  a  match  on  the  mainframe 
document  index,  the  retrieval  of  the  cor¬ 
rect  optical  disc  from  the  optical  disc  juke¬ 
box  and,  finally,  the  sending  of  the  image 
record  to  a  high-speed  laser  printer.  In  ad¬ 
dition,  a  number  of  security  checks  are 
undertaken  during  this  process. 

The  system  currently  contains  about 
2.5  million  document  images. 

With  the  new  system,  the  office  was 
able  to  reduce  its  work  force  by  six,  to  32 
employees.  So  successful  was  the  imaging 
deployment,  in  fact,  that  the  Office  of  Vi¬ 
tal  Statistics  received  the  1991  Recogni¬ 
tion  Award  for  Outstanding  Achievement 
in  the  field  of  information  technology  from 
the  National  Association  of  State  Infor¬ 
mation  Resource  Executives. 

The  major  impetus  for  the  imaging  sys¬ 
tem  was  a  number  of  changes  in  the  late 
1980s  in  state  and  federal  legislation. 

The  Internal  Revenue  Service  began 
to  demand  Social  Security  numbers  for 
children,  and  the  Department  of  Labor 
and  Housing  and  Urban  Development  be¬ 
gan  requiring  birth  certificates  for  citi¬ 
zens  seeking  jobs  and  housing. 

“And  nationally,”  Philips  said,  “there 
was  a  push  to  do  something  about  missing 
children  —  such  as  requiring  the  use  of  a 
birth  certificate  for  entry  into  and  trans¬ 
fer  between  schools.” 

Costa  Mesa,  Calif. -based  Filenet  Corp. 
won  out  over  a  pack  of  several  document 
imaging  vendors,  including  finalists  East¬ 
man  Kodak  Co.  and  Wang  Laboratories, 
Inc. 

Philips  said  Filenet  won  the  job  be¬ 
cause  it  “learned  what  vital  statistics 


were  all  about  and  didn’t  say,  ‘Oh,  your 
[application  is]  just  like  this  bank’s  or  this 
trucking  company’s.’  ” 

At  a  cost  of  $1.5  million  —  including 
the  cost  to  convert  the  backlog  of  paper 
documents  —  the  imaging  system  fea¬ 
tures  Filenet’s  largest  optical  jukebox, 
the  OSAR  288;  a  dedicated  jukebox  serv¬ 
er  and  a  dedicated  image  index  server 
(both  with  backups);  1 1  image  terminals; 


two  high-capacity  print  stations;  and  two 
document-entry  stations. 

The  jukebox  has  a  maximum  storage 
capacity  of  288G  bytes,  or  roughly  300 
years’  worth  of  Kansas  birth  and  death 
certificates. 

Within  a  year,  a  fax  server  will  be  add¬ 
ed  to  the  configuration,  allowing  the  cen¬ 
tral  office  in  Topeka  to  send  certificates 
by  fax  to  the  six  regional  offices. 


State  Regis¬ 
trar  Philips: 

‘We  were  provid- 
i ng  lousy  service  ’ 


HP  seeks  mainframe  competition 


First  MCC  spin-off  releases  Extract 
cost-saving  data  conversion  tools 


BY  J.  A.  SAVAGE 

CW  STAFF 


PALO  ALTO,  Calif.  —  Hewlett-Packard 
Co.  recently  took  aim  at  IBM’s  Enterprise 
System/9000,  unveiling  two  new  main¬ 
frame-size  reduced  instruction  set  com¬ 
puting  (RlSC)-based  computers  for  under 
$1  million. 

The  company  also  introduced  storage 
peripherals  for  the  computers  employing 
technology  said  to  rival  direct-access 
storage  devices  (DASD). 

Dana  Brown,  vice  president  of  infor¬ 
mation  systems  at  California  Compensa¬ 
tion  Insurance  Co.  in  Novato,  Calif.,  said 
the  multiprocessor  RISC  systems  answer 
his  problems  by  providing  an  upward  mi¬ 
gration  path. 

No  need  for  IBM  mainframe 

Brown  explained  that  the  insurance  firm 
has  grown  tenfold  in  the  last  two  years 
and  currently  uses  a  two-processor  HP 
system.  “We’re  getting  off  service  bu¬ 
reaus,  and  we  don’t  own  an  IBM  main¬ 
frame.” 

He  added  that  after  finishing  an  “ex¬ 
haustive”  hardware  survey,  he  saw  no 
reason  to  buy  an  IBM-style  mainframe. 

The  three-processor  HP  3000  Series 
980/300  runs  between  158.4  trans./sec. 
and  170.6  trans./sec.  The  four-processor 
980/400  runs  between  194.4  trans./sec. 


and  206.8  trans./sec.,  according  to  Glenn 
Osaka,  worldwide  marketing  manager  for 
the  HP  3000  line.  He  added,  however, 
that  HP’s  internal  ratings  have  not  yet 
been  audited. 

The  computers  cost  $785,000  and 
$945,000,  respectively.  IBM’s  three- 
processor  ES/9000  320  begins  at  $1.47 
million,  and  a  four-processor  ES/9000 
440  starts  at  $2.4  million. 

The  three-processor  system  is  set  for 
availability  in  December.  The  980/400 
should  be  available  in  the  first  quarter  of 
next  year. 

A  third  new  computer,  the  HP  3000 
Series  977,  is  a  midrange  model  running 
about  87.8  trans./sec.,  according  to  a 
spokesman.  It  is  priced  at  $260,000  and 
expected  to  be  available  in  February. 

These  computers  all  run  HP’s  propri¬ 
etary  operating  system,  MPE.  A  new  ver¬ 
sion  of  the  operating  system  is  set  to  be 
out  this  month,  according  to  Osaka. 

Storage  peripherals  based  on  redun¬ 
dant  arrays  of  inexpensive  disks  (RAID) 
will  be  available  for  the  new  computers. 
The  peripherals  function  like  DASDs, 
with  up  to  27. 2G  bytes  of  storage. 

At  the  high  end,  the  Models  C2252HA 
and  C2254HA  have  dedicated  data  pro¬ 
tection  drives  priced  at  $36,980  and 
$53,600,  respectively.  Lower  cost  mod¬ 
els  do  not  offer  data  protection.  The 
RAIDs  are  available  immediately. 


BY  KIM  S.  NASH 

CW  STAFF 


Evolutionary  Technologies,  Inc.,  an  Aus¬ 
tin,  Texas-based  start-up,  recently  re¬ 
leased  a  product  that  reportedly  cuts  big 
blocks  of  time  and  money  typically  spent 
on  data  conversion  projects. 

The  Extract  Tool  Suite,  a  five-product 
set  of  conversion,  library  and  database 
modules,  was  designed  to  move  data 
transparently  to  and  from  different  data¬ 
bases,  regardless  of  platform  or  operating 
system,  said  Robin  Curie,  executive  vice 
president  and  co-founder. 

Unlike  other  translation  tools,  the  Ex¬ 
tract  Tool  Suite,  priced  between  $50,000 
and  $300,000,  automatically  generates 
conversion  programs,  Curie  said. 

Users  define  traits  of  the  data  they 
want  moved  and  the  operating  systems 
and  databases  that  hold  that  information. 
“Then  they  guide  Extract  through  the 
generation  of  conversion  programs  by 
pointing  and  clicking,”  she  said. 

The  product,  which  runs  on  worksta¬ 
tions  from  Sun  Microsystems,  Inc.,  can 
reduce  the  time  required  to  do  data  con¬ 
versions  by  a  margin  of  10-to-l,  said 
Hugh  Jones,  president  of  H.  V.  Jones  Co., 
a  Houston-based  systems  integrator  that 


specializes  in  mainframe  downsizing  and 
Oracle  Corp.  relational  database  conver¬ 
sions. 

Evolutionary  Technologies,  which  is 
the  first  spin-off  of  Austin-based  consor¬ 
tium  Microelectronics  and  Computer 
Technology  Corp.,  is  targeting  Extract  at 
both  user  companies  and  integrators. 


The  product  can 

reduce  the  time 
required  to  do  data 
conversions  by  10-to-l. 


Jones  recently  submitted  a  bid  to  a 
Texas-area  utility  that  wants  to  make  cus¬ 
tomer  billing  and  other  account  informa¬ 
tion  available  transparently  to  users  in 
branch  offices. 

“We  turned  in  a  bid  for  12  man-weeks 
of  work,  way  under  the  two  years  we  esti¬ 
mated  it  would  take  doing  (the  conver¬ 
sion]  the  traditional  way,”  Jones  said. 

Evolutionary  Technologies  will  port 
Extract  to  other  Unix  workstations  on  re¬ 
quest.  The  company  plans  to  introduce  a 
DOS  version  in  1992. 
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At  600  x  600  dpi,  the  new  IBM 
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Sixteen  scalable  fonts,  built  in— twice 
as  many  as  an  IIP  LaserJet.  And 
our  fonts  are  Type-1.  Theirs  aren't. 


There’s  no  end  to  the  ways  the 
new  IBM  LaserPrinters  can  make  a  body 
look  good. 

For  starters,  there’s  an  Adobe®  PostScript R 
option  that  delivers  a  true  600  x  600  dots 
per  inch.  It  gives  you  up  to  four  times  the 
resolution  of  PostScript  on  any  HP  LaserJet 
printer.  Camera-ready  output,  on  your 
desktop,  for  thousands  of  dollars  less  than 
ever  before. 

But  the  eye-catching  advantages 
of  the  new  IBM  LaserPrinters  aren’t  just  for 
PostScript  users. 


LaserJet 


IBM 


HP  LaserJet  jump-gap 
toner  system  vs.  our 
contact- transfer.  A  clean  win 
for  the  IBM  LaserPrinter. 

( 10  x  enlargement J 


LaserPrinters 


600  x  600  dpi  PostScript  option,  available  tor  LaserPrinter  6. 10  and  10L.  requires  5MB  total  memory.  Adobe  and  PostScript  are  registered  trademarks  of  Adobe  Systems  Inc.  HP  and  LaserJet  are  registered  trademarks  of  Hewlett-Packard  Company  IBM  is  a  registered 


“The  NEW  IBM  LASER 


LaserPrinter  does  wonders 
Especially  yours. 


IBM  LaserPrinter 

with  PostScript  option :  600  x  600  dpi— 
up  to  four  times  the  resolution. 


Sixteen  built-in  scalable  fonts  are  standard 
equipment— twice  as  many  as  the  LaserJet  III. 
They’re  Type-1  fonts  with  Adobe  scaling 
technology,  online  and  always  ready,  without 
waiting  for  downloads. 


IBM 

PQET 


LaserJet 

RET 


Can't  see  the  difference? 
So  winder.  Our  PQET 
enhancement  is  the  equal  of 
anything  in  the  industry. 


Also  standard 
on  every  new  Laser- 
Printer:  crisper  type 
and  graphics  than 
ever,  thanks  to  sophis¬ 
ticated  new  Print 
Quality  Enhancement 
Technology  (PQET).  There’s 


The  new  IBM 
LaserPrinters:  the  leading 
edge,  made  sharper. 


more  precise  toner  transfer  than  any  LaserJet, 
and  finer  line  weights.  And  fast,  easy  control- 
panel  settings  no  LaserJet  offers,  for  light/normal/ 
dark  print,  and  smooth  or  rough  paper  settings. 

Right  from  page  one,  the  new  IBM 
LaserPrinters  make  everything  from  simple  cor¬ 
respondence  to  slick  desktop  publishing  look 
crisp,  clean,  and  cutting-edge. 

Which  makes  you  look  extraordinarily 
sharp  too. 

For  your  nearest  dealer,  call  1  800  IBM-2468, 
ext.  804.  In  Canada,  call  1  800  465-1234. 

Lexm+vrk. 

Manufacturer  and  distributor  of 
IBM  LaserPrinters. 
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The  SAS®  System  Brings  Tbgether  Your 
Organization’s  Tvo  Most  Strategic  Resources. 


With  the  SAS  System’s  multiple  interfaces,  it’s  never 
been  easier  to  bring  people  together  with  the  infor¬ 
mation  they  need.  Your  entire  organization-from 
executive  suite  to  factory  floor-can  command  the 
power  of  the  SAS  System  to  access,  manage,  analyze, 
and  present  data. 

Through  customized  executive  interfaces,  the  facts 
that  support  strategic  decisions  are  immediately  at 
hand.  Managers  can  use  Executive  Information 
System  interfaces  to  monitor  critical  success  factors, 
forecast  trends,  interpret  financial  performance,  drill¬ 
down  through  departmental  reports,  and  perform 
other  essential  tasks. 

For  business  and  technical  analysts,  there  are  task- 
oriented  interfaces  that  drive  a  variety  of  applications 
through  simple  menu  selections.  Without  having  to 
know  syntax  or  relying  on  MIS,  analysts  can  manage 
projects,  scrutinize  market  research  data,  monitor 
product  quality,  explore  laboratory  data,  create  graphs 
and  ad  hoc  reports,  and  much  more. 

Programmers  can  put  the  SAS  System’s  flexible 
fourth-generation  language  to  work  through  an  inter¬ 
active  windowing  environment  that  displays  programs 


and  output  simultaneously-together  with  details 
about  how  the  program  is  progressing.  And,  through 
an  object-oriented  applications  development  environ¬ 
ment,  programmers  can  link  applications  together  to 
deliver  virtually  any  information  on  any  computing 
platform  at  any  level  of  your  organization. 

Take  a  Closer  Look. 

For  a  free  SAS  System  executive  summary-with 
details  about  a  no-risk  software  evaluation  and  our 
renowned  technical  support,  documentation,  training, 
and  consulting  services  -  give  your  Software  Sales 
Account  Manager  a  call  at  919-677-8200.  Also  call  to 
reserve  your  place  at  our  free  SAS  System  executive 
briefing... coming  soon  in  your  area. 

SAS  Institute  Inc. 

Software  Sales  Department 
SAS  Campus  Drive 
Cary,  NC  27513 
Phone  919-677-8200 
Fax  919-677-8123 

SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  Copyright  ©  1991  by  SAS  Institute  Inc.  Printed  in  the  USA. 
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Trucking  firm  seeks 
faster  dispatching 


ONSITE 


BY  KIM  S.  NASH 

CW  STAFF 


AUBURNDALE,  Fla.  —  To 
help  Comcar  Industries,  Inc.  not 
only  keep  on  truckin’  but  truck 
faster  and  more  efficiently,  the 
transportation  company  is  tak¬ 
ing  the  downsizing  road. 

Comcar,  a  holding  company 
for  eight  trucking  groups  in  the 
Southeast,  recently  started  a 
one-year  plan  to  convert  its  com¬ 
puter  operations  from  a  central¬ 
ized,  Unisys  Corp.  mainframe- 
based  setup  to  a  distributed 
scheme  of  several  Unix-based 
Hewlett-Packard  Co.  HP  9000 
midrange  machines. 

One  of  the  motivations  behind 
the  switch  is  quicker,  more  accu¬ 


rate  rig  dispatching  to  custom¬ 
ers  such  as  The  Coca-Cola  Co., 
according  to  Mickey  Fouts,  chief 
financial  officer  and  head  of  the 
steering  committee  in  charge  of 
the  conversion. 

“But  we’re  also  doing  the 
rightsizing  thing  to  better  com¬ 
pete  with  the  big  guys,”  he  said. 

Fouts  declined  to  reveal  what 
the  conversion  will  cost  the  firm, 
which  pulled  in  $200  million  in 
revenue  for  1990,  but  he  esti¬ 
mated  that  the  new  operation 
will  save  Comcar  about  20%  in 
operating  and  maintenance  costs 
over  the  current  configuration. 

Comcar ’s  12-member  infor¬ 
mation  systems  staff  will  not  re¬ 
write  any  of  the  existing  Com¬ 
puter  Associates  International, 
Inc.  applications  currently  run¬ 
ning  on  the  company’s  Unisys 


1 100  70  series  box  or  the  home¬ 
grown  ones  on  its  VS  15  mini¬ 
computer  from  Wang  Laborato¬ 
ries,  Inc.,  Fouts  said. 

Instead,  they  are  buying  a 
new  set  of  financial  packages  tai¬ 
lor-made  for  the  transportation 
industry  from  Concepts  Dynam¬ 
ic,  Inc.,  based  in  Schaumburg,  Ill. 
Included  in  the  deal  are  credit 
management,  accounts  payable 
and  general  ledger  modules,  all 
of  which  will  run  on 
the  new  HP  9000 
Model  82  7S  com¬ 
puters. 

Comcar  also 
bought  a  relational 
database  and  a 
fourth-generation 
language  from  Infor¬ 
mix  Corp.  to  help 
format  and  track  fi¬ 
nancial  information 
and  generate  quar¬ 
terly  reports. 

In  addition,  the 
company  will  schedule  trucking 
jobs  for  its  3,000  vehicles  with  a 
customized  automated  dispatch¬ 
ing  system,  which  tracks  the  de¬ 


livery  schedule,  location  and  car¬ 
go  for  each  truck  in  the  eight 
offices.  Tom  McLeod  Software 
in  Birmingham,  Ala.,  supplied 
the  Loadmaster  Transportation 
Management  program. 

Under  the  current  main¬ 
frame-based  system,  when  a  cus¬ 
tomer  calls  to  request  a  pickup 
or  delivery,  the  operator  must 
take  down  the  pertinent  details, 
such  as  what  is  to  be  picked  up 
when,  then  put  the 
client  on  hold  while 
he  checks  handwrit¬ 
ten  books  that  show 
the  fleet’s  activities. 
In  some  cases,  the 
material  is  not  avail¬ 
able,  so  the  operator 
has  to  call  the  cus¬ 
tomer  back. 

But  with  the  new 
software  and  HP  ter¬ 
minals,  “we’ll  be 
able  to  call  all  our  in¬ 
formation  up  in  sec¬ 
onds,”  Fouts  said. 

The  X  Window  System  is 
much  easier  to  use  than  the  com¬ 
mand-line  user  interface  of  the 


company’s  existing  CA  applica¬ 
tions,  he  added,  saying  HP,  Con¬ 
cepts  Dynamic  and  Tom 
McLeod  Software  ran  several 
“in-depth”  dry  runs  of  the  new 
configuration.  “It’s  easier  to 
move  from  screen  to  screen,  and 
the  new  software  provides 
checks  and  balances  to  avoid 
mistakes,”  he  said. 

For  instance,  under  the  old 
system,  if  a  dispatcher  keyed  an 
incorrectly  formatted  account 
number,  the  CA  software  would 
simply  accept  the  wrong  entry, 
but  would  “make  you  go  through 
and  manually  find  your  mis¬ 
takes”  at  the  end  of  each  ac¬ 
counting  period,  Fouts  said. 

However,  the  Concepts  Dy¬ 
namic  package  will  indicate  an 
error  and  automatically  bring  up 
a  Help  screen  or  a  list  of  valid  ac¬ 
count  types  to  choose  from. 

“All  these  seemingly  small 
features  allow  us  to  instill  more 
confidence  in  our  customers,” 
Fouts  said.  He  estimated  that 
Comcar  will  have  all  eight  divi¬ 
sions  up  and  running  with  the 
new  systems  by  the  end  of  1 992. 


MIGRATING  TO 
OPEN  SYSTEMS 


Execs  want  EIS  used  companywide 


Factory  MRP  system,  tools 
give  Deere  &  Co.  flexibility 

CONTINUED  FROM  PAGE  27 


BY  SALLY  CUSACK 

CW  STAFF 


As  the  use  of  executive  informa¬ 
tion  systems  (EIS)  becomes 
more  widespread  across  corpo¬ 
rate  America,  end  users  and  sys¬ 
tems  managers  are  evaluating 
different  ways  to  maximize  the 
data  these  systems  were  intend¬ 
ed  to  provide  to  a  small  collection 
of  upper  level  managers. 

BUI  Barnett,  information  cen¬ 
ter  consultant  and  bank  officer  at 
the  First  Union  National  Bank  of 
North  Carolina  in  Charlotte, 
N.C.,  recently  returned  from  an 
EIS  user  group  meeting  full  of 
ideas  on  how  to  use  the  EIS  to 
the  bank’s  best  advantage. 

First  Union  has  been  using 
the  Commander  EIS  from  Corn- 
share,  Inc.  on  an  IBM  mainframe 
VM  environment  for  approxi¬ 
mately  IV2  years.  The  system 
currently  has  20  users,  and  that 
number  will  increase  as  the  sys¬ 
tem  “moves  down”  from  execu¬ 
tive  row  to  incorporate  those  at 
the  city  branch  managerial  lev¬ 
els,  Barnett  said. 

“The  big  issue  at  the  user 
conference  wasn’t  discussed  offi¬ 
cially,  but  it  needed  to  be,”  he 
said,  referring  to  the  fact  that  us¬ 
ers  are  finding  EIS  really  helpful 
at  levels  beyond  the  upper  eche¬ 
lons. 

Initially,  EIS  was  seen  as  be¬ 
ing  implemented  in  a  horizontal 
band  across  the  top  of  the  orga¬ 
nization,  Barnett  noted.  But 
companies  are  finding  that  the 
software  systems  offer  advan¬ 
tages  to  those  at  lower  manage¬ 
ment  levels. 

For  example,  Barnett  said, 
the  bank  is  looking  at  incorporat¬ 
ing  many  geographicaUy  dis¬ 
persed  sites  onto  the  system  to 


share  information.  He  added  that 
there  is  no  resistance  to  this 
from  top  management,  except  in 
the  case  of  budgetary  con¬ 
straints. 

Another  Comshare  EIS  user, 
Leslie  Frohlinger  at  Pfizer  Inter¬ 
national  in  New  York,  concurred 
that  the  use  of  EIS  software  is 
spreading  throughout  the  orga¬ 
nization. 

Pfizer  uses  the  Commander 
EIS  on  the  personal  computer 
level  in  conjunction  with  Corn- 
share’s  System  W  decision  sup¬ 
port  integration  system  on  an 
IBM  3090. 

Frohlinger,  manager  of  EIS  at 
the  firm,  said  that  so  far,  user  re¬ 
action  has  been  good.  The  inter¬ 
face  to  the  database  is  simple  and 
requires  minimal  training,  he 
said.  “We  started  with  a  small 
group  in  one  business  division, 
and  quickly  added  another  two. 
Now  we  are  going  to  add  a  corpo¬ 
rate  EIS  for  the  controllers  and 
financial  personnel,”  he  said, 
adding  that  100  people  currently 
access  the  EIS  via  local-area  net¬ 


works  in  different  divisions. 

Pfizer  initially  installed  the 
Commander  EIS  to  service  three 
of  its  international  business  ar¬ 
eas  by  incorporating  a  database 
of  financial,  marketing  and  man¬ 
ufacturing  information. 

The  initial  three  areas  EIS 
services  are:  international  phar¬ 
maceuticals;  the  specialty  chem¬ 
ical  business,  which  includes  fla¬ 
vors,  additives  and  fragrances; 
and  the  animal  health  business, 
which  provides  products  such  as 
antibiotics  and  feed  supple¬ 
ments. 

In  addition  to  the  planned  EIS 
for  corporate  financial  execu¬ 
tives,  Frohlinger  said  other  ar¬ 
eas  of  the  company  have  ex¬ 
pressed  interest  and  are  exam¬ 
ining  additional  ways  to  use  the 
EIS  system. 

The  beauty  of  the  EIS  is  that 
it  can  be  used  by  anyone,  Barnett 
said.  “There  were  probably 
1,100  users  at  the  user  group 
meeting,  and  there  was  a  real 
mix  of  IS  managers,  developers 
and  end-user  coordinators.” 


be  added  later,  as  customer  de¬ 
mand  warrants,  Manion  added. 
Pricing  for  the  system  runs  from 
$200,000  to  $1  million. 

Formerly  run  only  on  its  pro¬ 
prietary  parallel  processor, 
CSI’s  software  acts  as  a  client  to 
any  host-based  MRP  II  system 
and  supports  packages  such  as 
IBM’s  Copies,  Ask  Computer 
System,  Inc.’s  Manman,  Dun  & 
Bradstreet  Software’s  Amaps 
and  in-house  developed  systems. 

The  CSI  planning  system 
takes  an  extracted  set  of  data 
from  the  host  MRP  II  database 
and  downloads  it  to  the  worksta¬ 
tion  via  a  high-speed  data  chan¬ 
nel. 

Once  downloaded,  the  system 
“explodes,”  or  analyzes  the  ma¬ 
terial  and  capacity  requirement 
plans  within  seconds,  enabling 
production  planners  to  immedi¬ 
ately  see  the  material  and  labor 
impact  resulting  from  any 
changes,  Manion  explained. 

The  same  process  on  main¬ 
frames  and  minicomputers  takes 
hours.  At  Deere’s  Waterloo  fac¬ 
tory,  the  largest  of  the  compa¬ 
ny’s  12  factories,  the  MRP  runs 
are  still  conducted  on  the  week¬ 
end  because  they  take  six  to 
eight  hours,  Harmon  said. 

Now  that  the  planning  system 
is  available  on  Unix-based  plat¬ 
forms  from  IBM  and  HP,  third- 
party  vendors  are  likely  to  start 
lining  up  as  resellers,  said  Bruce 
Richardson,  vice  president  of  re¬ 
search  at  Advanced  Manufactur¬ 
ing  Research,  Inc.,  a  market  re¬ 
search  firm  in  Cambridge,  Mass. 
“CSI  has  got  a  really  hot  product 
area,”  he  said. 


The  vendor  also  enjoys  the 
luxury  of  having  no  serious  chal¬ 
lengers,  with  only  a  few  competi¬ 
tors  offering  personal  computer 
programs  that  download  data 
from  MRP  systems.  CSI’s  20 
customers,  Richardson  noted, 
“read  like  a  list  of  who’s  who  in 
large  American  discrete  manu¬ 
facturers.”  They  include  North¬ 
ern  Telecom,  Compaq  Comput¬ 
er  Corp.,  HP,  IBM,  Pratt  & 
Whitney,  United  Technologies 
Corp.’s  Sikorsky  Aircraft  Divi¬ 
sion  and  General  Electric  Co. 

One  of  CSI’s  clear  advantages 
is  the  relatively  quick  installation 
of  its  software  compared  with 
traditional  MRP  systems,  Rich¬ 
ardson  added.  “These  MRP  sys¬ 
tems  take  too  long  to  install,  and 
once  you  finally  do  it,  the  data  is 
not  accurate  anymore,”  he  ex¬ 
plained.  “CSI  overcomes  both  of 
those  problems  because  system 
installation  takes  an  average  of 
three  months,  and  you  can  run 
MRP  as  often  as  you  like.  Clients 
characterize  it  as  a  very  fast  da¬ 
tabase  that  turbo-charges  what 
you  have.” 

Most  companies  will  run 
MRP  once  a  week  because  it 
“chews  up  so  many  CPU  cy¬ 
cles,”  Richardson  noted.  “So 
rather  than  making  accurate 
projections,  you’re  mostly  mak¬ 
ing  seat-of-the-pants  guesses.” 

Founded  in  1984  as  Cadence 
Computer  Corp.,  CSI  changed 
its  name  in  March  1991  when  it 
established  a  U.S.  office  in  Bos¬ 
ton  and  discovered  the  Cadence 
name  had  already  been  claimed 
by  a  computer-aided  design  soft¬ 
ware  vendor. 


NEW  DEALS 

Nestle  plans  AS/ 400  net 

Nestle  Enterprises  Ltd.  has  awarded  IBM  Canada  Ltd. 
and  Syntax  Systems  Ltd.  a  contract  with  an  estimated  value 
of  $2  million  to  $3  million.  Under  the  terms  of  the  agreement, 
Syntax’s  Distribution  Management  software  will  be  imple¬ 
mented  in  all  of  Nestle’s  food  service  locations  in  Canada  on  a 
network  of  IBM  Application  System/400  midrange  systems. 

Marriott  Ownership  Resorts,  Inc.,  a  division  of  Marriott 
Corp.,  has  installed  a  $1  million  Sequoia  Systems,  Inc.  Series 
300  fault-tolerant  computer  to  increase  the  speed  of  its  on¬ 
line  computing  and  meet  rapid  growth  requirements.  The  re¬ 
sorts  division  is  using  the  Sequoia  system  to  tie  together  op¬ 
erations  in  the  U.S.,  Mexico  and  the  Caribbean. 
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...Investment  security  wMe  expanding  the  power  and 

performance  of  SystemView. 

The  Family  of  Candle  Products: 

■  Performance  (OMEGAMOK  OMEGAVIEW  ") 

■  Automation  (AF/OPERATOR?  AF/PERFORMER") 

m  Application  Access  ( CL/CONFERENCE f  CL/SUPERSESSION  ) 

Call  1-800-262-8968  to  listen  to  the  development  announcement /analysis 

and  to  receive  information. 
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SystemView 


and  our  largest  customer, 
are  now  partners  in  their 


OMEGAMON II  brings 
the  power  of  SystenMew  to  MVS 
performance  monitoring. 
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OMEGAMON... the  standard  in  performance  monitoring 
in  over  7000  data  centers  worldwide. 


■  Ease-of-use  and  clear  understanding  of  MVS for  everyone  on  the 
data  center  team  through  a  CUA  interface  -  the  SystemView  standard 

■  Comprehensive  realtime  and  historical  problem  isolation, 
analysis  and  resolution  to  safeguard  availability  and  response  time 

■  Integrated  with  OMEGACENTER  for  total  systems  management 

Call  1-800-843-3970  today  and  ask  for  Department  148  for  more  information 

on  OMEGAMON  II for  MVS  and  SystemView. 
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Development  tools 

Sterling  Software,  Inc.  has  announced 
that  its  Zim  Application  Development  En¬ 
vironment  will  support  major  SQL  data¬ 
bases. 

The  Zim  Client/Server  Release  of 
Sterling’s  entity/relationship-based 
fourth-generation  language  is  currently 
available  for  IBM’s  Database  Manager. 
Future  releases  will  support  Microsoft 
Corp.’s  SQL  Server,  Oracle  Corp.’s  Ora¬ 
cle  and  IBM’s  DB2  products.  Zim  offers 
100%  code  portability,  the  company  said. 

Pricing  starts  at  $1,540  for  a  single 
DOS-based  user  license. 


Sterling  Software 
5900  Canoga  Ave. 

Woodland  Hills,  Calif.  91367 
(818)716-1616 


Applications  packages 

MacKinney  Systems  has  announced  DP 
Manager  Release  1.2. 

DP  Manager  runs  on  mainframe  sys¬ 
tems  and  allows  administrators  to  track 
hardware  and  software  inventory  as  well 
as  change  requests  and  problem  reports. 
The  new  version  offers  simplified  ease  of 
use  and  requires  fewer  system  resources. 

Pricing  is  $1,995  for  VSE  systems  and 
$3,000  for  MVS  systems.  A  version  for 


personal  computers  will  also  be  offered. 

MacKinney  Systems 

Suite  103 

2740  Glenstone 

Springfield,  Mo.  65804 

(417)  882-8012 

Integral  has  announced  Defined  Contribu¬ 
tion  Manager,  a  human  resources  soft¬ 
ware  package  for  managing  employee 
contribution  plans. 

The  product  runs  on  midrange  sys¬ 
tems  and  handles  stock  bonus,  401(k), 
profit  sharing  and  savings  plans.  It  also  in¬ 
terfaces  with  Integral’s  Human  Resource 
Management  System  and  other  person- 
nel/payroll  programs. 

Pricing  starts  at  $40,000. 

Integral 


2185  N.  California  Blvd. 
Walnut  Creek,  Calif.  94596 
(415)939-3900 


Utilities 

Sequent  Computer  Systems,  Inc.  has  an¬ 
nounced  new  software  for  its  Symmetry 
2000  systems. 

The  Symmetry  2000  line  includes 
Unix-based  multiprocessor  systems.  The 
company  announced  enhancements  for  its 
Dynix/ptx  operating  system,  including  a 
backup  utility  (priced  from  $2,900  to 
$14,900),  a  high-performance  disk  sys¬ 
tem  management  utility  ($3,500  to 
$17,500)  and  a  transaction  control  utility 
($4,000  to  $30,000). 

Sequent  also  announced  a  new  X  Win¬ 
dow  System  display  package  and  en¬ 
hanced  versions  of  its  X.25  and  Network 
File  System  products. 

Sequent  Computer  Systems 
15450  S.  Roll  Pkwy. 

Beaverton,  Ore.  97006 
(503)626-5700 


HARDWARE 


Processors 

Locom  Corp.  has  announced  the  availabil¬ 
ity  of  memory  upgrades  for  IBM  Applica¬ 
tion  System/400  Models  D35  and  D45. 

The  LCM440-D  upgrades  are  avail¬ 
able  in  8M-,  16M-  and  32M-byte  incre¬ 
ments  and  include  a  lifetime  replacement 
warranty.  Pricing  starts  at  $2,800. 
Locom 

2350  Bering  Drive 
San  Jose,  Calif.  95131 
(408)435-1414 

Sequoia  Systems,  Inc.  has  introduced  a 
256M-byte  memory  element  for  its  fault- 
tolerant  Unix  systems. 

The  element  is  priced  at  $199,000, 
lowering  the  cost  per  megabyte  by  ap¬ 
proximately  $400  from  previous  Sequoia 
offerings,  the  company  said. 

Sequoia  Systems 
300  Nickerson  Road 
Marlboro,  Mass.  01752 
(508)  480-0800 


Data  storage 

Decision  Data,  Inc.  has  announced  new  di¬ 
rect-access  storage  device  subsystems 
for  IBM  midrange  computers. 

The  subsystems  offer  instantaneous 
data  transfer  at  6M  byte/sec.  Average 
seek  time  is  8.7  msec.  The  controllers  use 
multiple  processors  and  a  segmented 
buffering  scheme  to  maximize  I/O  perfor¬ 
mance.  Pricing  starts  at  $20,000. 
Decision  Data 
1  Progress  Ave. 

Horsham,  Pa.  19044 
(215)674-3300 

Sigma  Information  Systems,  Inc.  has  an¬ 
nounced  that  the  Catalyst  400  controller 
now  supports  Hewlett-Packard  Co.’s 
35480  3x/2-in.  digital  audio  tape  units. 

The  Catalyst  400  includes  two  tape 
drives  and  installs  in  any  drive  bay  on  the 
Digital  Equipment  Corp.  VAX  4000  sys¬ 
tem.  Total  compressed  storage  capacity 
for  the  Catalyst  400  is  16G  bytes. 

The  unit  is  priced  at  $2,583. 

Sigma  Information  Systems 
5775  Polaris  Ave. 

Las  Vegas,  Nev.  89118 
(702)597-5111 


ThisIsOneOfTheMost 
Sophisticated  Elements 
Of^urlBMPrinter. 


There’s  a  common  misconception  that  all  printer  toners  are  the  same. 

They’re  not. 

Far  from  being  just  another  powdered  ink,  IBM  toner  is  electrostati¬ 
cally  and  chemically  developed  to  best  serve  a  particular  IBM  printer.  In 
fact,  they  are  designed  at  the  same  time. 

This  harmonious  balance  between  supply  and  machine  is  what  gives 
your  IBM  printer  its  well-known  advantages:  efficient  operation,  high  yield, 
and  superior  copy  quality. 

These  are  the  reasons  you  bought  your  IBM  printer  in  the  first  place. 

But,  to  get  the  most  out  of  it,  put  the  best  into  it. 

We’re  Lexmark,  manufacturer  and  distributor  of  original  IBM  printer 
toners.  For  more  information,  to  order  products  or  to  find  the  dealer  nearest 
you,  call  1-800-IBM-2468.  (In  Canada,  call  1-800-465-1234.) 

Lexmark. 

Manufacturer  and  Distributor 
of  Original  IBM  Toners. 

IBM  is  a  registered  trademark  of  IBM  Corp  in  the  United  States  and/or  other  countries  and  is  used  under  license  IBM  supplies  are  manufactured  and  distributed  by  Lexmark  International, 
Inc  under  license  from  International  Business  Machines  Corporation.  Lexmark  is  a  trademark  of  Lexmark  International,  Inc.  ©  1991  Lexmark  International,  Inc. 
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Transform  your  3270  into  a 
powerful  SAA/CUA  workstation. 


Actions  Status  Shipping 

Exit  Help  Language 

Purchase  Credit  Approval 

Language  Option 

Card  Number  :  473b-020~9' 

Naae  on  Card  :  Neal  Smith 

Reauested  Purchase  Aaount 
Current  Credit  Balance 

$  3*257.00 

Select  a  language  with 
the  cursor*  then  press 
ENTER. 

Engl ish  Ital  tan 

Span ish 

German 

French 

New  Credit 

Balance 

%  4/282.00 

Current  Credit  Limit 

%  5/008.00 

APPROVAL  CODE:  G1205 

Enter  F1=Help  F12=Cancet 

Enter  F1=He 

_  Help  for  Credit  Approval  Lookup  More:  + 

,  v'/. -jv-- 1 

This  application  will  look  at  the  customers  current 
credit  status  to  determine  credit  balance.  After 
the  current  balance  is  known*  the  purchase  request 
amount  will  be  collected  and  the  resulting  balance 
will  be  compared  to  the  credit  limit.  The  approval 
or  denial  of  the  purchase  reouest  witl  then  be  aade. 

Coaaand  => 

Enter  F1=Help 

F2=Ex_Help 

F8=Fwd  F12=Cancel 

CL/SUPERSESSION: 

SystenMew  application  access  and  more 

Front-ending  -  SAA/CUA  front-ends  for  existing  applications 

Layering  -  Combine  or  distribute  data  between  multiple  applications  from  a 

single  screen,  with  no  additional  hardware 

Maintenance  -  Extend  the  life  of  existing  applications  with  help  screens,  pop-up 
windows,  and  action  bars 

Access  -  Single  point  of  network  access  for  all  users 

Management  -Automate  logons,  keystrokes,  repetitive  tasks,  and  session  switching 

...all  without  changing  source  code. 

Call  1-800-843-3970  today  and  ask  for  Department  520 
for  more  information  on  CL/SUPERSESSION® 


SystemView,  CUA,  and  SAA  are  trademarks  and  IBM  is  a  registered 
trademark  of  international  Business  Machines  Corporation. 
Copyright  ©  1991  Candle  Corporation.  All  Rights  Reserved. 
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Making  your  systems  perform 


Frankly,  paying  anything  at  all  is 
pretty  nauseating. 

But  that’s  nothing  compared  to 
the  feeling  you  get  in  your  stomach 
when  a  drive  full  of  data  goes 
down  the  drain. 

So  you  pay. 

Then  you  pay  again.  For 
upgrades.  Or  quarterly  “updates!’ 

But  even  that  doesn’t  buy  you 
much  peace  of  mind.  Because  each 
new  day  brings  an  average  of  six 
new  viruses  into  the  world. 

Which  means  all  anti-virus 
programs  are  inherently  obsolete. 

Except  one. 

Introducing  Untouchable!"  The 
only  software  in  the  world  that  gives 
you  100%  protection. 

Today. 

And  tomorrow. 

Like  other  anti-virus  software, 
Untouchable  is  equipped  with  aTSR 
monitor  for  patroling  your  system 
memory,  plus  a  scanner/remover 
for  examining  the  files  on  your  disk. 
Between  them,  these  first 
two  lines  of  defense  can 

Only  Untouchable  Network 
jives  you  centralized 
virus  protection. 

Now  you  can  install, 
monitor  and  control 
without  having  to 
leave  your  seat. 

recognize  and  oblit¬ 
erate  hundreds  of  the 
little  buggers — 
enough  to  protect  you  from  95%  of 
the  potential  carnage. 

If  you  find  that  statistic  reassur¬ 
ing,  then  you  probably  like  the  odds 
in  Russian  Roulette. 

If  you  don’t,  you’ll  want  to 


know  that  Untouchable  is  equipped 
with  a  unique  third  line  of 
defense,  which  has  been  mathe¬ 
matically  proven  to  be,  well, 
untouchable. 

Instead  of  looking  for  viruses, 
this  third  line  of  defense  looks  for 
changes  in  your  executable  and 
system  files. 

If  the  change  is  but  a  single  byte, 
Untouchable  will  spot  it  and,  using 
our  patent-pending  recovery  tech¬ 
nique,  reconstruct  the  file  to  its 
original  state. 

The  process  is  known  as  Generic 
Differential  Detection,  and  certain 
other  programs  claim  to  perform 
it,  too. 

But  only  Untouchable  calculates 
file  signatures  using  not  one,  but 
two  proprietary  algorithms  that 
can’t  be  reverse-engineered. 

Only  Untouchable  guarantees 
100%  safe  recovery  of  infected 
files.  (Unlike  other  programs 
that  proudly  generate  corrupted 
files,  Untouchable  knows  when 
the  jig  is  up  and  doesn’t  attempt 
recovery.) 

Only  Untouchable  can  provide 
centralized  network  virus  protec¬ 
tion.  In  fact,  Untouchable  Network 
has  enough  virus  alerts  and  report¬ 
ing  mechanisms  to  settle  the 
stomach  of  even  the  most  nervous 
Netware®  administrator. 

And  only  Untouchable  is  backed 
by  our  vaunted  24-hour  toll-free 
technical  support  and  a  one-year 
money-back  guarantee. 

If  you’re  worried  about  viruses — 
and  you  should  be  —  don’t  reach  for 
the  Maalox®  Reach  for  the  phone. 
Dial  1-800-926-4289  Ext.  55. 

You’ll  feel  better  right  away. 
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PC  &  WORKSTATION  SHORTS 

CD-ROM 
phone  list 

Nynex  Information 
Technologies  Co.  and 
Metromail  Corp.  plan 
to  produce  a  nine-volume 
set  of  compact  disc/read¬ 
only  memory  (CD-ROM) 
discs  containing  over  77 
million  U.S.  consumer  and 
business  telephone  list¬ 
ings.  Nynex  has  produced 
similar  listings  on  CD- 
ROM  for  New  York  and 
New  England.  Metromail 
is  a  subsidiary  of  R.  R. 
Donnelley  &  Sons  Co. 

Silicon  Graphics, 

Inc.’s  Iris  graphics  library 
recently  picked  up  en¬ 
dorsements  as  a  standard 
from  six  personal  com¬ 
puter  graphics  companies. 
Artist  Graphics,  ATI 
Technologies,  Inc.,  Hercu¬ 
les  Computer  Technol¬ 
ogy,  Inc.,  Matrox  Elec¬ 
tronic  Systems  Ltd., 
Metheus  Corp.  and  SPEA, 
Inc.  all  backed  Iris  as  a 
programming  interface  for 
interactive  three-dimen¬ 
sional  graphics. 

Wordstar  Internation¬ 
al,  Inc.  has  announced  a 
bundling  deal  with  PC 
vendor  Cumulus  Com¬ 
puter  Corp.,  which  will 
package  the  Wordstar  for 
Windows  word  process¬ 
ing  package  with  selected 
Cumulus  GLC  and  Work- 
box  computers. 


Software  vendors,  users  follow  own  paths 


BY  CAROL  HILDEBRAND 

CW  STAFF 


As  Microsoft  Corp.’s  Windows 
gains  ground  in  the  1990s,  soft¬ 
ware  applications  are  going  to 
mirror  this  switch,  getting  pret¬ 
tier,  louder  and  more  object-ori¬ 
ented,  industry  observers  said. 
Users,  however,  are  not  as  con¬ 
cerned  with  feature-rich  as  much 
as  support-reliable. 

A  recent  PC  Expo  ’91  discus¬ 
sion  on  where  software  is  head¬ 
ing  in  the  next  decade  highlight¬ 
ed  the  age-old  truism  that 


vendors’  blueprints  do  not  al¬ 
ways  reflect  user  concerns.  Ex¬ 
ecutives  from  Adobe  Systems, 
Inc.,  Macromind,  Inc.,  Lotus  De¬ 
velopment  Corp.  and  Borland  In¬ 
ternational,  Inc.  outlined  their 
product  directions. 

The  vendors  vociferously  em¬ 
phasized  how  their  applications 
would  best  take  advantage  of  the 
booming  new  graphical  environ¬ 
ment,  with  most  development 
currently  on  Windows.  From 
Macromind’s  Scott  Walchek, 
who  predicted  that  point-and- 
click  voice  annotation  to  docu¬ 


ments  would  become  popular,  to 
Adobe’s  John  Kunze,  who  was 
forecasting  that  document  com¬ 
munication  was  the  wave  of  the 
future,  it  was  clear  that  graphical 
development  is  high  priority  for 
vendors. 

Future  hype 

Although  the  future  was  filled 
with  Windows  hype,  the  audi¬ 
ence’s  plans  for  the  new  operat¬ 
ing  environment  on  the  block 
were  less  sanguine.  When  the 
audience  was  polled  on  its  plans 
to  switch  to  Windows  by  1995, 


the  air  did  not  exactly  fill  with  ea¬ 
gerly  waving  hands. 

While  the  vendor  spokesmen 
predicted  a  50%  to  60%  switch¬ 
over  by  the  mid-1990s,  less  than 
half  of  the  approximately  300 
people  present  responded  posi¬ 
tively  to  the  same  question. 

Mary  Lou  McPherson,  an  in¬ 
formation  technology  specialist 
at  Michigan  State  University, 
said  that  for  her,  software  that 
worked  together  smoothly  re¬ 
gardless  of  vendor  was  an  impor¬ 
tant  issue.  An  Aldus  Corp.  Page- 
Continued  on  page  48 


Calif,  college  takes  graphic  approach  to  ease  of  use 
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San  Joaquin  Delta  College  information  architecture,  or  Virtual  desk’ 


Apple  Macintosh 


/" 
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Network  services 
protocols: 

•  Appletalk  for  VMS  3.0 

•  Decnet 

•  Data  Access  Language 

•  Terminal  pmnlntinn 


Unisys  mainframe 

,  .  B6930  (2) 

Network  services: 

•  Applied  Info 

Systems'  Burcom  _ 

•  Terminal  emulation 

•  Task-to-task  record 

transfer 

•  File  transfer 


DEC  VAX 

VAX  8350,  VAX  4000 
Voxstation  3100  (9) 


BY  JAMES  DALY 

CW  STAFF 


STOCKTON,  Calif.  —  For  all 
the  lip  service  given  to  how  easy 
personal  computers  are  to  use, 
most  folks  still  cringe  when  they 
first  sit  down  in  front  of  one.  In¬ 
structions  are  often  deficient, 
command  sequences  can  be 
cryptic,  and  that  perennial  boo- 
geyman  —  the  innate  fear  that 
somehow,  some  way  you  will  ac¬ 
cidentally  erase  all  of  your  data 
—  feeds  on  the  confusion. 

Information  systems  manag¬ 
ers  at  San  Joaquin  Delta  College 
were  presented  with  just  this 
sort  of  challenge  when  creating  a 
PC  system  that  would  give  the 
college’s  nearly  500  faculty  and 
staff  members  —  most  of  whom 
had  little  or  no  PC  training  — 
easy  access  to  a  wealth  of  main¬ 
frame  data.  The  IS  managers 


also  needed  to  preserve  the 
school’s  existing  informational 
infrastructure:  a  Unisys  Corp. 
B6930  mainframe,  three  Digital 
Equipment  Corp.  VAX  minicom¬ 
puters,  nine  file  servers  and  170 
Apple  Computer,  Inc.  Macintosh 
computers. 

Their  solution  was  simple: 
Why  not  make  the  information 
available  on  the  campuswide  net¬ 
work  as  easy  to  access  as  a  folder 
in  a  filing  cabinet  or  a  letter  in  a 


stack  of  mail? 

The  result  is  the  Virtual 
Desk,  a  revamp  of  the  Macin¬ 
tosh’s  graphical  user  interface 
that  puts  a  small  drawing  of  a 
tidy  business  office  on  the 
screen.  To  see  the  latest  budget 
information,  for  instance,  a  user 
clicks  open  a  file  cabinet  drawer 
and  pulls  the  appropriate  folder. 
Future  appointments  can  be 
checked  by  accessing  the  calen¬ 
dar  on  the  wall  or  pulling  mail 


CW  Chart:  Janell  Genovese 

from  a  neat  pile  of  envelopes. 
Users  can  even  tell  when  it  is 
time  to  go  home  —  the  sun  in  the 
office  window  sets  and  the  lights 
of  a  distant  city  skyline  blink  on. 

Matt  Rosen,  assistant  direc¬ 
tor  for  technical  services,  said 
the  guiding  principle  of  the  Vir¬ 
tual  Desk  was  that  users  would 
require  virtually  no  training  to 
feel  comfortable  with  it. 

“Most  folks  aren’t  interested 
Conti  n  ued  on  page  49 


Micro  Focus  brings  370  Assembler  to  the  PC! 


The  Micro  Focus  370  Assembler  is  a  tool  which  helps  maximize  the 
productivity  of  both  the  mainframe  Assembler  programmer  as  well 
as  the  COBOL  programmer  whose  application  calls  Assembler 
subroutines. 

Micro  Focus  370  Assembler  allows  PC  development  and  main¬ 
tenance  of  host  based  Assembler  and  mixed  COBOL/  370  Assembler 
applications  when  used  with  Micro  Focus  COBOL/2  Workbench. 
The  full  featured  Assembler  programming  environment  includes: 


□ 

Macro  Processor 

□ 

Assembler 

MICRO  FOCUS® 

□ 

Linkage  Editor 

A  Better  Way  of  Programming™ 

□ 

Run  Time  Facility 

□ 

Interactive  Debugging  Facility 

os?  Rapid  Macro  processing  and  Assemblies 

c®’  Reduced  Host  dependency  and 
turnaround 

isr  Reduced  development  time 

Interactive  370  Assembler  debugging 

•sr  Support  for  the  full  IBM  370  and  370  XA 
instruction  set 

Reduced  mainframe  resource  utilization 


For  more  information  about  the  Micro  Focus  370  Assembler 
or  about  other  Micro  Focus  products  call  1-800-872-6265 
or  415-856-4161. 
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World*  fastest  and  most  reliable  bacht/i  sqftipare 


Everyone  who  uses  a  PC  ought  to  back 
up  regularly  But  most  people  don’t 
back  up  at  all. 

In  fact,  if  the  people  in  your 
company  are  like  those  at  most 
other  companies,  about  the  only  way 
you’re  going  to  get  regular  backups 
out  of  them  is  to  do  it  without  them. 

Guess  what? 

Now  you  can. 

Now  you  can  set  up  fully 
automatic,  unattended  bacloips  for 
every  PC  in  the  house. 

What’s  more,  you  can  easily 
customize  die  nature  and  timing  of 
each  one  to  suit  your  requirements. 

And  transform  a  simple,  effective 
company-wide  backup  policy  from 
fantasy  into  fact. 

All  you  need  is  Fastback  Plus  3-0. 

The  latest  version  of  the  world’s 
most  popular  backup  software  comes 
complete  with  a  backup  policy  of  its 
own  —  in  the  form  of  pre-designed 
scheduling  templates — that  you  can 
adapt  with  our  unique  Macro  Editor. 

What  makes  our  Macro  Editor 
unique? 

It  uses  plain  English  commands. 
Which  means  you  can  actually  use  it. 

Using  Fastback  Plus  on  your  PCs  is 
very  much  like  using  Fastback  Plus 
for  the  Macintosh®—  same  interface, 
same  functionality 

Same  backups,  even. 

That’s  right.  You  can  actually 
restore  a  Mac  file  directly  onto  a  PC, 
and  vice  versa. 

Nobody  else  can  do  that. 

But  then,  nobody  else  can  back  up 
more  than  3MB  per  minute  on  an  AT. 
Or  up  to  10MB  per  minute  on  a  ’386. 

And  no  other  program  is  backed  up 
by  our  vaunted  24-hour  toll-free 
technical  support. 

There’s  more.  So  pick  up  the  phone. 
Dial  1-800-926-4289  ext.  55. 

And  tell  everyone  to  stand  back. 
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Data  access  tool  creates 
multiplatform  links 


BY  CHRISTOPHER  LINDQUIST 

CW  STAFF 


BURLINGTON,  Mass.  —  Di¬ 
mensional  Insight,  Inc.  has  an¬ 
nounced  Microsoft  Corp.  Win¬ 
dows  and  Unix  versions  of  its 
object-oriented  free-form  data 
access  and  analysis  tool,  Cross¬ 
target. 

Information  used  by  the  sys¬ 
tem  comes  in  through  a  “data  in¬ 
tegrator”  that  accepts  raw  data 
and  formats  it  for  use.  The  raw 
data  is  then  compressed,  in¬ 
dexed  and  stored  by  a  “builder,” 
which  creates  links  between 
data  that  can  then  be  accessed  by 
Crosstarget.  In  this  way,  no  links 


Each  piece 

of  information 
on  the  screen, 
right  down  to  a  dot  on 
a  scattergram,  is  an 
object  that  has  other 
data  attached  to  it. 


have  to  be  preconceived  and  pro¬ 
grammed  before  the  system  can 
be  used.  Users  simply  “dive” 
into  the  data  and  can  click  on  any 
data  item  to  retrieve  more  infor¬ 
mation  about  it. 

“You  don’t  have  the  inhibi¬ 
tion  of  having  to  wait  for  some¬ 
one  to  structure  the  data  for 
you,”  said  Stephen  McClure,  se¬ 
nior  consultant  for  new  software 
technologies  at  International 
Data  Corp.  in  Framingham, 
Mass. 

Jack  Ward,  a  project  manager 
at  Codex  Corp.  in  Mansfield, 
Mass.,  said  he  finds  this  freedom 
useful  for  analysts  reviewing 
sales  data,  such  as  intersections 
of  products,  customers  and  dis¬ 
tribution.  “It’s  very,  very  slick,” 
he  said.  “I  think  [Dimensional  In¬ 
sight]  has  caught  on  to  some¬ 
thing.” 

Ward  said  Codex  currently 
uses  the  product  on  a  monthly 


basis  but  is  looking  to  move  to  a 
weekly  program.  About  400,000 
records  are  run  through  the 
“build”  program  in  about  two 
hours  on  a  Digital  Equipment 
Corp.  VAX  system. 

He  said  the  build  could  be  per¬ 
formed  on  an  Apple  Computer, 
Inc.  Macintosh,  but  it  took  about 
12  hours  on  an  FX  model.  He  in¬ 
dicated  that  the  rate  at  which 
builds  could  be  performed  would 
allow  the  application  to  be  used 
much  more  frequently  than  it  is 
now,  however.  “With  the  speeds 
that  it  runs  at,  you  could  even 
use  it  on  a  daily  basis,”  he  said. 

Reducing  paper 

Another  benefit  of  Crosstarget, 
Ward  said,  is  cutting  down  on  pa¬ 
per  use.  “We’re  trying  to  elimi¬ 
nate  all  of  the  paper  reports,”  he 
said.  Crosstarget  lets  analysts 
sift  through  data  on-screen  using 
a  mouse,  rather  than  sorting 
through  the  lVfe-ft-high  paper 
output  looking  for  a  single  piece 
of  information. 

Crosstarget  allows  users  to 
view  their  data  in  a  variety  of 
forms,  such  as  charts,  graphs 
and  scattergrams.  Each  piece  of 
information  on  the  screen,  right 
down  to  a  dot  on  a  scattergram, 
is  an  object  with  other  data  at¬ 
tached  to  it. 

For  example,  clicking  on  a  bar 
in  a  bar  chart  might  call  up  the 
sales  figures  for  an  office.  Click¬ 
ing  again  could  call  up  a  break¬ 
down  of  sales  by  product  or  by 
salesperson.  “It’s  one  of  the 
most  object-oriented  interfaces 
that  I’ve  seen,”  McClure  said. 
“Very  impressive.” 

The  package  is  available  for 
Macintosh,  Windows  and  the 
Open  Software  Foundation’s 
Motif  platforms.  It  can  be  run  in 
either  stand-alone  or  client/ 
server  environments. 

Pricing  depends  on  platform 
and  environment  and  ranges 
from  $1,500  to  $4,500  for 
client/server  versions  and 
$1,000  to  $8,000  for  stand¬ 
alone  versions. 


PCs  fit  suit  maker  perfectly 

Clothier  makes  custom  patterns  with  computerized  measuring  program 


ON  SITE 


BY  CAROL  HILDEBRAND 

CW  STAFF 

t 

As  the  saying  goes,  a  stitch  in 
time  saves  nine,  but  in  the  case 
of  clothier  Albert  Andrews  Ltd., 
computers  are  weaving  time 
savings  and  improved  quality 
into  the  fabric  of  the  business. 

Albert  Andrews  makes  cus¬ 
tom-tailored  suits  for  business¬ 
men  who  lack  the  time  for  shop¬ 
ping  and  subsequent  fittings  — 
but  with  a  new  wrinkle:  The  Bos¬ 
ton  company  uses  computers  to 
take  the  measurements  and  to 
aid  in  cutting  the  material. 

Albert  Andrews,  located  on 
tony  Newbury  Street,  one  of 
Boston’s  premier  areas  for  up¬ 
scale  clothing,  custom  makes 
men’s  suits  from  about  10  basic 
designs. 

These  designs  range  from  the 
traditional  Brooks  Brothers-like 
look  to  the  more  exaggerated 
styles  affected  by  trendier  mak¬ 
ers,  with  nipped-in  waists,  pad¬ 
ded  shoulders  and  peak  lapels. 

Established  by  Andrew  Kotli- 
koff  and  Andrew  Stern  —  grand¬ 
son  of  Zayre  Corp.  founder  Max 
Feldberg  —  the  company  boasts 
about  900  customers  and  hopes 
to  expand  via  franchises  across 
the  country.  A  Hartford,  Conn., 
location  is  already  in  the  works. 

Office  calls 

Customers  can  come  into  the 
company’s  showroom  for  a  fit¬ 
ting,  but  the  hallmark  of  Albert 
Andrews  is  that  the  company 
makes  house  —  or  office  — 
calls. 

In  a  routine  that  takes  about 
15  to  20  minutes,  a  company 
representative  uses  a  computer¬ 
ized  tape  measure  and  an  instru¬ 
ment  that  resembles  an  archi¬ 
tect’s  T  square  to  take  more 
than  40  measurements,  such  as 
the  slope  of  the  shoulder,  sleeve 
length  and  so  on. 

The  representative  presses  a 
button  on  the  measuring  instru¬ 
ment  that  automatically  enters 


the  number  into  a  laptop  com¬ 
puter  running  custom-made 
software. 

The  measurements  go  into 


Albert  Andrews  Stern  takes 
portable  PCs  and  computerized 
tape  measures  on  the  road 


great  detail  to  ensure  the  quality 
of  the  fit,  Stern  said.  For  exam¬ 
ple,  the  way  a  person  stands  — 
arms  forward,  shoulders  back, 
whatever  the  case  —  has  an  ef¬ 
fect  on  how  the  sleeve  of  a  suit 
should  be  set  into  the  shoulder. 

Once  entered  into  the  laptop, 
the  measurements  are  used  to 
create  a  custom  pattern,  which, 
barring  any  severe  weight  gain 
or  loss,  can  be  reused  every  time 
a  client  wants  to  order  a  suit. 

Customer  measurements  are 
then  sent  via  modem  to  the  com¬ 
pany’s  Cleveland  manufacturing 
facilities,  where  they  are  used  to 
create  the  custom  pattern.  The 
fabric  is  cut  by  laser,  using  the 


electronically  created  pattern, 
and  then  assembled  by  hand  at 
the  factory.  According  to  Stern, 
it  takes  about  four  weeks  to  cre¬ 
ate  a  suit  using  measurements 
that  are  accurate  to  within 
l/l,000thofaninch. 

Stern  said  that  more  often 
than  not,  the  suit  requires  no  fur¬ 
ther  fitting  once  it  is  delivered 
from  Cleveland.  And  when  alter¬ 
ations  are  needed,  in  many 
cases,  they  are  are  necessitated 
by  human  frailty  rather  than  me¬ 
chanical  mismeasurement,  he 
said. 

“While  the  suit  is  being  manu¬ 
factured  in  Cleveland,  the  body 
could  be  eating  pasta  in  Boston,” 
Stern  said. 

Using  computers  for  mea¬ 
surement  has  saved  both  the 
company  and  its  clients  time  and 
money.  A  customer  has  to  be 
measured  only  once.  After  that, 
he  can  literally  order  a  suit  by 
phone. 

The  reduction  in  alterations 
streamlines  the  amount  of  time 
needed  to  get  a  finished  product 
out  the  door  and  frees  up  Albert 
Andrews  representatives  to 
make  more  first-time  calls,  as 
opposed  to  alteration  follow-ups. 

Price  still  low 

The  company  is  also  able  to  offer 
an  attractive  price  point  for  a 
custom  suit.  While  a  customer 
can  spend  thousands  for  a  suit, 
the  entry-level  price  is  about 
$450,  comparable  to  an  off-the- 
rack  suit,  Stem  said. 

The  company  is  currently  at 
work  on  a  software  upgrade,  as 
well  as  investing  in  new  laptops 
—  probably  80386-based  IBM- 
compatibles,  Stem  said. 

The  software  will  add  in  new 
factors  designed  to  help  repre¬ 
sentatives  in  the  field  more  cor¬ 
rectly  divine  what  a  customer 
wants  and  whether  it  is  workable 
for  the  particular  body  type  in 
question. 

“Sometimes,  what  a  custom¬ 
er  wants  and  what  he  really 
needs  are  not  the  same  thing,” 
Stem  said. 


XDB:  DB2  Development  on  the  PC. 

Thousands  of  companies  have  migrated  their  DB2  development  from  the  mainframe  to  the  PC  using  XDB-Workbench. 

What  do  they  know  that  you  don't? 


b!L2.41 


It  Saves. 


Why  use  expensive  mainframe  CPU 
cycles  for  development  that  could  be  done 
faster  and  more  easily  on  the  PC?  XDB-Workbench  lets  you  develop 
and  test  COBOL  programs  with  embedded  SQL  on  your  PC. 

14  WONfQ  y°ur  application  runs  on  XDB-Workbench 
•  ■  ■ ■  VI  l%w  -  jt  wj||  run  on  DB2.  No  compromise.  No  expen¬ 
sive  application  recoding  needed.  The  XDB-Workbench  provides 
complete  DB2  functionality  on  your  PC. 

\OB  i'  a  a-gmctwl  inuktiuu!  >4  XDB  Swcn»«.  Irw  DB2  j  Uadrauit  .•!  IBM  Other  proUiKt  names  are  rcptU'rcd  trademark*  ol  then  rr>(VCli>e  holder* 


It’s  Proven. 


XDB-Workbench  is  now  the  DB2 
development  standard  for  the  PC. 
Proof  is  in  the  numbers.  Over  20,000  XDB-Workbench  installa¬ 
tions  are  off-loading  DB2  development  to  the  PC  today.  XDB 
works  perfectly  with  both  Micro  Focus  COBOL/2  Workbench  and 
Realia  COBOL  for  complete  DB2  application  development. 

CALL  (301)317-6800 


xdb 


XDB  Systems,  Inc. 

14700  Sweitzer  Lane.  Laurel,  MD  20707 
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AppleTalk  Zones: 


CC2-Apple  USA  Lab  O 


PUD  Arlmin 


Chooser  i 


Select  a  f 


Novell 

VAX 

Banyan 

NFS 

AppleShe 


User  Nami 


This  is  the  Macintosh  Chooser.  A  single  point  of  access  to  a  wide  range 
of  systems.  The  Chooser  shows  available  network  resources  graphically  and 
consistently.  Just  point  the  mouse  and  you’re  connected. 


Macin  tosh  offers  an  in  credible  range  of  tools  for  con  necting 
with  virtually  any  host-based  environment,  whether  it’s  running  SNA,  TCP/IP, 

DECnef,  or  OSI. 


Apple’s  Data  Access  Language  (DAL)  adapts  popular  off-the-shelf  database, 
spreadsheet,  and  data  analysis  software  to  major  SQL 
environments.  So  nontechnical  users  can  easily  access  remote  databases. 


CommandShell  1 

#  1 3 

deu/  newunix  tirip/ 

etc/  nextunix  unix* 

=Q 

— — — -  Macintosh  Partition  § 

44 ,232K  in  disk  6,87C 

Excel  Persuasion  Studio /8  HyperCard 


Apple  A/UX*  lets  Macintosh  run  UNIX9  applications  plus  thousands  of Mad 
programs.  At  the  same  time  you  can  run  X-Window  and  MS-DOS  applications,  ah 
cut,  cop)',  and paste  between  any  of  them.  No  other  desktop  computer  can  do  thii 


1991  Apple  Computer.  Inc  .Ipple.  the  Apple  logo.  A/LX.  Mac.  Macintosh,  and  ‘The  power  to  be  your  best'  are  registered  trademarks  of  Apple  Computer.  Inc.  UNIX  is  a  registered  trademark  of  AT&T,  and  MS-DOS  is  a  registered  trademark  of  Microsoft  Corporation.  DECnet  is  a  trademark  of  Digital  Equipment  Corporation,  and  X  Window  Sysk 


Macintosh  shares  data  with  DOS  PCs  via  Novell,  3Com,  Banyan,  and  more. 

Macintosh  reads  and  writes  DOS files  on  a  floppy  disk.  Macintosh 
runs  DOS  programs.  Maybe  your  next  DOS  computer  should  be  a  Macintosh. 


Information  isn't  much  good  to  people  who  can't  get  to  it.  Macintosh  sorts  out  the 
complexities  of  multiple  computer  systems  and 
presents  vast  information  to  people  at  the  desktop  in  a  single,  consistent  way. 


is  a  trademark  of  Massachusetts  Institute  of  Technology.  One  lideotape  per  customer.  Offer  good  only  in  the  US  and  while  supplies  last.  Allow  4-6  weeks  for  delivery. 


While  diversity  may  make  life  rich  and  fascinating,  it  makes 
life  as  an  IS  manager  something  short  of  serene. 

What  is  politely  referred  to  as  the  “multi-vendor  environ¬ 
ment”  is  an  amalgam  of  disparate  hardware,  incompatible 
operating  systems,  dissimilar  databases,  and  multiple 
networks.  Nevertheless,  IS  people  are  expected  to  make  these 
all  work  together  in  perfect  harmony. 

But  lately,  a  lot  of  people  are  finding  the  source  of  their 
solution  a  pleasant  surprise:  the  Apple’  Macintosh’  computer. 

They’re  finding  that  Macintosh  comes  out  of  the  box 
with  sophisticated  networking  capabilities  designed  right  in. 

That  Macintosh  is  open  to  virtually  any  host,  any  file  ser- 
vei;  or  any  database,  through  any  network. 

That  Macintosh  makes  the  desktop  the  place  where  di¬ 
verse  systems  come  together. 

And  that  with  Macintosh  you  can  build  systems  that  let 
even  nontechnical  users  access  information  from  the  desk¬ 
top,  no  matter  where  that  information  resides. 

And  because  Macintosh  works  with  all  your  networks, 
databases,  and  hosts  in  one  consistent  and  graphic  way,  it 
delivers  major  savings  in  implementation  and  training. 

In  short,  Macintosh  gives  you  the  power  to  make  infor¬ 
mation  systems  more  valuable  to  the  people  who  use  them. 
The  power  to  be  your  best! 


Macintosh  gives  people  a  single,  simple 
: new  of  the  information  and  services  that 
an  help  them  do  their  jobs  and  serve 
mr  organization.  See  for  yourself.  Call 
100-635-9550,  ext.  555,  and  we'll  send 
ou  a  free  video  showing  how  Macintosh 
?lps  unify  complex  systems. 
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TECHNOLOGY  ANALYSIS:  WINDOWS  WORD  PROCESSORS 


PCs  &  WORKSTATIONS 


WordPerfect  combines  strong  features,  GUI 


WordPerfect’s  WordPerfect  for  Windows 


Infoworld 

10/7/91 

PC  Magazine 
11/12/91 

PC  World 

11/91 

Robert  Duncan, 

The  Cheetah  Co. 

Thomas  Scott  Maiden, 
IBM 

Charlene  Riffle, 

Amoco  Oil  Co. 


Ronni  Marshak, 

Patricia  Seybold  group 

Peter  Francis, 

Dataquest,  Inc. 

Amy  Wohl, 

Wohl  Associates 


Performance 

Ease  of  use 

Editing 

Output 

Windows 

compatibility 

Documentation 

Service  and 
support 

Value 

Overall 

NC 

Linear  formatting 
but  no  snags 

No  graphics 
editor  for  objects 

Easy  to 
manage 

Decent 

NC 

NC 

Impressive 

Hits  the 
target 

NC 

Powerful  file 

Matches 

Better  print 

Looks  like  a 

NC 

NC 

Raises  compet¬ 

Breathtaking 

manager 

DOS  version 

drivers 

native  to  Windows 

itive  stakes 

depth  of  features 

A  mite  slower 

More  flexible 

Formatting 

Graphics  viewer 

Not  all 

NC 

NC 

Worthwhile 

Well  worth 

than  DOS 

and  fun 

can  be  a  headache 

offers  preview 

smooth 

upgrade 

the  wait 

y|gf 

BB 

aa 

aa 

BB 

aa 

BB 

aa 

BB 

Smooth  transition 

m 

aa 

aa 

aa 

aa 

BB 

aa 

aa 

■a 

aa 

BB 

aa 

aa 

3 

BB 

BB 

Great  graphics, 

aa 

aa 

aa 

BB 

aa 

BB 

BB 

BB 

poor  outlining 

aa 

a 

aa 

aa 

aa 

■ 

aa 

a 

Love  the 

aa 

aa 

aa 

aa 

aa 

aa 

aa 

WYSIWYG 

■H 

HHHi 

a 

aa 

mm 

a 

aa 

NC 

aa 

a 

Easy  switch  from 

aa 

aa 

aa 

aa 

■■ 

BB 

DOS  to  Windows 

aa 

aa 

aa 

BB 

aai 

B 

aa 

BB 

A  year  late  but 

aa 

aa 

aa 

aa 

aa 

BB 

BB 

BB 

worth  the  wait 

a 

BB 

aa 

aa 

aa 

aa 

a 

aa 

NC 

NC 

a 

BB 

BB 

BB 

A  strong  product 

Key: 


Very  good 


U 


Good 


Fair 


Poor 


Reviewer  evaluations  are  excerpts  from  articles.  Refer  to  actual  reviews  for  details.  User  and  analyst  ratings  are  based  on  telephone  surveys. 
NC:  No  comment 


Vendor  financial  information 


WordPerfect  Corp.  in  Orem,  Utah,  is  a  privately  held  company 
with  2,812  employees.  The  installed  base  of  users  of  its  DOS 
products  is  about  8  million  worldwide.  Sales  for  October  1991 
increased  by  almost  50%  compared  with  sales  in  October  1990, 
according  to  the  company.  Total  1990  sales  of  $425  million 
increased  61%  over  1989  sales  of  $281  million. 


Technology  Analysis  —  A  roundup 
of  expert  opinions  about  new  prod¬ 
ucts.  Summary  written  by  free-lance 
writer  Suzanne  Weixel. 

Although  WordPerfect 
Corp.’s  WordPerfect  for 
Windows  is  not  dramatically 
different  than  its  DOS  pre¬ 
decessor  from  a  functional 
point  of  view,  the  long-awaited  popu¬ 
lar  word  processor  combines  the  pow¬ 
erful  features  of  its  DOS  version  with 
the  convenience  of  the  Windows  envi¬ 
ronment.  The  result  is  a  program  that 
meets  the  needs  of  longtime  Word- 
perfect  users  looking  to  migrate  to 
Windows  as  well  as  Windows  users 
looking  for  a  flexible,  full-featured 
word  processor. 

Performance:  Graphical  applica¬ 
tions  are  by  nature  slower  than  DOS- 
based  applications,  so  if  users  expect 
WordPerfect  for  Windows  to  run  as 
quickly  as  WordPerfect  for  DOS,  they 
are  bound  to  be  disappointed.  Howev¬ 
er,  with  enough  hardware  —  a 
80386SX  with  4M  bytes  of  memory 
—  it  keeps  up  with  other  Windows 


word  processors. 

Ease  of  use:  The  interface  is  well- 
designed  and  flexible,  letting  users 
choose  either  IBM  Common  User  Ac¬ 
cess  menus  and  keyboard  layout  or 
the  traditional  WordPerfect  for  DOS 
commands.  There  is  a  customizable 
button  bar  and  a  ruler  that  lets  users 
select  fonts,  styles,  tabs  and  line  spac¬ 
ing  with  a  mouse  click. 

Editing  capabilities:  WordPerfect 
for  Windows  is  almost  identical  to 
WordPerfect  for  DOS  in  terms  of 
functionality.  There  is  a  default  what- 
you-see-is-what-you-get  mode,  a 
draft  mode  for  faster  editing  and  a  re¬ 
veal  codes  mode  that  lets  users  see  all 
the  formatting  commands  in  the  docu¬ 


ment.  Document  files  can  be  trans¬ 
ferred  between  Windows  and  DOS 
versions  of  WordPerfect,  and  a  utility 
lets  users  convert  all  but  the  most 
complex  macros.  However,  reviewers 
said,  the  program  does  not  always 
take  full  advantage  of  the  graphical 
user  interface.  Also,  there  is  no  col¬ 
lapsible  outlining. 

Output  capabilities:  Output  fea¬ 
tures  shine  in  WordPerfect  for  Win¬ 
dows.  Users  can  insert  graphics,  ta¬ 
bles  and  text  boxes  anywhere  in  a 
document.  They  can  import  graphics 
files  in  a  number  of  formats  and  resize 
and  otherwise  manipulate  them. 
However,  there  is  no  graphics  editor 
for  creating  objects. 

Windows  compatibility:  In  addi¬ 
tion  to  such  interface  features  as  the 
button  bar  and  the  ruler,  WordPerfect 
for  Windows  supports  Dynamic  Data 
Exchange  and  the  ability  to  open  as 
many  as  nine  documents  at  a  time, 
and  it  has  an  integrated  Windows  file 
manager  that  can  also  be  run  as  a 
stand-alone  application. 
Documentation:  WordPerfect 

goes  a  bit  overboard  in  its  written 
documentation,  including  details  that 
most  users  will  probably  never  need. 
Service  and  support:  WordPer¬ 
fect  is  well-known  for  listening  and  re¬ 
sponding  to  customer  needs. 

Value:  WordPerfect  for  Windows 
makes  it  cost-justifiable  to  make  the 
move  from  DOS  to  Windows.  It  pro¬ 
vides  full-function  editing  with  superb 
graphics  and  output  capabilities,  all 
within  the  easy-to-use  Windows  envi¬ 
ronment.  WordPerfect  for  Windows 
costs  $495.  Upgrading  from  Word- 
perfect  for  DOS  is  $  1 2  5. 


WordPerfect 

responds 

Devin  Durrant,  director  of 
marketing  for  WordPerfect  for 
Windows  and  for  OS/2: 
Performance:  We  tell  our 
customers  that  to  take  full  ad¬ 
vantage  of  the  product,  they 
must  have  a  powerful  enough 
system.  For  many  users,  this  is 
their  first  graphical  application, 
so  we  are  stressing  the  impor¬ 
tance  of  sufficient  hardware  to 
minimize  lack  of  performance 
compared  with  a  character- 
based  program.  (The  recom¬ 
mended  system  is  a  386SX 
with  4M  bytes  of  memory.) 
Ease  of  use:  We  have  tried 
to  make  the  transition  from 
DOS  to  Windows  smooth,  at 
the  same  time  giving  our  users 
the  freedom  to  choose  between 
traditional  WordPerfect  for 
DOS  functionality  and  Win¬ 
dows  functionality.  Once  peo¬ 
ple  learn  it  and  get  used  to  it, 
they  will  not  find  it  confusing  or 
inconsistent. 

Editing  capabilities:  We 

are  happy  with  our  outliner. 
Look  for  enhancements  such  as 
collapsible  outliner  capabilities 
in  future  product  releases. 
Output:  Regarding  a  graphics 
editor  for  creating  objects,  this 
too  may  be  included  in  future 
releases. 


NEXT  WEEK 

►  Reviewers  say  that  Wordstar 
for  Windows  is  easy  to  use  with 
advanced  layout,  while  Ami  Pro 
has  impressive  features  but 
may  be  overly  complex. 


WordPerfect  for  Windows  combines  the  powerful  functions  of  its  DOS 
version  with  the  Windows  environment 
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We  Gan  SumUp  Our 
OoixipetitDi^’ApprxDachTib 
I-C4SE  IarRvoW3rds: 


Face  it,  I-CA5E  hasn’t  lived  up  to  expectations. 
That’s  because  its  one-size-fits-all  and  hyperintegrated 
dogma  promotes  excessive  rigidity  and  limitations, 
and  fails  to  take  into  account  the  real  world  scenarios 
developers  encounter. 

At  INTERSOLV,  experience  has  taught  us  that 
you  can’t  build  applications  in  a  hyperintegrated  and 
closed  environment.  Our  unique  solution — the  bene¬ 
fits  of  l-C A5E,  but  with  a  modular  implementation  ap¬ 
proach  that  reduces  up-front  costs  and  risks — takes 
into  account  the  true  realities  of  the  1 990’s  develop¬ 
ment  environment. 

In  short,  our  solution  works  because  it  gives  you 
full  lifecycle  coverage  and  all  the  functionality  you 
need  without  forcing  you  to  change  your  culture  and 
projects  to  fit  a  rigid  model  tool  set.  Our  LAN-exploited 
products — Excelerator  for  Analysis  and  Design,  APS 
for  Application  Generation,  PVCS  for  Configuration 
Management  and  Design  Recovery  for  Re-Develop¬ 


ment — work  standalone,  together,  or  can  be“snapped’ 
into  your  current  culture. 

Add  to  that  our  commitment  to  an  open  archi¬ 
tecture  and  adherence  to  industry  standards  such 
as  IBM’s  AD/Cycle,  and  you  have  the  flexibility  needed 
to  ensure  on  time,  on  target  delivery  of  high 
impact  IS  solutions. 

Ask  our  customers.  There  are  over  1 00,000 
who  count  on  us  every  day.  They’ll  tell  you  how  our 
approach  opens  up  a  world  of  possibilities  for  them. 

For  more  information  on  the  right  solution,  and 
a  free  copy  of  a  management  report  entitled,  “1-CASE 
In  An  Open  Architecture:  Increasing  ROI, 

Reducing  Risk,”  write:  INTERSOLV,  3200 
lower  Oaks  Boulevard,  Rockville, 

Maryland  20852.  Or  call  1-800-547-4000  ext.  9201. 

INTERSOLV 

rIlie  CASE  Company  \bu’ve  Been  Waiting  Fbr. 


INTERSOLV.  Excelerator.  Design  Recovery.  APS  and  PVCS  are  registered  trademarks  of  INTERSOLV.  Inc.  IBM  is  a  registered  trademark  and  Af>/ Cycle  is  a  trad^mar  k  of  international  Business  Mai 


Digital's  Authorized 
Distributors  are  open  to 
doing  business  the  way  you 
want  to. 

Tb  ey  carry  a  wide 
range  of  Digital’s  open  com¬ 
puting  products  and  provide 
value-added  services  to  cus¬ 
tomers  nationw  ide.  And, 
because  of  extensive  inven¬ 
tories,  they  offer  quick  deliv¬ 
ery.  Since  they  are  closely 
aligned  with  Digital,  the 
Distributors’  sales  and  tech¬ 
nical  people  receive  the  same 
training  as  Digital’s  own 
people.  That  means  you  can 
count  on  complete  quality, 
service  and  support. 

To  learn  more,  look  in 
the  Yellow  Pages  under 
Digital  for  the  Authorized 
Distributor  nearest  you. 

Almac/Anow  Electronics 
14360  S.E.  Eastgate  Way 
Bellevue,  WA  98007 
800-426-1410 


Anixter  Bros.,  Inc. 
471 1  Golf  Road 
One  Concourse  Plaza 
Skokie,  IL  60076 
800-232-0190x693 


Avnet  Computer 
10950  W.  Washington  Blvd. 
Culver  City, CA  90232 
800-426-7999 


Computer  Datacom,  Inc. 
15221  Barranca  Parkway 
Irvine,  CA  92718 
800-334-2020 


Rawson  &  Company,  Inc 
2010  McAllister 
Houston,  TX  77092 
713-688-8126 


Computer  Systems  Corp. 
5540  Rockhampton  Court 
Indianapolis,  IN  46268 
800-428-0714 


Impact  Marketing  Systems 
1 1  Industrial  Way 
Salem,  NH  03079 
800-345-1110 


Inland  Associates 
15021  West  11 7th  Street 
P.0.  Box  940 
0lathe,KS  66062 
800-888-7800 


IOCS,  Inc. 

400  Totten  Pond  Road 
Waltham,  MA  02254 
800-451-1033 


MTI  Systems 
25  Hub  Drive 
Melville,  NY  11 747 
800-645-6530 


Systems  Management 
American  Corporation 
254  Monticello  Avenue 
Norfolk,  Virginia  23510 
804-627-9331 


Total  Tec  Systems,  Inc. 
2  Gourmet  Lane 
Edison,  NJ  08837 
908-906-6500 


Trilogic  Corporation 
R.D.  #2  Box  203A 
Cannonsburg,  PA  15317 
800-346-2933 


WESC0 

One  Riverfront  Center 
Pittsburgh,  PA  15222 
412-642-3563 


Wyle  Laboratories 
1 5360  Barranca  Parkway 
Irvine,  CA  92718 
800-332-6995 


Pioneer  Standard 
4800 131 st  Street 
Cleveland,  OH  44105 
800-874-6633 


Pioneer  Technologies 
15810  Gaither  Road 
Gaithersburg,  MD  20877 
800-227-1693 
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New  Ingres/Windows  draws  positive  response 


Windows  4GL  extension  is  that  develop¬ 
ers  can  build  Ingres-based  GUI  applica¬ 
tions  on  low-cost  PCs  rather  than  on  ex¬ 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


The  drive  to  shift  the  Ingres  Corp.  rela¬ 
tional  database  management  system  to¬ 
ward  a  client/server  architecture  moved 
one  giant  step  forward  late  last  month 
with  the  extension  of  key  applications  de¬ 
velopment  tools  to  more  platforms,  In¬ 
gres  users  and  industry  analysts  said. 

The  enhancement  of  Ingres/Windows 
4GL  and  Ingres/Vision  by  Ask  Computer 
Systems,  Inc.’s  Ingres  Products  Division 
brought  both  tools  closer  to  deployment 
across  a  wide  range  of  Ingres-supported 
platforms.  Ingres/Windows  4GL,  the  18- 
month-old  graphical  user  interface  (GUI)- 
based  development  kit,  can  now  be 
launched  on  Microsoft  Corp.  Windows  3.0 
machines,  for  example,  while  the  charac¬ 
ter-based  Ingres/Vision  can  now  be  used 
in  Unix  and  PC-DOS  environments. 

Before  this  announcement,  Ingres/ 
Windows  4GL  was  available  only  on  Unix 
computers  and  on  Digital  Equipment 
Corp.  VAX  machines;  Ingres/Vision  had 
been  available  on  VAXs  but  not  on  Unix 
workstations  or  personal  computers.  The 
limited  choice  of  platforms  was  frustrat¬ 


ing  for  many  users. 

“Ingres/Windows  4GL  was  developed 
for  a  single-database  environment,  and 
there  was  no  cross-compatibility,”  said 
John  Dunkle,  a  senior  analyst  at  Work¬ 
group  Technologies,  Inc.  in  Hampton, 
N.H.  “But  many  users  wanted  to  use  the 
same  tool  set  to  address  many  Ingres  da¬ 
tabases,  no  matter  where  those  databases 
might  be  in  the  enterprise.” 

Both  products  will  be  available  on  a 
dozen  Ingres  platforms  by  March,  Ingres 
executives  said.  “We  know  it  will  be  a  big 
benefit  to  our  users  if  we  enable  them  to 
develop  on  one  platform  and  deploy  on  an¬ 
other,”  said  Kathleen  Hession,  a  server 


programs  manager  at  Ingres.  “It  also  al¬ 
lows  them  to  implement  client/server 
across  heterogeneous  platforms  with  the 
same  products.” 

Analysts  and  users  said  the  news  was 
proof  that  Ingres  had  responded  to  user 
complaints  about  limited  availability.  “A 
lot  of  my  customers  are  building  large  net¬ 
works  of  PCs,”  explained  Eric  Palmer,  an 
Atlanta  consultant  who  is  president  of  the 
North  American  Ingres  Users  Associa¬ 
tion.  “Now,  Ingres/Windows  4GL  appli¬ 
cations  can  run  in  Microsoft  Windows, 
and  yet  the  [Ingres]  data  can  reside  some¬ 
where  else  on  a  shared  Unix  server.” 

Another  consequence  of  the  Ingres/ 


pensive  Unix  workstations.  Users  that 
adopt  that  approach  will  have  to  acquire 
two  PCs,  Palmer  said.  One  would  non 
OS/2  and  act  as  an  Ingres  database  serv¬ 
er,  while  the  other  PC  or  IBM  Personal 
System/2  would  be  the  software  develop¬ 
er’s  workstation. 

Ingres/Vision,  which  supercedes  the 
9-year-old  Application  by  Forms,  will  pro¬ 
vide  a  forms-based  development  environ¬ 
ment  for  character-based  applications.  In¬ 
gres  said  it  will  continue  to  sell 
Application  by  Forms  to  those  users  that 
request  it,  however.  Ingres/Vision  and  In- 
gres/Visionpro  will  prompt  users  through 
menu  choices,  Ingres  said. 


Vendors,  users 
go  different  ways 
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maker  program  that  can  grab  information 
from  any  database,  for  example,  or  a 
graphics  package  that  converts  any  data 
to  pictures,  would  be  of  interest,  she  said. 

Object  orien¬ 
tation  will  gain  in 
importance.  Lo¬ 
tus  spokesman 
Said  Mohamma- 
dioun  said  it  will 
enable  faster 
turnaround  on 
product  upgrades 
by  enabling  the 
company  to  break 
a  Windows  appli¬ 
cation  into  man-  Lotus’  Moham- 
ageable  parts.  In  madioun:  Object 
an  application,  orientation  on  rise 
for  example,  dif¬ 
ferent  segments  of  a  graph  can  be  clicked 
on  as  separate  objects  to  get  more  infor¬ 
mation,  said  Borland’s  Marshall  Mosely. 

Users  seemed  more  concerned  with 
how  they  are  going  to  get  their  present 
products  to  work  more  smoothly  than  in 
what  direction  those  products  were  head¬ 
ed.  Service  and  support  drew  some  de¬ 
bate.  The  vendors  ran  into  a  stone  wall 
when  they  queried  the  crowd  on  whether 
they  would  be  willing  to  pay  extra  for  ser¬ 
vice  and  support.  Of  the  few  that  said  they 
would,  all  the  hands  went  down  when  it 
was  proposed  that  the  suggested  annual 
support  price  in  question  could  go  over 
$100.  As  one  user  commented  when  the 
audience  was  surveyed  about  whether 
they  would  be  willing  to  pay  extra,  “Well, 
only  if  we  get  [financial]  credits  every 
time  we  have  to  hit  the  Help  key.” 

McPherson  said  that  while  she  was 
sensitive  to  the  vendors’  comments,  she 
took  them  with  a  grain  of  salt.  “They’re 
interested  in  bucks.  I  want  products  that 
work,”  she  said. 


Today’s  departmental  com- 
puting  demands  customized 
solutions.  “Off-the-shelf” 
packages  simply  cannot 
deliver  the  functionality 
required  in  mission-critical 
applications.  ER1  Custom 
Software  Services  is  your 
single  source  for  customiza¬ 
tion  and  enhancement  of 
databases,  GUIs,  operating 
systems,  imaging,  office 
automation,  and  other 
software -related  integra¬ 
tion  issues. 


ENGINEERING 
9  SERVICES 


ERI  Engineering  Services 
offers  expert  network  analy¬ 
sis,  consulting,  design,  con¬ 
figuration,  installation  and 
certification.  We  have  vast 
experience  with  multiple 
systems,  platforms,  networks 
and  software.  Our  designs 
match  business  and  budget 
requirements,  leverage  exist¬ 
ing  technologies,  and  offer 
flexibility  for  future  needs. 


EDUCATION 
0.  SERVICES 


Customized  training  by  ERI 
Education  Services  means 
higher  retention  rates, 
increased  employee  confi¬ 
dence  and  productivity,  and 
a  better  return  on  technology 
investments.  Programs  may 
be  held  on-site  or  at  ERI 
University,  our  state-of-the- 
art  educational  facility. 


Use  ERI  Program 
Management  Services  to 
coordinate  or  control  all 
your  integration  require¬ 
ments.  We  can  he  an  exten¬ 
sion  to  your  staff,  or  take 
complete  responsibility  for 
the  entire  project.  Either 
way,  we  manage  the  tasks 
you  would  otherwise  have 
to  handle  yourself. 
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Networking  ‘integral  part’ 
of  Windows  NT  strategy 

Ballmer  insists  Microsoft  will  still  support  LAN  Manager 


BY  ELISABETH  HORWITT 

CW  STAFF 


CAMBRIDGE,  Mass.  —  Networking  will 
be  “an  integral  part”  of  Microsoft  Corp.’s 
upcoming  32-bit  Windows  New  Technol¬ 
ogy  product,  which  is  due  out  sometime 
next  year,  according  to  Steve  Ballmer, 
the  vendor’s  senior  vice  president  of  sys¬ 
tems  software. 


Ballmer  spoke  here  at  the  recent  For¬ 
rester  Research,  Inc.  annual  technology 
forum. 

Windows  NT,  as  it  is  called,  was  de¬ 
signed  to  work  with  a  variety  of  network 
environments;  indeed,  Novell,  Inc.  has  al¬ 
ready  committed  to  developing  a  Net¬ 
ware  requester  for  NT,  he  added. 

Ballmer  contradicted  rumors  and  an 
earlier  statement  by  Forrester  that  Mi¬ 


crosoft  was  preparing  to  or  will  eventually 
abandon  support  for  LAN  Manager, 
which  requires  OS/2.  Microsoft,  of 
course,  is  pushing  Windows  and  offers 
only  limited  OS/2  support  these  days. 

The  network  operating  system  forms 
“an  important  part”  of  Microsoft’s  strat¬ 
egy,  Ballmer  said.  LAN  Manager  for  Win¬ 
dows  NT  will  ship  about  the  same  time  as 
the  high-end  Windows  offering  will  ship, 
and  the  price  will  range  from  $400  to 
$600.  The  product  will  “complement,  not 
replace,  DOS,”  he  said. 

Object-oriented  system  offered 

Another  project  in  the  works  at  Microsoft 
is  Windows  Advanced  Services,  a  new  ob¬ 
ject-oriented  information  storage  system 
that  targets  the  network  server  market, 


according  to  Ballmer. 

The  server  was  designed  to  provide 
file,  compound-document,  electronic- 
mail,  directory  and  configuration  informa¬ 
tion  accessible  to  a  variety  of  client  sys¬ 
tems  and  “popular  applications”  across  a 
network,  he  added.  However,  while 
“pieces  of  it  will  become  part  of  Windows 
over  the  next  few  years,”  introduction  of 
the  full  product  is  still  a  long  way  off, 
Ballmer  said. 

Windows  3.0’s  installed  base  will  reach 
approximately  7.5  million  by  the  end  of 
this  month,  Ballmer  said,  out  of  an  in¬ 
stalled  base  of  96  million  Microsoft  DOS 
users.  Windows  shipments  will  total  7.8 
million  units  next  year,  according  to  In¬ 
ternational  Data  Corp.  —  or  eight  to  12 
million,  according  to  Microsoft. 
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stems  Integration  From  ERL 


Customer  Support  Center 
Services  include  the 
AnswerLine  for  fee-based 
technical  assistance;  System 
Load  And  Test  (SLT)  for 
“burned- in”  systems; 
Maintenance  programs  such 
as  OEM/Third-Party  plans 
and  ERl-Stacking  for  replace¬ 
ment  of  failed  equipment; 
and  ERI’s  Help  Desk  Start- 
Up  Sen- ice  for  resolution  of 
“lower-level”  technical  issues. 


Financing  through  ERI  is 
your  best  protection  from 
technological  obsolescence. 
While  third-party  financing 
is  irrevocable,  ERI  permits 
upgrading  without  penalty. 
Flexible  plans  include  12- 
to  60-month  leases  and 
monthly  rentals.  And 
you  can  finance  our 
professional  services 
as  well  as  equipment. 


Authorized 
Systems  Integrator 


For  improved  departmental  productivity, 
ERI  is  your  key  to  the  services  you  need. 
And  as  the  nation’s  leading  full-service 
systems  integrator  for  NCR  and  Sun 
Microsystems,  we’ll  stand  behind  you 
with  our  Systems  Assurance  Guarantee. 
To  learn  more  about  our  Guarantee  or 
any  service,  call  (800)  222-1050. 

Ask  for  Dept.  X. 


Value 

Added 

Reseller 


Answering  your  needs  today. 
Anticipating  your  needs  for  tomorrow. 
Corporate  Headquarters: 

180  Vanderbilt  Motor  Parkway,  Haupnaugc,  NY  1 1788-9682 
(800)  222-1050  Fax  (516)435-0995 

All  names,  products  anJ  services  mentioned  are  tlw  tr.kk.HMrk' , « 
registered  tr.klemarks  ot  their  respective  organ  eat  urns 


College  takes 
graphic  approach 
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in  training,  don’t  have  time  for  it  or  even 
have  access  to  training  facilities,”  Rosen 
said.  “We  wanted  a  system  where  you 
could  sit  down  at  the  PC  and  five  minutes 
later  be  accessing  information  all  over  the 
campus.” 

The  Virtual  Desk  can  access  a  wide  ar¬ 
ray  of  information,  including  departmen¬ 
tal  budgets,  student  records  and  universi¬ 
ty  policies.  “The  beauty  of  the  Virtual 
Desk  is  that  users  don’t  need  to  know  the 
location  of  the  data  or  the  type  of  database 
in  which  it  resides,”  Rosen  said.  “They 
just  click  on  an  icon  that  represents  the 
data  they  want  to  access.” 

The  Virtual  Desk  was  built  using  as 
much  off-the-shelf  software  as  possible, 
Rosen  noted.  IS  personnel  turned  to  the 
Claris  Corp.  HyperCard  for  creating  the 
database  interfaces.  The  HyperCard  data 
files,  called  stacks,  give  users  instant  fin¬ 
gertip  access  to  information  that  previ¬ 
ously  required  snaking  through  layers  of 
database  subsets. 

The  Business  Summary  Stack,  for  in¬ 
stance,  takes  the  equivalent  of  a  financial 
summary  report  and  puts  it  on  a  series  of 
eight  HyperCard  stacks,  each  represent¬ 
ing  a  different  account  type,  Rosen  said. 
The  information  is  updated  each  evening. 
With  the  click  of  a  button,  college  adminis¬ 
trators  can  find  out  the  current  cash  posi¬ 
tion  of  the  college. 

The  Virtual  Desk  not  only  eliminates 
reams  of  paper  but  also  provides  informa¬ 
tion  that  was  unavailable  when  data  was 
stored  exclusively  on  the  mainframe.  For 
example,  administrators  can  use  the 
Dean’s  Grade  Viewer  stack  to  learn  not 
only  what  services  are  used  by  which  of 
the  school’s  25,000  students  but  also 
whether  the  students  who  use  these  ser¬ 
vices  are  more  successful  academically. 

Customized  on-screen  drawings  are  a 
snap.  Each  Virtual  Desk  object  has  also 
been  implemented  as  a  stand-alone  tool, 
so  users  can  easily  add,  create  and  delete 
tools  depending  on  their  needs. 

The  Virtual  Desk  is  part  of  San  Joa¬ 
quin’s  five-year  plan  outlining  the  future 
of  information  services  at  the  55-year-old 
college.  The  project  has  already  paid  for 
itself,  Rosen  said,  based  on  the  fact  that 
enrollment  at  the  school  has  increased 
more  than  30%  in  recent  years  with  little 
additional  support  staff.  “You  could  say 
it’s  something  we’d  prefer  not  to  live 
without,”  he  said. 
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COMMENTARY 

Jesse  Berst 

Applications 
as  tool  kits 

In  a  recent  column,  I  dis¬ 
cussed  corporate  devel¬ 
opment  tools  for  Win¬ 
dows  and  Presentation 
Manager.  Graphical  user 
interface  programming  is 
getting  easier  every  day 
thanks  to  an  avalanche  of  top-notch  pro¬ 
gramming  tools. 

Today,  I’m  going  to  tell  you  why  you 
may  not  need  those  tools.  You  may  have  a 
powerful  applications  development  envi¬ 
ronment  sitting  in  your  office  already,  dis¬ 
guised  as  a  word  processor  or  a  spread¬ 
sheet.  Many  of  today’s  Windows 
programs  include  macro  languages  that 
are  so  robust  you  can  use  them  to  con¬ 
struct  industrial-strength,  line-of-busi- 
ness  applications. 

Consider,  for  instance,  the  remark¬ 
able  Excel-based  executive  information 
system  (EIS)  that  Otis  Elevator  set  up 
with  the  assistance  of  Clearwater,  Fla.- 
based  consultant  Gus  Evans.  According 
to  Evans,  Otis  Elevator  managers  can  ac¬ 
cess  a  database  of  40,000  reports  with¬ 
out  leaving  Excel.  Using  macros,  Evans 
programmed  a  new  Excel  menu  choice 
that  acts  as  a  doorway  into  the  EIS. 

To  executives,  the  reports  look  like 
printed  presentations.  However,  since 
they  are  Excel  spreadsheets,  the  compa¬ 
ny’s  financial  analysts  can  use  them  to  ex¬ 
amine  trends  and  try  out  scenarios. 

Evans  and  Otis  Elevator  took  advan¬ 
tage  of  the  fact  that  today’s  embedded 
macro  tools  let  you  change  the  appear¬ 
ance  and  function  of  the  program. 

“Applications  go  together  much 
more  rapidly  because  you’re  using  a  high- 
level  language,”  Evans  says.  He  cites  a 
C-based  menuing  system  that  took  sever¬ 
al  months  to  build.  The  same  system  was 
re-created  in  one  week  with  Excel  mac¬ 
ros. 

That  doesn’t  mean  you  can  expect 
end  users  to  build  a  complex  system. 

“The  people  who  do  the  best  job  are  still 
those  with  a  programming  background,” 
Evans  says.  “They  know  how  to  make 
systems  faster,  safer  and  easier  to  use.” 
But  once  a  system  has  been  built  and  de¬ 
bugged,  power  users  can  maintain  it. 

When  you  use  an  application  as  a  de¬ 
velopment  platform,  you  don’t  have  to 
build  all  the  functionality  from  scratch. 
Instead,  you  have  the  simpler  job  of  cus¬ 
tomizing  and  extending  an  existing  prod¬ 
uct.  And  because  more  Windows  applica¬ 
tions  have  embedded  tools,  you  can  start 
with  the  package  best  suited  to  your 
needs  —  spreadsheet,  word  processor, 
graphics,  telecommunications  or  other. 

Still,  using  embedded  macro  tools 
has  drawbacks.  Macro  languages  don't 
have  the  power  of  general-purpose  tools 
or  direct  access  to  the  system  application 
programming  interfaces.  “Fortunately, 
most  macro  languages  have  ways  to  ex¬ 
tend  functionality.  You  can  write  a  small 
program  in  C  and  access  it  with  the  macro 
language,”  Evans  says. 

You’ll  also  pay  a  performance  penal¬ 
ty,  although,  Evans  claims,  “an  experi¬ 
enced  macro  programmer  can  put  the 


system  together  so  you  get  performance 
penalties  measured  in  seconds.  But  if 
you’re  not  careful  you  can  get  penalties 
measured  in  minutes.” 

Also,  although  many  applications 
have  embedded  macro  tools,  each  is  an 
“island  of  programmability.”  Cross-ap¬ 
plication  tools  and  techniques  are  still 
quite  primitive. 

Despite  their  limitations,  embedded 
macro  tools  deserve  serious  attention.  I 
say  that  not  just  because  of  the  great 
work  that  is  being  done  right  now  but  also 
because  of  what  lies  ahead. 

For  instance,  Microsoft  has  promised 
to  include  a  macro  language  in  all  its  major 
applications.  It  has  also  committed  to 
merging  the  syntax  of  these  languages 
with  that  of  its  Visual  Basic.  Learn  one 


and  you’ve  learned  them  all.  Lotus,  Bor¬ 
land  and  others  are  taking  similar  steps. 

It’s  going  to  get  even  better  because 
Microsoft  is  building  a  Basic  Engine  into 
Windows.  Once  it’s  in  place,  you’ll  be 
able  to  access  this  engine  in  three  ways. 
First,  you’ll  be  able  to  record  and  modify 
macros  inside  applications.  Second,  you’ll 
be  able  to  use  a  new  tool  called  the  Mac¬ 
ro  Manager  to  edit  macros  with  a  form  of 
“programming  by  example.”  Finally, 
power  users  and  programmers  will  be 
able  to  read  the  macros  into  Visual  Basic, 
where  they  can  be  modified  and  extended. 

In  addition,  the  Macro  Manager  will 
be  able  to  control  more  than  one  applica¬ 
tion  at  a  time.  It  will  bridge  and  connect 
the  “islands  of  programmability.”  You’ll 
soon  be  able  to  build  custom  applications 


by  using  the  Macro  Manager  to  stitch  to¬ 
gether  off-the-shelf  applications.  Al¬ 
though  Hewlett-Packard’s  New  Wave  (a 
Windows  extension)  has  some  of  these 
capabilities  today,  the  Macro  Manager 
will  bring  them  into  the  Windows  main¬ 
stream. 

It’s  an  enticing  prospect  that  should 
be  here  by  this  time  next  year.  But  don’t 
wait  until  then  to  investigate  this  tech¬ 
nique.  Companies  all  over  the  country  are 
using  it  right  now  to  shave  months  off 
development  cycles  and  thousands  of  dol¬ 
lars  from  programming  budgets. 


Berst  is  the  publisher  of  Redmond,  Wash.-based 
“Windows  Watcher”  newsletter,  a  monthly  briefing 
service  for  software  executives  and  corporate 
technology  managers. 


IBM  presents  the 

that  brings 


If  you’re  a  glutton  for  productivity,  chances  are 
you’re  considering  open  systems  solutions  for  your 
business.  But  much  of  the  menu  is  so  unfamiliar  or 
limited,  it’s  enough  to  make  you  lose  your  appetite. 

The  IBM  RISC  System/600(T  family  of  POWER- 
stations  and  POWERservers  is  for  you.  It’s  as  open 
an  open  system  as  you’ll  find  anywhere,  to  help  you 
take  a  big  bite  out  of  communication  barriers.  With 
the  RISC  System/6000,  you  offer  your  suppliers  and 
customers  broad  connectivity  and  management 
for  IBM  and  non-IBM  networks.  And  you  also  satisfy 
your  hunger  for  the  latest  leading-edge  technology, 


without  network  or  equipment  upset. 

Naturally,  the  RISC  System/6000  family  supports 
all  major  industry  standards.  And  it  also  runs  a 
smorgasbord  of  over  3,500  key  applications.  But  that’s 
only  the  appetizer.  The  family  provides  the  widest 
range  of  binary  compatible  systems,  so  you’re  free  to 
put  the  right  level  of  machine  performance  and  price 
at  every  location. 

The  RISC  System/6000  also  serves  up  remarkable 
performance,  capacity  and  value.  The  POWERserver  550 
runs  at  speeds  you’d  expect  from  a  supercom¬ 
puter,  but  runs  up  a  tab  starting  at  only  $58,000.  And 


•Prices  subject  to  change  Dealers'  prices  may  vary  IBM  and  AIX  are  registered  trademarks  and  RISC  System/6000  is  a  trademark  of  International  Business  Machines  Corporation  UNIX  is  a 
registered  trademark  of  UNIX  Systems  Laboratories.  HAGARTHE  HORRIBLE  Character(s)  ©  1991  King  Features  Syndicate,  Inc.  ©  1991  IBM  Corp. 
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Untouchable  gives  enhanced  virus  protection 

BY  CHRISTOPHER  LINDQUIST 

CW  STAFF 


Fifth  Generation  Systems,  Inc.,  the  Baton 
Rouge,  La.-based  personal  computer  soft¬ 
ware  utility  vendor,  has  announced  Un¬ 
touchable,  virus  protection  software  that 
does  not  require  the  use  of  virus  “signa¬ 
ture”  files  to  identify  and  remove  viruses. 

Untouchable  uses  a  method  of  virus  re¬ 
moval  that  guarantees  complete  recovery 
of  infected  files,  even  those  that  have 
been  attacked  by  unknown  viruses.  The 
product  will  also  be  available  in  a  network 
version  that  provides  centralized  protec¬ 
tion  of  networks. 


The  product  uses  a  “file  scanner”  that 
produces  a  signature  of  files  on  the  disk 
rather  than  relying  on  the  signature  of  a 
virus  for  detection,  eliminating  concerns 
that  modified  viruses  might  bypass  pro¬ 
tection.  Untouchable  stores  the  file  signa¬ 
tures  in  both  on-line  and  off-line  databases 
and  can  rebuild  damaged  files  using  the  in¬ 
formation  stored  in  these  databases. 

Untouchable  includes  a  memory-resi¬ 
dent  monitor  that  scans  files  before  exe¬ 
cution  for  known  viruses.  The  monitor  oc¬ 
cupies  900  bytes  of  memory  if  loaded  into 
expanded  memory  or  5K  bytes  if  loaded 
into  conventional  memory. 

The  product  also  includes  a  virus  scan¬ 


ner/remover  that  can  locate  and  remove 
more  than  600  known  viruses. 

The  network  version  of  Untouchable 
includes  features  such  as  centralized  auto¬ 
matic  installation,  real-time  virus  alerts, 
continuous  status  reports  and  historical 
logs  of  status  reports  and  virus  activity.  It 
will  be  available  for  Novell,  Inc.  Netware, 
Microsoft  Corp.  LAN  Manager,  Banyan 
Systems,  Inc.  Vines  and  other  network 
operating  systems.  The  stand-alone  ver¬ 
sion  of  Untouchable  is  available  now,  with 
a  list  price  of  $165.  The  network  version 
is  scheduled  for  release  this  month  with  a 
list  price  of  $695,  which  includes  the  serv¬ 
er  license  and  10  node  licenses. 


Positive  laptop 
breaks  $1,800 

BY  MICHAEL  FITZGERALD 

CW  STAFF 


CHATSWORTH,  Calif.  —  A  small  2- 
year-old  company  is  selling  a  notebook 
computer  based  on  Intel  Corp.’s  20-MHz 
80386SX  chip  for  $1,800. 

Positive  Corp.  will  sell  its  6V2-pound 
PC  Positive  320N  with  2M  bytes  of  ran¬ 
dom-access  memory,  a  40M-byte  hard 
drive  and  a  bundle  of  Microsoft  Corp.’s 
DOS  5.0,  Windows  3.0,  Works  for  Win¬ 
dows  and  the  Microsoft  Productivity  Pack 
for  $1,799.99.  The  320ND,  with  4M 
bytes  of  RAM,  a  60M-byte  hard  drive  and 
a  modem  designed  for  9.6K  bit/sec.  fac¬ 
simile  operation  and  2,400  bit/sec.  data 
transmissions,  as  well  as  the  Microsoft 
software  bundle,  sells  for  $2,399.99. 

Positive  distributes  through  some  200 
membership  discount  clubs,  where  only 
members  are  entitled  to  shop.  It  said  it  is 
the  leading  supplier  of  personal  comput¬ 
ers  through  this  distribution  channel. 

Bryan  Kerr,  executive  vice  president 
of  Positive,  termed  the  pricing  a  shot 
across  Compaq  Computer  Corp.’s  bow  (a 
Compaq  LTE  386S/20  configured  in  simi¬ 
lar  fashion,  without  the  software,  has  a 
street  price  of  close  to  $3,000). 


first  open  system 
more  to  the  table. 


i'll  have  what 

HE'£  HAVIM& 


other  models’  prices  start  below  $14,000* 

AlXf  the  piece  de  resistance.  To  make  UNIX®  even 
easier  to  swallow,  there’s  AIX,  I BM’s  UNIX  operating 
system.  AIX  makes  it  a  piece  of  cake  to  develop  company¬ 
wide  networked  solutions.  And  it  gives  companies  robust 
operating  software  for  enterprise -critical  applications. 


Service  with  a  smile.  The  RISC  System/6000  comes 
with  something  you  won’t  find  anywhere  else — the  unpar¬ 
alleled  support  of  IBM.  yy  O  I 

Service  24  hours  a  day,  t  Of  til6  lOWCF  OCCker. 


365  days  a  year.  But  then,  at  IBM,  customer  service 
and  support  aren’t  just  fillers.  They’re  your  just  desserts. 

To  find  out  more  about  the  IBM  RISC  System/6000, 
contact  your  IBM 
marketing  rep¬ 
resentative  or 
Business  Partner. 

For  literature,  call 
1  800  IBM-6676, 
ext.  824. 


RISC 

System/ 

6000 


Everex  releases 
modular  PCs 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


FREMONT,  Calif.  —  Everex  Systems, 
Inc.  continued  its  efforts  to  regain  profit¬ 
ability  recently  by  releasing  a  family  of 
modular  personal  computers. 

Dubbed  the  Tempo  M  series,  the  mod¬ 
ular,  or  easily  upgradable,  design  puts 
Everex  squarely  on  the  buzzword  band¬ 
wagon  with  numerous  other  vendors. 
Some  observers  have  stated  that  modular 
systems  will  be  de  rigueur  in  the  future. 

The  Tempo  M  series  uses  a  passive 
backplane  design  that  allows  users  to  up¬ 
grade  a  machine  from  an  Intel  Corp.  25- 
MHz  80386DX  chip  to  a  50-MHz  I486 
chip  by  pulling  out  a  32-bit  CPU  card  and 
replacing  it  with  another.  The  design  also 
supports  both  Weitek  Corp.  and  Intel 
math  coprocessors,  and  the  card  for  the 
486SX  CPU  has  an  extra  socket  for  future 
Intel  chips. 

The  Tempo  M  series  will  support  up  to 
32M  bytes  of  random-access  memory  and 
has  an  Everex  proprietary  128K-byte 
cache  built  in.  It  also  offers  512K  bytes  of 
video  memory  for  faster  graphics. 

Pricing  on  the  M  series,  which  includes 
both  large  and  small  footprints,  ranges 
from  $1,899  for  a  386/25  with  1M  byte  of 
RAM  to  $3,999  for  the  top-of-the-line 
486/33  with  4M  bytes  of  RAM.  The  up¬ 
grades  range  in  price  from  $699  to  up¬ 
grade  from  a  386/25  to  a  386/33,  to 
$1,999  to  upgrade  from  a  386/25  to  a 
486/33  (pricing  includes  return  of  the 
original  processor  board).  The  M  series 
began  shipping  last  week,  save  the  50- 
MHz  486,  which  Everex  premised  would 
ship  in  the  first  quarter  of  1992. 
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Development  tools 

Outrider  Systems,  Inc.  has  released  two 
software  tools  for  use  with  Microsoft 
Corp.’s  Visual  Basic. 

Buttontool  allows  developers  to  place 
graphics  symbols  and  captions  on  on¬ 
screen  buttons.  Included  are  18  prede¬ 
fined  symbols.  The  tool  also  creates  shad¬ 
ows  and  three-dimensional  effects  when  a 
button  is  depressed. 

Edittool  performs  input  field  masking, 
defining  the  type  of  characters  or  strings 
that  can  be  placed  in  an  application  input 
field. 

Both  programs  load  into  the  Visual  Ba¬ 
sic  pallete.  Each  costs  $49.95. 

Outrider  Systems 
Suite  1196 
3701  Kirby  Drive 
Houston,  Texas  77098 
(713)521-0486 

Optibase,  Inc.  has  announced  the  avail¬ 
ability  of  Optitools  3.0,  an  upgraded  mul¬ 
timedia  software  development  kit. 

Optitools  3.0  allows  users  to  integrate 
third-party  multimedia  applications  with 
the  Optibase  Model  100  and  500  pro¬ 
grammable  image  compression/expan¬ 
sion  add-in  boards.  Compression  and  ex¬ 
pansion  performance  is  enhanced  in  the 
new  version  of  the  software,  which  also 
includes  color  subsampling,  a  new  image 
processing  library  and  a  file-size  predic¬ 
tion  feature. 


Optitools  3.0  costs  $795. 

Optibase 

7800  Deering  Ave. 

Canoga  Park,  Calif.  91304 
(818)719-6566 

Nantucket  Tools  II  has  been  announced 
by  Nantucket  Corp. 

Nantucket  Tools  II  is  a  library  of  pro¬ 
gramming  extensions  for  users  of  the 
company’s  Clipper  5.0  development  sys¬ 
tem.  It  includes  over  550  new  functions 
divided  into  17  categories  for  reference. 
New  tools  include  multiple  window  custo¬ 
mization,  multiple  output  effects  for  char¬ 
acter  strings  and  color  palettes,  disk  utili¬ 
ties  and  specialized  network  functions. 

The  product  is  priced  at  $695.  Up¬ 
grading  from  Clipper  Tools  I  costs  $195. 
Nantucket 

12555  W.  Jefferson  Blvd. 

Los  Angeles,  Calif.  90066 
(213)390-7923 


Peripherals 

Rapid  Technology  Corp.  has  announced 
the  Visionary  real-time  compression 
board  for  personal  computers. 

Visionary  provides  30  frame/sec.  com¬ 
pression  and  playback  in  conjunction  with 
the  company’s  Visionary  Video  YUV 
frame  grabber  board.  The  combination  al¬ 
lows  users  to  display  video  images  played 
back  from  the  PC’s  hard  disk.  The  Vision¬ 
ary  products  comply  with  Joint  Photo¬ 
graphic  Experts  Group  standards,  the 


company  said. 

Visionary  costs  $1,695.  The  Visionary 
Video  card  is  priced  at  $1 ,295. 

Rapid  Technology 
Suite  43 

Amherst  Commerce  Park 
4226  Ridge  Lea  Road 
Amherst,  N.Y.  14226 
(716)  833-8533 

Texas  Instruments,  Inc.  has  announced  a 
series  of  reduced  instruction  set  comput¬ 
ing  laser  printers. 

The  Microlaser  Turbo  printers  include 
9-  and  16-page/min.  models.  Both  models 
include  2.5M  bytes  of  memory  and  35 
resident  Adobe  Systems,  Inc.  Postscript 
fonts. 

The  9-page/min.  version  is  priced  at 
$2,249;  the  16-page/min.  model  costs 
$3,649. 

Texas  Instruments 
12501  Research  Blvd. 

Austin,  Texas  78759 
(512)250-7407 


Data  storage 

Quadram  Corp.  has  announced  its  25M- 
byte  very  high  density  floppy  subsystem 
for  the  Apple  Computer,  Inc.  Macintosh. 

The  Quadflextra  offers  an  average 
seek  time  of  35  msec,  and  data  transfer 
rate  of  1.25M  byte/sec.  Formatted  capac¬ 
ity  for  each  3V2-in.  disk  is  20. 4M  bytes. 

The  subsystem  with  four  disks  costs 
$895.  Additional  disks  cost  $25  each. 
Quadram 
1  Quad  Way 
Norcross,  Ga.  30093 
(404)  923-6666 


Tecmar’s  Minivault  drives  conform  to 
QIC-40  and  QIC-80  standards 


Tecmar  has  announced  the  Minivault,  a 
Vi-in.  cartridge  tape  backup  system  with 
up  to  250M-byte  capacity. 

Minivault  drives  conform  to  industry 
QIC-40  and  QIC-80  standards,  the  com¬ 
pany  reported.  The  120M-byte  internal 
model  is  priced  at  $395,  and  the  250M- 
byte  model  costs  $519. 

Tecmar 

6225  Cochran  Road 
Solon,  Ohio  44139 
(216)349-0600 


Systems 

Great  Valley  Products,  Inc.  has  unveiled  a 
Motorola,  Inc.  68040  accelerator  for 
Commodore  Business  Machines,  Inc.’s 
Amiga  3000  and  3000T  systems. 

The  G-Force  040  board  runs  at  28 
MHz  and  can  be  configured  with  4M  or 
8M  bytes  of  random-access  memory.  It 
also  includes  separate  4M-byte  caches  for 
data  and  instructions. 

According  to  the  company,  the  board 
provides  performance  of  22  million  in¬ 
structions  per  second.  It  offers  a  fallback 
mode  for  full  backward  software  compati¬ 
bility. 


The  G-Force  040  costs  $2,799. 

Great  Valley  Products 
600  Clark  Ave. 

King  of  Prussia,  Pa.  19406 
(215)337-8770 

Compuadd  Computer  Corp.  has  an¬ 
nounced  a  “stretch  chassis”  design  for  its 
line  of  personal  computers. 

Systems  with  the  new  design  offer  ad¬ 
ditional  drive  space  and  incorporate  a  vid¬ 
eo  controller  with  512K  bytes  of  memory 
on  the  local  bus,  improving  video  perfor¬ 
mance,  the  company  said.  A  higher  capac¬ 
ity  power  supply  (200W)  is  also  included 
to  handle  more  add-on  devices. 

Pricing  for  the  new  models  starts  at 
$1,295  for  a  16-MHz  Intel  Corp. 
80386SX-based  system  with  a  40M-byte 
hard  drive. 

Compuadd  Computer 
12303  Technology  Blvd. 

Austin,  Texas  78727 
(512)250-1489 

Gateway  2000  has  announced  an  Extend¬ 
ed  Industry  Standard  Architecture  per¬ 
sonal  computer  based  on  the  Intel  Corp. 
33-MHz  I486  processor. 

The  system  includes  128K  bytes  of 
cache  memory,  8M  bytes  of  random-ac¬ 
cess  memory,  a  340M-byte  hard  drive 
and  a  monitor.  It  offers  eight  expansion 
slots  and  a  small  computer  systems  inter¬ 
face  controller. 

The  system  costs  $3,895. 

Gateway  2000 
610  Gateway  Drive 
N.  Sioux  City,  S.D.  57049 
(605)  232-2000 


Database  management 
systems 

Information  Management  Systems,  Inc. 
has  introduced  Dataflow,  a  database  soft¬ 
ware  utility  for  personal  computers  run¬ 
ning  DOS. 

Dataflow  allows  users  to  view,  format, 
search  and  sort  files  in  Borland  Interna¬ 
tional,  Inc.’s  Paradox  and  Dbase  formats 
as  well  as  ASCII  files.  Files  in  different 
formats  can  be  opened  concurrently  in 
Dataflow  windows.  Files  can  also  be 
linked  regardless  of  format. 

The  product  offers  a  number  of  data 
manipulation  commands  including  Find, 
Select,  Split  and  Join. 

Dataflow  costs  $89.95. 

Information  Management  Systems 
Suite  A-5 

15760  Ventura  Blvd. 

Encino,  Calif.  91436 
(818)784-6890 

Objective  Solutions,  Inc.  has  announced  a 
version  of  Orin  for  the  Microsoft  Corp. 
Windows  environment. 

Orin  is  a  relational  database  application 
development  system.  According  to  the 
company,  it  is  compatible  with  databases 
from  Oracle  Corp.,  Informix  Software, 
Inc.  and  Digital  Equipment  Corp.  and 
builds  applications  for  multiple  hardware 
platforms.  Orin  provides  a  graphical  envi¬ 
ronment  and  an  optional  object-oriented 
procedural  language. 

Orin  runs  under  Windows,  DOS,  Unix 
and  VMS.  The  Windows  version  costs 
$1,295,  and  the  price  of  character-based 
versions  has  been  reduced  to  $795. 
Objective  Solutions 
Suite  106 
17  Hibiscus  Blvd. 

Melbourne,  Fla.  32902 
(407)  676-0279 


SOFTEX’92 

International  Computer  Software  Show 

May  7-10,  1992 

Find  new  business  partners  in  the  fastest-growing  market  in  Asia! 

•  Systems  A  applications  software  •  Management  software  •  Professional  applications  •  Home  entertainment  software  •  Publications  &  journals 


Organize!* 


2 


CUN*  EXTERN*.  TRADE 
DEKELOBHENT  COUNCI 


g  -V  |  TA*>e  COMPUTER 

"ITif  t 


'  ASSOCIATION 


Sponsor: 


WPfl  I^ORLD 
TRADE  CENT® 


Venue  TAIPEI  WORLD  TRADE  CENTER  EXHIBITION  HAii,  5  Hsinyi  Road,  Seaton  5,  Taipei.  Taiwan  Republic  of  China  Tel  886-2-725-1111 
Eax  886-2-725-1314  Telex  28094  TPEWTC  Branch  Offices  New  York-CETDC,  Inc  Ttl  (212)532-7055  Fax  (212)213-4 189  San  Francisco- 
Far  East  Ttadc  Service.  Inc  Tbl  (415)788-4304  Fax:  (415)788-0468  Chicago-Far  East  fade  Service.  Inc  Tel  (312)819-7373  Fax  (312)819-7377 


52 


COMPUTERWORLD 


DECEMBER  2, 1991 


In  Taking  Our  SofiwareTo 
The  Next  SierWe  Round  Ourselves 
Going  Considerably  Further. 


THE  WORLDWIDE  SOFTWARE  SOLUTION  FOR  THE  AS/400. 

As  THE  PREMIER  PROVIDER  OF  AS/400  BUSINESS  SOFTWARE  TO  MENT  SOLUTIONS,  FEATURING  FULL  NATIONAL  LANGUAGE 


MULTI-SITE,  MULTI-NATIONAL  COMPANIES  ALL  OVER  NORTH 
AMERICA,  WE  LEARNED  THE  CHALLENGES  THESE  FIRMS 
FACE  IN  OPERATING  ACROSS  NATIONAL  BOUNDARIES.  IN 
BUILDING  THEIR  SOLUTIONS,  WE  CREATED  THE  SYSTEMS 
AND  STRATEGIES  TO  HELP  YOU  GO  BEYOND  YOUR 
GEOGRAPHIC  AND  BUSINESS  BORDERS  AS  WELL  We  OFFER 
INTERNATIONALLY-ENABLED  FINANCIAL,  HUMAN  RESOURCES, 
DISTRIBUTION,  ENVIRONMENTAL,  AND  PROCESS  MANAGE- 


SUPPORT,  MULTI-CURRENCY  AND  COMPREHENSIVE 


VAT  PROCESSING.  AND  TO  ENSURE  YOUR  SUCC.ESS- 


FUL  IMPLEMENTATION,  WE’VE  FORMED  THE  SOFTWARE  2000 
GLOBAL  SUPPORT  SYSTEM,  THUS  CREATING  A  SEAMLESS 
SERVICES  NETWORK  WORLDWIDE.  So  WHETHER  YOU 
DO  BUSINESS  AROUND  THE  CORNER  OR  AROUND  THE 
WORLD,  CALL  SOFTWARE  2000  AT  (508)  778-2000.  BECAUSE 
TOGETHER,  THERE  IS  NO  LIMIT  TO  HOW  FAR  WE  CAN  GO. 


(Software2000 

The  as/kx)  Business  Solution. 


IBM  and  AS/400  are  registered  trademarks  of  IBM  Corp 


ven  Of  The  Top  10 
Fortune  500  Companies 

RdyOnRELAE 


Give  us  30  days. 

We’ll  show  you  why! 

Why  is  RELAY®  the  corporate  communication 
software  product  of  choice?  It’s  simple.  It  lets  PCs 
and  LANs  communicate  with  mainframes  over 
virtually  any  connection.  It’s  easy  enough  for  all  levels 
of  users.  Flexible  enough  to  accommodate  diversity. 

And  powerful  enough  for  development  of  sophisticated, 
automated  applications. 

With  RELAY^s  unique  error-correcting  protocol  and 
convincing  data  compression,  you  get  the  fastest,  most 
accurate  data  throughput  available  from  anyone,  to  any¬ 
where,  and  back  again.  In  addition,  RELAY®’ s  unique 
full  duplex  capability  lets  you  send  and  receive  files  at  the 
same  time  producing  savings  of  up  to  50%  On  your  phone  bill. 

Add  to  that  our  always-free,  reliable  technical  support,  and 
it’s  no  wonder  why  seven  out  of  the  top  10  Fortune  500-ranked 
companies  are  dedicated  RELAY®  users.  And  so  are  the  leaders 
in  Aerospace,  Chemicals,  Health  &  Beauty,  Finance,  Insurance, 
Telecommunications  and  more. 

Skeptical?  Give  us  30  days,  and  we’ll  prove  it. 

Our  30-day  FREE  TRIAL  has  turned  into  multi-year,  single-source 
corporate  communications  relationships  with  some  of  the  world’s 
largest  corporations.  Find  out  why.  Call  us  today. 


For  our  free  information  packet 

call  toll-free  1-800-967-3529  (96-RELAY) 


* 

a  A.  ft* 


MICROCOM*,  INC. 

STILL  RIVER  CORPORATE  CENTER 
55  FEDERAL  ROAD 
DANBURY,  CT  06810-7325 

U.S.  and  CANADA:  1-800967-3529 
INTL:  203-798-3800 
FAX:  203-798-3937 
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COMMENTARY 

Elisabeth  Horwitt 

Too  little, 
too  late 

;  A  DEC  user  re- 

DEC’S  dreams  of 

dominant  LAN  client/server 
company:  “They  opened  their 
network  too  little  too  late.” 

It  must  really  gall  DEC  that 
its  customers  —  not  to  mention 
certain  analysts  —  still  per¬ 
ceive  it  as  dragging  its  heels  in 
the  open  systems  arena.  After 
all,  DEC  has  made  such  a  point  of 
bringing  standards  to  its  Net¬ 
work  Application  Support  archi¬ 
tecture  and  broadening  its 
Pathworks  client/server  system 
to  include  a  variety  of  non-DEC 
clients  and  servers. 

The  problem  is  that  DEC  is 
still  seen,  with  some  justifica¬ 
tion,  as  fixated  on  the  VAX/ 

VMS  system.  It  may  talk  a  good 
game  about  an  open  client/ 
server  architecture,  but  VMS 
remains  DEC’s  mainstream  sys¬ 
tem  for  making  services  glo¬ 
bally  available  to  corporate  us¬ 
ers. 

The  recent  introduction  of 
Teamlinks  is  a  good  example  of 
this.  The  new  product  was  de¬ 
signed  to  give  Microsoft  Win¬ 
dows  users  access  to  a  variety 
of  services  provided  by  Path- 
works  servers,  including  E- 
mail,  shared  files,  multivendor 

Continued  on  page  60 


feed  a  spooled  print  file  into  Monarch 
and  the  data  comes  alive.  Sophisticated 
parsing,  recognition  and  query 
technology  make  it  possible. 


Wireless  networks 
create  tough  choices 


Companies,  relationships  to  watch 

Motorola 

•  Has  joint  partnership  with  IBM  in  the  interactive  Ardis  packet 
radio  network. 

•  Last  month  launched  Embarc  (Electronic  Mail  Broadcast  to  A 
Roaming  Computer),  a  service  of  Motorola’s  Paging  and  Teleport 
Systems  Group,  to  bring  one-way  E-mail  and  other  information 
services  to  mobile  professionals. 

Ram  Mobile  Data 

•  The  unit  of  Ram  Broadcasting  Corp.  that  announced  last  month 
joint  development  and  marketing  agreements  with  Anterior 
Technology  and  Research  In  Motion.  The  three  companies 
will  develop  a  wireless  E-mail  service  over  Mobitex  mobile  data 
networks  operated  in  the  U.S.  by  Ram  Mobile  Data. 


ANALYSIS 


BY  ELLIS  BOOKER 

CW  STAFF 


With  their  passion  for  immediacy 
and  portability,  modern-day  bus¬ 
inesspeople  probably  would  have 
invented  wireless  wide-area  data 
networking  if  technologists  had 
not  provided  it. 

Last  month  saw  a  flurry  of 
hardware  and  service  plans  for 
wireless  systems  from  a  mix  of 
hardware,  software  and  network 
providers.  Not  surprisingly, 
makers  of  laptop  and  palmtop 
computers  have  emerged  as  ear- 


BYJOANIE  M.  WEXLER 

CW  STAFF 


REDWOOD  CITY,  Calif.  — 
Network  Equipment  Technol¬ 
ogies,  Inc.  (NET)  recently 
stepped  ahead  of  its  traditional 
wide-area  network  competitors 
with  a  comprehensive  network 
management  plan  and  accompa¬ 
nying  applications. 

NET  reorganized  its  network 
management  products  under  the 
umbrella  name  “Netopen,”  a 
product  family  that  the  firm  said 
will  migrate  to  the  Open  Soft¬ 
ware  Foundation’s  (OSF)  Dis¬ 
tributed  Management  Environ¬ 
ment  (DME). 

In  doing  so,  NET  became  the 
first  T1  multiplexer  vendor  to 


ly  and  eager  advocates  of  the 
technology,  which  they  see  as 
tailor-made  for  their  products. 

However,  the  choices  for  us¬ 
ers  will  not  be  easy.  First,  sever¬ 
al  competing  and,  so  far,  nonin- 
terconnected  wireless  networks 
are  being  deployed.  Second, 
there  are  two-way  interactive 
systems  (said  to  be  best  for  trav¬ 
eling  workers  who  need  to  query 
a  host  database)  and  one-way, 
receive-only  systems  (touted  as 
the  better  means  for  sending 
electronic  mail  and  file  updates). 

At  the  same  time,  the  broader 
issue  will  be  how  vendors  face  up 
to  the  challenge  of  what  appears 


pledge  support  for  DME,  the  in¬ 
dustry  hopeful  for  eventually  be¬ 
coming  the  industry-standard 
enterprise  manager. 

However,  NET  competitors, 
including  Timeplex,  Inc.  and  Ra- 
cal-Datacom,  Inc.,  have  paral¬ 
leled  if  not  preceded  NET  in  sup¬ 
porting  Simple  Network  Man¬ 
agement  Protocol,  the  de  facto 
industry  standard  for  managing 
local-area  networking  equip¬ 
ment. 

DME  is  a  hefty  undertaking 
by  OSF  to  integrate  the  network 
and  systems  management  func¬ 
tions  from  such  industry  heavy¬ 
weights  as  Hewlett-Packard  Co. 
and  IBM  into  a  cohesive  infra¬ 
structure  for  managing  plat¬ 
form-independent  distributed 


to  many  to  be  the  first  step  in  the 
inevitable  confluence  of  the  por¬ 
table  computer,  the  pager  and, 
perhaps,  the  telephone. 

The  airwaves  are  not  yet 
crowded  with  E-mail  and  data¬ 
base  queries  coming  from  execu¬ 
tives  at  work  in  crosstown  cabs. 
However,  that  could  change  dra- 


computing  environments. 

Three  new  network  manage¬ 
ment  applications,  which  will 
provide  DME  hooks  plus  some 
NET-specific  extensions,  in¬ 
clude  a  $30,000-and-up  Virtual 
Network  Application  (VNA)  for 
partitioning  enterprise  net¬ 
works  into  multiple,  indepen¬ 
dent  virtual  networks. 

A  ‘big  issue’ 

The  application  allows  multiple 
organizations  hooked  by  private 
NET  networks  to  better  share 
and  manage  bandwidth,  which  is 
“a  big  issue  for  your  average 
company,”  said  James  Herman, 
principal  at  Boston-based  North¬ 
east  Consulting  Resources,  Inc. 
“VNA  allows  everyone  on  the 


CW  Chart:  Michael  Siggins 

matically  as  wireless  networks 
aimed  at  data  users  expand. 

As  a  consequence,  estimates 
for  the  potential  size  of  the  mar¬ 
ket  vary.  BIS  Strategic  Deci¬ 
sions,  a  Norwell,  Mass.,  market 
research  firm,  said  that  approxi¬ 
mately  25,000  people  now  use 
Continued  on  page  56 


network  to  see  the  net  in  terms 
of  the  portion  of  it  that  is  theirs,” 
he  said. 

NET  also  expanded  its  expert 
system-based  fault  management 
system  to  be  able  to  manage  in¬ 
ternational  networks  and  rolled 
out  a  $9,950  version  of  its  Series 
5000  for  managing  small  net¬ 
works.  This  version  is  upgrad¬ 
able  to  the  bigger  system. 

The  new  applications  cannot 
currently  be  managed  in  an  inte¬ 
grated  fashion,  acknowledged 
Karyn  Mashima,  the  company’s 
vice  president  of  marketing. 

NET’s  new  product  family  is 
based  on  the  OSF’s  Motif  graphi¬ 
cal  user  interface,  HP’s  object- 
oriented  Openview  platform  and 
the  X  Window  System  protocol 
for  accessing  multiple  hosts 
across  a  network  in  windows  on 
one  screen. 


NET  first  to  pledge  support  for  DME 


Monarch™  lets  PC  users  get  their 
hands  on  mainframe  data. 
Without  touching  the  database. 


Now  you  can  deliver  mainframe  data  to  PC  users, 
any  way  they  want  it,  any  time  they  want  it,  without 
handholding,  without  custom  programming,  and 
without  losing  control  of  your  database.  Monarch 
makes  it  possible. 

Monarch  is  a  new  kind  of  PC  application  that 
exploits  standard  mainframe  reports  as  the  source  for 
data.  Feed  Monarch  a  spooled  print  file,  and  out  comes 
data  that  users  can  query,  sort,  select,  summarize,  and 
send  out  to  their  favorite  PC  applications. 

It’s  a  simple  idea.  That’s  why  it’s  so 
compelling.  People  already  rely  on  reports  for 
«fe'",TE0  information,  and  MIS  has  already  put  time  and 
effort  into  developing  reports  that  make  sense. 
Monarch  simply  brings  those  reports  alive.  Not  just 
plain-vanilla  columnar  reports,  but  also  complex 
reports  with  multiple  sort-levels. 
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More  than  one  thousand  companies  already 
depend  on  Monarch  to  satisfy  PC  users  who  need 
mainframe  data.  At  Southwestern  Bell,  Monarch 
moves  data  from  mainframe  reports  into  Lotus 
spreadsheets.  “Monarch  was  worth  every  penny”, 
says  Steven  Wilcox  at  Bell.  Compared  to 
the  custom  COBOL  programming  it 
replaced,  Monarch  delivers  data 
faster,  easier  and  at  lower  cost. 

Call  today  to  find  out  how 
you  can  try  Monarch.  It 
could  make  you  a  hero. 

There’s  no  risk. 


63  Great  Road,  Maynard,  MA  01754 
508-897-1575  •  FAX  508-897-1947 


CALL  FOR  FREE  DEMO 

1-800-445-3311 
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Data  exchange  plan  takes  flight 


Choices  in  wireless  networks 


BY  GARY  H.  ANTHES 

CW  STAFF 


The  U.S.  Department  of  Commerce  re¬ 
cently  announced  a  govemment/industry 
initiative  to  accelerate  and  coordinate  the 
development  of  standards  for  electronic 
product/data  exchange. 

A  plan  for  the  initiative,  presented  at 
CALS  (Computer-aided  Acquisition  and 
Logistic  Support)  Expo  ’91  in  Phoenix  by 
Robert  M.  White,  commerce  undersecre¬ 
tary  for  technology,  is  intended  to  speed 
the  development  of  methods  to  express  in 
digital  format  all  useful  information  about 
a  product.  The  technology  is  considered  a 
cornerstone  of  computer-integrated  man¬ 
ufacturing  and  concurrent  engineering. 

Deployment  of  the  technology  will  al¬ 
low  geographically  dispersed  engineer¬ 
ing,  manufacturing  and  service  firms  to 
work  together  in  defining,  accessing  and 
exchanging  a  product’s  physical  and  func¬ 
tional  characteristics  in  an  unambiguous 
way. 

The  plan  was  put  together  during  the 
past  six  months  by  industry  representa¬ 
tives  from  IBM,  Digital  Equipment  Corp., 
Xerox  Corp.,  The  Boeing  Co.,  McDonnell 
Douglas  Corp.,  Mentor  Graphics  Corp., 
Westinghouse  Electric  Corp.,  General 
Motors  Corp.,  the  Initial  Graphics  Ex¬ 
change  Specification/Product  Data  Ex¬ 
change  Specification  Organization  and  the 
industrial  consortium  PDES,  Inc. 

Government  participation  came  from 


NASA  and  the  U.S.  departments  of  De¬ 
fense,  Commerce  and  Energy. 

The  initiative  will  support  the  CALS 
Program,  the  Defense  Department’s  ef¬ 
fort  to  reduce  the  cost  of  designing,  pro¬ 
curing  and  deploying  weapon  systems. 
According  to  one  study,  10%  of  the  cost  of 
weapons  systems  goes  for  the  paper- 
based  technical  data  delivered  with  them. 
CALS  is  expected  to  spin  off  considerable 
benefits  to  nondefense  engineering  and 
manufacturing  as  well  [CW,  Nov.  19, 
1990]. 

Integration  intentions 

The  program,  called  the  National  Initia¬ 
tive  for  Product  Data  Exchange,  is  intend¬ 
ed  to  integrate  a  number  of  existing  ef¬ 
forts  in  the  U.S.  and  abroad.  “Truly 
hundreds  of  digital  product  data  exchange 
projects  are  under  way  in  industry  and 
government,”  White  said.  “No  consistent 
way  exists  to  learn  about  overlapping  or 
conflicting  project  areas.  Critical  gaps  . . . 
all  too  often  lie  undiscovered.” 

The  organization  will  lead  the  initia¬ 
tive,  and  a  program  office  will  be  estab¬ 
lished  at  the  National  Institute  of  Stan¬ 
dards  and  Technology.  It  will  have  a  first- 
year  budget  of  $2.7  million,  rising  to  $4.1 
million  in  the  second  and  third  years. 

An  initial  goal  of  the  program  is  to  dou¬ 
ble  the  rate  at  which  application-specific 
subsets  of  the  product  data  exchange 
standards,*  called  application  protocols, 
are  developed. 
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cellular  telephones  for  data  applications 
and  that  this  number  will  grow  to  250,000 
or  300,000  by  1995. 

AT&T  Safari  Systems,  the  maker  of 
that  company’s  wireless-enabled  laptop, 
estimated  that  more  than  4  million  people 
will  need  wireless  mobile  data  communi¬ 
cations  of  all  types  by  1993. 

Packet-switched  radio  frequency  (RF) 
networks,  notably  those  being  built  by  Ar- 
dis,  a  joint  venture  of  Motorola,  Inc.,  IBM 
and  Ram  Mobile  Data,  Inc.,  are  more 
cost-effective  than  cellular  for  short, 
“bursty”  transactions  of  1,000  to  2,000 
characters.  While  not  optimized  for  large 
files,  the  packet-switched  approach  is 
considered  the  preferred  means  for  send¬ 
ing  E-mail  to  and  from  mobile  devices. 

“There  may  be  a  killer  application  we 
haven’t  thought  of  yet,  but  I  think  E-mail 
access  will  be  a  mainstay,”  said  Bill 
Frezza,  director  of  strategic  sales  at 
Ericsson  GE  Mobile  Data,  Inc.  in  Param- 
us,  N.J. 

Last  month,  Ericsson  GE  Mobile  out¬ 
lined  plans  for  its  first  portable  radio  mod¬ 
em  designed  to  work  the  Mobitex  mobile 
data  network  in  the  U.S.  Ericsson  GE  Mo¬ 
bile  has  already  delivered  in-vehicle  RF 
modems  for  the  Mobitex  network  now  be¬ 
ing  built  in  the  U.S.  by  Ram  Mobile  Data. 

Mobitex  is  an  international  standard 
for  radio-based,  packet-switched  commu¬ 
nications  between  portable  and  mobile 
computers  and  host.  Mobitex,  developed 
by  Ericsson  GE  Mobile  and  the  Swedish 
telecommunications  authority,  has  oper¬ 
ated  networks  in  the  U.S.,  the  UK,  Cana¬ 
da,  Sweden,  Finland  and  Norway. 

Ram  Mobile,  which  sent  the  first  pack¬ 
ets  across  its  wireless  U.S.  network  in 
February,  has  deployed  its  Mobitex  net¬ 
work  in  some  15  U.S.  markets. 

But  the  Ram  Mobile  deployment  lags 
behind  Ardis,  which  was  launched  in  early 
April  1990  with  IBM’s  nationwide  private 
radio  data  system  and  Motorola’s  own 


commercial  radio  data  network.  The 
merger  gave  Ardis  immediate  coverage  in 
8,000  cities  and  all  50  states. 

Unlike  the  “open  standard”  Mobitex 
system,  Ardis  uses  a  proprietary  protocol 
and  works  only  with  RF  modems  from 
Motorola.  Because  Mobitex  is  a  published 
standard,  manufacturers  other  than 
Ericsson  GE  Mobile  will  be  able  to  pro¬ 
duce  compatible  radio  modems  and  termi¬ 
nal  gear. 

In  addition,  Motorola  announced  a 
one-way  RF  system  last  month  for  send¬ 
ing  E-mail  and  other  data  into  laptop  and 
palmtop  computers.  Dubbed  Embarc  for 
Electronic  Mail  Broadcast  to  A  Roaming 
Computer,  the  service  requires  the  use  of 
Motorola’s  Newsstream  receiver,  a  de¬ 
vice  about  the  size  of  a  pager. 

Attached  to  the  user’s  laptop  or  palm¬ 
top,  the  Newsstream  can  receive  and 
store  56  messages,  or  a  total  of  32K  bytes 
of  information. 

Potential  applications  highlighted  by 
Embarc  officials  include  the  following: 

•  Automatic  updates  of  current  prices,  in¬ 
ventory  information  and  order  status  to 
traveling  salespeople. 

•  Specialized,  vertical  market  databases, 
such  as  real  estate  listings. 

•  Information  services  tailored  for  each 
recipient. 

Motorola  said  Embarc  subscriptions 
will  be  available  early  next  year  for  an  ini¬ 
tial  $395,  plus  a  $15  monthly  fee  and  per- 
message  fees. 

Meanwhile,  a  paging  and  voice  mes¬ 
saging  company  in  Jackson,  Miss.,  Mobile 
Telecommunications  Technology  Corp. 
(Mitel)  petitioned  the  Federal  Communi¬ 
cations  Commission  for  a  wireless  data 
networking  “space,”  which  it  dubbed  the 
Nationwide  Wireless  Network. 

Through  its  Skytel  Corp.  subsidiary, 
Mitel  is  already  a  player  in  the  wireless 
RF  arena,  with  coverage  in  some  200 
markets. 


Ada's  Success  in  MIS:  A  Formula  for  Progress 


Symposium 

Tuesday  - 14  January  1992 


Sponsored  by  Director  of  Defense  Information  (OASD) 

DISA  Center  for  Standards 

George  Mason  University 
Center  of  Excellence  In  C3I 


PANELS: 

•  MIS  in  Ada  ...  A  Ten  Year  Track  Record  of  Success 

•  Key  Factors  to  Success  in  Using  Ada 

•  Why  Isn't  the  MIS  Community  Using  Ada? 

•  Ada  and  Industrial  Competitiveness 


FEATURED  SPEAKERS: 

Mr.  Uoyd  K.  Mosemann,  II, 

Deputy  Assistant  Secretary,  USAF 
Mr.  Paul  Strassmann, 

Director  of  Defense  Information 


For  further  information  contact: 
GEORGE  MASON  UNIVERSITY 
Center  for  Professional  Development 
Phone:  (703)993-2119 
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Workman  extends  into  work-flow  management 

Network-based  software  package  can  route  documents  electronically  and  avoid  paper  shuffling 


BY  JIM  NASH 

CW  STAFF 


SUNNYVALE,  Calif.  —  Reach 
Software  Corp.  recently  intro¬ 
duced  its  second  product,  a 
work-flow  management  applica¬ 
tion  called  Workman,  moving  the 
company  into  a  market  receiving 
renewed  attention. 

Reach’s  first  product  was  its 
Mailman  electronic-mail  soft¬ 
ware. 

Work-flow  management  is 
one  of  the  promising  applications 
riding  the  backs  of  both  local- 
area  networking  and  E-mail.  The 
software  automates  report  and 
image  filing. 

Instead  of  filing  paper  ex¬ 
pense  reports  with  receipts,  for 
example,  employees  fill  out  elec¬ 
tronic  forms  and  attach  scanned 
images  of  receipts.  New,  net¬ 
work-based  versions  of  the  appli¬ 
cation  send  the  documents  to  the 
proper  person  and  can  be  pro¬ 


grammed  with  options  such  as 
leapfrogging  a  person  if  the  form 
sits  too  long  on  his  desktop. 

The  software,  once  carried 
only  on  mainframes  and  mini¬ 
computers,  is  no  longer  confined 
to  proprietary  architectures.  A 
spokesman  for  Reach,  based 
here,  said  Workman  was  de¬ 
signed  to  run  on  Mailman,  No¬ 
vell,  Inc.’s  Netware  Message 
Handling  System  (MHS)  and 
Banyan  Systems,  Inc.’s  Vines 
Mail  systems.  It  is  scheduled  to 
ship  next  quarter. 

Others  on  bandwagon 

Two  weeks  ago,  Digital  Equip¬ 
ment  Corp.  introduced  Team- 
route,  its  own  version  of  work- 
flow  software.  Teamroute, 
however,  requires  a  server  run¬ 
ning  DEC’S  MVS.  A  spokesman 
for  DEC  said  subsequent  ver¬ 
sions  of  the  application  will  not 
require  MVS. 

Beyond,  Inc.,  maker  of  Be¬ 


yond  Mail,  is  also  touting  its 
work-flow  software  capabilities. 
Beyond  Mail  users  can  attach  to 
routine  business  forms  any  im¬ 
age  stored  as  a  binary  file  and 
send  it  along  over  MHS-based 
mail  services. 

The  interest  may  seem  sud¬ 
den,  but  it  is  not  inexplicable. 
Scott  McCready,  an  imaging  an¬ 
alyst  at  International  Data  Corp. 
in  Framingham,  Mass.,  said  sales 
of  work-flow  software  amounted 
to  $100,000  last  year,  a  hill  of 
beans  compared  with  the  $110 
million  he  estimated  it  will  gen¬ 
erate  in  1993. 

Analyst  Mary  Rhodes,  vice 
president  of  New  Science  Asso¬ 
ciates,  Inc.  in  Southport,  Conn., 
said  packages  such  as  Reach’s 
bring  with  them  much  more 
complex  document  tracking  abil¬ 
ities.  Administrators  can  moni¬ 
tor  the  progress  of  documents  as 
they  circulate  across  networks. 
They  can  also  let  the  software  it¬ 


self  track  the  progress,  deciding 
in  some  circumstances  to  either 
prod  an  employee  or  bypass  him 
altogether. 

“This  is  not  a  case  of  finding  a 
technology  before  we  have  a 
need,”  said  Art  Beckman,  man¬ 
ager  of  information  technology 
services  at  San  Francisco-based 
Pacific  Gas  &  Electric  Co.  Beck¬ 
man  oversees  a  large  Banyan 
network  and  was  initially  inter¬ 
ested  in  Workman’s  close  ties  to 
Vines.  He  has  since  offered  input 
on  test  versions  of  Workman. 

Although  he  said  he  is  unable 
to  estimate  how  much  an  auto¬ 
mated  work-flow  process  would 
save  PG&E,  Beckman  figured 
that  it  could  cost  as  much  as  $50 
to  shuffle  one  form  from  employ¬ 
ee  to  employee. 

Other  vendors  are  taking 
note  of  work-flow  software’s 
growth.  Benson  Computer  Re¬ 
search  Corp.  in  McLean,  Va., 
surveyed  the  existing  market 


and  found  it  immature  but  devel¬ 
oping.  Jim  Benson,  president  of 
Benson  Computer,  said  he  was 
looking  for  something  into  which 
he  could  build  hooks  for  his  imag¬ 
ing  software,  Imagefast. 

Imaging  software  such  as 
Imagefast,  Benson  explained, 
will  ride  on  top  of  work-flow 
management  software,  which 
straddles  E-mail  packages, 
which  in  turn  run  on  networks. 
In  contrast  to  the  products  avail¬ 
able,  Benson  said  he  found  Work¬ 
man  to  be  the  easiest  to  learn 
and  use.  He  said  his  company  is 
working  with  Reach  to  further 
develop  the  software. 

Michael  Joseph,  network  ad¬ 
ministrator  at  Imaging  Technol¬ 
ogy,  Inc.  in  Bedford,  Mass.,  said 
reports  routinely  submitted  on 
paper  each  Monday  noting  re¬ 
turned  products  have  been  auto¬ 
mated.  In  fact,  Joseph  said,  the 
company  has  customized  report 
delivery  so  that  the  weekly  docu¬ 
ments  sidestep  the  chief  execu¬ 
tive  officer’s  in-box,  where  they 
might  pile  up.  Instead,  they  are 
filed  into  electronic  files  desig¬ 
nated  for  the  reports. 


Uncle  Sam  uses  network  and  fax  to  fill  jobs 


ONSITE 


BY  GARY  H.  ANTHES 

CW  STAFF 


MACON,  Ga.  —  In  the  1980s, 
seekers  of  U.S.  government  jobs 
waited  months  for  their  tests  to 
be  scored  and  applications  pro¬ 
cessed,  and  federal  managers  ex¬ 
tending  job  offers  often  discov¬ 
ered  that  the  people  they  wanted 
to  hire  had  long  since  given  up  on 
Uncle  Sam  and  accept¬ 
ed  positions  in  the  pri¬ 
vate  sector. 

Now,  aided  by  a  na¬ 
tional  network  of  unat¬ 
tended  minicomputer 
centers,  the  U.S.  Office 
of  Personnel  Manage¬ 
ment  (OPM)  —  for¬ 
merly  the  U.S.  Civil 
Service  Commission 
and  the  personnel  agen¬ 
cy  for  the  largest  em¬ 
ployer  in  the  world  — 
turns  employment  tests 
around  in  a  day  and  en¬ 
tire  applications  in 
three  days  or  less. 

Automation  of  appli¬ 
cation  processing  elimi¬ 
nated  the  bottlenecks 
for  the  job-seeker,  but  it  did  not 
solve  the  key  problem  for  the 
other  person  in  the  transaction: 
the  government  manager  look¬ 
ing  for  the  right  person  from  the 
OPM’s  pool  of  500,000  qualified 
applicants.  The  OPM  now  has  a 
system  to  solve  that  problem  as 
well. 

Using  the  Automated  Appli¬ 
cant  Referral  System  (AARS),  a 
manager  anywhere  in  the  U.S. 
looking  for,  say,  a  chemical  engi¬ 
neer  for  a  government  laborato¬ 
ry  near  Chicago,  can  dial  into  a 


Microlog  Corp.  voice-response 
system  at  the  Staffing  Service 
Center  here.  The  system 
prompts  the  user  for  job-related 
information  and  the  characteris¬ 
tics  of  the  person  sought.  Aided 
by  voice-synthesis  software,  the 
system  repeats  the  information 
and  asks  the  user  to  verify  and,  if 
necessary,  correct  it. 

When  the  user  hangs  up,  the 
request  is  passed  to  a  Hewlett- 
Packard  Co.  minicomputer  hub, 


also  in  Macon.  This  central  HP 
computer  sees  that  the  manager 
is  seeking  someone  for  the  Chi¬ 
cago  area,  so  it  sends  the  request 
to  the  OPM’s  minicomputer  cen¬ 
ter  there.  The  Chicago  database 
holds  information  about  local  ap¬ 
plicants  as  well  as  those  else¬ 
where  who  have  said  they  would 
be  willing  to  relocate  to  Chicago. 

Don  Peterson,  chief  of  the 
Systems  Support  Division  at  the 
OPM’s  Macon  center,  called  the 
homegrown  software  on  the  HP 
hub  “an  intelligent  transaction 


control  system”  that  formats  a 
database  request,  sends  it  to  one 
of  16  unattended  HP  nodes  on 
the  wide-area  network,  tracks  it 
and  brings  it  back,  taking  various 
recovery  actions  if  problems  are 
encountered  along  the  way. 

Information  about  qualified 
candidates  comes  back  to  Macon 
over  the  network,  an  X.25  pack¬ 
et-switching  network  running  on 
HP’s  NS  network  management 
software  at  speeds  up  to  56K  bit/ 


sec.  It  is  passed  through  an  inter¬ 
face  system  that  converts  the  re¬ 
sults  of  the  search  into  fax  for¬ 
mat,  looks  up  the  requester’s 
authorized  fax  telephone  num¬ 
ber  and  sends  the  list  of  candi¬ 
dates  back  to  the  requester.  The 
whole  process  generally  takes 
between  15  minutes  and  45  min¬ 
utes  and  involves  no  human  ac¬ 
tivity  other  than  the  user’s. 

According  to  Kenneth  P. 
Mayhew,  director  of  the  Staffing 
Service  Center,  it  used  to  take 
one  to  two  weeks  to  get  an  appli¬ 


cant  referral  list,  a  process  in¬ 
volving  several  people. 

In  a  demonstration,  Mayhew 
went  through  a  complete  tele¬ 
phone  request  in  about  a  minute. 
“It’s  so  simple  that  line  manag¬ 
ers  can  do  it  themselves;  they 
don’t  have  to  get  their  personnel 
office  to  do  it,”  he  said. 

The  requester  can  elect  to 
get  either  an  unranked  list  of 
qualified  people  or  one  ranked  by 
criteria  such  as  test  scores  or 
veteran’s  status.  AARS  is  imple¬ 
mented  at  present  for  entry-lev¬ 
el  engineers,  physical  scientists 
and  mathematicians. 
Eventually,  85%  of  all 
job  openings  will  be  fil- 
lable  through  AARS, 
according  to  Mayhew. 

AARS  began  operat¬ 
ing  in  early  1990  and 
has  referred  more  than 
10,000  applicant  lists 
to  900  users,  he  said. 

AARS  was  con¬ 
ceived  and  implement¬ 
ed  in  just  four  months 
for  a  bargain-basement 
price  of  $50,000.  “We 
were  initially  told  to  tie 
everything  together 
with  PCs,”  Peterson 
said.  “When  we  deliv¬ 
ered  the  cost  figures, 
we  were  told  to  find  an 
alternative  to  a  full  on-line  sys¬ 
tem.  We  came  up  with  the  phone 
system  and  the  fax.” 

The  OPM  and  the  U.S.  De¬ 
partment  of  Defense  recently 
set  up  an  AARS  clone  called  De¬ 
fense  Outplacement  Referral 
System  (DORS).  DORS  allows 
federal  agencies  and  the  private 
sector  to  use  AARS  concepts 
and  some  of  the  AARS  infra¬ 
structure  to  place  Defense  De¬ 
partment  people  who  have  re¬ 
ceived  pink  slips  into  civilian 
jobs. 


Frame  relay 
repackaged 

BY  JOANIE  M.  WEXLER 

CW  STAFF 


AT&T  has  bundled  its  frame-re- 
lay  service,  slated  for  general 
availability  during  second-quar¬ 
ter  1992,  with  two  nontariffed, 
enhanced  services  in  its  Inter¬ 
span  product  family. 

The  Interspan  Information 
Access  Service  (IAS)  and  the 
Interspan  Locator  Service  are 
aimed  at  cost-effective  commu¬ 
nications  for  mobile  users.  Sub¬ 
scribers  to  IAS,  a  data-only  ser¬ 
vice,  dial  the  same  local  tele¬ 
phone  number  from  anywhere  in 
the  country  to  exchange  low- 
speed  data  traffic  for  a  flat  per- 
minute  service  charge. 

The  voice/data  Locator  Ser¬ 
vice,  available  immediately,  al¬ 
lows  companies  to  publish  one 
telephone  number  nationwide 
and  connect  callers  to  the  com¬ 
pany’s  local  site  based  on  their 
calling  number. 

Domino’s  Pizza,  Inc.  is  re¬ 
portedly  testing  the  service;  piz¬ 
za  eaters  across  the  country  dial 
one  common  number,  and  their 
call  gets  routed  to  the  nearest 
Domino’s  restaurant.  Pricing  for 
Locator  Service  is  on  a  per-port 
basis  with  some  database 
charges. 

The  services  are  bundled 
with  frame  relay  under  the  Inter¬ 
span  umbrella  because  they  are 
enhanced  networking  options 
that  use  the  intelligence  of  the 
network.  Other  AT&T  services, 
such  as  the  Accunet  family,  offer 
basic  transport  and  are  typically 
linked  to  customer  equipment 
that  carries  the  intelligence. 
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Why  is  cc:Mail  the  lea 


cc:Mail  is  so  easy  to 
install,  learn  and  use, 
you  can  have  your 
I  electronic  mail 
system  up  and 
running  quickly. 


cc:Mail  can  send  information  across  all  of  these  computing  platforms  to  reach 

everyone  in  your  organization. 


Over  a  million  satisfied  customers  have  already  given  cc:Mail  a  first-class  rating.  For  example,  Windows 
users  love  its  easy-to-use  interface,  Smartlcons™  and  application  integration.  And  PC  World  says  “Sending  a  cc:Mail 
message  is  easier  than  addressing  an  envelope  and  licking  a  stamp.’’*  9/91 


©  Copyright  1991  cc:Mail,  Inc.,  a  wholly-owned  subsidiary  of  Lotus  Development  Corporation.  All  rights  reserved  Lotus  and  1-2-3  are  registered  trademarks  and  Smartlcons  is  a  trademark  of  Lotus  Development  Corporation.  cc:Mail  is  a 
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ding  e-mail  package? 


cc:Mail  is  built  on  a  state- 
of-the-art,  third  genera¬ 
tion  architecture  which 
means  your  mail  system 
will  grow 
as  your 
company 
grows. 

.cc:Mail 


M3il 


LAN  TIMES 


You  can  send  a  file  from  any  mail-enabled  application, 
such  as  1 -2-3* for  Windows  and  other  industry 
leading  software  programs  without  leaving  the  application. 


It’s  easy  to  see  why  cc:Mail™  from  Lotus®  is  the  world’s 
leading  electronic  mail  package.  Because  it  delivers  more 
than  messages.  It  handles  just  about  any  electronic  mail 
need  you  might  have.  No  matter  how 
large  or  small  your  workgroup  is. 

With  it  you  can  send  text,  files,  graph¬ 
ics  and  faxes  across  all  major  local 
area  networks  such  as  Novell,®  LAN 
Manager  and  Banyan.®  Without  needing  new  hardware. 

Better  still,  it  allows  you  to  send  elec¬ 
tronic  mail  effortlessly  back  and  forth 
from  different  platforms— such  as 
DOS,  Windows™  3.0,  OS/2®  and 
Macintosh®— across  the  same  LAN. 
Plus,  with  cc:Mail  you  can  access 
public  mail  and  even  mainframe  mail 
quickly  and  easily. 

Our  newly  released  cc:Mail  for  Windows  takes  full  advan¬ 
tage  of  Windows  3.0.  Support  of  Dynamic  Data  Exchange  lets 
you  easily  send  other  mail-enabled  Windows  files  from  within 
those  applications.  For  example,  you  can  send  a  report  you’ve 
written  with  Ami  Pro™  for  Windows  across  the  country  while 
the  application  is  still  on  your  desk  top. 

Plus,  cc:Mail  is  the  first  package  of  its  kind  to  take  advan¬ 
tage  of  a  new,  fully  scalable  messaging  architecture.  This 
means  cc:Mail  will  grow  along  with  your  business. 

Whether  you’re  adding 

cc:Mail 

25  User 


9  9 
9  9 


six  new  users,  6,000 
or  60,000,  cc:Mail  is 
a  proven  solution. 

As  PC  Worldhss  said, 
“It’s  clearly  a  best  buy.” 

PC  World,  9/91* 

For  a  free  demo 
disk  of  the  cc:Mail 
Macintosh,  Windows  or 
DOS  Platform  Pack  of 
your  choice,  call  us  today 
at  1-800-448-2500. 


Keep  things  running  on  time  with  cc:Mail 's 
advanced  integrated  calendaring  and  scheduling  option. 


cc:Mail  from  Lotus 
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a  wholly-owned  subsidiary  of  Lotus  Development  Corporation.  'This  quote  reprinted  with  the  permission  of  PC  World 
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CONTINUED  FROM  PAGE  55 

database  access  and  compound  docu¬ 
ment  exchange. 

Servers  accessible  via  Pathworks  in¬ 
clude  OS/2,  DEC’s  Ultrix  and,  naturally, 
VMS.  However,  non-DEC  servers  can 
only  provide  services  to  a  LAN;  LAN  us¬ 
ers  who  want  to  share  files  or  access  da¬ 
tabases  on  a  remote  LAN  must  use  a  VMS 
server.  And,  as  that  same  network  man¬ 
ager  put  it,  “I  don’t  want  to  install  a  Mi- 
crovax  on  every  LAN.”  What  the  man¬ 
ager  would  like  to  do  is  install  Decstations 
running  Ultrix,  whose  prices  are  rapidly 
dropping.  Alternately,  he  wouldn’t  mind 
putting  in  a  few  Sun  Sparcstation  serv¬ 
ers.  The  point  is,  he  wants  to  choose  for 
himself. 

DEC  group  manager  John  Rose  says 
that  DEC  will  “ultimately”  (no  time 
frame)  move  global  services  to  OS/2  and 
Ultrix.  And  the  vendor  will  also  move  its 
All-In- 1  office  system  to  the  Open  Soft¬ 
ware  Foundation’s  OSF/1  Unix  platform, 
Rose  adds. 

DEC  also  plans  to  provide  “tighter  in¬ 
tegration”  between  its  client/server  sys¬ 
tem  and  that  of  Novell,  according  to 
Rose.  A  step  in  that  direction  will  be  to  let 
Novell  Netware  clients  use  native  No¬ 
vell  IPX  calls  to  get  at  Pathworks  servers. 
Right  now,  users  need  to  implement  dual 
Decnet  and  IPX  stacks  to  access  Novell 
and  DEC  servers.  Interoperability  be¬ 


NETWORK  SHORTS 

Drug  firm 
backs  XI 2 

McKesson  Drug  Co.,  a  subsid¬ 
iary  of  San  Francisco-based  McKes¬ 
son  Corp.,  is  stepping  away  from 
Econolink,  its  proprietary  remote- 
access  software  that  the  firm’s 
customers  use  to  order  goods.  Last 
month,  McKesson  said  it  would 
begin  supporting  the  ANSI  X12 
standard  on  Econolink.  Personal 
computer  systems  supporting  XI 2 
get  the  same  30-minute  turn¬ 
around  for  order  confirmation. 

Electronic  data  interchange  (EDI) 
will  replace  paper  billing  for  Crown 
Central  Petroleum  Corp., 
based  in  Baltimore.  Bell  Atlantic 
Corp.  has  begun  installing  EDI 
services  for  Crown,  which  expects 
to  cut  the  cost  of  billing  from  75 
cents  per  invoice  to  16  cents  per  in¬ 
voice.  Crown  processes  50,000  in¬ 
voices  monthly.  The  installation  is 
expected  to  be  70%  completed  by 
the  third  quarter  of  next  year. 

L.M.  Ericsson  Telefonaktie- 
bolaget  has  announced  the  ability 
to  pass  alerts  from  its  NM400  net¬ 
work  management  system  up  to 
IBM’s  Netview  network  manage¬ 
ment  console.  The  Stockholm- 
based  X.25-standard  networking 
firm  said  it  would  aid  in  centralizing 
network  management  by  incorpo¬ 
rating  Netview  access  and  allowing 
some  corrective  commands  to  be 
issued  from  that  console. 


tween  Netware  and  All-In- 1  services  “is 
not  too  far  away,”  Rose  says. 

Rose  says  DEC  is  unaware  that  it  had 
better  start  delivering  a  more  democratic 
client/server  architecture  if  it  wants  to 
make  any  kind  of  dent  in  the  client/server 
market.  Many  firms,  whose  LAN  instal¬ 
lations  began  as  a  grass-roots  effort,  are 
now  integrating  those  networks  from 
the  bottom  up.  That  generally  means  us¬ 
ing  Novell  or  Banyan  servers  to  set  up 
corporatewide  E-mail  and  file  sharing. 

The  only  reason  for  these  companies 
to  use  a  VAX  host  as  the  E-mail/file  server 
would  be  if  they  have  such  a  system,  with 
spare  CPU  power,  tucked  away  in  IS 
somewhere.  To  expect  a  non-DEC  shop 
to  buy  a  Microvax  for  each  of  its  LANs  is 
laughable.  Even  our  friend  the  network 


manager,  whose  company  already  uses 
DEC  and  Pathworks,  balked  at  the  idea. 

Of  course,  if  DEC  ports  its  whole 
Teamlinks/Pathworks/NAS  architecture 
to  Unix,  it  runs  the  risk  of  having  its  own 
users  start  migrating  to  Sun  Sparcsta- 
tions.  A  thorny  dilemma. 

Another  problem  for  DEC  is  how  to 
convince  users  that  it  can  provide  the  kind 
of  third-party  support  they  need  for 
their  LAN  client/server  installations.  An¬ 
other  user  tells  us  that  third-party  sup¬ 
port  is  the  biggest  problem  Pathworks 
has.  “VARs  flash  their  Novell  certifica¬ 
tion  —  then  say  they  don’t  know  what 
Pathworks  is,”  the  user  says. 

DEC  is  working  on  this,  too,  Rose 
says.  The  company  has  been  signing  up 
LAN  VARs,  along  with  regional  distribu¬ 


tors  with  VAR-like  support,  he  adds. 
These  companies  are  being  “synergized 
with  DEC’s  direct  sales  force,”  so  that  the 
two  groups  can  work  together  to  meet 
customers’  needs,  Rose  says. 

It  would  seem  that  DEC  has  a  good 
idea  of  where  its  weaknesses  are  and  will 
ultimately  address  them.  The  big  ques¬ 
tion  is  whether  DEC  —  given  its  inevita¬ 
ble  ambiguity  about  the  strategy  —  will 
get  it  in  place  fast  enough  to  become  a  via¬ 
ble  contestant  in  the  client/server 
sweepstakes.  Now  is  when  a  lot  of  compa¬ 
nies  are  figuring  out  their  long-term 
LAN  strategies;  DEC  can’t  afford  to  sit  on 
the  fence  much  longer. 


Horwitt  is  a  Computerworld  senior  editor, 
networking. 


Eleven  reasons  why  more  organizations  respond  to  change  with 
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NEW  PRODUCTS 


Local-area  networking 
hardware 

Netframe  Systems,  Inc.  has  announced  a 
disk  subsystem  for  local-area  networks. 

Netframe  Live-Drive  allows  users  to 
remove  and  add  disk  drives  without  inter¬ 
rupting  LAN  operation.  It  is  based  on 
small  computer  systems  interface  tech¬ 
nology. 

A  subsystem  with  1.6G-byte  capacity 
is  priced  at  $7,995.  Smaller  models  will 
also  be  offered. 

The  company  has  also  announced  LAN 
software  that  supports  multiple  redun¬ 
dant  connections  between  a  server  and 


standard  Ethernet  and  Token  Ring  net¬ 
works. 

Netframe  Multinet  extends  fault  toler¬ 
ance  to  the  server  LAN/connection,  the 
company  said.  It  is  initially  offered  for  the 
OS/2  operating  environment.  Pricing  for 
the  software  on  entry-level  Netframe 
servers  is  $3,995. 

Netframe  Systems 
1545  Barber  Lane 
Milpitas,  Calif.  95035 
(408)  944-0600 

BICC  Communications  has  announced 
new  line  cards  for  its  Isolan  Etherconnect 
System. 

The  cards  include  an  improved  Simple 


Network  Management  Protocol  product 
($1,995)  and  a  57. 6K  bit/sec.  Terminal 
Server  Card  ($3,995)  supporting  Trans¬ 
mission  Control  Protocol/Internet  Proto¬ 
col  and  Digital  Equipment  Corp.’s  Local 
Area  Transport.  New  six-port  Fiber  Optic 
Repeater  Cards  for  increased  fault  toler¬ 
ance  ($2,495)  are  also  offered. 

BICC  Communications 
103  Millbury  St. 

Auburn,  Mass.  01501 
(508)832-8650 

Cabletron  Systems,  Inc.  has  introduced 
two  high-density  Token  Ring  modules  for 
its  Multi  Media  Access  Center  (MMAC) 
wiring  hub  series. 

The  modules  feature  24  ports,  dou¬ 
bling  the  total  user  capacity  of  each 


MMAC  hub.  The  high-end  MMAC- 
8FNB,  for  example,  can  now  support  up 
to  168  users. 

The  new  products  also  include  active 
port  circuitry  for  improved  signal  reliabil¬ 
ity  over  extended  cable  distance. 

Both  modules  are  priced  at  $3,795. 

Cabletron  Systems 
35  Industrial  Way 
Rochester,  N.H.  03867 
(603)332-9400 


Network  management 

Qualix  Group,  Inc.  has  announced  Net- 
scope,  a  network  management  product 
for  Sun  Microsystems,  Inc.  workstations. 

Netscope  runs  under  the  Open  Look 
software  interface  and  provides  detailed 
network  traffic  information.  It  includes 
three  tool  sets:  Load  Monitoring  Tools, 
Packet  Analysis  Tools  and  Connectivity 
and  Load  Generation  Tools. 

Netscope  costs  $2,995  per  copy. 
Qualix  Group 
Suite  224 
1900  S.  Norfolk  St. 

San  Mateo,  Calif.  94403 
(415)572-0200 

Codenoll  Technology  Corp.  has  an¬ 
nounced  Codenet  Ringview,  a  network 
management  software  package  for  Fiber 
Distributed  Data  Interface  (FDDI)  net¬ 
works. 

Codenet  Ringview  displays  statistics 
on  network  performance  and  communi¬ 
cates  with  any  device  on  a  multivendor 
FDDI  network. 

The  product  runs  under  DOS  on  a  per¬ 
sonal  computer  connected  directly  to  the 
network  (via  a  Codenet  FDDI  adapter 
card)  or  connected  to  an  FDDI  concentra¬ 
tor.  It  offers  five  management  functions. 

The  software  monitors  up  to  500  net¬ 
work  nodes  and  is  priced  at  $12,995.  A 
single-attached  station  adapter  costs 
$4,995. 

Codenoll  Technology 
1086  N.  Broadway 
Yonkers,  N.Y.  10701 
(914)  965-6300 

Micro-to-host 

Computer  Methods  Corp.  has  announced 
a  new  version  of  its  VMS-based  asynchro¬ 
nous  Appletalk  software  package. 

The  product,  Asyncserver,  allows  us¬ 
ers  of  Apple  Computer,  Inc.’s  Remote  Ac¬ 
cess  Macintosh  software  to  access  Apple- 
talk  network  services  on  host  VMS 
systems  via  dial-up  lines.  New  security 
features  are  also  added  in  Version  2. 

Pricing  ranges  from  $700  to  $12,000, 
based  on  the  number  of  concurrent  users. 
Computer  Methods 
Suite  300 
525  Route  73  S. 

Marlton,  N.J.  08053 
(609)  596-4360 
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with  your  computer/modem 


Unisys  CASE/4GLs. 
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In  a  world  where  everything  changes,  adapting  to  change  is  more 
important  than  ever.  That’s  why  the  remarkable  performance  of 
Unisys  CASE/4GLs  in  the  Computerworld  Performance  Benchmark 
Series*  is  good  news  for  any  enterprise. 

In  the  Application  Development  and  Maintenance  Report  Card, 
our  CASE/4GLs  received  more  “Excellents”  than  any  other  product 
evaluated,  including  ORACLE,  Natural  and  IEF.  And  in  the  study’s 
Assessment  of  Quality,  we  received  equally  impressive  ratings.  So  it 
is  no  surprise  that  Unisys  CASE/4GLs  are  the  first  choice  of  over 
12,000  customer  sites  worldwide— including  Home  Shopping 
Network,  Subaru  of  America,  Ford  Australia  and  United  Airlines. 

Our  CASE/4GL  customers  are  developing  and  maintaining  appli¬ 
cations  much  faster  than  with  conventional  3GLs,  avoiding  backlogs, 
reducing  costs  and  reacting  quickly  to  their  changing  environment. 
Users  and  programmers  can  work  across  Unisys  and  other  industry- 
standard  platforms  including  MS-DOS,  UNIX  and  OS/2.  Which  means 
you'll  be  more  productive  while  protecting  your  current  investment. 

Many  industry  consultants  have  praised  our  CASE/4GL  products, 
as  well.  KPMG  Peat  Marwick's  Roger  Kahn  described  Unisys 
CASE/4GLs  as  "fully  featured,  functionally  rich  and,  perhaps  most 
importantly,  among  the  most  mature  products  in  the  marketplace." 

Call  1-800-448-1424,  ext.  173.  And  learn  how  Unisys  CASE/4GLs 
can  help  you  respond  to  the  changing  scene. 

©  1991  Unisys  Corporation. 

Unisys  and  MAPPER  are  registered  trademarks  and  UNC  is  a  trademark  of  Unisys  Corp. 
ORACLE  is  a  registered  trademark  of  Oracle  Corporation.  Natural  is  a  registered  trademark 
of  Software  AG.  IEF  is  a  trademark  of  Texas  Instruments.  MS-DOS  is  a  registered  trademark 
of  Microsoft  Corporation.  UNIX  is  a  registered  trademark  of  UNIX  System  Laboratories  Inc. 
OS/2  is  a  registered  trademark  of  IBM 

•Independent  study  conducted  by  Computing  Futures  Ltd  Results  as  of  5/27/91.  Reprinted 
by  permission  from  Computerworld.  Copyright  1991  by  CW  Publishing,  Inc.,  Framingham, 

MA  01701. 
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Everything  you  need  to  know  about 
the  difference  between  a  Compaq  PC 

with  Intelligent  Modularity 
and  a  merely  upgradable  PC. 


These  days,  a  lot  of  personal  computers  have  upgradable  processors 
and  memory.  But  the  new  COMPAQ  DESKPRO/M  PCs  have 
Intelligent  Modularity,  which  goes 
far  beyond  ordinary  upgradability. 

This  unique  design  makes  these 
PCs  a  smart  investment  for 


today  and  tomorrow. 

Smart  for  today- 

designed  for  today’s  needs 
and  today’s  budgets.  Intelligent 
Modularity  puts  all  vital  subsystems  on  separate  boards  so  you 
can  choose  just  the  performance  and  features  you  need. 

Since  the  parts  are  interchangeable,  the  whole  office  can 


Suggested  Resale  Price  starts  at  just  over  $3,000  for 
this  family  of  four  remarkable  PCs. 


Nobody  else  gives  you  all  the 
advantages  you  get  with  the 
COMPAQ  DESKPRO/M  PCs. 

COMPAQ 

DESKPRO/M 

FAMILY 

ALR 

BUSINESS 

VE1SA 

AST 

PREMIUM 

II 

DELL 

POWERLINE 

DE 

IBM  PS/2 
MODEL  90 

1.  Five-board  modular  design 

Yes 

No 

No 

No 

No 

2.  Upgradable  video  without 
using  an  expansion  slot 

Yes 

Yes 

No 

No 

No 

3.  Separate  I/O  board  for  potential 
enhancements  and  ease  of  service 

Yes 

No 

No 

No 

No 

4.  14  levels  of  security  including 
cable-lock  provision 

Yes 

No 

No 

No 

No 

5.  System  configuration  and  ID 
number  available  in  memory 
and  accessible  remotely 

Yes 

No 

No 

No 

Yes 

6.  Power  supply  adequate  for  all 
expansion  needs 

240w 

150w 

145w 

220w 

194w 

standardize  on  one  platform.  And  since  the  parts  are  easy  to  access, 
they’re  easy  and  inexpensive  to  service.  Replacement  parts  cost 
less,  too. 

Keeping  track  of  what’s  inside  each  PC  is  easy  with  our 
built-in  Asset  Management  provision.  Each  COMPAQ  DESKPRO/M  PC 


2.  Processor  Board. 

0  Advanced 
0.  VGA  Board. 


can  tell  you  its  serial  number,  how  it’s  configured  and  what  it  has 
installed.  Even  remotely,  over  the  network.  A  big  time-  and  money- 
saver  for  MIS  managers. 

Smart  for  tomorrow— built  to  adapt 
to  changing  technology  and  changing  needs. 

With  Intelligent  Modularity,  upgrading  and  expand¬ 
ing  only  takes  about  five  minutes.  And,  thanks 

to  unique  1.  High-Speed  Memory  Board. 

Compaq  engineering, 
you  get  optimum 
performance  no 
matter  how  you 
configure  your 
system. 

The  32-bit 
EISA  expansion 
bus  gets  the 
most  out  of  high- 
performance 
processors, 
expansion  boards 
and  peripherals.  Superior 

thermals  keep  things  cool,  no  matter  how  many 
options  you  add.  And  the  240-watt  power  supply 
can  take  anything  you  plug  in. 

Call  your  Authorized  COMPAQ 
Computer  Dealer  and  ask  to  see  the  wonders  of  the  COMPAQ 
DESKPRO/M  personal  computers  firsthand.  Call  1-800-231-0900, 
Operator  185.  In  Canada,  call  1-800-263-5868,  Operator  185. 


4.  EISA  Bus 
Board. 


5.  I/O  Board. 


Intelligent  Modularity— Five  separate  subsystems 
let  you  upgrade  or  replace  only  what  you  need. 


Ttademario  and  trade  names  shown  are  those  of  the  respective  companies  designated  COMPAQ,  DESKPRO.  Registered  US.  Patent  and  Trademark  Office.  O  1991  Compaq  Computer  Corporation.  All  rights  reserved. 


Everything  the  boss 
needs  to  know 


1.  It’s  smart. 

2.  It’s  easy. 

3.  It’s  affordable. 


It  simply  works  better. 


comPAa 


At  Motorola  Codex,  we  go  the  extra  mile 
for  you.  And  your  budget. 

First,  by  designing  products  that  per¬ 
form,  plain  and  simple.  Our  newest 
high-speed  V.32  dial  modems  help  cut  opei 
ating  costs  by  shortening  connect  times  an< 
improving  response  times. 

With  our  flexible  6500  Series  packet 
switches,  you  can  reduce  line  charges 
by  running  multiple  data  protocols  over  a 

single  link. 

"IT'S  NOT 
BREAKTHROUGH 
IF  IT  DOESN'T 
CUT MY  COSTS." 

adaption  that 

comes  standard  with  our  multi-rate,  multi- 
service-type  3500  Series  DSU. 

Ana  our  remote  6310  EtherSpan™  LAN 
bridge--the  only  multi 
industry-lowers  both 


We’re  also 
great  at  finding 
ways  to  help  you 
duce  hardware 
and  tariff  costs. 
Such  as 
automatic  rate 


iplexing  bridge  in  the 
hardware  and  line 


costs  by  connecting  up  to  24  separate  LANs 
over  a  single  physical  channel. 

These  are  just  a  few  cost-saving  examples 
from  our  multitechnology  portfolio  of 
products  that  have  been  carefully  architected 
to  work  together  to  solve  real  business 
problems.  And  to  work  with  other  vendors’ 
equipment  and  carrier  services. 

You  get  all  this  plus  reduced  product 
life  cycle  costs,  a  result  of  Baldrige  Award 
winning  /riN 

lAAj  motorola 


codex 


quality,  and 
sales  and 
service  people 
within  easy  reach  on  six  continents. 

To  learn  more  about  how  we’re  helping 
businesses  worldwide  make  one  of  their 
single  biggest  corporate  investments-their 
communications  network-pay  off,  call  us  at 
1-800-426-1212,  ext. 7216. 

We  might  come  up  with  a  breakthrough 
for  you  too. 
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IS  helps  Helene  Curtis  look  its  best 

i 

CEO  Ronald  J.  Gidwitz  sees  importance  of  information  technology 
but  knows  it  is  only  one  part  of  a  successful  business  strategy 


BY  ELLIS  BOOKER 

CW  STAFF 


While  it  would  be  stretching  the  point  to  say  he 
rose  to  his  current  post  from  a  lowly  program¬ 
ming  job,  Helene  Curtis  Industries,  Inc.  Chief 
Executive  Officer  Ronald  J.  Gidwitz  does  re¬ 
member  the  summer  after  college  when  he  wrote  For¬ 
tran  code  for  the  manager  of  data  processing  operations 
at  the  company  he  now  runs. 

Programming  “was  a  discipline  that  I  had  a  facility  for. 
I  found  it  to  be  logical  and  challenging,  and  it  was  there¬ 
fore  something  I  liked.”  Gidwitz  candidly  adds,  however, 
that  at  the  time,  he  never  anticipated  information 

technologies  would  have  the  kind  of  so  they  can  do  their  jobs  better.” 


impact  that  they  ultimately  did. 

At  the  same  time,  Gidwitz  is  realis¬ 
tic  about  the  benefits  of  information 
systems  and  continually  stresses  that 
this  function  must  be  seen  as  only  one 
piece  of  a  larger  business  plan. 

With  hair-care  brands  such  as  Sa¬ 
lon  Selectives,  Finesse  and  Sauve, 
Helene  Curtis  is  No.  2  behind  Procter 
&  Gamble  Co.  Helene  Curtis  had  rev¬ 
enue  of  $867  million  in  fiscal  1990 
and  expects  to  top  $1  billion  in  1992. 

■  On  when  data  processing  re¬ 
sisted  distributed  technology: 
“This  was  when  Apple  Computer, 
Inc.  was  very  young  and  was  distrib¬ 
uting  its  product  in  hobby  shops.  Well, 
I  came  into  a  hobby  shop,  and  there 
was  one  of  the  first  Apple  computers. 

“I  went  to  the  CFO  and  said,  ‘We 
should  have  one  of  these.’  The  follow¬ 
ing  Christmas,  I  was  out  wandering 
around  and  there  was  the  same  de¬ 
vice,  and  I  thought,  ‘Where  is  our  Ap¬ 
ple  computer?’  In  one  year,  the  guy 
had  not  bothered  to  get  it.  At  which 
point,  I  went  back  to  the  CFO  and 
suggested  in  strong  language  that  it 
would  be  appropriate  to  get  one. 

“When  the  data  processing  depart¬ 
ment  got  the  machine,  it  just  sat 
there.  There  was  real  concern  in  data 
processing  about  decentralizing  and 
losing  the  integrity  of  our  informa¬ 
tion.  So  we  hired  a  student  and  put 
[the  computer]  in  the  marketing  de¬ 
partment.  We’ve  been  dispersing 
those  kinds  of  devices  throughout  the 
corporation  ever  since.” 

■  On  workstations: 

“Virtually  everyone  has  or  will  have 
some  form  of  workstation. 

But  more  importantly, 
they’ll  have  systems  to  sup¬ 
port  their  needs.  The  easy 
part  is  to  put  the  box  on  a 
desk;  the  tough  part  is  to  put 
systems  in  place  to  give  peo¬ 
ple  information  in  a  fashion 


On  strategic  thinking: 

‘  ‘We  seem  to  be  able  to  tactically  com¬ 
pete  —  we’re  probably  more  respon¬ 
sive  than  either  the  Japanese  or  the 
Europeans.  But  information  systems 
is  only  a  part  of  the  issue.  How  do  you 
restructure  and  recraft  jobs;  how  do 
you  organize  workers?  These  are  not 
issues  most  American  companies  give 
a  whole  lot  of  thought  to.” 

■  On  bringing  suppliers,  manu¬ 
facturers  and  customers  closer: 
“We  are  very  good  at  that.  We  are  a 
high-service  supplier,  and  the  only 
way  we  can  achieve  that  kind  of  high 
service  is  to  have  the  capacity  to 
know  what  needs  to  be  done.  The  only 
way  you  do  that  is  to  have  timely  and 
effective  information  systems. 

“We  were  and  are  a  fast-growing 
company,  and  that  in  itself  created 
pressure  on  our  level  of  service.  Four 
or  five  years  ago,  we  were  being  told 
by  a  number  of  our  customers  that 
our  service  level  wasn’t  what  they 
wanted.  We’re  in  the  marketing  busi¬ 
ness,  and  we  try  to  get  a  good  under¬ 
standing  of  how  our  customers  feel 
about  various  things  that  we  offer 
them. 

“For  example,  how  you  handle 
your  inventory  got  to  be  a  very  impor¬ 
tant  issue  for  us.  We  addressed  all  of 
those  issues.  And  a  critical  part  of  it  is 
knowing  what  the  heck  is  going  on.” 

■  On  a  type  of  strategic  system: 
“Ultimately,  the  thing  that  may  be 
most  important  is  how  you  use  expert 
systems.  Take  the  difficulty  of  satis¬ 
fying  inventory  demand. 

“One  of  the  interesting  things  in 


Michael  Abramson 


The  CEO:  Ronald  J.  Gidwitz,  a  graduate  of  Brown  University 
with  a  bachelor’s  degree  in  economics. 

The  career:  Joined  Helene  Curtis  in  1968 from  Chicago-based 
financial  services  firm  Walter  E.  Heller  &  Co.  Has  served  as  Helene 
Curtis’  president  since  1979;  assumed  the  role  of  CEO  in  July  1985.  Active  in  the 
Republican  Party  and  was  formerly  a  ward  committeeman. 

Accomplishments:  Since  taking  over  the  company  in  1979,  annual  revenue 
has  increased  sixfold.  In  1990,  Helene  Curtis  was  vendor  of  the  year  for  Kmart 
Corp.  and  has  been  Walmart  Stores,  Inc.  ’s  vendor  of  the  quarter  repeatedly  over 
the  past  two  years.  Ranked  No.  1  on  the  Computerworld  Premier  100  list  of  con¬ 
sumer  products  and  services  companies  in  1991. 


INSIDE 

►  S.  C.  Johnson  &  Son,  Inc.  makes  entrepreneurs 
out  of  two  former  employees.  Page  68. 

►  Michael  B.  Emery  as  diplomat.  Page  70. 


our  business,  with  fewer  and  fewer  re¬ 
tailers,  is  that  when  our  products  are 
featured  in  promotions,  it  tends  to 
spike  our  business.  How  do  you  handle 
that?  The  easy  way  would  be  to  load 
up  the  warehouses.  Unfortunately, 
that’s  pretty  expensive.  So  the  issue 
becomes,  what  type  of  systems  can 
better  manage  your  inventory,  adver¬ 
tising  and  marketing  expenses? 

“Obviously,  you  can’t  do  that  with¬ 
out  information.  Information  is  the 
single  most  critical  tool  you  have  for 
managing  your  business.  And  to  the 
extent  that  you  don’t  have  informa¬ 
tion,  you  then  have  to  make  judg¬ 
ments  which  are,  by  definition,  inac¬ 
curate.  As  you  get  information  that 
more  precisely  tells  you  what’s  hap¬ 
pening,  you  move  away  from  subjec¬ 
tive  judgments  to  objective  —  well, 
less  subjective — judgments.  ” 

■  On  justifying  IS: 

“We  spend  roughly  2%  of 
the  annual  budget  on  IS.  In 
the  late  ’70s,  we  might 
have  been  spending  1%. 
Plus,  the  corporation  has 
been  growing  20%  to  25% 
a  year,  so  you’re  talking 
about  significant  invest¬ 


ments.  At  the  same  time,  we’d  like  to 
be  spending  more. 

“The  dollars  being  spent  for  IS 
have  to  compete  with  dollars  being 
spent  on  marketing,  research  and 
manufacturing.  [Making  the  budget] 
is  a  collegial  process.  Information  sys¬ 
tems  are  broad  in  their  utilization,  and 
they’re  systemic:  You  have  to  deal 
with  all  the  people  and  all  the  function 
in  the  system. 

“One  of  the  toughest  areas  to  deal 
with  from  a  budgetary  standpoint  is  IS 
because  it  is  cross-functional.  Every 
adjustment  up  or  down  has  a  ripple  ef¬ 
fect  throughout  the  organization. 

“It’s  easy  to  cut  things.  Take  ad¬ 
vertising.  We  spent  $130  million  in 
advertising  last  year.  If  I  needed  to 
save  $10  million,  I  could  just  call  the 
advertising  department  and  say,  ‘Cut 
$10  million.’  That’s  easy.  Is  that 
smart?  Hell,  no!  What  you  want  to  do 
is  understand  what  are  the  priorities 
of  our  business  long-term.  If  you  don’t 
bring  in  the  next  generation  of  com¬ 
puter  or  don’t  hire  the  next  10  people 
you  need  to  develop  a  program,  you 
may  not  see  [the  effect]  for  one  or 
even  two  years.  But  three  years  from 
now,  you’ll  be  in  big  trouble.” 
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IPL  breaks  the  barrier  to  more  affordable  mirroring.  Introducing  the  7936  Disk 
Array — the  latest  DASD  advancement  that  provides  exceptional  performance, 
capacity  and  affordability  The  793 6  offers  the  largest  capacity  of  any  disk 
device  on  the  market — 5.3  GB — at  the  same  cost  as  3.4  GB  units. 

That’s  55%  more  storage  capacity  utilizing  20%  less  space. 

As  a  result,  you  can  mirror  your  AS/400  data,  or  double  your 
storage  capacity,  without  doubling  your  equipment  costs.  In  fact,  IPL’s  special  intro¬ 
ductory  offer  reduces  storage  costs  to  under  $  10/MB,  which  gives  IPL’s  7936  the  best 


IPL  introduces  the  standard  for 


price/performance  of  any  AS/400  DASD  product  on  the  market 
today.  And  like  all  IPL  products,  it’s  backed  by  our  18  years  of 
reliability,  performance  and  leadership  in  the  IBM-compati¬ 
ble  market.  For  more  information  on  IPL’s  7936  Models  10,  20 
and  30,  call  IPL  today  at  1  800  338-8475,  617  890-6620  in 
Massachusetts.  In  Europe  call  our  Belgium  office  ra  . - - ; . . 

"  wv  MW  I'."’  WWW.  "■'■'  ■V  JftWJ  WS5,IIMniJS8W9MBW 
W -  - - — - - - -  . . . . 

at  011-32-2725.41.58.  And  start  mirroring  your  pEEEcEEEE  — 

AS/400  data,  without  mirroring  your  costs.  £  -:=i=rZ--.ziz:^  ■:  -E 


affordable  AS/400  mirroring. 


‘Compared  to  IBM  Model  20.  IBM  and  AS/400  are  registered  trademarks  of  International  Business  Machines  Corporation. 
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S.  C.  Johnson  execs  bring  their  baby  to  market 


BY  KIM  S.  NASH 

CW  STAFF 


It’s  the  information  systems  manager’s 
dream:  His  staff  builds  a  computer  system 
for  internal  use  but  later  sees  the  project 
take  off  wildly,  win  awards  and  make  it  in 
the  general  market. 

Add  the  plot  twist  of  a  shake-up  in  the 
executive  IS  ranks  that  throws  the  pro¬ 
gram  temporarily  by  the  wayside,  and  you 
have  the  story  behind  Proficere,  an  IS 
skills  tracking  system  originally  built  by 
and  for  S.  C.  Johnson  &  Son,  Inc. 

In  early  1989,  S.  C.  Johnson,  the 
household  products  maker  that  produces 


Raid  bug  spray  and  Pledge  furniture  pol¬ 
ish,  hired  programmer/consultants  Dean 
LaGrange  and  A1  Bejcek  to  help  build  an 
automated  system  for  tracking  the  tech¬ 
nical,  personal  and  business  skills  of  its 
400-member  IS  staff.  By  the  end  of  that 
year,  the  pair  had  rolled  out  Proficere,  an 
IBM  MVS-based  system  that  contained 
100  different  job  models. 

Proficere  seemed  to  be  a  success  at 
S.  C.  Johnson,  based  in  Racine,  Wis.,  shav¬ 
ing  20%  from  the  company’s  annual  pro¬ 
fessional  development  investment  for 
1990.  The  program  won  an  Assist  Award 
for  quality  in  training  programs  that  year 
from  the  Association  for  Computer  Train¬ 


ing  and  Support.  S.  C.  Johnson  even  sold  it 
to  other  big  user  companies,  such  as  Bur¬ 
lington  Northern,  Inc.,  Allstate  Insurance 
Co.  and  Xerox  Corp. 

Then  came  the  shake-ups.  In  March, 
Johnson’s  chief  information  officer  and 
noted  industry  figure,  Laurance  Burden, 
suddenly  left  the  company.  Randy  Len- 
gyel,  director  of  IS  management  support 
services  and  the  man  who  spearheaded 
Proficere’s  development,  also  resigned. 
Corporate  enthusiasm  for  Proficere  ap¬ 
parently  petered  out. 

Undaunted  and  knowing  they  had  a  po¬ 
tential  commercial  product  on  their 
hands,  LaGrange  and  Bejcek  soon  after 
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Investing  in  good  software  is  one  thing. 


Finding  software  thats  a 
good  investment  is  another  matter. 


(Conventional  wisdom  holds  that  software  erodes  over  time.  New  technologies 
and  numerous,  reckless  code  revisions  chip  away  at  the  value  of  today’s  hottest  seller. 

At  J.D.  Edwards  Qc  Company?  we  adhere  to  software  design  principles  which 
actually  improve  the  economics  of  software  to  the  status  of  an  appreciating  invest¬ 
ment:  be  obsessed  with  quality.  Elevate  software  development  from  computer  science 
to  true  craftsmanship.  Pursue  innovative  uses  for  CASE  technology  and  our  World 
Software  Architecture.™ 

The  result  is  the  broadest  selection  of  software  for  the  AS/400.™  Our 
software  is  easy  to  use,  modify  and  maintain.  It  is  simple  to  enhance  and  integrate. 
It  offers  an  expertly  crafted  solution  to  ever-changing  business  requirements. 

In  an  industry  where  your  long-term  investment  is  so  easily  worn  away, 

J.D.  Edwards  &  Company6  stands  rock-solid  for  lasting  value - with  business 

software  for  the  IBM  AS/400.  For  more  information,  call  800-727-5333. 


JDEd  wards 
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Traditional  Valuks.  Nkw  Tlchnologiks. 


World  Software  Architecture  in  a  trademark  of  J.D.  Edwards  &  Company.  AS/400  in  a  trademark  of  IBM  Corporation.  ©J.D.  Edwards  6i  Company  1991.  All  rights  reserved. 


bought  the  rights  to  Proficere  from  S.  C. 
Johnson  in  June,  left  the  company  and 
started  selling  the  system  —  renamed 
Premier  —  on  their  own.  • 

“We’re  in  the  gear-up  stage  just  now, 
but  things  look  good,”  said  LaGrange, 
president  of  newly  formed  Premier  Pro¬ 
fessional  Development,  Inc.  in  Lake  Bluff, 
Ill.  Bejcek  is  vice  president. 

Since  then,  Burlington  Northern  has 
followed  Premier  from  S.  C.  Johnson  to 
LaGrange ’s  shop  and  remains  a  steady 
customer.  The  railroad  holding  company 
recently  installed  the  upgraded  version  of 
the  software,  LaGrange  said. 

Meanwhile,  LaGrange  is  negotiating 
with  Johnson’s  old  customers,  and  Motor¬ 
ola,  Inc.  has  plans  to  run  a  several-month 
pilot,  starting  early  next  year,  he  said. 

They  have  ported  Premier  to  DOS, 
OS/2  and  Unix,  “so  that  just  about  anyone 
can  use  it,”  and  are  currently  talking  with 
potential  distribution  partners.  They 
would  not  identify  what  companies  those 
are,  but  they  are  open  to  alliances  with 
training  and  human  resources  companies, 
among  others,  according  to  Bejcek. 

The  fact  that  LaGrange  and  Bejcek 
took  Premier  from  an  IS  group  has  helped 
them,  they  said,  because  they  know  first¬ 
hand  how  IS  departments  operate. 
“There’s  a  certain  kinship,”  Bejcek  said. 


MANAGEMENT  SHORTS 

Banks  keep 
outsourcing 

Peoples  Heritage  Financial 
Group,  Inc.,  a  Portland,  Maine- 
based  bank  holding  company,  has 
renewed  its  outsourcing  agreement 
with  Systematics,  Inc.  until  the 
year  2000.  Peoples  owns  Peoples 
Heritage  Bank  and  Oxford  Bank 
and  Trust  in  Maine  and  First  Coast¬ 
al  Banks,  Inc.  in  New  Hampshire. 
The  firm’s  total  assets  are  $2.6 
billion. 

Pennsylvania  State  Universi¬ 
ty  won  the  $10,000  top  award 
from  U.S.  higher  education  busi¬ 
ness  managers  for  an  administra¬ 
tive  innovation  using  information 
systems.  Penn  State  developed  an 
electronic  approval  system  that  al¬ 
lows  many  business  forms  to  be 
electronically  generated,  ap¬ 
proved  and  updated  in  the  universi¬ 
ty’s  central  database.  The  awards 
competition  was  sponsored  by  the 
Washington,  D.C.-based  National 
Association  of  College  and  Univer¬ 
sity  Business  officers. 

The  Federal  Home  Loan  Bank 
Board  of  Chicago  has  sold  its 
item  processing  services  business 
to  Milwaukee-based  financial  data 
services  vendor  Fiserv,  Inc. 

Terms  were  not  disclosed.  The 
bank  board  will  continue  to  jointly 
market  the  services.  It  currently 
processes  more  than  60  million 
items  annually  for  91  financial  insti¬ 
tutions  in  Illinois  and  Wisconsin.  It 
was  Fiserv’s  second  such  acquisi¬ 
tion  this  year.  In  May,  Fiserv  ac¬ 
quired  the  item-processing  busi¬ 
ness  of  the  Federal  Home  Loan 
Bank  Board  of  Dallas. 
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When  it  comes  to  overseas  private  lines, 
are  you  in  over  your  head? 


Undersea  cable.  Outer  space 
satellites.  Foreign  regulation.  Domestic 
regulation.  Todays  needs.  Tomorrows 
needs.  At  AT&T,  we  know  that  global 
communication  management  has 
more  variables  than  ever  before.  So 
it’s  sometimes  easy  to  feel  a  bit  over¬ 
whelmed  by  the  challenge. 

But  when  you’re  with  AT&T, 
you’ve  got  a  partner  with  over  60  years 
of  international  experience.  Relation¬ 
ships  with  phone  companies  around 
the  world.  And  AT&T  representatives 


in  27  countries. 

What  that  means  to  you  is 
coordinated  support  for  both  ends 
of  your  private  network.  With  services 
like  single  end  ordering  and  billing,  24 
hour  single  source  troubleshooting  and 
network  monitoring.  Plus  AT&T  will 
handle  implementation  issues  like  cir¬ 
cuit  provisioning  at  the  foreign  end. 

We  call  this  program  AT&T 
Account  Management  Plus.  It’s  an 
incredibly  efficient  way  to  manage 
your  international  private  line.  And 


we  provide  it  to  you  at  no  extra  cost. 

So  before  you  make  your 
next  international  call,  call  AT&T  at 
1 800  448-8600  ext.  444. 

And  discover  the  advantages 
of  a  company  with  real  depth  in 
overseas  services. 


AT&T 

The  right  choice. 
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Du  Pont’s  Emery  targets  IS/business  gap 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


WILMINGTON,  Del.  —  When 
Michael  B.  Emery  dons  the  vice 
president  of  IS  cap  at  Du  Pont 
Co.  Jan.  1,  he  will  also  assume 
the  role  of  corporate  diplomat. 

Emery  is  slated  to  add  the  in¬ 
formation  systems  post  to  his  ex¬ 
isting  vice  president  of  engineer¬ 
ing  responsibilities  upon  the 
retirement  of  29-year  Du  Pont 
IS  chief  Raymond  E.  Cairns  Jr. 
[CW,  Oct.  7],  whom  Emery  has 
worked  alongside  for  20  years. 

In  his  dual  position,  Emery 
will  straddle  —  and  plans  ulti¬ 
mately  to  meld  —  Du  Pont’s  IS 
and  business  camps.  The  inte¬ 
gration  is  being  driven  in  large 
part  by  efforts  to  reduce  Du 
Pont’s  U.S.  expenses  by  $1  bil¬ 
lion  annually.  About  20%  of  that 
reduction  is  targeted  at  IS  opera¬ 
tions  in  the  U.S.,  Emery  said. 

The  cost-cutting  will  come 


about  by  tightly  interlocking  IS 
and  general  business  procedures 
and  personnel  in  an  effort  to 
eliminate  “second-guessing”  us¬ 
ers,  Emery  said.  “It  is  not  com¬ 
petitive  to  do 
that.” 

The  IS/busi¬ 
ness  consolida¬ 
tion  will  be  facili¬ 
tated  by  Emery’s 
double  vice  presi¬ 
dent  role  on  Du 
Pont’s  matrix- 
oriented  senior 
management 
staff.  The  man¬ 
agement  setup 
was  put  in  place  a 
year  ago  by  Du 
Pont  Chairman 
Edgar  Woolard  as 
a  system  of  checks  and  balances 
that  has  each  senior  manager  re¬ 
porting  to  multiple  superiors  and 
relying  on  all  other  executives’ 
performance  for  success. 


Du  Pont’s  Emery  takes 
over  IS  after  20  years  on 
the  business  side 


Emery  said  he  has  already 
taken  the  engineering  depart¬ 
ment  through  that  process  and 
now  plans  to  apply  that  expertise 
to  the  IS  arena.  That  shift,  which 
he  describes  as 
currently  unfold¬ 
ing,  will  involve 
Emery’s  encour¬ 
aging  business 
managers’  accep¬ 
tance  of  IS  per¬ 
sonnel  as  they 
learn  the  business 
ropes  and  mi¬ 
grate  from  “or¬ 
der-taker  mode,” 
Emery  said. 

IS  staff  “first 
need  to  be  al¬ 
lowed  to  get  their 
nose  inside  the 


tent;  the  business  people  have  to 
be  willing  to  take  them  on,”  Em¬ 
ery  observed.  He  said  he  is  in  a 
unique  position  to  drive  that 
change  by  personal  influence  be¬ 


cause  of  his  experience  and  cred¬ 
ibility.  Because  he  spent  10 
years  as  a  business  manager  at 
Du  Pont,  he  explained,  he  is  not 
viewed  as  part  of  the  IS  staff. 

A  new  breed 

Emery  joins  a  growing  number 
of  IS  executives  in  the  industry 
being  recruited  from  the  busi¬ 
ness  side  of  the  house  rather 
than  advancing  through  tradi¬ 
tional  IS  ranks. 

“I  never  expect  to  be  at  the 
level  of  IS  competence  as  Ray 
Cairns,”  Emery  acknowledged, 
adding  that  he  does  not  believe  in 
the  philosophy  that  once  a  man¬ 
ager,  an  individual  can  manage 
anything. 

An  IS  manager  must  be  some¬ 
what  technically  savvy,  he  as¬ 
serted,  adding  that  he  developed 
his  knowledge  of  IS  by  using  it  to 
run  businesses.  However,  he 
said,  “The  notion  of  having  a 
stand-alone  IS  organization  of 


6,000  [the  size  of  Du  Pont’s 
worldwide  IS  staff]  or  an  engi¬ 
neering  organization  of  20,000 
is  a  thing  of  the  past.” 

The  reason:  “Fifty  percent  of 
your  grade  is  for  technical  com¬ 
petence;  the  other  50%  is  your 
ability  to  apply  it  to  the  business. 
You  must  be  able  to  think  several 
ways  now.” 

The  consolidation  theme  par¬ 
allels  ongoing  worldwide  IS 
moves  to  eliminate  duplication  of 
resources  and  to  standardize  on 
common  architectures,  per  a 
master  plan  constructed  by  the 
retiring  Cairns. 

The  plan  includes  changing 
work  practices  to  operate  with 
fewer  heads  and  less  hardware 
and  software  in  a  more  simplified 
manner,  “which  doesn’t  neces¬ 
sarily  mean  centralizing  and  is 
different  from  outsourcing, 
where  you  get  someone  else  to 
do  something  cheaper,”  Emery 
explained. 

The  re-engineered  work 
practices  are  expected  to  result 
in  $100  million  in  annual  cost  re¬ 
ductions  by  1993. 


Futurist  sees  marketing 
rules  turned  inside  out 


BY  MITCH  BETTS 

CW  STAFF 


Just  when  the  information  sys¬ 
tems  department  is  finally  start¬ 
ing  to  understand  the 
marketing  depart¬ 
ment  and  build  some 
marketing  data¬ 

bases,  the  whole 
concept  of  direct 
marketing  is 

about  to  go  topsy¬ 
turvy. 

In  the  next  five 
to  10  years,  dramatic 
changes  in  the  direct 
marketing  industry  will  produce 
such  novel  concepts  as  custom¬ 
er-solicited  advertising,  elec¬ 
tronic  catalogs  and  direct  order- 
entry  by  consumers,  according 
to  industry  futurist  Donald  R.  Li- 
bey. 

Libey,  whose  consultancy  is 


based  in  Haddon  Heights,  N.J., 
predicted  that  when  consumers 
want  to  buy  something  in  the 
next  decade,  they  will  look  it  up 
in  an  electronic  catalog  sent  over 
a  broadband  fiber  network  to  the 
home  television/compu¬ 
ter. 

Consumers  will 
then  directly  place 
their  orders  by 
computer  and 
choose  from  an 
electronic  menu  of 
payment  options. 
Billing  will  be  handled 
by  a  centralized  service 
bureau,  which  will  replace  the 
multitude  of  redundant  billing 
systems  at  individual  companies, 
Libey  said. 

Some  of  the  futurist’s  predic¬ 
tions  sound  like  heresy  today. 
For  example,  the  hot  trend  now 
is  to  build  a  consumer  database 


For  Unix 

REXX  too... 

Ordar  uni-XEDIT  and  cini-REXX  today. 

800-228-0255 


for  highly  targeted  sales  pitches 
and  then  feed  and  protect  it  as 
the  company’s  crown  jewels.  Li¬ 
bey  said  that  in  the  future,  mar¬ 
keting  databases  will  be  open 
and  shared. 

He  explained  that  “pods”  of 
about  10  companies  with  non¬ 
competing  product  lines  could 
share  their  databases  for  pur¬ 
poses  of  cross-selling.  For  exam¬ 
ple,  a  bookseller  and  a  vendor  of 
lawn  mowers  could  cooperate  to 


CHANGES  IN 

direct  market¬ 
ing  will  pro¬ 
duce  such  novel  con¬ 
cepts  as  customer- 
solicited  advertising, 
electronic  catalogs 
and  direct  order-entry 
by  consumers. 


identify  homeowners  who  might 
buy  gardening  books. 

Because  of  consumer  unrest 
over  the  privacy  issue,  the  trend 
will  be  toward  “participatory  da¬ 
tabases”  that  allow  consumers 
to  select  the  types  of  personal  in¬ 
formation  stored  in  them,  Libey 
said.  A  consumer  might  allow  the 
free  trade  of  personal  informa¬ 
tion  in  the  grocery,  reading  and 
sports  categories,  for  example, 
but  not  religion,  charities  or  vid¬ 
eo  rentals. 

Libey  said  the  job  for  IS  exec¬ 
utives  is  to  convert  today’s  flat 
files  to  no-hassle  relational  data¬ 
bases  that  provide  different  data 
views  for  different  functional 
groups  in  the  company. 

They  should  then  add  a  layer 
of  artificial  intelligence  to  help 
users  analyze  the  buying  trends, 
he  advised. 


CALENDAR 


DEC.  29-JAN.  4 


ADS  Technical  Symposium.  Tucson, 
Ariz.,  Jan.  4-10  —  Contact:  Rob  E.  Zenuk, 
Tucson  Medical  Center,  Tucson,  Ariz.  (602) 
327-5461. 


JAN.  12-18 


Pacific  Telecommunications  Confer¬ 
ence.  Honolulu,  Jan.  12-15  —  Contact:  Pacif¬ 
ic  Telecommunications  Council,  Honolulu,  Ha¬ 
waii  (808)  941-3789. 

Network  Management  Seminar.  San 

Francisco,  Jan.  13  —  Contact:  AG  Group,  Wal¬ 
nut  Creek,  Calif.  (510)  937-2479. 

The  14th  Annual  ATE  &  Instrumenta¬ 
tion  Conference.  Anaheim,  Calif.,  Jan.  13- 
16  —  Contact:  Miller  Freeman  Expositions, 
Boston,  Mass.  (617)  232-3976. 

Amiexpo.  Long  Beach,  Calif.,  Jan.  14-16  — 
Contact:  Amiexpo,  Valhalla,  N.Y.  (914)  741- 
6500. 

Scientific  and  Engineering  Applica¬ 
tions  of  the  Macintosh.  San  Francisco, 
Jan.  15-17  —  Contact:  Mac- 

sdtech,  Worcester,  Mass.  (508)  755-5242. 


JAN.  19-25 


Uniforum  '92.  San  Francisco,  Jan.  22-24  — 
Contact:  Bob  Linke,  Professional  Exposition 
Management  Co.,  Carol  Stream,  Ill.  (708)  260- 
9700. 

NextwoHd  Expo  '92.  San  Francisco,  Jan. 
22-24  —  Contact:  Jeannine  Barnard,  World 
Expo  Corp.,  Framingham,  Mass.  (508)  879- 
6700. 


JAN.  26-FEB.  1 


The  AS/400  Help  Systems  Operations 
Automation  User  Conference.  Orlando, 

Fla.,  Jan.  27-30  —  Contact:  Help  Systems, 
Inc.,  Minnetonka,  Minn.  (612)  933-0609. 

Improving  Productivity  in  Systems  De¬ 
velopment.  Phoenix,  Jan.  27-31  —  Con¬ 
tact:  Applied  Computer  Research.  Inc.,  Phoe¬ 
nix,  Ariz.  (602)  995-5929. 

Comnet  '92.  Washington,  D.C.,  Jan.  27-31 
—  Contact:  Rachel  Winett,  World  Expo  Corp., 
Framingham,  Mass.  (508)  879-6700. 


Infotext.  Las  Vegas,  Jan.  28-30  —  Contact: 
Infotext  Publishing,  Inc.,  Capistrano  Beach, 
Calif.  (714)  493-2434. 

8th  Annual  Computer  Graphics  Show. 

New  York,  Jan.  28-30  —  Contact:  David  J. 
Small,  MIJO,  Inc.,  Silver  Spring,  Md.  (301) 
587-4545. 


FEB.  2-8 


Information  Management  Confer¬ 
ence.  New  York,  Feb.  4-5  —  Contact:  The 
Conference  Board  Registrar,  New  York,  N.Y. 
(212)339-0290. 


FEB.  9-15 


Computer  Graphics  '92.  Walt  Disney 
World,  Orlando,  Fla.,  Feb.  10-12  —  Contact: 
Sheila  A.  McDonald,  Frost  &  Sullivan,  Inc., 
New  York,  N.Y.  (212)  233-1080. 

Networid  '92.  Boston,  Feb.  11-13  —  Con¬ 
tact:  Annie  Z.  Scully,  Bruno  Blenheim  Asso¬ 
ciates,  Englewood  Cliffs,  NJ.  (201)  596- 
8542. 

Dexpo.  Calgary,  Alberta,  Feb.  11-13  — 
Contact:  Miller  Freeman  Expositions,  Boston, 
Mass.  (617)  232-3976. 


FEB.  1 6-22 


Information  Security  Managers  Sym¬ 
posium.  San  Diego,  Feb.  18-20  —  Contact: 
Pamela  Bissett,  MIS  Training  Institute,  Fra¬ 
mingham,  Mass.  (508)  879-7999. 

Seybold  Seminars  '92.  Boston,  Feb.  18- 
21  —  Contact:  Beth  Sadler,  Seybold  Seminars, 
Malibu,  Calif.  (213)  457-5850. 


FEB.  23-29 


Software  Development  Spring  '92. 

Santa  Clara,  Calif.,  Feb.  23-28  —  Contact: 
Miller  Freeman  Publications,  Inc.,  Santa  Clara, 
Calif.  (415)  905-2414. 

Synoptics  Users  Group  Conference. 

San  Francisco,  Feb.  24-26  —  Contact:  Am- 
paro  Lago,  Synoptics  Users  Group,  Santa 
Clara,  Calif.  (408)  764-1073. 

Macapp  Conference.  Orlando,  Fla.,  Feb. 
24-28  —  Contact:  Macapp  Developers  Associ¬ 
ation,  Everett,  Wash.  (206)  252-6946. 
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en  you  develop  a 


standard,  tke  world  listens . 


When  you  re  looking  for  stereo  equip¬ 
ment,  you  know  that  products  bearing 
the  Dolby  Laboratories  symbol 
incorporate  the  standard  for  quality 
audio  technology.  Now  there's  similar 
reassurance  when  you  look  for  a 
UNIX®-based  solution.  The  UNIX 
SVR4  symbol  identifies  the  proven, 
industry  standard. 

What  does  this  symbol  represent?  It 
represents  the  one  UNIX  System  that 
is  the  selected  base  operating  system  of 
88open,  the  INTEL  Consortiums, 


SPARC  International  and  the  ACE 
Consortium.  It  represents  the  one  UNIX 
System  that  is  commercially  proven  in 
over  one  million  installations  and 
compatible  with  more  than  18,000  appli¬ 
cations.  It  represents  the  one  UNIX 
System  that  is  supported  by  more  than 
80  percent  of  open  systems  vendors. 

But  most  of  all  it  represents  the  one 
UNIX  System  that  sets  the  standard 
by  which  all  others  are  measured.  It's 
no  wonder  UNIX  SVR4  was  recently 
named  the  best  software  product 


in  25  years  by  Computer  Weekly  of  the 
United  Kingdom. 

So  when  you're  looking  for  a  UNIX- 
based  solution,  ask  your  open  systems 
vendor  for  the  standard  that  everyone 
is  talking  about:  UNIX  SVR4.  Or  call 
UNIX  System  Laboratories,  Inc.  Tel: 
+1-800-828- UNIX,  or  +1-908-522-6000. 


UNIX  S  V  R  4  THE  STANDARD  BY  WHICH  ALL  OTHERS  ARE  MEASURED 


UNIX  is  a  registered  trademark  of  UNIX  System  Laboratories,  Inc.  in  the  U.S.  and  in  other  countries. 

Dolby®  and  the  double-D  symbol  are  trademarks  of  Dolby  Laboratories  Licensing  Corporation,  which  is  not  affiliated  in  any  way  with  UNIX  System  Laboratories,  Inc. 


If  you  want  to  lead  in  new  technology 

By  any  standard,  one  company  is  the  premier  supplier  of  CASE  (Computer-Aided  Software  Engineering)  tools  for  business  applica-  , 

tions  development.  Knowledge  Ware  was  the  first  to  use  a  Graphical  User  Interface.  First  to  deliver  an  integrated,  PC-based  COBOL  f* 

code  generator.  First  to  offer  OS/2-based  full  life-cycle  solutions.  And  first  to  incorporate  Rapid  Application  Development  techniques.  fg||  »  A0/Cfc)e- 
Knowledge Wares  comprehensive  CASE  tools  are  already  serving  more  than  64,000  users  in  3,300  companies.  And  our  partnership  =~  =  ==  ^ 

in  IBM’s®  AD/CycleIM  vision  protects  the  value  of  your  investment.  Today,  KnowledgeWare  is  moving  vigorously  to  meet  customers’  v  a'' 


needs  for  application  development  tools  that  address  re-engineering  of  existing  applications,  and 
tools  that  support  building  new  applications  for  the  client/server,  AS/400  and  cooperative  proces¬ 
sing  environments.  As  application  development  tools  evolve  to  address  a  broader  range  of  requirements, 
Knowledge  Ware  is  working  to  be  there  first.  Call  1-800-338-4130  for  our  free  color  brochure.  With 
a  partner  like  Knowledge  Ware,  you’re  always  one  jump  ahead  of  the  competition. 


AD/Cycle  is  a  trademark  and  IBM  and  OS/2  are  registered  trademarks  of  the  International  Business  Machines  Corporation 


Microcom  can  get  you  there. 


From  here. 


Until  now  searching  for  a  simple  answer 
to  bridging  and  routing  for  PC  LANs  led 
network  managers  to  a  dead  end.  Not  so 
anymore.  Because  with  the  Microcom 

Microcom  LAN  Bridge  6000  Bridge/Router”  you  get  an  easily  config¬ 
ured  solution  that  finds  not  only  the  shortest  path  to 
forward  data,  but  the  fastest. 

Which  means  that  you  get  a  router  that  optimizes 
performance  in  Novell  networks  and  provides  SRT 
support.  Plus  a  transparent  bridging  solution  that 
automatically  forwards  any  data  packet  that  can’t  be 
routed.  That  makes  for  simple,  straightforward  con¬ 
nections  to  Token  Ring®  and  Ethernet®  networks. 

What’s  more,  the  MBR™  features  4:1  data  com¬ 
pression  to  move  information  faster  than  ever 
before.  So  you  save  time  and  line  costs  whether  you 
use  leased  lines  or  an  X.25  network. 


EDITORS' 

CHOICE 


In  short,  no  matter  where  you  want  to  be, 
the  Microcom  Bridge/Router  will  get 
you  there. 


can  1-800-822-8224 

today  for  more  FREE  information  including  “The  New 
.. ... .  ...  ... ...  . ..  .... Guide  to  LAN  Internetworking”  or  the  FREE  video  “LAN 

Internetworking  Fundamentals”  or  complete  and  mail  or  fax  this  coupon 
to  Microcom. 

Please  send  me:  □  "The  New  Guide  to  LAN  Internetworking” 

□  “LAN  Internetworking  Fundamentals"  video 
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PRODUCT  SPOTLIGHT 


LAN  operating  systems 

Choosing  the  right  one  may  not  be  as  easy  as  you  think; 
potential  buyers  must  match  capacity  limitations  and  application  needs 


BY  JUDD  VOLINO 


Local-area  network  oper¬ 
ating  systems  are  the  fo¬ 
cus  of  intense  attention 
these  days  as  many  com¬ 
panies  downscale  major 
applications  to  network- 
based  platforms. 

However,  not  all  LAN 
operating  systems  are 
equally  suited  to  every 
business  environment.  Choosing 
the  wrong  operating  system  can 
lead  to  disappointment  at  best 
and  disaster  at  worst. 

Performance  capability,  the 
variety  of  connection  options 
available  and  facilities  for  admin¬ 
istration  are  key  factors  that 
managers  should  assess  to  deter¬ 
mine  whether  a  particular  prod¬ 
uct  is  suited  to  their  needs. 

At  minimum,  a  LAN  operat¬ 
ing  system  operates  as  an  addi¬ 
tional  layer  above  the  basic  oper¬ 
ating  system  on  networked 
personal  computers  and/or 
workstations,  adding  the  capa¬ 
bility  to  communicate  with  other 
machines  and  use  resources  be¬ 
yond  those  attached  locally. 


Low-end  savings 

In  many  cases,  a  low-end  LAN 
operating  system  can  provide  a 
cost-effective  means  for  linking 
members  of  small  work  groups 
who  need  to  share  files  and  print¬ 
ers.  Products  in  this  category 
generally  use  a  peer-to-peer  ap¬ 
proach,  sharing  the  resources  of 
individual  desktop  machines 
rather  than  relying  on  a  central 
file/print  server. 

Typically,  a  small  memory- 
resident  program  takes  care  of 
disk  and  print  spooling  requests 
in  the  background,  while  users 
continue  to  use  their  machines 
for  other  applications. 

Such  a  scheme  can  help  re¬ 
duce  the  initial  investment  re¬ 
quired  to  bring  a  basic  level  of 
network  services  to  small-scale 
installations. 

The  following  is  a  list  of  the 
savings  derived  from  a  low-end 

\folino  is  staff  consultant  for  Enterprise 
Technology  Center,  a  Houston-based  in¬ 
dependent  demonstration  and  evalua¬ 
tion  center  for  network  and  client/server 
computing. 


LAN  operating  system  ap¬ 
proach: 

•  Lower  purchase  price  com¬ 
pared  with  high-end  systems. 

•  No  need  to  purchase  a  dedicat¬ 
ed  server. 

•  Ability  to  tailor  the  number  of 
LAN  operating  system  licenses 
to  the  exact  number  of  users  re¬ 
quiring  LAN  services. 

•  Potentially  reduced  network 


adapter  costs  and  setup  time. 

As  for  performance  and  capa¬ 
bility,  peer-to-peer  systems  can 
make  a  good  showing  next  to 
higher  priced  counterparts.  Lab¬ 
oratory  testing  has  shown  that 
when  loads  are  light,  the  speed  of 
some  low-end  systems  is  compa¬ 
rable  to  that  of  high-end  ones. 

Furthermore,  the  manage¬ 
ment  software  and  user  inter¬ 
faces  provided  by  products  such 


as  Artisoft,  Inc.’s  Lantastic  and 
Performance  Technology,  Inc.’s 
Powerlan  are  as  good  as  —  and 
in  some  cases,  better  than  — 
their  big  brothers’. 

Beware  of  limits 

A  low-end  LAN  operating  sys¬ 
tem  can  be  a  good  choice  for  a 
first  step  or  for  situations  in 
which  budgets  and/or  network¬ 


ing  demands  are  limited.  When 
needs  and  the  user  base  broaden, 
however,  the  restrictions  inher¬ 
ent  in  peer-to-peer  systems  will 
become  evident. 

For  example,  products  of  this 
type  that  use  the  standard  DOS 
file  system  are  limited  to  its  se¬ 
curity  attributes.  And  regardless 
of  security  features,  nondedicat- 
ed  servers  are  a  high  risk  be¬ 
cause,  by  definition,  they  cannot 


be  physically  secured. 

Disk-intensive  applications 
such  as  databases  can  also  ne¬ 
gate  the  benefit  of  a  non- 
dedicated  server  if  performance 
degradation  makes  the  server 
unusable  to  its  primary  owner. 
Likewise,  if  that  owner  is  run¬ 
ning  programs  that  require  lots 
of  memory  and  processor  time, 
other  users  will  feel  the  impact. 

Thus,  when  considering  a 
low-end  LAN  operating  system, 
it  is  very  important  to  examine 
what  sorts  of  applications  will  be 
running  on  the  LAN,  both  imme¬ 
diately  and  in  the  near  future. 
It’s  wise  to  weigh  the  current  fi¬ 
nancial  benefits  against  future 
limits  of  the  system. 

High-end  LAN  operating  sys¬ 
tems  guarantee  strong  perfor¬ 
mance  under  strain,  a  wealth  of 
options  for  bridging  the  gap  be¬ 
tween  heterogeneous  comput¬ 
ing  platforms  and  facilities  for 
managing  larger  numbers  of  us¬ 
ers  and  servers. 

These  products  include  Ban¬ 
yan  Systems,  Inc.’s  Vines,  Mi¬ 
crosoft  Corp.’s  LAN  Manager 
and  Novell,  Inc.’s  Netware  3.0 
series  platform.  If  the  goal  is  to 
simply  put  together  a  system 
that  provides  many  users  with 
easy  access  to  a  suite  of  standard 
applications  and  printing  re¬ 
sources,  any  high-end  LAN  op¬ 
erating  system  can  meet  it.  The 
question  becomes  one  of  how 
smoothly  the  process  goes. 

Determining  differences 

If  time  is  of  the  essence,  look  at 
the  ease  of  setting  up  a  given 
server  and  preparing  worksta¬ 
tions  to  access  it.  The  leading 
products  vary  in  their  complex¬ 
ity  when  it  comes  to  installation. 

Vines  is  cited  as  the  quickest 
product  to  finish  setup  because 
of  its  high  level  of  automation. 
Both  Netware  and  LAN  Manag¬ 
er  require  the  user  to  perform  a 
number  of  manual  steps  to  com¬ 
plete  installation.  LAN  Manag¬ 
er’s  design  also  requires  install¬ 
ing  IBM’s  OS/2. 

Preparing  a  workstation  to 
connect  to  the  network  is  still  no 
job  for  a  novice,  but  Microsoft  of¬ 
fers  a  menu-  and  mouse-driven 
approach  that  makes  it  easier. 

Continued  on  page  76 
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Choosing  the  right  one  may  not  be  easy 


CONTINUED  FROM  PAGE  75 

In  any  company  that  plans  to 
make  use  of  the  LAN  beyond  ba¬ 
sic  resource  sharing,  the  ability 
of  a  LAN  operating  system  to 
support  growth  is  a  key  issue. 
Choosing  the  best  product  re¬ 
quires  determining  the  areas  in 
which  demands  are  most  likely 
to  increase. 

Large  capacity  LANs 

For  an  installation  with  a  rapidly 
growing  user  base,  Vines  and 
LAN  Manager  have  an  advan¬ 
tage  because  of  their  licensing 
plans  and  their  ability  to  econom¬ 
ically  accommodate  an  extreme¬ 
ly  high  number  of  users.  Both 
Banyan  and  Microsoft  sell  their 
respective  unlimited  and  1,000- 
user  packages  at  prices  below 
that  of  Novell’s  250-user  option. 

Storage  capacity  and  re¬ 
sponse  performance  become  es¬ 
pecially  relevant  when  client/ 
server  applications  have  been 
(or  may  be)  implemented.  The 
size  of  the  applications  being  im¬ 
plemented  on  the  LAN  actually 
continues  to  grow  astronomical¬ 
ly  at  many  firms. 

Document  imaging  systems, 
for  instance,  require  that  the 
LAN  operating  system  be  capa¬ 
ble  of  addressing  huge  amounts 
of  hard  storage. 


When  large  amounts  of  stor¬ 
age  are  required,  LAN  Manag¬ 
er’s  tight  restriction  to  16M 
bytes  of  random-access  memory 
and  Vines’  limit  of  2.4G  bytes  of 
total  disk  storage  per  server 
might  pose  a  problem. 

Netware,  on  the  other  hand, 
claims  a  maximum  of  32T  bytes 
for  disk  storage  and  4G  bytes  of 
physical  RAM  on  the  server. 

Netware  is  also  the  overall 
winner  when  it  comes  to  raw  re¬ 
sponse  speed,  outpacing  its  com¬ 
petitors  in  a  number  of  laborato¬ 
ry  tests.  Again,  this  finding  is 
most  important  for  companies  in 
which  activities  such  as  heavy 
database  access  will  put  a  strain 
on  individual  servers. 

Multiplatform  support 

Managers  trying  to  tie  together 
a  heterogeneous  computing  en¬ 
vironment  should  add  multiple- 
platform  support  to  the  list  of 
considerations  in  choosing  a 
LAN  operating  system. 

The  leader  in  the  field  of  sup¬ 
port  for  non-DOS  and  OS/2 
workstations  is  Novell.  For  com¬ 
panies  that  want  to  make  a  serv¬ 
er’s  file  and  print  services  direct¬ 
ly  available  to  Apple  Computer, 
Inc.’s  Macintosh  and  Unix  cli¬ 
ents,  Netware  is  really  the  only 


choice  available. 

LAN  Manager  lacks  Macin¬ 
tosh  support  altogether;  Vines 
requires  a  separate  gateway. 
Note,  however,  that  Netware’s 
Macintosh  and  Unix  support  is 


not  standard;  it  must  be  pur¬ 
chased  at  a  premium  price  (see 
story  below). 

The  creation  of  a  LAN  does 
not  always  imply  an  end  to  the 
use  of  larger  hosts,  either.  While 
all  of  the  high-end  vendors  (and 
many  third  parties)  provide  serv¬ 


er  or  gateway  options  for  IBM 
3270  terminal  emulation  and 
Systems  Network  Architecture 
connectivity,  administrators  es¬ 
pecially  praise  Vines  for  its  well- 
integrated  solution,  which 
makes  host  access  seamless  for 
the  end  user. 

Managers  who  anticipate 
building  a  wide-area  network 


from  their  LANs  should  confirm 
that  the  LAN  operating  system 
supports  connection  alternatives 
that  meet  their  company’s 
needs. 

Vines’  WAN  capabilities  have 
been  lauded  by  integrators.  Un¬ 
like  its  rivals,  Vines  requires  no 


extra  hardware  or  software  to  do 
bridging  and  routing  over  a  con¬ 
nection  that  carries  a  supported 
protocol  such  as  Transmission 
Control  Protocol/Intemet  Pro¬ 
tocol. 

Operating  in  the  context  of  a 
WAN  can  make  the  task  of  net¬ 
work  management  difficult,  at 
best,  without  support  from  the 
LAN  operating  system. 

Perhaps  Vines’  most 
talked  about  feature  is 
its  global  naming  ser¬ 
vice,  Streettalk.  Street- 
talk  is,  in  essence,  a  dis¬ 
tributed  database  that 
contains  the  names  of 
all  resources,  users  and 
groups  on  the  entire 
network.  LAN  Manag¬ 
er’s  domain  system  and 
Novell’s  optional  Net¬ 
ware  Naming  Service 
do  not  yet  achieve  this 
sort  of  truly  global  func¬ 
tionality. 

While  all  of  the  ven¬ 
dors  are  working  to  im¬ 
prove  their  offerings, 
one  thing  is  clear:  The 
more  a  company  needs 
from  its  LAN  operating  system, 
the  more  closely  managers 
should  look  at  competing  prod¬ 
ucts. 

Regardless  of  the  company’s 
needs,  the  purchase  of  a  LAN  op¬ 
erating  system  is  a  matter  that 
should  not  be  taken  lightly.  • 


LAN  operating  system  leaders 

Which  LAN  operating  system  will  be  dominant  now  and  in  three  years? 


Netware  2.0  and  up 
Netware  386 
IBM  LAN  Server 
DEC  Pathworks 
Microsoft  LAN  Manager 
Banyan  Vines 
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Number  of  respondents  (base  of  50  Fortune  1,000  sites) 

Source:  Forrester  Research,  Inc.  CW  Chart:  Marie  Haines 


Hidden  costs  in  using  a  LAN  operating  system 


BY  CHRIS  CHANCE 
and  JUDD  VOLINO 

For  many  companies,  the  pur¬ 
chase  of  a  local-area  network  op¬ 
erating  system  is  part  of  an  over¬ 
all  cost  reduction  scheme.  They 
hope  to  replace  more  expensive 
processors  with  a  personal  com¬ 
puter  network. 

The  cost  of  a  single  LAN  op¬ 
erating  system  package  does  in¬ 
deed  appear  to  be  a  bargain  in 
this  light.  However,  many  man¬ 
agers  soon  find  out  that  it  takes 
more  than  what  comes  in  a 
shrink-wrapped  package  to  build 
a  network  that  serves  their 
needs.  While  these  additional 
costs  are  rarely  prohibitive,  they 
are  nonetheless  significant. 

Taking  all  possible  items  into 
consideration,  the  total  cost  of 
installing  a  20-node  LAN  is 
about  $105,000.  This  figure  in¬ 
creases  to  about  $500,000  for 
100  nodes  and  $4.8  million  for 
1,000  nodes. 

Supplementary  software  can 
be  one  of  the  largest  expendi¬ 
tures.  The  magnitude  of  this  cost 
depends  on  the  breadth  of  the  in¬ 
stallation’s  requirements. 

If  connectivity  requirements 
go  beyond  basic  DOS  and  OS/2 
platforms,  expect  to  pay  a  premi- 

Chance  is  manager  of  BSG  Educational 
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um  for  additional  platform  sup¬ 
port.  For  instance,  Novell,  Inc. 
offers  support  for  Apple  Com¬ 
puter,  Inc.  Macintosh  and  Unix, 
Network  File  Systems  and  con¬ 
nections  as  separate  packages 
that  range  from  $895  to  $4,995, 
depending  on  the  number  of  us¬ 
ers.  Gateways  to  IBM’s  Systems 
Network  Architecture  and  other 
such  services,  usually  provided 


by  third-party  vendors,  can  also 
run  in  the  several  thousand-dol- 
lar  range. 

At  the  outset,  it  may  also  be 
necessary  to  upgrade  some  ex¬ 
isting  applications  to  versions 
that  are  LAN  operating  system- 
compatible.  Typically,  these  up¬ 
grades  cost  anywhere  from  $50 
to  $200  per  license.  Moreover, 
new  copies  may  need  to  be  added 


because  most  packages  require  a 
license  to  be  purchased  for  each 
potential  user.  None  of  the  major 
vendors  currently  include  built- 
in  license  control.  Third-party 
products,  such  as  Brightwork 
Development,  Inc.’s  Sitelock, 
can  add  this  capability  for  $300 
to  $700  per  server. 

The  cost  of  intangibles  such 
as  software  support  can  add  up 


as  well.  After  an  initial  period  of 
free  support  (usually  30  days), 
vendors  charge  substantial 
amounts  for  aid  on  an  “incident” 
or  periodic  basis.  Microsoft 
Corp.,  for  instance,  offers  two 
annual  plans.  The  professional 
level  option  costs  $5,000  per 
year  and  offers  unlimited  phone 
and  electronic  mail  support.  The 
corporate  package,  at  a  $15,000 
fee,  adds  the  assurance  of  a  des¬ 
ignated  technical  support  repre¬ 
sentative  to  handle  inquiries.  • 


Costs  add  up 

The  following  estimated  costs  represent  what  it  takes  to  implement  a  LAN  operating  system  in  a  typical  office  environment 


OPERATING  SYSTEM  SOFTWARE 


The  software: 

Low-end  packages:  $100-$200  per  node 

High-end  packages:  $995  (five  users),  $5,495  (unlimited),  $12,495  (250  users) 

Management  tools:  More  important  in  sites  with  over  25  nodes 
Network  monitor:  $300-$2,000 

Administration  add-ons  (usage  tracking,  auditing,  etc.):  $300-$l,000  per  server 

End-user  interface:  Used  especially  in  office  environments 
Menu  generators:  $300-$500  per  server 


APPLICATION  SOFTWARE 


Licenses:  Existing  base  may  need  to  be  modified/increased 
Upgrades  to  networkable  versions:  $50-$200  per  license 
Additional  copies  for  new  users  (or  site  license):  Cost  depends  on  software 


TRAINING 


Basic:  Getting  users  familiar  with  the  LAN 
End-user  orientation:  One  to  two  hours  of  employee  time 

New  applications: 

One  to  40  users  require  training  of  a  master  trainer:  $500-$l,500  per  product 
(for  each  additional  40  users,  add  one  trainer) 

LAN  administration:  Educating  the  designated  LAN  manager 
Server  administration  (five  days  of  class):  $1,600 
Operating  systems  installation-level  skills  (additional  five  days):  $1,800 
Hardware  skills/Technical  (three  to  five  days):  $1,000-$  1,800 


PERSONNEL 


One  to  15  stations:  Half  of  a  full-time  equivalent  (FTE)  employee 

16-50  stations:  lH  FTE  employees 
(add  a  dedicated  support  person  at  $28-$33K  per  year) 

50-100  stations:  Two  FTE  employees 
(add  a  professional  MIS  manager  at  $40-$52K  per  year) 


HARDWARE 


Concentrator:  Required  in  any  star/ring  topology 
Arcnet:  $500  (eight  ports) 

lOBase-T:  $1,300  (12  ports),  $8,000-$12,000  (36  ports), 
$35,000-$40,000  (132  ports) 

Tape  backup  unit:  $1,500-$  10, 000 


REMOTE  SYSTEM 


Remote  dial-in:  Generally  one  dedicated  CPU  and  modem  required 
per  line  (plus  monthly  phone  line  fees) 


SPACE  FACILITIES  MANAGEMENT 


Secure  room  and  storage  of  spare  parts  (raw  lease  cost  per  sq  ft) 
Build-out  cost:  $20-$28/sq  ft 
Air-conditioning  system:  $2,000 
UPS/Power  conditioning:  $1,000-$3,000 
Site  survey  (evaluate  cabling,  power  resources,  etc.):  $750-$  1,800 
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Making  applications 
fit  your  network 


BY  ERIC  SMALLEY 

Managers  dealing  with  local- 
area  network  applications  are 
faced  with  two  unique  chal¬ 
lenges: 

1)  Matching  their  setup  to  what 
the  application  developer  defines 
as  a  LAN  environment. 

2)  Addressing  user  expectations 
of  application  performance  and 
capability. 

These  issues  are  not  major 
problems  for  stand-alone  or 
mainframe  and  minicomputer 
applications  because  these  de¬ 
velopers  generally  know  the 
user  environment  better,  and  us¬ 
ers  are  generally  more  accus¬ 
tomed  to  the  attributes  of  their 
applications. 

For  example,  vendors  of 
stand-alone  applications  know 
that  the  user  platform  will  be  an 
Intel  Corp.-based  or  similar  per¬ 
sonal  computer  running  DOS  or 
one  of  a  handful  of  operating  sys¬ 
tems. 

But  when  vendors  offer  LAN 
applications,  there  is  less  under¬ 
standing  of  what  the  user  envi¬ 
ronment  looks  like.  Key  condi¬ 
tions  that  vary  from  site  to  site 
include  the  following: 

•  Is  the  server  PC-based? 

•  Are  there  five  workstations 
per  server  or  25? 

•  Is  the  LAN  Token  Ring  or  Eth¬ 
ernet? 

•  Is  the  LAN  operating  system 
Novell,  Inc.’s  Netware,  Banyan 
Systems,  Inc.’s  Vines,  Microsoft 
Corp.’s  LAN  Manager,  IBM’s 
PC  LAN  or  LAN  Server,  Digital 
Equipment  Corp.’s  Pathworks 
or  some  brand  of  peer-to-peer 
software? 

No  guarantees 

Some  application  vendors  claim 
that  their  products  run  on  any 
LAN.  However,  the  applications 
don’t  always  perform  as  billed, 
according  to  Jay  Joiner,  manager 
of  technical  services  at  Ebasco 
Constructors,  Inc.  in  Lindhurst, 
N.J. 

“Don’t  assume  it’ll  run  like 
it’s  supposed  to,”  he  says,  noting 
that  some  applications  rely  more 
heavily  than  others  on  features 
of  particular  network  operating 
systems. 

In  short,  the  environment  is 
more  complex  and  variable  than 
a  stand-alone  system.  Keeping 
an  application  up  and  running  on 
a  LAN  involves  servers,  work¬ 
stations,  links  between  them  and 
various  pieces  of  software,  all  of 
which  have  to  be  working  to¬ 
gether. 

Managing  performance  of 
these  interconnected  systems  is 
another  challenge.  Popular  per- 

Smalley  is  a  free-lance  writer  based  in 
Boston. 


ceptions  to  the  contrary,  it  is  in¬ 
accurate  to  take  the  aggregate 
CPU  power  of  the  nodes  on  a 
LAN  and  compare  their  perfor¬ 
mance  to  that  of  a  minicomputer 
or  mainframe.  The  power  and 
I/O  throughput  of  the  server  and 
the  bandwidth  of  the  network 
are  factors  that  must  be  taken 
into  account. 

“You  have  to  understand  per¬ 
formance  and  tuning  consider¬ 
ations  in  a  network  environ¬ 
ment,”  says  Jim  Crain,  manager 
of  the  Client  Services  Division  of 
the  information  services  depart¬ 
ment  of  the  city  of  Los  Angeles. 

Tuning  can  be  as  simple  as 
adding  memory  to  the  server  or 
as  complicated  as  determining 
which  files  should  be  kept  locally 
and  which  should  be  stored  on 
the  server. 

Disappointed  users 

Problems  arise  when  users  new 
to  LAN  applications  bring  their 
old  expectations  of  mainframe, 


Top  1 0  planned  LAN 
applications 


(U-S.  companies) 


Word  processing 

14% 

Database 

7% 

Office  automation 

7% 

Spreadsheet 

4% 

Electronic  mail 

4% 

Integrated  accounting 

4% 

File  sharing 

3% 

Administration 

2% 

Software  development 

2% 

Communications 

2% 

Percent  of  planned  applications 
Response  base:  27,000  LAN  users 


minicomputer  or  even  stand¬ 
alone  PC  performance  to  the 
new  experience. 

A  user  familiar  with  stand¬ 
alone  PCs  will  likely  be  pleased 
but  not  surprised  by  the  ability  to 
communicate  and  share  informa¬ 
tion  with  other  users  on  a  LAN. 

However,  users  familiar  with 
mainframes  and  minicomputers 
could  be  disappointed  by  the  low¬ 
er  reliability  and  security  of  a 
LAN.  They  may  also  be  pleas¬ 
antly  surprised  by  the  ease  of  use 
and  greater  scalability. 

These  expectations  are  also 
governed  by  how  a  user  defines 
LAN  applications.  Definitions 
range  from  a  stand-alone  PC  ap¬ 
plication  on  a  LAN  node  being 
able  to  store  files  on  a  server  to 
multiple  users  simultaneously 
running  shared  applications  on 
the  network. 

A  key  distinction  to  bear  in 
mind  when  looking  at  LAN  appli¬ 
cations  is  whether  the  applica¬ 
tion  was  originally  written  for 


LANs  or  converted  from  a  stand¬ 
alone  version. 

Moving  a  single-user  pro¬ 
gram  to  a  LAN  requires  consid¬ 
erable  revisions,  according  to 
Mark  Theoharous,  manager  of 
Andersen  Consulting’s  Network 
Solutions  Practice.  For  example, 
a  word  processing  program  that 
was  not  written  to  support  multi¬ 
ple  users  would  require  the  addi¬ 
tion  of  a  shared  dictionary,  file 
locking  and  the  ability  to  set  dif¬ 
ferent  parameters  for  different 
users. 

“LAN  applications  should  ex¬ 
ploit  some  version  of  the  client/ 
server  architecture,”  says  David 
Daniels,  manager  of  executive 
information  at  the  Investment 
Information  Division  of  Metro¬ 
politan  Life  Insurance  Co.  “I 
haven’t  been  too  impressed  with 
PC  applications  that  were  origi¬ 
nally  designed  for  stand-alone 
PCs.” 


Tricky  DBMSs 

Database  management  systems 
are  an  especially  complicated  ex¬ 
ample  of  stand-alone  applica¬ 
tions  that  must  be  moved  to  the 
LAN.  Databases  in  multiuser  en¬ 
vironments  require  record  lock¬ 
ing  as  well  as  file  locking. 

The  ideal  LAN  application  al- 

_ _  lows  users  across  the 

network  to  work  on  a 
shared  project.  Shared 
applications,  some¬ 
times  called  group- 
ware,  are  analogous  to 
telephone  conference 
calls  in  which  more  than 
two  people  can  ex¬ 
change  information  at 
the  same  time. 

“LAN  applications 
should  enable  people  to 
collaborate,”  Daniels 
says.  “They  should  en¬ 
able  group  information, 
group  thinking,  group 
problem  solving.” 

Many  vendors  are 
attacking  this  problem. 
For  example,  Lotus  De¬ 
velopment  Corp.  is  de¬ 


veloping  a  shared  version  of  its 
1-2-3  spreadsheet. 

The  project,  code-named 
Chronicle,  will  add  a  finer  level  of 
sharing  to  1-2-3  by  allowing  mul¬ 
tiple  users  to  add  data  to  a 
spreadsheet  at  the  same  time, 
according  to  Jeffery  Beir,  gener¬ 
al  manager  of  spreadsheet  prod¬ 
ucts  at  Lotus. 

In  general,  these  shared  ap¬ 
plications  will  involve  integrat¬ 
ing  applications  more  closely 
with  electronic  mail,  according 
to  Theoharous.  E-mail  becomes 
the  so-called  “middleware”  be¬ 
tween  the  network  operating 
systems  and  user  applications. 

To  date,  shared  applications 
on  the  market  tend  to  be  bundled 
packages  encompassing  multiple 
office  automation  tools,  accord¬ 
ing  to  Theoharous. 

“Getting  best  of  breed  is 
more  important,”  he  said,  add¬ 
ing  that  vendors  should  inte¬ 
grate  individual  types  of  applica¬ 
tions  with  E-mail.  • 
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How  open  is  open? 


Few  LAN  operating  systems  are  purchased  today  with¬ 
out  the  buyer’s  asking  whether  the  system  works  in  a 
heterogeneous  computing  environment.  Increasingly, 
vendors  are  answering  that  question  with  a  resounding 
yes. 

However,  behind  that  positive  response  are  varying  defini¬ 
tions  of  how  open  the  operating  systems  are. 

The  following  is  a  sample  of  where  the  differences  lie  among 
leading  vendors: 

•  Perhaps  the  most  “open”  LAN  operating  system  is  Sun  Mi¬ 
crosystems,  Inc.’s  ONC/Network  File  System  (NFS)  technol¬ 
ogy,  which  was  released  to  the  public  after  it  was  developed  in 
1985,  allowing  any  vendor  to  incorporate  it  into  its  product  of¬ 
ferings.  This  strategy  helped  ONC/NFS  become  a  de  facto  stan¬ 
dard  for  Unix  connectivity  and  may  help  it  become  a  threat  in 
the  DOS  market,  in  the  absence  of  other  standards. 

According  to  Sun,  the  ONC/NFS  implementations  for  DOS- 
based  PCs,  including  Sun’s  PC/NFS,  are  now  installed  on 
750,000  units.  The  technology  has  also  been  endorsed  by  the 
X/Open  Consortium  Ltd.  and  the  Open  Software  Foundation. 

•  DEC’s  Pathworks  is  open  to  the  extent  that  it  offers  users  a 
choice  of  clients  (Apple  Computer,  Inc.’s  Macintosh,  DOS, 
OS/2,  Microsoft’s  Windows)  and  a  choice  of  servers  (OS/2  on 
Intel  processors,  Ultrix  on  reduced  instruction  set  computing 
systems  and  VMS  on  the  VAX).  In  addition,  Pathworks  con¬ 
forms  to  a  variety  of  network  operating  system  or  file  and  print 
service  protocols  today,  including  Microsoft’s  LAN  Manager 
and  Apple’s  Appleshare.  The  firm  also  offers  a  Novell  Netware 
coexistence  product. 

•  Apple’s  Appletalk  network  products  are  supported  in  Net¬ 
ware,  LAN  Manager  and  Banyan’s  Vines,  and  as  part  of  the  alli¬ 
ance  with  IBM,  they  will  be  incorporated  into  OS/2.  The  prod¬ 
ucts  can  be  purchased  through  DEC  and  from  AT&T  on  some  of 
their  Unix  systems. 

Even  with  these  support  agreements,  LAN  operating  sys¬ 
tem  products  are  still  tied  to  proprietary  protocols.  “Their  na¬ 
tive  mode  is  essentially  proprietary,”  says  David  Passmore,  a 
partner  specializing  in  network  consulting  at  Ernst  &  Young’s 
Fairfax,  Va.,  office. 

For  example,  Netware  relies  on  IPX/SPX,  Apple  uses  the  Ap¬ 
pletalk  Filing  Protocol  on  top  of  the  Appletalk  protocol  stack, 
Banyan  runs  its  own  version  of  Xerox  Corp.’s  Xerox  Network 
Systems,  and  LAN  Manager  uses  a  set  of  Netbios  protocols. 

GARY  ROBINS 


Robins  is  a  free-lance  writer  based  in  Northfield,  Minn. 


System  Managed  Storage 
in  your  future? 

So  is  Empact  Software. 

Like  many  MVS  Data  Center  Managers,  you  look  forward 
to  a  system  free  of  DASD  management  worries.  IBM's  DF/SMS 
is  an  excellent  first  step  and  STOP-X37  from  EMPACT 
Software  brings  you  even  closer. 

STOP-X37  works  with  SMS  to  prevent  space  problems 
and  to  improve  DASD  utilization.  STOP-X37  stops  B37, 
D37,  and  E37  abends,  VS  AM  out-of-space  conditions,  and 
other  space  related  problems.  The  space  problems  that  SMS 
alone  cannot  prevent. 

Call  EMPACT  Software  today  to  ask  about  STOP-X37 
Version  3.4  —  the  release  designed  specifically  for  SMS 
environments. 


Phone  (404)  483-8852 
Fax  (404)  388-9453 


EMPACT 


EMPACT  Software  /  2375  Wall  Street  /  Conyers, GA  30208 

DF/SMS  is  a  roistered  trademark  of  IBM  corporation 
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Perhaps  the  most  ama 

PC  is  that  it  can 


At  NEC,  we  put  as  much 
emphasis  on  affordability  as 

we  do  on  upgradability.  Add 
a  Pinwriter ®  Pi 200  and  a 
MultiSync  3FGx  to  your 
Image  Series  PC  and 
you  can  do  high- 
level  computing 
without  pay¬ 
ing  a  high 
price. 


Anyone  who 
thinks  you  can’t  f 
do  anything  with  a 
quarter  these  days 
obviously  hasn’t  seen 
NEC’s  new  PowerMate’ 

Image  "  Series  SX/16i  and 
SX/20vi  PC’s.  With  their  tool¬ 
less  design,  all  it  takes  to  open  them 
is  the  quick  turn  of  a  quarter.  Then  you 
can  customize  your  computer  yourself  as  your 
needs  change.  For  instance,  you  can  increase  your  system 
or  video  memory  by  just  plugging  in  chips.  And  storage  devices  easily 
snap  into  place,  too.  We’ve  even  made  it  easier  to  upgrade  your  system  in 
the  future.  Simply  send  us  your  old  Image  motherboard  and  we’ll  credit 


Computers  and  Communications 


MultiSync  and  Pmwnter  ate  'egi*i«rod  trademark*  and  tmegeSync  kn#g*  San**  and  FG  am  trademark*  of  NEC  Techndogie*  me  MS  OOS  and  Window*  are  registered  trademark*  o»  Microsoft  Corporation  Pf  S  Wmdow  Work*  *  a  trademark  at  Spmneker  Software  Corp 


zing  thing  about  our  $1,199* 
be  upgraded  with  a  quarter. 


its  value  towards  a  new  one?*  And  we  don’t  just  give  you  a  faster  CPU, 
either.  We  can  give  you  more  memory,  cache  and 
video,  as  well.  But  that’s  not  all. 

There’s  also  space  for 
additional  drives. 

So  you  have  room 

for  new  technologies 
like  CD-ROM.  And 
like  the  rest  of 
our  Image  Series 
PC’s,  the 
SX/16i  and 
S  X  /  2  0  v  i 
come  with 
plugs  and 
jacks  that 
make  them 
multimedia 
ready.  There’s 
ImageSync'''  tech¬ 
nology  for  flicker-free 
graphics  when  used  with  our 
new  MultiSync*  FG,M  monitors. 
FLASH  ROM  for  upgrading  or  enhanc¬ 
ing  your  BIOS  via  diskette.  And  pre-loaded 
MS-DOS’  5.0,  Windows'  and  PFS:  Window  Works"  For  more 
information,  call  1-800-NEC-INFO,  or  NEC  FastFacts  at  1-800-366-0476,  #IMAGE 
(46243).  After  all,  a  computer  isn’t  worth  a  dime  unless  you  can  upgrade  it  with  a  quarter. 


Because  m  is  the  way  you  want  to  go. 

w 
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PRODUCT  SPOTLIGHT 


Users  struggle  with  LAN  licensing  agreements 


BY  DEBORAH  ASBRAND 

The  proliferation  of  local-area  network 
applications  is  a  mixed  blessing  for  net¬ 
work  administrators. 

As  LAN  software  has  become  increas¬ 
ingly  varied  and  sophisticated,  so  have  the 
licensing  agreements  that  govern  the 
software’s  use.  The  result  is  that  network 
managers  find  themselves  spending 
greater  amounts  of  time  ensuring  compli¬ 
ance  with  licenses  that  restrict  use  by 
site,  buyer  or  node. 

“It’s  a  constant  struggle,”  says  Lori 
Perry,  manager  of  systems  technology  at 
Coal  Service  Corp.,  a  wholly  owned  sub¬ 


sidiary  of  Peabody  Holding 
Corp.  in  St.  Louis.  “The 
inconsistencies  and  lack 
of  standards  among  the 
products”  are  the  source 
of  many  hassles,  she  says. 

While  some  vendors 
such  as  Sun  Microsys¬ 
tems,  Inc.  have  developed 
license-managing  soft¬ 
ware  that  tracks  and  de¬ 
tails  network  activity,  in  most  instances, 
managers  like  Perry  are  left  to  sort 
through  the  language  of  license  agree¬ 
ments  on  their  own. 

However,  corporate  end  users  are  be¬ 


ginning  to  publicize  their 
frustrations  and  seek  bet¬ 
ter  solutions.  At  its  annual 
meeting  in  October,  the 
Microcomputer  Managers 
Association 
(MMA)  issued  a 
widely  quoted  paper 
stating  the  licensing 
needs  and  preferences  of 
its  750  members. 

In  addition,  momentum  is  building  to 
the  point  where  vendors  that  offer  favor¬ 
able  licensing  policies  will  gain  an  impor¬ 
tant  sales  edge  over  competitors  with 
more  restrictive  policies,  according  to  an- 


Case  world 
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CONFERENCE  &  EXPOSITION 

Chaired  by  Ed  Yourdon 

'wmniBHKranv 


Four  Conferences 
in  One  Event! 

1.  Enterprise  CASE 

-Business-Driven 


SANTA  CLARA,  CA 
FEBRUARY  18-20 


Information  Engineering 
—CASE  for  Enterprise 

k  r  A 

Modeling 

—Repository  &  AD/Cycle 

^  M 

2.  Re-engineering 

—Re-engineering  &  Reality 
—Software  Re-usability 
—Business  Re-engineering 

m  M 

3.  Software  Development  for 
Open  &  Micro  Systems 

—LAN-Based  Applications 
—Object-Oriented  &  C+  + 
—CASE  for  Software 
Developers 

▼ 

4.  Real-Time  CASE 

—Embedded  Systems 
— DoD2167A 
—ADA  9X 

Five  Days  of 

Education 

Call 

(508)  470-3880 
to  Register  or 
to  Receive  a 
Detailed 
Brochure. 

-  Feb.  18-20  -  The 

Complete  CASE  WORLD 
Conference 
-Feb.  17  &  21 

Nine  Elective  Seminars 

Intro  to  CASE 
Curriculum 

ML 

Digital  Consulting,  Inc. 

Co-Sponsors: 

Special  CEO  &  CIO 
Panels 

|.\TO|{M\TK)\VVi-;i;h 

10  Technical 

Ttacks 

Dr.Dobb’s  1- 

*  Service  mark  of  Dtgrtai  Consulting.  Inc 

f  Featuring 
^over 100  Speakers 
r  including: 

-  Grady  Booch 

-  Bill  Curtis 

-  Clive  Finkelstein 

-  Randall  Jensen 

-  Capers  Jones 

-  Tim  Lister 

-  Vaughan  Merlyn 

-  Ken  Orr 

-  Roger  Pressman 

-  Howard  Rubin 


The  Exposition 

Over  100  CASE  &  Application 
Development  tool  companies 
will  be  at  CASE  WORLD 
including: 

-  Andersen  Consulting 

-  Bachman  Information 
Systems 

-  Cadre  Technologies 

-  Computer  Associates 

-  Digital  Equipment 

-  Hewlett-Packard 

-  IBM 

-  Interactive  Development 
Technologies 

-  Interleaf 

-  KnowledgeWare 

-  Oracle 

-  Texas  Instruments 
and  many  more! 

Interested  in  exhibiting? 

Call  (508)  470-3870. 

1A21WC 
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The  National  Application  Developer's  Conference  and  Exposition 

COMPUTERWORLD 


alysts  and  network  managers. 

Network  license  agreements  stipulate 
product  use  in  a  number  of  ways:  by  site, 
by  concurrent  use,  by  machine  or  by  indi¬ 
vidual.  The  problem  for  network  manag¬ 
ers  is  that  they’re  often  juggling  the  ad¬ 
ministration  of  several  different  types  of 
licensing  agreements. 

According  to  the  MMA,  managers  sup¬ 
port  concurrent-use  licensing  as  the 
method  most  likely  to  ease  the  strain.  Un¬ 
der  the  terms  of  such  agreements,  a  firm 
buys  a  number  of  copies  of  a  software 
package  and  runs  them  on  the  network. 
Metering  software  is  also  installed  to 
track  the  program’s  use. 

Concurrent-use  licenses  cut  deeply 
into  software  publishers’  profits,  howev¬ 
er.  “If  you  sell  a  concurrent  license, 
you’re  going  to  cut  the  number  of  copies 
you  sell  by  20%,  and  vendors  are  con¬ 
cerned  about  that,”  says  Jeffrey  Tarter, 
editor  of  the  newsletter  “Softletter.” 

In  fact,  because  software  vendors  have 
only  recently  begun  to  realize  profits  from 
the  network  versions  of  their  products, 
many  are  still  learning  how  their  custom¬ 
ers  use  network  applications. 

“The  access-control  mechanisms  dif¬ 
fer  depending  on  the  patterns  of  usage 
and  the  numbers  of  copies  they  use,”  says 
Jim  Geisman,  a  consultant  at  Market 
Share,  a  Wayland,  Mass.-based  manage¬ 
ment  consulting  firm  specializing  in  soft¬ 
ware  licensing  and  pricing.  “Managing  a 
network  used  by  a  stable  work  group  of 
engineers,  for  example,  is  different  from 
running  one  used  by  400  office  workers.” 

No  time  to  waste 

However,  vendors  need  to  catch  on  quick¬ 
ly.  The  market  for  networking  products  is 
fast  becoming  crowded  and  competitive, 
and  it’s  likely  that  more  vendors  will  turn 
to  favorable  licensing  policies  as  sales 
tools.  Until  now,  Geisman  says,  software 
vendors  have  been  copy-centric.  “The 
real  issue  for  them  is  growth,  not  just 
‘How  many  copies  are  we  going  to  sell?’ 
They  don’t  realize  that  the  people  who 
bought  this  year  aren’t  going  to  buy  again 
next  year.” 

As  managers  install  and  expand  LANs, 
they’re  keeping  a  close  watch  on  costs. 
The  7,500  agents  supported  by  Donna 
O’ Driscoll  and  her  staff  at  New  York  Life 
Insurance  Co.  are  just  starting  to  run 
LANs  in  their  field  offices.  “Our  agents 
are  concerned  with  expense,”  she  says. 
“When  we  look  at  packages,  [the  license 
agreement]  will  be  a  determinant  in  the 
software  we  choose  to  use.” 

Mansfield,  Mass.-based  Kendall 
Health  Care  runs  little  more  than  elec¬ 
tronic-mail  applications  on  its  350-user 
LAN  because  few  of  the  software  pack¬ 
ages  it  has  considered  meet  the  firm’s 
configuration  requirements.  “Network 
versions  aren’t  available  in  user  quantities 
that  fit  our  needs,”  says  Roy  Wilsker, 
manager  of  end-user  services. 

The  buying  criteria  Wilsker  used  for 
his  most  recent  software  purchase  indi¬ 
cate  why  end  users  may  have  the  last 
word  on  licensing  issues:  Wilsker  based 
the  purchase  of  a  database  package  on  the 
product’s  five-person  increments  and  its 
easily  understood  licensing  procedures. 

“We  have  a  small  support  staff,  and  we 
don’t  have  the  resources  to  solve  all  kinds 
of  crazy  problems.  The  products  we  buy 
have  to  be  simple  and  straightforward  for 
us  to  maintain,”  he  says.  • 


Asbrand  is  a  Boston-based  free-lance  editor  and 
writer. 
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Ethernet,  Token  Ring 


“No  two  networks 
are  alike.  By  manu¬ 
facturing  and 
developing  the 
industry's  broad¬ 
est  product  line , 
we  can  tailor  any 
network  to  our 
customers'  needs. " 


S.  Robert  Levine 
President  &  CEO 


At  Cabletron  Systems,  we  recognize  the 
integrated  networks  of  today  provide  your 
company  with  the  competitive  advantage  it 
needs  tomorrow.  In  response  to  your  needs 
we’ve  developed  the  broadest  product  line  of 
leading-edge  technologies  that  fully  integrate 
under  Cabletron’s  powerful  network  manage¬ 
ment  umbrella. 

Intelligent  Hubs 

Cabletron’s  Multi  Media  Access  Center  intelli¬ 
gent  wiring  hub  series  connects  Ethernet, 
Token  Ring  and  FDDI  local  and  wide  area 
networks  together  in  a  single  chassis.  Our 
other  hub  products  include  standalone  devices 
for  10BASE-T  and  Token  Ring  smaller  con¬ 
nectivity  environments. 

Management  Platforms 

Remote  LANVIEW®/Windows,  the  industry’s 
first  management  software  solution  for  SNMP 


Ethernet  and  Token  Ring  networks,  was  the 
world’s  first  network  management  software 
package  to  offer  completely  integrated  world¬ 
wide  desktop  LAN/WAN  management  from  a 
central  control  console. 

And  now  we’ve  brought  network  management 
to  a  new  level  with  SPECTRUM,™  Cabletron’s 
advanced  management  platform,  that  goes  far 
beyond  the  current  generation  of  management 
systems  to  provide  a  cohesive,  powerful  and 
flexible  environment  for  managing  multi¬ 
vendor  networks. 

caBLeTRon 

_ SYsrems, 

The  Complete  Networking  Solution 

Corporate  Headquarters 

35  Industrial  Way,  Rochester,  NH  03867-5005 
(603)  332-9400 


Desktop  Connectivity 

Of  course  there’s  more,  including  Cabletron’s 
own  Ethernet  and  Token  Ring  Desktop 
Network  Interface  (DNI®)  adapter  cards,  the 
industry’s  first  manageable  adapter  card  solu¬ 
tion;  as  well  as  our  entire  line  of  manageable 
10BASE-T  and  Token  Ring  connectivity 
products. 

It  is  easy  to  see  why  Cabletron  has  become  the 
leader  in  network  management  technologies. 
That’s  why  over  22,000  customer  sites  already 
use  our  products  to  connect  more  than  2 
million  network  nodes.  Use  Cabletron’s  net¬ 
work  management  team  to  give  your  company 
the  competitive  edge  it  needs. 

With  more  than  35  offices  worldwide,  there’s  a 
Cabletron  location  near  you.  Call  us  today  at 
our  headquarters  for  our  product  brochures  or 
to  arrange  a  live  demonstration. 


European  Headquarters:  Network  House,  Newbury  Business  Park,  London  Road,  Newbury,  Berkshire,  England  RG13  2PZ  01 1  44  635  580000 


Contact  a  VAR  near  you  for  the  Lotus  Notes*  solution  for  your  company 


California 

Distributed  System  Solutions 
International  (DSSI) 

5655  Lindero  Canyon  Road 
Building  100 

Westlake  Village,  CA  91362 
818-991-0200 

Ken  Norland  &  Stew  Bloom 

Evemet  Systems,  Inc. 

5777  West  Century  Boulevard 
Suite  1680 

Los  Angeles,  CA  90045 
213-649-5900 

Dennis  Passavoy  &  Rick  Johnson 

Marathon  Systems 

4  Embarcardero  Center 

7th  Floor,  Suite  780 

San  Francisco,  CA  94111 

415-362-0500 

Doug  Vaughan 

Massachusetts 

Corporate  Software 
275  Dan  Road 
Canton,  MA  02021 
617-821-4500 
Kevin  Brown 


Synetics 

540  Edgewater  Drive 
Wakefield,  MA  01880 
617-245-9090 
Ron  Beck 

Quality  Decision  Management  (QDM) 
200  Sutton  Street,  Suite  225 
North  Andover,  MA  01845 
508-688-8266 
Andrew  Jeffrey 

SandPoint  Corporation 
124  Mt.  Auburn  Street 
Cambridge,  MA  02138 
617-868-4442 
MikeKinkead 

Minnesota 

Connect  Computer 

9855  West  78th  Street,  Suite  270 

Eden  Prairie,  MN  55344 

612-944-0181 

Mike  Thomas 

New  Hampshire 
Valinor 

7  Perimeter  Road 
Manchester,  NH  03103 
603-668-1776 
Paul  Guaraldi 


New  Jersey 

VASCONDOR 
24  Whitewood  Drive 
Morris  Plains,  NJ  07950 
201-993-8786 
Jose  Uribe 

New  York 

LAN  Systems 

300  Park  Avenue  South 

15th  Floor 

New  York,  NY  10010 

212-995-7700 

Gary  Hawkins 

Ohio 

CompuServe  Systems  Integration 

5000  Arlington  Center  Boulevard 

Columbus,  OH  43220 

614-457-8600 

Charles  Timer 

iLAN 

640  A  Lakeview  Place 
Columbus,  OH  43085 
614-436-7651 
Stuart  Skomra 


Pennsylvania 

Monterey  Waldec 
109  Gamma  Center 
Pittsburgh,  PA  15238 
412-963-0505 
Tim  Wallace 

Ibxas 

Pioto  AiHq  Tnr> 

1110  N.  Post  Oak  Road,  Suite  220 
Houston,  TX  77055 
713-956-7200 
JackMartin 

RE/AIMS 
5956  Sherry  Lane 
Suite  600 
Dallas,  TX  75225 
214-368-7400 
JohnMcCrocklin 

Virginia 

IPC  Technologies 
7200  Glen  Forest  Drive 
Richmond,  VA  23226 
804-285-8797 
Jeff  Andrews 
Simpact 

12007  Sunrise  Valley  Drive 
Reston,  VA  22091 
703-758-0190 
Gary  Levine 


Washington 
SQL  Soft 

10635  NE  38th  Place  Bldg.  24,  B 
Kirkland,  WA  98033 
206-822-1287 
James  O’Farrell 

Canada 

Group  LGS  Inc. 

2700  Laurier  Blvd. ,  Suite  400 
Sainte-Foy,  Quebec  G1V  4KF 
418  653  6574 
Michel  Desaults 

Rockwood  Informatics 
155  Queen  St.,  9th  Floor 
Ottawa,  Ontario  KIP  6L1 
613  786  3109 
DavidNiles 

Worldwide 

Discom 

EDS 

Northern  Europe 
P&P 

Computacentre 

ISL 

CINET 

IOS 

Cislan 

Softmatic 


Central  Europe 

Pavosoft 

Ergosoft 

EDV 

Externa 

Systor 

Notes  Dev  AG 

Computerland 

Logon 

DAT 

ACC 

Micado 

Compunet 

Net  Consult 

Southern  Europe 

Informtica  The 
TC  Sistema 
CDM 
Apsylog 
Prosys 

Tbleinformatica 
MicroBlanc 
Corporate  Software 

Australia 

Femtree 

Poliak 

Microhelp 


Each  of  the  VARs  listed  on  these  pages  have  been  trained  and  certified  by  Lotus  Development  Corporation. 
Call  the  one  nearest  you  for  more  information.  They’re  ready  to  help  you  take  advantage  of  a  new  and  better 
way  to  work  together.  Outside  North  America,  please  call  or  fax  Lotus  Notes  International  Marketing:  Tblephone: 
INT+(44)  784  455445  Eax:  INT+(44)  784  469344. 


Lotus  Notes  Certified  V\Rs 


Lotus 


(If  you’re  interested  in  becoming  a  Notes  certified  VAR  in  North  America,  please  call  1-800-343-5414,  Dept.  6409.) 


©  1991.  Lotus  Development  Corporation.  All  rights  reserved.  Lotus  Notes  is  a  registered  trademark  of  Lotus  Development  Corporation. 


PRODUCT  SPOTLIGHT 


BUYERS’  SCORECARD 


Banyan’s  Vines  tops  ratings  based  on  key  features 


LAN  operating  systems 

Product  scores  reflect  average  user  ratings  for 
all  measured  areas,  weighted  by  user- 
assigned  importance.  Response  base:  50  users 
per  product 


Product 

Highest  ratings 

Lowest  ratings 

Banyan’s  Vines 

Naming  service 

Portability  to  multiple 
platforms 

WAN  integration 
features 

Fault  tolerance 

78 

Reliability 

Support  for  other  PC 
operating  systems 

Novell’s  Netware 

Reliability 

Service  and  support 

Performance 

Naming  service 

SCORE 

72 

Security  features 

WAN  integration 

DEC’s  Pathworks 

Host  connectivity 

Portability  to  multiple 
platforms 

WAN  integration 

!H 

Ease  of  installation 

71 

Reliability 

Naming  service 

Microsoft’s  LAN  Manager 

Reliability 

Fault  tolerance 

Host  connectivity 

Service  and  support 

67 

Transport  protocol 
support 

Network  and  systems 
managment 

IBM’s  PC  LAN 

Host  connectivity 

Portability  to  multiple 
platforms 

Reliability 

Support  for  other  PC 

64 

Service  and  support 

operating  systems 

WAN  integration 

BY  MICHAEL  L. 
SULLIVAN -TRAINOR 

CW  STAFF 


User  expectations  of  local-area 
networks  run  high.  They  are 
the  applications  platform  that 
will  increase  productivity,  re¬ 
duce  cost  and  make  technol¬ 
ogy  more  accessible.  Much  of  the 
weight  of  these  great  expectations  falls 
on  the  LAN  operating  system,  which 
controls  the  performance  and  interac¬ 
tion  of  applications  on  the  network. 

How  well  do  current  products  meet 
these  complex  user  demands?  Not  as 
well  as  they  could,  according  to  250  us¬ 
ers  of  LAN  operating  systems  surveyed 
for  Computerworld’s  Buyers’  Score- 
card.  Out  of  a  possible  100  points,  users 
gave  their  LAN  operating 
system  products  an  average 
score  of  70,  suggesting  the 
offerings  have  a  consider¬ 
able  way  to  go. 

However,  individual 
products  received  high  rat¬ 
ings  when  evaluated  on  cer¬ 
tain  features.  Banyan  Systems,  Inc.’s 
Vines  received  an  overall  rating  of  78  to 
top  the  group  on  the  strength  of  its  nam¬ 
ing  service,  reliability  and  wide-area 
network  integration. 

Novell,  Inc.’s  Netware  placed  second 
overall  (72  points),  with  high  marks  in 
performance,  application  support  and 
fault  tolerance. 

Digital  Equipment  Corp.’s  Path- 
works  placed  third  overall  (71  points), 
with  top  rankings  in  service  and  support 
and  host  connectivity. 

Microsoft  Corp.’s  LAN  Manager 
ranked  fourth  (67  points),  with  portabil¬ 
ity  to  multilple  platforms  providing  its 
highest  ranking. 


IBM’s  PC  LAN  made  the  weakest 
showing  (64  points),  with  two  second- 
place  finishes  —  service  and  support 
and  host  connectivity  —  and  one  third- 
place  finish  for  reliability  as  its  best 
rankings. 

Fifty  users  were  surveyed  for  each 
product  group.  Overall  scores  were  de¬ 
rived  by  multiplying  the  ratings  each 
user  group  gave  its  own  product  by  the 
importance  factor  assigned  to  the  crite¬ 
ria.  Scores  were  then  converted  to  base 
100.  Each  individual  criterion  was  rated 
based  on  a  l-to-10  scale,  where  10  is 
very  good  (see  methodology  next  page). 

Banyan’s  Vines  received  marks  from 
its  users  that  placed  it  at  the  top  of  nine 
out  of  a  possible  16  categories  and  nev¬ 
er  lower  than  third  place.  It  scored  the 
highest  rating  (9)  for  its  naming  service. 

The  product’s  weakest 
rankings  were  in  the  areas 
of  fault  tolerance,  service 
and  support,  portability  and 
host  connectivity. 

Netware’s  user  grades 
placed  it  last  in  host  connec¬ 
tivity  and  fourth  in  a  num¬ 
ber  of  categories:  naming  service, 
transport  protocol  support  and  support 
for  other  personal  computer  operating 
systems. 

DEC’s  Pathworks  had  four  fourth- 
place  finishes:  reliability,  application 
support,  ease  of  installation  and  porta¬ 
bility  to  multiple  platforms. 

Microsoft’s  LAN  Manager  scored 
very  low  in  service  and  support  (6.3) 
and  finished  last  in  reliability. 

IBM’s  product  collected  11  last- 
place  ratings  out  of  16  categories,  in¬ 
cluding  performance,  network  manage¬ 
ment  and  value.  The  lowest  rating  of  all 
(4.9)  was  given  to  PC  LAN  for  support 
of  other  PC  operating  systems.  • 


i  Iff  <  - 


IliS  l 


KEY  RATINGS 


Banyan’s  Vines  edges  ahead  of  Novell’s  Netware  to  receive  the  highest  ratings  for  reliability  and  ease  of  use  by  solid  margins.  While  Netware  achieves  the 
highest  ratings  for  performance  and  application  support,  DEC’s  Pathworks  ranks  highest  in  service  and  support  and  host  connectivity. 


User  importance 
rating: 


9.2 


Reliability 

Vines 

Netware 
PC  LAN 
Pathworks 
LAN  Manager 


8.4 


Performance 


8.4 


Service  and  support 


8.5 

8.3 
7.7 

7.6 

7.4 


Netware 

Vines 


8.0 

7.9 


LAN  Manager 
Pathworks 
PC  LAN 


7.1 

7.1 

6.7 


Pathworks 

7.1 

PC  LAN 

7.0 

Vines 

7.0 

LAN  Manager 

6.3 

Netware 

6.1 

8.4 


Ease  of  use 


8.3 


Application  support 


8.3 


Host  connectivity 


Vines 

8.2 

M  Netware 

7.7 

Pathworks 

8.1 

Netware 

7.5 

Vines 

7.5  9 

PC  LAN 

7.9 

Pathworks 

7.0 

IAN  Manager 

Pathworks 

7.0 

Vines 

7.8 

PC  IAN 

6.4 

6.8 

IAN  Manager 

7.6 

LAN  Manager 

6.3 

PC  IAN 

6.8 

Netware 

7.0 
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A  CLOSER  LOOK 


Banyan’s  Vines  achieves  the  highest  ratings  in  seven  of  the  remaining  categories,  falling 
to  third  place  behind  Netware  in  fault  tolerance  and  third  in  one  other  category.  Netware 
ranks  third  in  management,  second  in  value  and  third  in  WAN  integration.  IBM’s  PC 
LAN  ranks  last  in  all  but  one  category. 


|8.1 1  Network  and  systems  management 


Vines 

8.0 

Pathworks 

7.0 

Netware 

6.8  % 

IAN  Manager 

6.7 

PC  LAN 

5.6 

Value  for  the  dollar 

Vines 

8.0 

Netware 

7.3 

Pathworks 

7.1 

LAN  Manager 

6.3 

PC  LAN 

6.3 

Security  features 

Vines 

8.0 

Netware 

7.8 

Pathworks 

7.7 

LAN  Manager 

6.2 

PC  LAN 

5.9 

7.6 


7.4 


7.3 


Fault  tolerance 


Netware 

7.7 

■ 

Pathworks 

6.9 

Vines 

6.8 

PC  IAN 

6.3  i 

LAN  Manager 

5.9 

WAN  integration 


Ease  of  installation 


Vines 

7.7 

LAN  Manager 

6.7 

Netware 

6.8  |S 

Pathworks 

6.3  n 

PC  LAN 

6.0 

Vines 

8.6 

Pathworks 

7.8 

Netware 

6.3  :  : 

LAN  Manager 

6.2  i  i 

PC  LAN 

5.9 

7.2  Transport  protocol  support 


7.2 


6.7 


6.6 


Pathworks 


7.3 


7.3 


LAN  Manager 

7.1 

Netware 

PC  LAN 

6.9 

6.2 

Naming  service 

i  j  i  i  i  i  i  i 

Vines 

9.0 

LAN  Manager 

6.4 

! 

Pathworks 

6.3 

; 

Netware 

6.2  i 

J 

PC  LAN 

6.2 

i 

Portability  to  multiple  platforms 


LAN  Manager 

6.9 

Netware 

6.7 

Vines 

6.6 

Pathworks 

5.8 

PC  LAN 

5.1 

Support  for  other  PC  operating 


Vines 

6.8 

Pathworks 

6.5 

LAN  Manager 

6.3 

Netware 

6.2 

PC  LAN 

4.9 

Loyal 

Ities 

Vines 

Netware 

Pathworks 

LAN  Manager 

PC  LAN 

Would  you 
buy  the 
product 
again? 

(Reasons  are 
based  on  most 
frequently  stated 
responses) 


Response  base:  50 


Response  base:  50 


Number  of 
respondents 


Likely 

The 

reason: 

Good 

performance, 
5  WAN 
\  connectivity 

X  Unlikely 

The 
reason: 

Poor  service 
and  support 


Number  of 
respondents 


reason: 

Good 

performance, 

industry 

leader 

Unlikely 

The 

reason: 

Poor  service 
and  support 


Response  base:  50 


Response  base:  50 


Number  of 
respondents 


Likely 

The 

reason: 

Good  WAN 
connectivity, 
meets  our 
needs 

Unlikely 

The 

reason: 

Too  expensive 


37 


r 


13 


N 


Number  of 
respondents 


Response  base:  50 


Likely 

The 

reason: 

Good  WAN 
connecivity, 
meets  our 
needs 
Unlikely 
The 
reason: 
Doesn’t  meet 
our  needs 


34 


16 


Number  of 
respondents 


I —  Likely 

The 

'  reason: 

Standardized 
on  vendor, 
good 

\  performance 

Unlikely 

The 
reason: 
Doesn’t  meet 
our  needs 


Verbatim 

Vines 

Netware 

Pathworks 

LAN  Manager 

What  do 
you  like 
best/ lea  st 
about  this 
product? 


Likes 

Interconnectivity 
Naming  system  service 
Ease  of  use 


Likes 

Reliability 

Widely  used  product 
Interconnectivity 


Likes 

Interconnectivity 
Ease  of  use 

Variety  of  applications  available 


Likes 

Interconnectivity 
Ease  of  use 
Security 


(Responses  are 
based  on  most 
frequently  stated 
answer) 


Dislikes 


Poor  end-user  support 
Poor  connectivity 
Not  many  applications  available 


Dislikes 


Poor  end-user  support 
Complex/Difficult  to  use 
Poor  naming  service 


Dislikes 


Poor  end-user  support 
Difficult  and  long  installation 
Poor  connectivity 


Dislikes 


Not  used  broadly  enough 
Poor  end-user  support 
Difficult  and  long  installation 


PC  LAN 

Likes 

Interconnectivity 
IBM  compatibility 
Reliability 


Dislikes 


Poor  security  features 
Too  much  management  overhead 
Flaws  in  memory  management 


U.S.  market  share  (installed  base) 

Token  Ring  LAN  Ethernet  LAN 

operating  systems  operating  systems 


Source:  Computer  Intelligence/Infocorp 


METHODOLOGY 

Products  that  were  rated  in  Computerworld’ s 
Buyers’  Scorecard  on  local-area  network  operat¬ 
ing  systems  were  selected  based  on  the  market 
share  of  the  vendors  in  terms  of  installed  base 
and  market  value.  3Com  Corp.’s  product  was 
eliminated  because  the  vendor  is  no  longer  pur¬ 
suing  the  LAN  operating  system  market. 

The  minimum  number  of  respondents  for 
each  product  group  was  50.  The  survey  was  con¬ 
ducted  by  First  Market  Research  in  Austin,  Tex¬ 
as,  using  a  random  sample  of  user  names. 

The  250  users  surveyed  said  they  would  like 


to  see  the  following  functions  added  to  their 
products:  better  integration  with  other  environ¬ 
ments  (26%),  better  management  tools  (17%) 
and  better  service  and  support  (7%). 

ACKNOWLEDGMENTS 

Computerworld  thanks  the  following  individuals 
and  organizations  for  the  assistance  they  provid¬ 
ed  in  preparing  this  Buyers’  Scorecard:  Comput¬ 
er  Intelligence/Infocorp;  Frank  Michnoff,  pro¬ 
gram  director,  desktop  computing  strategies, 
Meta  Group,  Inc.;  Janet  Hyland,  director  of  net¬ 
work  strategy  service,  Forrester  Research,  Inc. 
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The  machinery  is  complical 

Keeping  a  business  on  track  is  tough  enough 
without  having  to  engineer  your  systems  yourself, 
especially  these  days. 

Todays  solutions  are  more  complex,  and  more 
is  expected  of  them.  Beyond  helpful,  they’re  now 
4  mission  critical.”  And  your  choices — for  vendors,  oper¬ 
ating  systems,  protocols  and  applications — have  grown 
beyond  counting. 

Its  enough  to  make  rational  people  scream  for 
help,  which  is  exactly  what  they’re  doing,  calling  systems 
integrators  to  build  new  solutions  and  upgrade  exist¬ 
ing  ones.  But  how  do  you  choose  a  systems  integrator? 

We’d  say  the  first  things  to  look  for  are  experi- 


Sorrier  Boling  Power  1939  Smitti  College  Museum  of  Ar:  Northampton  Massachusetts.  Purchased.  Oayton  Hiltyer  Rjnd.  1940  ©1991  iBMCorp  3090*  a  trademark  of  IBM  Corp  The  following  are  trademarks  0>  Dell  Com(X/tef  Con^  Amencan  Telephone  and  Telegraph  UNIX  Systems 


d,  but  the  passenger  shouldn’t  have  to  worry  about  it. 


ence  and  depth.  Find  someone  who’s  solved  your  kind 
of  problem  before,  for  your  kind  of  business.  Someone 
whose  knowledge  of  systems  and  software,  networks  and 
network  management,  from  PCs  to  mainframes,  is  total. 
Someone  like  IBM. 

You’ll  also  need  someone  who  can  manage  big 
projects,  hire  the  right  subcontractors,  train  your  people 
and  steer  you  toward  future  technologies. 

Again,  someone  like  us. 

Of  course,  you’ll  want  a  company  who  can  be 
objective  about  the  products  they  recommend,  and 
it  may  surprise  you,  but  around  40%  of  a  typical  IBM 
project  goes  to  non-IBM  sources. 


In  fact,  we  recently  automated  625  stores  for 
Zales  Jewelers,  integrating  Dell®  PCs  running  AT&T® 
Unix®  applications,  all  connected  to  an  IBM  3090  host. 

We’ve  also  integrated  660  locations  for  the 
Pennsylvania  Liquor  Control  Board,  from  cash  registers 
to  network  management  and  training,  and  we  finished 
the  job  ahead  of  schedule  and  under  budget. 

Which,  we  hope,  shouldn’t  surprise  you.  We’ve 
been  a  leading  systems  integrator  for  over  three  decades 
and,  as  we’ve  said,  experience  pays  off.  For  us,  for  you. 

To  learn  more,  see  an  IBM  —  .  —  ~® 

marketing  rep.  Or  to  have  one  call  you,  E  zzzf  EEEE 
call  us  at  1  800  IBM-6676,  ext.  793.  z=z  ,  ,  ..  zz  t  zz 


LAN  OPERATING  SYSTEMS  AND  APPLICATIONS 


PRODUCT  SPOTLIGHT 


DOS  and  OS/2  LAN  operating  systems 


VENDOR 

PRODUCT 

HARDWARE  PLATFORM 
(SERVER/WORKSTATION) 

OPERATING  SYSTEM 
(SERVER/WORKSTATION) 

MEMORY  REQUIRED  IN  BYTES 

(SERVER/WORKSTATION) 

DISK  SPACE  REQUIRED  IN  BYTES 

(SERVER/WORKSTATION) 

NETWORK  ADAPTERS  SUPPORTED 

PROVIDES  SUPPORT  FOR 

MACINTOSH  CLIENTS 

|  PROVIDES  SUPPORT  FOR  SNA 

MAXIMUM  NUMBER  OF 

SIMULTANEOUS  USERS  ON  A 

SINGLE  SERVER 

MAXIMUM  NUMBER  OF  SHARED 

PRINTERS  PER  SERVER 

|  SUPPORTS  REMOTE  SERVERS 

APPLICATIONS  SUPPORTED 

I  NAMING  SERVICE 

PERFORMANCE  MONITORING 

CAPABILITTES 

PRICE 

Accton  Technology 
Corp. 

(510)  226-9800 

LAN  Soft 

Intel  8088- ,  80286- , 
80386- ,  1486-based 
systems  (server  and 
workstation) 

DOS  Version  3. 1  or 
later  (server  and 
workstation) 

32K  high  memory,  4K 
resident,  dedicated  and 
nondedicated/38K 

Less  than  1M 
(server  and 
workstation) 

Arcnet, 

Ethernet,  Token 
Ring 

No 

No 

64 

5 

No 

E-mail, 
groupware, 
database,  all 
DOS-com¬ 
patible 
applications 

Yes 

Shows  average  time  needed  to 
service  requests  made  to 
server,  number  of  files  open  at 
one  time,  optional  monitoring 
program 

$299  (four  users),  $499 
(eight  users),  $699  (32 
users),  $899  (64  users) 

Alloy  Computer 
Products,  Inc. 

(508)  481-8500 

386/Multi¬ 
ware  Version 
2.03 

80386- ,  1486-based 
systems/Emulation 
terminals 

DOS  (server  and 
workstation) 

2M  nondedicated/ 

None 

40M/None 

Alloy’s  IMP8, 
IMP2  boards 

Yes 

Yes 

21 

20 

No 

E-mail, 

groupware, 

database 

Yes 

Shows  average  time  needed  to 
service  requests  made  to 
server,  number  of  files  open  at 
one  time 

$595  (five  users),  $995 
(10  users),  $5,375(21 
users) 

Artisoft,  Inc. 

(602)  293-6363 

Lantastic  NOS 
Version  4.0 

IBM  PCs  and 
compatibles.  MCA 
compatibles  using 
Netbios-compatible 
network  adapters 
(server  and 
workstation) 

DOS  3.1  or  later 
(server  and 
workstation) 

50K  using  any  Artisoft 
Ethernet  adapter, 
nondedicated/27K 
using  any  Artisoft 
Ethernet  adapter 

360K  (server 
and  workstation) 

Arcnet, 

Ethernet, 
Lantastic,  Token 
Ring 

Yes 

No 

300 

5 

Yes 

E-mail, 

groupware, 

database 

NP 

Displays  cache  statistics, 
shows  average  time  needed  to 
service  requests  made  to 
server  and  number  of  files  open 
at  one  time 

$1,596  with  Artisoft  AE- 
2  Ethernet  adapters  (five 
users),  $3,091  with 

Artisoft  AE-2  Ethernet 
adapters  (10  users), 

$30,001  with  Artisoft 

AE-2  Ethernet  adapters 
(100  users) 

AT&T/NCR  Corp. 
(800)  225-5627 

Star group 

LAN  Manager 
2.0 

NCR  System  3000, 
AT&T  WGS 
Starserver  series/ 
IBM  PCs  and 
compatibles,  NCR 
System  3000, 

AT&T  WGS 

Unix  SVR4/DOS  3.0 
or  later,  OS/2 

Version  1.2  to  1.3 

8M  dedicated  and 
nondedicated/5 1 2M 
(basic  DOS),  640K 
(enhanced  DOS),  5M 
(OS/2) 

6.75M/1.2M 
(basic  DOS),  3M 
(enhanced  DOS), 
3M  (OS/2) 

Ethernet,  Token 
Ring 

Yes 

Yes 

Unlimited 
depending 
on  protocol 

40 

Yes 

E-mail, 

groupware, 

database 

No 

Displays  cache  statistics, 
shows  number  of  files  open  at 
(me  time 

$1,495  (10  users), 

$3,295  (25  users), 

$5,295  (75  users), 

$7,495  (unlimited  users) 

Banyan  Systems, 
Inc. 

(508)  898-1000 

Vines 
Unlimited 
Version  5.0 

80386- ,  1486-based 
systems/8088- 
through  1486-based 
systems, 
Macintoshes 

Vines  Version 
5.0/OS/2  SE,  EE, 
DOS  3.0  or  later, 
Macintosh  6.07  or 
later 

8M  dedicated/88K 

80M/None 

Over  100 
adapters, 
including  Arcnet, 
Ethernet,  Token 
Ring,  Lanstar 

Yes 

Yes 

Unlimited 

720 

Yes 

E-mail, 
groupware, 
database, 
file  and 
print 

Yes 

Displays  cache  statistics, 
shows  average  time  needed  to 
service  requests  made  to 
server,  number  of  files  open  at 
one  time,  SNMP,  operating 
system  and  communications 
statistics,  route  tracing 

$7,495  (unlimited  users) 

CBIS,  Inc. 

(404)  446-1332 

Network-OS 
Plus  Version 
7.2  C 

IBM  PCs  and 
compatibles  (server 
and  workstation) 

DOS  3.1  (server  and 
workstation) 

56K  dedicated  and 
nondedicated/31K 

1.4M/360K 

Arcnet, 

Ethernet, 
Lantastic,  Token 
Ring,  FDDI, 
most  100% 
Netbios-com¬ 
patible  network 
interface  cards 

No 

Yes 

254 

5 

No 

E-mail, 

advanced 

printer 

access  and 

queue 

functions, 

modem 

sharing, 

extended/ 

expanded 

disk  caching 

No 

Displays  cache  statistics, 
shows  number  of  files  open  at 
one  time 

$950  (five  users), 

$1,988  (eight  to  80 
users),  $2,587  (255 
users) 

Citrix  Systems,  Inc. 
(305)  755-0559 

Citrix  Multi¬ 
user 

80386- ,  80386SX-, 
1486-based  systems 
and  compatibles/PC 
scan  code  terminals, 
IBM  PCs  and 
compatibles 

DOS,  OS/2  (server 
and  workstation) 

4M  dedicated  and 
nondedicated/640K 

10M/Less  than 
1M 

Ethernet,  Token 
Ring 

No 

Yes 

Application- 

dependent 

Unlimited 
serial  off  the 
host 

Yes 

E-mail, 

groupware, 

database 

Yes 

Shows  number  of  files  open  at 
one  time,  CPU  use,  number  of 
processes  in  use,  amount  of 
memory  used,  number  of  users 
and  time  in  use 

$995  (five  users), 

$1,490  (10  users), 

$2,990  (100  users) 

Datapoint  Corp. 
(512)  593-7910 

Datalan  XA 

Datapoint's  7750, 
7960,  IBM  PC/AT, 
XT/Any  PC  on 
Datapoint  terminal 

MS-DOS,  OS/2, 
Datapoint’s 

Research 

Management 

System  (server  and 
workstation) 

70K  nondedica  ted/4  8K 

Application- 
dependent 
(server  and 
workstation) 

Arcnet, 

Ethernet,  Token 
Ring 

Yes 

Yes 

Application- 

dependent 

Unlimited 

Yes 

E-mail, 

database 

Yes 

Displays  cache  statistics, 
shows  number  of  files  open  at 
one  time 

$795  (up  to  225  users) 

Digital  Equipment 
Corp. 

(508)  493-5111 
(800)  344-4825 

Pathworks  for 
OS/2  Version 
2.0 

Decstation  333, 

DEC  PC  433T,  Intel 
platforms/ 

Decstation  316SX, 
320SX,  325C, 333C 
425C,  DEC  PC 
433W 

OS/2/DOS,  OS/2  SE, 
OS/2  EE 

6M  dedicated/4M 

8M  (server  and 
workstation) 

Ethernet,  Token 
Ring 

No 

No 

128 

Dependent 
on  hardware 
configuration 

Yes 

E-mail. 

database 

No 

Nome 

$195  per  client  license 

D-Link  Systems, 

Inc. 

(714)455-1688 

Lansmart 

NOS  3.0 

IBM  PCs  and 
compatibles  (server 
and  workstation) 

MS-DOS  3.1  or 
later,  DR  DOS  5.0  or 
later  (server  and 
workstation) 

512K  (server  and 
workstation) 

720K  (server 
and  workstation) 

Arcnet, 

Ethernet,  Token 
Ring,  D-Link 
Pocket  LAN 
adapters 

No 

No 

1,024 

5 

Yes 

E-mail, 

groupware, 

database 

Yes 

None 

$395  (software  network 
license) 

Gateway 

Communications, 

Inc. 

(714)  553-1555 
(800)  367-6555 

Great  OS 

IBM  PCs  and 
compatibles  (server 
and  workstation) 

DOS  (server  and 
workstation) 

Less  than  65K  (server 
and  workstation) 

720K  (server 
and  workstation) 

G/Ethemet, 

G/Ethertwist 

No 

Yes 

15 

Unlimited 

Yes 

E-mail, 

groupware, 

database 

Yes 

Monitors,  transmits  and 
receives  statistics;  transmits 
and  receives  error 
information,  data  compression 
statistics,  packet  statistics 

$495  (five  users),  $795 
(10  users),  $6,765  (six 

15-user  kits  plus  one  10- 
user  kit) 

Grapevine  LAN 
Products,  Inc. 

(206)  869-2707 

GV  LAN/OS 
Version  2.0 

IBM  PCs  and 
compatibles  (server 
and  workstation) 

MS-DOS  (server  anc 
workstation) 

62K  dedicated  and 
nondedicated/62K 

360K  (server 
and  workstation) 

Arcnet, 

Ethernet,  serial 

No 

No 

50 

5 

Yes 

E-mail, 

groupware, 

database 

Yes 

None 

$695  (five  users), 

$1,095  (10  users), 

$1,095  (100  users) 

Hayes 

Microcomputer 
Products,  Inc. 
(404)441-1617 

Lanstep 
Version  1.0 

80286-based 
systems  or 
later/8088-based 
system  or  later 

DOS,  Windows  3.0, 
Lanstep  (server  and 
workstation) 

1.5M  extended 
dedicated, 
nondedicated/64  OK 
base  memory 

20M/Not 

required 

Arcnet, 

Ethernet,  Token 
Ring,  any  NDIS- 
compatible 
adapter 

No 

No 

128 

3 

No 

E-mail, 

database, 

any 

Netbios- 

compatible 

Yes 

Displays  cache  statistics,  NDIS 
reported  network  adapter 
statistics 

$595  (five  users),  $990 
(10  users),  $3,570(100 
users) 

IBM 

(800)  426-2468 

OS/2  LAN 
Server 

Version  2.0 

Any  80386-  through 
1486-based  systems/ 
Any  80386-  through 
1486-based  systems, 
DOS  compatibles 

OS/2  1.3,  OS/2 
2.0/OS/2  1.3,  2.0, 
DOS  3.3, 4.01,  5.0, 
Windows  3.0 

5M  dedicated, 
nondedicated/2 . 1 M 
with  OS/2  1.3, 2.0, 
105K  with  DOS  5.0 

17M/13M 

Ethernet,  Token 
Ring,  IBM  PC 
Network 

Yes 

Yes 

1,016 

6 

Yes 

E-mail, 

groupware, 

database 

Yes 

Shows  average  time  needed  to 
service  requests  made  to 
server,  number  of  files  open  at 
one  time 

$1,170  (five  users), 
$l,545(10users), 

$8,295  (100  users) 

Invisible  Software, 
Inc. 

(415)  570-5967 

Net30 

Version  3.0 

DOS,  Windows,  IBM 
PCs  and  compatibles 
(server  and 
workstation) 

DOS,  Windows 
(server  and 
workstation) 

85K  nondedicated/60K 

512K+  (server 
and  workstation) 

Ethernet 

No 

No 

99 

2 

Yes 

E-mail, 

groupware, 

database 

Yes 

Displays  cache  statistics, 
shows  number  of  files  open  at 
one  time,  disk  activity,  record 
locks,  number  of  users 

$199  at  low  end  includes 
twisted-pair,  1.8M-bit 
adapter;  $349  at  high 
end  includes  Ethernet 
adapter 

Lanmark 

Distributing 

Corp. 

(416)848-6865 

Easynet 

NOS/2  Plus 
Version  3.0 

IBM  PCs  and 
compatibles,  any 
80386- ,  1486-based 
system  (server  and 
workstation) 

DOS  3.0  or  later 
(server  and 
workstation) 

35K  dedicated,  50K 
nondedicated/2  OK 

1M/500K 

Arcnet, 

Ethernet, 
Lantastic,  Token 
Ring,  any 
Netbios- 
compatible 
adapters 

Yes 

No 

255 

5 

Yes 

E-mail, 
groupware, 
database,  al 
Netbios- 
compatible 

Yes 

Monitors  all  network  activity 
at  any  station  on  the  network, 
checks  network  hardware 
before  loading  network 

$295  (five  users),  $494 
(10  users),  $695  (32 
users).  $995  (100  users) 

The  companies  included  in  this  chart  responded  to  a  recent  survey  conducted  by  Computerworld.  When  a  vendor  is  unable  to  provide  specific  information  about  its  product,  the  abbreviation  NP  (not  provided)  is  used.  When  a  question  does  not  apply  to  a 
vendor's  product,  the  abbreviation  NA  (not  applicable)  is  used.  Contact  vendor  for  further  product  information. 
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Nightmare  Scenario  #1 

THE  UNDETECTED 

TIME  BOMB. 

The  biggest  networking  disasters  always  start  small. 


The  problems  tend  to 
begin  when  you  need 
to  grow. 

Suddenly,  the  computer 
network  that  worked  so  well 

doesn’t  seem 
to  work  at  all. 

You  have 
to  hire  more 
network 
administra¬ 
tors.  Spend 
more  mon¬ 
ey.  Retrain. 
Reconfigure. 

And  ev¬ 
ery  time  you 
grow,  even  a  little  bit,  your  net¬ 
work  gets  harder  to  manage, 
harder  to  use,  and  harder  to  fund. 


THINGS  THEY 
DONT  TELL  YOU 
AT  NOVELL 
PRESENTATIONS 


HOW  TO  CHOOSE 
THE  RIGHT 
NETWORKING 
SYSTEM 


Send  for  this  free  booklet 
full  of  hard,  comparative 
information. 


Switching  over  to 
VINES  isn’t  just 
smart,  it’s  easy. 


It’s  a  question  of  architec¬ 
ture.  A  network  like  Novell’s 
NetWare  is  not  an  integrated 
system.  Adding  new  users  of 
services  means  having  to 
update  user  profiles,  retrain 
employees,  and  troubleshoot 
connectivity  problems. 

Banyan’s  architecture  is 
designed  to  grow  effortlessly. 
(Ease  of  growth  is  why  we’re 
the  leader  in  true  enterprise¬ 
wide  pc  networking.) 

Whether  you’re  growing 


from  10  users  to  100  or  even 
10,000,  your  Banyan  VINES" 
architecture  stays  the  same. 

Even  if  your  network 
grows  to  span  continents,  the 
cost  of  managing  the  network 
will  be  kept  to  a  minimum. 

VINES  can  save  you  a  for¬ 
tune.  That’s  indisputable. 

hat’s  more,  VINES’ 
open,  standards- 
based  architecture 
lets  you  adopt  whatever 
new  products  come  along- 
whether  it’s  one  of  today’s 
powerful  new  “super  servers” 
or  some  of  the  thousands  of 
network-based  applications 
available  for  VINES. 

Whatever  your  specific  re- 
quirements-Global  Naming, 
Security,  WAN  interconnec¬ 
tion,  Global  Administration, 
Multi-processing,  or  Multi¬ 
lingual  capability-Banyan  can 
deliver  immediately.  Now. 

Easy,  economical 
growth  must  be 
planned  in.  It  can’t 
be  tacked  on. 


You  don’t  have  to  scrap 
the  network  you  have  now  in 
order  to  switch  to  VINES.  We 
can  make  your  transition  sim¬ 
ple  and  inexpensive. 

Get  the  facts.  We’ve  pre¬ 
pared  a  booklet,  “THINGS 


THEY  DON’T  TELL  YOU 
AT  NOVELL  PRESENTA¬ 
TIONS.”  You’ll  find  it  a  use¬ 
ful  source  of  comparative 
information. 

More  than  a  million  peo¬ 
ple  now  use  Banyan  VINES, 
in  operations  ranging  from  a 
handful  of  users  to  the  world’s 
largest  pc-based  global  net¬ 
works. 

he  more  you  know,  the 
more  you  will  want 
Banyan.  We  can  simplify 
the  use  and  management  of 
your  distributed  network. 

Call  1-800-828-2404 
for  a  free  brochure. 

i - 1 

i  Please  send  this  coupon  to:  B  ANY  AN,  cw  ■ 

!  120  Flanders  Road,  Westboro,  MA  01581 

j  1-800-828-2404 

j  NAME 

[  TITLE 

I  COMPANY 

I  ADDRESS 

j  CITY  STATE  zip 

I  PHONE  I 


Networking.  Without  Limits." 


LAN  OPERATING  SYSTEMS  AND  APPLICATIONS 


PRODUCT  SPOTLIGHT 


VENDOR 

PRODUCT 

HARDWARE  PLATFORM 
(SERVER/WORKSTATION) 

OPERATING  SYSTEM 

(SERVER/WORKSTATION) 

MEMORY  REQUIRED  IN  BYTES 

(SERVER/WORKSTATION) 

DISK  SPACE  REQUIRED  IN  BYTES 

(SERVER/WORKSTATION) 

NETWORK  ADAPTERS  SUPPORTED 

PROVIDES  SUPPORT  FOR 

MACINTOSH  CLIENTS 

1  PROVIDES  SUPPORT  FOR  SNA 

MAXIMUM  NUMBER  OF 

SIMULTANEOUS  USERS  ON  A 

SINGLE  SERVER 

MAXIMUM  NUMBER  OF  SHARED 

PRINTERS  PER  SERVER 

j  SUPPORTS  REMOTE  SERVERS 

APPLICATIONS  SUPPORTED 

I  NAMING  SERVICE 

PERFORMANCE  MONITORING 

CAPABILITTES 

PRICE 

Mainlan,  Inc. 
(407)331-4400 
(800)  999-6770 

Mainlan  for 
Windows 

IBM  PCs  and 
compatibles  (server 
and  workstation) 

DOS  3.1  or  later 
(server  and 
workstation) 

55K  nondedicated/30K 

Less  than  360K 
(server  and 
workstation) 

Arcnet, 

Ethernet, 

Lantastic, 

Mainlan, 

Mainlan 
Ethernet,  any 
Ethernet  board 
with  Netbios 
driver 

No 

No 

20 

One  per 
server 

No 

E-mail, 

Groupware, 

database, 

any 

network 

application 

that 

supports 

Netbios 

No 

None 

$299.95  (64  users) 

Microsoft  Corp. 
(206)  882-8080 

LAN  Manager 
Version  2.1 

80286-based 
systems  or 
later/8088-based 
systems  or  later, 
Macintosh 

OS/2/Macintosh, 
Windows,  DOS, 

OS/2 

5M  dedicated  and 
nondedicated/640K 

6M/1M 

Arcnet, 

Ethernet,  Token 
Ring,  FDDI,  any 
NDIS  supported 

Yes 

Yes 

1,016 

100 

Yes 

E-mail, 
groupware, 
database, 
any  Netbios 
or  OS/2 
application 

No 

Displays  cache  statistics, 
shows  average  time  needed  to 
service  requests  made  to 
server,  shows  number  of  files 
opened  up  at  any  one  time 

$1,995  server  software 
(10  users),  $3,495 
server  software 
(unlimited  users) 

Moses  Computers, 
Inc. 

(408)  358-1550 

Promiselan 

CBM  PCs  and 
compatibles  (server 
and  workstation) 

DOS  (server  and 
workstation) 

16K  dedicated,  non- 
dedicated,  26K 
peer/lOK 

16K/10K 

Proprietary 
hardware  via  RJ 
11 

No 

No 

255 

7 

Yes 

E-mail, 

groupware, 

database 

Yes 

Shows  number  of  files  open  at 
one  time  and  number  of 
sessions 

$99  per  workstation 

Chose  nlan 

IBM  PCs  and 
compatibles  (server 
and  workstation) 

DOS  (server  and 
workstation) 

16K  dedicated,  non- 
dedicated,  26K 
peer/lOK 

16K/10K 

Proprietary 
hardware  via  RJ 
11 

No 

No 

255 

7 

Yes 

E-mail, 

groupware, 

database 

Yes 

Shows  number  of  files  open  at 
one  time  and  number  of 
sessions 

$139  per  workstation 

Net-Source,  Inc. 
(408)  246-6679 

Silvemet  2.0 

8088-  through  1486- 
based  systems 
(server  and 
workstation) 

DOS  3.30  through 
5.0  (server  and 
workstation) 

3K  nondedicated/lK 

300K  (server 
and  workstation) 

Arcnet, 

Ethernet,  Token 
Ring,  any 

Netbios 

No 

Yes 

254 

3 

Yes 

E-mail 

No 

Displays  cache  statistics, 
shows  number  of  files  open  at 
one  time,  connected  users, 
audit  trailing 

$499  (five  users),  $799 
(12  users),  $2,299  (254 
users) 

Novell,  Inc. 

(800)  638-9273 

Netware 
Version  3.11 

80386-based 
systems  or 
later/IBM  PCs  and 
compatibles 

Netware  Version 
3.11/DOS  2.0  or 
later,  OS/2  1.0 
through  2.0, 
Macintosh 
system/finder,  Unix 

4M/56K  (23K  with 
expanded/extended 
memory) 

9M/89K 

Arcnet, 

Ethernet,  Token 
Ring,  FDDI 

Yes 

Yes 

250 

16 

Yes 

E-mail, 

groupware, 

database 

Yes 

Displays  cache  statistics, 
shows  number  of  files  open  at 
onetime 

$2,495  (10  users), 

$6,995  (100  users), 

$12,495  (250  users) 

Netware  Lite 
Version  1.0 

8086- ,  80286-, 
80386-based 
systems  (server  and 
workstation) 

Netware  Lite 

Version  l.O/DOS  3.0 
or  later 

70K  dedicated,  85K 
nondedicated/25K 

600K/300K 

Arcnet, 

Ethernet,  Token 
Ring,  most 
popular  LAN 
cards  supported 

No 

No 

25 

3 

No 

E-mail, 

groupware, 

database 

Yes 

Displays  cache  statistics, 
shows  number  of  files  open  at 
onetime 

$99  per  user 

Netware 
Version  2.2 

80286- ,  80386-, 
1486-based  systems/ 
IBM  PCs  and 
compatibles, 
Macintosh  Version 
6.0 

Netware  Version 
2.2/DOS  1.0  or 
later,  OS/2  1.0 
through  2.0, 
Macintosh 
system/finder 

2.5M  dedicated  and 
nondedicated/64K 

10K/64K 

Arcnet, 

Ethernet,  Token 
Ring,  most 
popular  LAN 
cards  supported 

Yes 

Yes 

100 

10 

Yes 

E-mail, 

groupware, 

database, 

most 

Macintosh 
applica  tions 
supported 

Yes 

Shows  average  time  needed  to 
service  requests  made  to 
server,  number  of  files  open  at 
onetime 

$895  (five  users), 

$1,995  (10  users), 

$3,495  (50  users), 

$5,495  (100  users) 

Performance 
Technology,  Inc. 
(512)  349-2000 
(800)  327-8526 

Powerlan 

IBM  PCs  and 
compatibles  (server 
and  workstation) 

MS-DOS  (server  and 
workstation) 

2M  dedicated,  27K 
nondedicated/14K 

2M/360K 

Arcnet, 

Ethernet,  Token 
Ring,  FDDI,  any 
Netbios 

No 

No 

250 

Unlimited 

Yes 

E-mail, 

groupware, 

database 

Yes 

Displays  cache  statistics, 
shows  number  of  files  open  at 
onetime 

$795  (five  users),  $995 
(10  users),  $3,195 
(unlimited  users) 

Sitka  Corp. 

(510)  769-9669 

D0ST0PS  3.0 

IBM  PCs  and 
compatibles  (server 
and  workstation) 

MS-DOS  (server  and 
workstation) 

66K  conventional, 
237K  extended 
nondedicated/86K 
conventional,  266K 
extended 

1M  (server  and 
workstation) 

Ethernet, 

Local  talk 

Yes 

No 

20 

3 

Yes 

E-mail, 

groupware, 

database 

No 

None 

$249  per  user 

The  Software  Link, 
Inc. 

(404)  448-5465 
(800)  766-5465 

PC-MOS4.10 

PL/5 

8086/88- ,  80286- , 
80386- ,  1486-based 
sy  stems/Terminals , 
nonterminal 
products 

PC-DOS/NA 

1M/32K 

1.080K/NA 

Arcnet  Ethernet 
Token  Ring 

No 

No 

25 

3 

Yes 

E-mail, 

groupware, 

database, 

DOS- 

compatible 

Yes 

Shows  number  of  files  open  at 
one  time,  available  drives, 
available  printers,  I/O  port, 
speed,  I/O  count,  retries,  open 
file  control  blocks,  open 
handles,  each  function  being 
executed 

$195  (single  user),  $595 
(five  users),  $795  (nine 
users),  $995  (25  users) 

Lanlink  5X 
Version  2.10 

8086/88,  80286, 
80386, 1486-based 
systems  (server  and 
workstation) 

PC/MS-DOS, 
PC/MS-DOS  with 
Multilink,  PC- 
MOS/PC/MS-DOS, 
PC-MOS 

32K  nondedicated/32K 

40M  plus 
operating 
system/53M 
plus  operation 
system 

None 

No 

No 

16 

3 

Yes 

E-mail, 
groupware, 
database, 
any  DOS 
application 

NA 

Shows  number  of  files  open  at 
one  time,  available  drives  and 
printers,  I/O  port  speed  and 
count,  retrieves,  open  file 
control  blocks,  open  handles, 
each  function  being  executed 

$695  (five  users,  PC- 
MOS),  $745  (five  users, 
Multilink),  $1,195  (10 
users,  PC-MOS),  $1,245 
(Multilink,  10  users), 

$1,795  (16  users,  PC- 
MOS),  $1,845  (16  users. 
Multilink) 

Starpath  Systems, 
Inc. 

(517)  332-1137 

Vmos  1.5 

80386-based 
systems,  XT/AT  bus 
PC/ Advance  Micro 
Research  unterminal 

Starpath's 
Vmos/Multiuser 
(server  and 
workstation) 

2M  nondedicated/NA 

1M-5M/NA 

Arcnet, 

Ethernet, 
Lantastic,  Token 
Ring 

No 

Yes 

64 

40 

No 

E-mail, 
groupware, 
database, 
DOS  appli¬ 
cations 

No 

Displays  cache  statistics,  real¬ 
time  performance  statistics 

$398  (unlimited  users) 

Tiara  Computer 
Systems,  Inc. 

(415)  965-1700 

lONet  5.0 

IBM  PCs  and 
compatibles  (server 
and  workstation) 

DOS  3.1  or  later, 
Windows  3.0  or 
later,  DR  DOS 
(server  and 
workstation) 

84K  nondedicated/53K 

1M/1M 

Arcnet, 

Ethernet, 
proprietary  1M 
bit/sec.  twisted¬ 
pair  LAN,  any 
NDIS 

No 

No 

26 

26 

Yes 

E-mail, 

groupware, 

database, 

DOS, 

Netbios- 

compatible 

applications 

Yes 

Displays  cache  statistics, 
measures  amount  erf 
information  sent  and  received 
at  server,  shows  number  of 
files  opened  up  at  any  one  time 

$499  (five  users),  $799 
(10  users),  $2,499(100 
users) 

Torus  Systems, 

Inc. 

(415)  594-9336 

Tapestry  II 
Version  2.0 

Any  DOS  or  OS/2 
machine  (server  and 
workstation) 

DOS,  OS/2  (server 
and  workstation) 

3M  dedicated/640K 

5M/None 

Ethernet, 
Lantastic,  Token 
Ring,  FDD! 

No 

No 

Unlimited 

8 

Yes 

E-mail,  time 
manage¬ 
ment, 
communi¬ 
cations 
server 

Yes 

Shows  number  of  files  open  at 
onetime 

$1,750  (five  users), 

$3,500  (10  users) 

Trans- M  Corp. 
(508)359-5144 

Net  127 
Version  5.0 

IBM  PCs  and 
compatibles  (server 
and  workstation) 

DOS  (server  and 
workstation) 

32K/4K 

24 IK  (server 
and  workstation) 

Proprietary 

No 

No 

255 

3 

Rser- 

to- 

peer 

E-mail 

No 

None 

$129  per  station 

U  ngerm  ann  -  B  ass , 
Inc. 

(408)  496-0111 

Net/One  LAN 
Manager 

IBM  PCs  and 
compatibles  (server 
and  workstation) 

OS/2/OS/2,  DOS 

7M  -  9M  non- 
dedica ted/64 OM  -  2M 

lOM/None 

Ethernet,  Token 
Ring,  FDD! 

No 

No 

1,000 

32 

Yes 

E-mail, 

database 

No 

Shows  number  of  files  open  at 
one  time 

$1,995  (10  users), 

$5,995  (100  users) 

Webcorp 

(415)331-1449 

Web  3.0 

IBM  PCs  and 
compatibles  (server 
and  workstation) 

DOS  (server  and 
workstation) 

30K  dedicated,  50K 
nondedicated/30K 

41  OK  (server 
and  workstation) 

Arcnet, 

Ethernet, 
Lantastic  2M 
bit/sec. .  Token 
Ring,  FDDI,  any 
hardware  with  a 
netware  IPX 
shell  driver 

No 

Yes 

1,000  plus 
(limited  only 
by  hard¬ 
ware) 

8 

Yes 

E-mail, 

groupware, 

database. 

IPX/Net- 

bios- 

compatible 

Yes 

Displays  cache  statistics, 
shows  number  of  files  open  at 
onetime 

$494  (five  users),  $995 
(15  users),  $1,495  (30 
users) 

90 


COMPUTERWORLD 


DECEMBER  2, 1991 


IN  DEPTH 


A  blueprint  for  change 


Business  process  redesign  can  be  disruptive  without  apian.  Here  are 
seven  steps  to  a  more  effective,  competitive  company 


Garison  Weiland 


BY  LOUIS  FRIED 

The  faint  of  heart  have  no 
business  messing  around 
with  business  process  re¬ 
design  (BPR).  While  the 
goal  is  inviting  —  exist¬ 
ing  or  new  technology 
used  to  revamp  business 
processes  and  keep  com¬ 
panies  vital  —  the  sub¬ 
stantial  changes  in  work 
habits  and  environments  have 
scared  off  more  than  a  few  orga¬ 
nizations. 

However,  the  brave  few  have 
forged  ahead,  willing  to  deal  with 
major  change  at  the  outset  to 
strengthen  the  company  in  the 
long  run. 

Mutual  Benefit  Life  Insur¬ 
ance  Co.,  for  one,  knew  its  time- 
consuming  process  of  issuing  a 
policy  was  getting  in  the  way  of 
its  doing  business  aggressively. 
Several  months  typically  elapsed 
from  the  time  an  application  was 
received  to  when  it  was  issued. 

The  old  process  spanned  five 
departments,  each  involved  in  a 

Fried  is  vice  president  of  information 
technology  consulting  at  SRI  Interna¬ 
tional  in  Menlo  Park,  Calif. 


supporting  process,  19  special¬ 
ists  and  seven  different  comput¬ 
er  systems.  So  the  firm  rede¬ 
signed. 

Today,  a  single  “case  manag¬ 
er”  issues  policies,  which  takes 
one  day.  The  staff  was  cut  from 
225  to  100,  and  a  single  comput¬ 
er  system  supports  the  new  op¬ 
eration. 

Gut-wrenching?  Most  likely. 
Worth  it?  Most  definitely. 

Few  precedents 

Because  the  “discipline”  of  busi¬ 
ness  process  redesign  is  only 
about  two  years  old,  pacesetters 
such  as  Mutual  Life  have  had  few 
paths  to  follow.  However,  com¬ 
panies  today  are  luckier:  They 
have  the  experiences  of  other 
companies  to  help  them. 

Such  redesign  veterans  ad¬ 
vise  resisting  the  temptation  to 
simply  link  existing  subpro¬ 
cesses;  what  results  are  just  is¬ 
lands  of  improvement.  For  sub¬ 
stantive  and  fundamental 
change,  these  veterans  say, 
firms  must  take  a  holistic  pro¬ 
cess  view,  taking  into  account 
the  intricate  interweaving  of 
processes  inside  and  outside  the 
organization. 


What  follows  is  a  framework 
for  BPR  based  on  the  experi¬ 
ences  of  pioneering  companies 
and  rooted  in  the  need  for  en¬ 
hancing  a  company’s  competi¬ 
tive  position: 

Taking  the  cus¬ 
tomer’s  view.  A 
BPR  scouting  team 
—  a  group  that  will 
make  the  prelimi¬ 
nary  analyses  of  which  particular 
business  process  should  be  rede¬ 
signed  and  why  —  should  be  es¬ 
tablished  up  front.  Senior  man¬ 
agement  and  senior  information 
systems  executives  often  guide 
the  effort,  with  outside  consul¬ 
tants  adding  a  neutral  opinion  to 
the  mix.  They  can  help  break  the 
company  out  of  any  ingrained 
thinking  patterns. 

This  scouting  team  conducts 
the  first  two  steps  in  the  BPR 
project,  which  focus  on  identify¬ 
ing  problem  processes.  Subse¬ 
quent  steps,  which  focus  on  diag¬ 
nosis  and  solutions,  are  handled 
by  an  expanded  team. 

The  first  step  in  BPR  is  to 
take  an  unbiased  look  at  the  com¬ 
pany’s  products  and  services 
from  an  external  as  well  as  an  in¬ 
ternal  customer  perspective,  re¬ 
lating  the  observations  to  com¬ 
pany  processes. 

Not  only  is  it  important  for 
the  team  to  be  clear  on  the  com¬ 
pany’s  strategy,  but  it  must  also 
find  out  whether  this  strategy  is 
being  effectively  applied. 

In  terms  of  external  customer 
data,  that  means  getting  infor¬ 
mation  on  whether  products  or 
services  are  gaining  or  losing 


market  share,  whether  there  are 
common  or  consistent  customer 
problems,  why  a  competitor’s  of¬ 
fering  is  attractive  to  customers 
and  so  on.  Companies  may  have 
such  information  available 
through  their  market  surveys 
and  product  satisfaction  surveys. 

One  retail  appliance  manufac¬ 
turer,  for  example,  relied  on 
warranty  card  questionnaires 
that  customers  filled  out  to  ob¬ 
tain  information  about  customer 
buying  preferences  at  time  of 
purchase.  The  company  bol¬ 
stered  this  information  with  an 
in-depth  survey.  What  it  found 
out  was  that  there  were  few  re¬ 
peat  buyers  of  products  because 
of  service  difficulties. 

This  information  led  to  a  re¬ 
design  of  the  company’s  after¬ 
sale  service  function. 

For  internal  customer  analy¬ 
sis,  the  scouting  team  may  use 
an  approach  known  as  transac¬ 
tion  analysis  to  survey  the  inter¬ 
nal  customers  of  specific  func¬ 
tional  units  to  determine  their 
perceptions  in  terms  of  levels  of 
satisfaction,  value  received  for 
cost  and  timeliness  of  response. 

The  technique  is  also  useful 
for  prioritizing  the  needs  for 
those  services  on  the  basis  of 
perceived  value  (or  importance) 
to  the  customers.  When  supple¬ 
mented  by  interviews,  the  tech¬ 
nique  can  lead  to  specific  prob¬ 
lem  definition  helpful  to  the  BPR 
project. 

In  addition,  transaction  analy¬ 
sis  can  aid  in  identifying  the 
types  of  information  and  support 
provided;  the  flow  of  information 
Continued  on  page  94 
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Business  process  redesign  (BPR)  is  a 
methodology  for  transforming  the  business  processes 
of  an  enterprise  to  achieve  breakthroughs  in  the  quality, 
responsiveness,  flexibility  and  cost  to  compete  more 
effectively  and  efficiently  in  a  chosen  market.  BPR  uses 
a  combination  of  industrial  engineering,  operations 
research,  management  theory,  quality  management  and 
systems  analysis  techniques  and  tools. 
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In  1970,  IDEA  Courier 
introduced  its  first  termi¬ 
nals  for  IBM  mainframes. 

Today,  three  technology 
generations  later,  our  prod¬ 
ucts  span  the  entire  SNA 
spectrum  —  and  break 
through  to  the  universe  beyond. 

Our  IDEA  Concert™  communica¬ 
tions  processor,  for  example,  not 
only  performs  traditional  31 74  clus¬ 
ter  controller  duties  perfectly,  it  also 
supports  multiple  hosts  (including 
AS/400s  and  DEC  VAXs),  multiple 
LAN  types,  gateways  and,  of  course, 
terminals  and  printers. 


Our  Advanced  Function  Termi¬ 
nals  add  intelligence  to  the  desktop 
while  cleaning  up  cluttered  application 
screens  quicker  than  you  can  say  “PC.” 

As  for  PCs,  our  emulation  and 
gateway  products  —  hardware  and 
software,  local  or  remote,  for  servers 
and  users  —  show  you  how  far  we’ve 
come  from  the  old  terminal  days. 


IDEA  Courier,  Inc., 
Headquarters 


Temp®,  A2  (602)  694-7000;  IDEAssociates,  Inc.,  Billerica,  MLA  (508)  663-6878;  IDEA  Servcom 
(France),  33-14-035-5858;  Asia/Pacific  (Hong  Kong),  852-5-420172;  United  Kingdom,  44-81-3 


Tempe,  A Z  (602)  894-7000;  European 
>0-5945;  Canada,  416-676-9930. 


Here’s  how  to  get  an  even  better  IDEA. 


Please  Send  Me  Information  About:  My  Company  Has  Installed:  Quantity: 

□  IDEA  Concert  Controller  □  IDEA  Printers  □  IBM  Mainframes  - 

□  IDEA  12000  Terminals  □  Gateways  to  Mainframes  □  DEC  VAXs  - 

□  Advanced  Function  Terminals  □  IDEAcomin  Boards  □  AS/400  or  S/36,  S/38  - 


Name _ 

Title  - - 

Company _ 

Address _ _ 

City _ State _ Zip 

Phone  _ 


IDM 

The  intelligence  to  communicate  better. 


cw 


Postage  will  be  paid  by  addressee 


IDEA  Courier 

ATTN:  Product  Marketing/MS  A16 
P.O.  Box  29039 
Phoenix,  AZ  85038-9039 


Along  with  our  products  and 

technology,  IDEA  has  expanded,  too. 
IDEA  Servcom,  our  service  organi¬ 
zation,  provides  first-class,  on-site 
maintenance  throughout  North 
America.  From  IDEAssociates  comes 
the  twinax  technology  to  design  and 
manufacture  our  midrange  products. 
And  IDEA  International  supports  cus¬ 


tomers  in  over  50  countries 
around  the  world. 

And  yes,  we  still  sell 
terminals.  In  fact,  the  first 
coax  terminals  in  the  United 
States  to  meet  the  most 
stringent  emissions  and 
ergonomic  standards  —  the  MPR-II 
Swedish  Recommendation.  Available  in 
14"  and  15"  screen  sizes.  Monochrome. 
Color.  Black  and  white.  Upgradeable, 
too.  AH  the  way  up  to  our  Advanced 
Function  Terminals. 

Now  that  you  have  the  whole 
IDEA,  let  us  help  you  implement  better 
ideas.  Call  1-800-528-1400,  ext.  7782. 


r  »iu  l 

’ll! 

IMj  | 

IDEAssociates,  and  IDEA  are  registered  trademarks  of  IDEAssociates,  Inc.  Courier  and  Servcom  are  registered  trademarks  of  IDEA  Courier,  Inc.  IDEA  Concert  is  a 
trademark  of  IDEAssociates,  Inc.  Other  products  or  trade  names  are  the  trademarks  or  registered  trademarks  of  their  respective  owners. 


IN  DEPTH:  A  BLUEPRINT  FOR  CHANGE 


Seven  steps  to  a  better  designed  company 

The  goal  is  to  get  business  processes  to  operate  effectively  for  a  company  as  well  as  for  its  customers  and  suppliers 


Technical  methods  and  tools 

Business  process 
redesign 

Transaction  Information  and  process  I  Structured  interviews *  *.  Quality  function  !  Performance 
analysis  ;  flow  analysis  [  and  observations  !  deployment  matrices  ;  measurement 

- - , - - - 1 - —— - 1 -  -  i — '  1  1 " 

Customer  view 


Management  view 


Current  process 

definition, 

measurement 


Working  group 


Change 

opportunities 


j  Analysis  of  recom¬ 
mended  action 
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Continued  from  page  91 
and  support;  overlap  and  interdepen¬ 
dence  of  organization  units;  and  potential 
redundancy  of  activities. 

A  major  process  industry  company  re¬ 
cently  used  transaction  analysis  to  deter¬ 
mine  the  manner  by  which  it  could  im¬ 
prove  technical  support  to  its  plants  and 
field  operations. 

The  analysis  showed  a  substantial  de¬ 
viation  between  the  perceptions  of  the 
support  providers  and  receivers  in  terms 
of  the  importance  of  the  different  services 
provided  and  satisfaction  with  the  quanti¬ 
ty  and  quality  of  those  services.  What  re¬ 
sulted  was  a  long-term  program  to  reor¬ 
ganize  and  change  the  processes  of 
providing  technical  support. 

Depending  on  the  depth  of  analysis  re¬ 
quired  (some  companies  already  know  a 
lot  about  their  process  problems),  the 
scouting  team  may  also  use  a  technique 
called  Quality  Function  Deployment.  This 
technique,  developed  in  Japan,  is  a  matrix 
method  in  which  product  or  service  func¬ 
tions  and  features  are  compared  with  cus¬ 
tomer  needs. 

The  matrix  shows  how  important  the 
product’s  characteristics  are  for  deliver¬ 
ing  functions  and  features,  which  compa¬ 
ny  processes  are  critical  for  delivering 
those  component  characteristics  and 
what  controls  are  needed  for  continued 
delivery  of  those  characteristics  with  the 
desired  level  of  quality. 

Taking  management’s 
view.  The  scouting  team 
must  correlate  the  results  of 
obtaining  the  customer  view 
with  the  views  of  business 
managers  to  obtain  a  consolidated  picture 
of  primary  threats  to  the  company’s  com¬ 
petitive  position. 

When  viewed  in  terms  of  customer  sat¬ 
isfaction,  it  is  usually  easy  to  trace  the 
cause  of  problems  to  broad  processes 
within  the  company.  Subsequent  detailed 
analysis  may  alter  conclusions  to  some  ex¬ 
tent,  but  rarely  beyond  the  range  of  the 
general  process  pinpointed  initially. 

At  this  point,  the  scouting  team  works 
with  high-level  business  managers  to  es¬ 
tablish  which  processes  are  targets  for  re¬ 
design  and  to  set  improvement  priorities 
consistent  with  the  overall  business  strat¬ 


egy.  Improvement  goals  may  be  stated  in 
terms  of  quality  improvement,  productiv¬ 
ity,  cost,  delivery  time  or  other  measures 
desired  by  management  to  meet  competi¬ 
tive  needs. 

With  a  process  targeted  for  potential 
redesign,  the  team  now  shifts  its  focus  to 
the  line  manager  responsible  for  that 
business  process.  He  is  charged  with  ap¬ 
pointing  members  to  a  steering  commit¬ 
tee,  which  includes  all  the  current  manag¬ 
ers  responsible  for  subprocesses  within 
the  business  process  and  the  head  of  the 
IS  function  that  supports  the  process. 

The  steering  committee’s  responsibil¬ 
ities  include  the  following: 

•  Providing  management  direction  to  the 
BPR  project  team. 

•  Ensuring  that  adequate  resources  are 
provided  for  the  BPR  project. 

•  Suggesting  and  evaluating  proposed 
changes  to  the  business  process. 

•  Making  final  recommendations  to  se¬ 
nior  management. 

•  Guiding  the  implementation  of  changes 
and  new  systems. 

The  steering  committee  then  estab¬ 
lishes  a  BPR  project  team  made  up  of  a 
project  team  leader  from  the  business 
process,  representatives  from  each  orga¬ 


nization  currently  conducting  a  part  of  the 
business  process  to  be  studied,  associated 
IS  professionals  and,  if  needed,  a  consul¬ 
tant.  This  team  will  perform  detailed  anal¬ 
ysis,  design  the  changes  or  new  systems 
and  identify  any  new  or  modified  imple¬ 
mentations  of  information  technology  to 
support  the  modified  business  process. 

The  team  will  be  substantially  dedicat¬ 
ed  to  the  BPR  project  throughout  the 
analysis  and  recommendation  phase.  This 
team  will  also  form  the  cadre  for  guiding 
the  implementation  phase  in  the  future. 

Current  process  defini¬ 
tion  and  measurement. 

With  customer  and  manage¬ 
ment  view  in  hand  from  the 
scouting  team,  the  BPR 
project  team  defines  in  detail  the  existing 
process  and  measures  process  perfor¬ 
mance  in  terms  consistent  with  the  firm’s 
objectives  for  process  improvement. 

If,  for  example,  the  BPR  goal  is  to  im¬ 
prove  the  selected  process  in  order  to 
lower  costs  or  improve  delivery  or  re¬ 
sponse  time,  then  it  is  important  to  get  a 
handle  on  how  the  current  delivery  and 
response  processes  work. 

To  perform  this  analysis,  which  is 


based  on  industrial  engineering  tech¬ 
niques,  team  members  must  observe  pro¬ 
cess  activities  and  interview  employees 
who  perform  the  steps  in  the  business 
process. 

Typically,  a  BPR  project  team  member 
will  first  interview  employees  who  per¬ 
form  a  subprocess  and  then,  from  their 
description,  note  each  step  in  the  process, 
the  documents  and  data  used,  the  sources 
of  information,  the  disposition  of  results, 
the  estimated  time  required  for  each  step 
and  the  interactions  with  other  employ¬ 
ees  or  subprocesses  needed  to  perform 
the  task. 

Following  the  interviews,  team  mem¬ 
bers  will  observe  workers  performing 
their  tasks  to  validate  what’s  been  said. 

This  definition  phase  is  critical.  It  is  im¬ 
perative  for  the  team  to  understand  what 
added  value  is  produced  or  not  produced 
in  each  step. 

For  example,  steps  in  which  docu¬ 
ments  are  filed  or  retrieved  from  files  nor¬ 
mally  do  not  add  value  to  the  end  product. 
The  team  must  also  understand  what  in¬ 
formation  is  used  or  created/modified  in 
each  step. 

The  BPR  team  can  take  advantage  of 
information  technology  tools  developed 


STEP 
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When  it's  time  to  implement  your  approved  plan 

Business  process  redesign  projects  need  care  and  feeding  to  be  successful 


A  business  process  redesign  ef¬ 
fort  doesn’t  stop  when  you 
have  a  plan  in  hand.  Imple¬ 
menting  a  redesign  project  re¬ 
quires  great  effort.  However, 
you  can  ease  the  implementation  process 
by  following  certain  critical  success 
guidelines: 

►  Include  input  from  all  the  appro¬ 
priate  people.  The  implementation 
project  for  a  major  business  process  may 
take  two  or  more  years.  While  commit¬ 
ment  from  top  management  to  see  the 
project  through  is  well-known,  input 
from  other  managers  is  less  so.  The 
cross-functional  nature  of  process  rede¬ 
sign  may  mandate  assistance  from  the 
head  of  human  resources  or  personnel  to 
deal  with  changes  that  affect  employees 
and/or  the  head  of  public  relations  to  cov¬ 
er  any  external  publicity  aspects. 

Furthermore,  the  enforcers  will  need 


to  maintain  coordination  with  the  man¬ 
agers  of  functions  that  use  the  outputs  of 
the  redesigned  process  to  ensure  that 
new  interfaces  operate  smoothly. 

If  the  process  involves  external  sup¬ 
pliers  or  distributors,  there  will  need  to 
be  close  coordination  with  them.  It  may 
be  necessary  to  set  up  a  help  desk  or  hot 
line  during  the  implementation  phase  or 
to  train  field  representatives  to  assist 
such  external  participants. 

►  Analyze  and  plan.  The  success  of 
the  implementation  will  depend  on  the 
quality  of  the  analysis  and  planning  per¬ 
formed  prior  to  the  project. 

►  Keep  company  staff  informed.  You 
should  provide  all  affected  or  potentially 
affected  company  personnel  with  regular 
information  about  the  BPR  project  pur¬ 
poses,  status  and  effect  on  existing  pro¬ 
cesses,  employees,  training  schedules 
and  interface  needs.  If  you  expect  staff 


reductions,  provide  employees  with  a  top 
management  statement  at  the  beginning 
of  the  project  about  how  such  reductions 
will  be  managed.  For  example,  a  state¬ 
ment  that  all  staff  reduction  will  be  man¬ 
aged  through  normal  attrition  can  make 
a  major  difference  in  employee  coopera¬ 
tion. 

►  Ensure  continuity  and  consisten¬ 
cy.  Stopping  and  restarting  the  project 
is  a  recipe  for  disaster.  It  demonstrates  a 
lack  of  commitment.  You  should  discour¬ 
age  midstream  changes  in  the  project 
plan  unless  they  are  critical  to  the  end  re¬ 
sult  of  the  project  (for  example,  a  mid¬ 
course  decision  to  outsource  the  func¬ 
tion  supporting  the  process)  or  are 
caused  by  changes  in  the  external  envi¬ 
ronment  of  the  business  process  (for  ex¬ 
ample,  a  change  in  the  investment  capa¬ 
bility  of  the  firm). 

Expect  some  minor  changes  and  fine- 


tuning  during  the  period  right  after  im¬ 
plementation. 

►  Pilot.  Where  possible,  you  should  set 
up  and  evaluate  a  pilot  operation  of  the 
redesigned  business  process.  Debugging 
is  always  easier  when  only  a  limited  part 
of  the  company’s  activities  have  been 
committed. 

►  Constantly  monitor  the  imple¬ 
mentation.  You  should  measure  the  re¬ 
sults  of  the  process  change  against  the 
goals  established  during  the  analysis 
phase  and  periodically  report  on  these 
results  for  at  least  the  first  few  years  of 
the  implementation.  In  fact,  it  is  a  good 
idea  to  build  measurement  devices  into 
the  new  process  to  provide  continuous 
measurement  and  form  a  basis  for  fur¬ 
ther  evolution.  Business  processes  must 
be  expected  to  continually  evolve  as 
business  conditions  and  the  needs  of  cus¬ 
tomers  change.  • 
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for  computer-aided  software  engineering 
to  document  the  business  process  steps. 
The  team  uses  these  process  and  data  de¬ 
scription  tools  to  create  a  graphic  anno¬ 
tated  flowchart  of  process  steps  for  later 
presentation  to  the  steering  committee 
members.  Annotations  may  include  quali¬ 
ty  measures  and  the  elapsed  time  and  la¬ 
bor  hours  for  each  step. 

To  help  them  determine  ways  in  which 
the  process  can  be  improved,  the  team 
should  also  note  whether  certain  steps 
must  be  performed  before  others,  concur¬ 
rently  or  in  a  different  sequence.  Comput¬ 
er-based  project  management  tools  may 
be  used  to  make  this  analysis  easier. 

In  Step  Three,  the  BPR  process  shifts 
to  objective,  detailed  measures  of  output 
that  include  traditional  measures  of  pro¬ 
duction  time,  delivery  time,  productivity, 
cost,  quality  or  failure  rate,  complaint 
rates  and  so  forth.  If  a  company  does  not 
currently  have  measurement  systems  in 
place,  it  will  have  to  develop  and  imple¬ 
ment  them  during  this  phase. 

Measuring  the  outputs  of  current  sub¬ 
processes  provides  a  clue  to  the  causes 
and  effects  of  current  problems,  identifies 
specific  steps  or  subprocesses  requiring 
improvement  and  helps  refine  the  specific 
improvement  goals  for  the  selected  busi¬ 
ness  process. 

Working  group  educa¬ 
tion.  By  this  time,  the  BPR 
team  will  have  a  fairly  good 
idea  which  information  tech¬ 
nology  will  play  a  significant 
role  in  enabling  changes  to  the  business 
process.  Knowledge  about  that  technol¬ 
ogy  must  be  shared  so  that  those  involved 
will  be  able  to  participate  properly  in  plan¬ 
ning  business  process  changes.  Targeted 
students  include  members  of  the  steering 
committee,  nontechnical  members  of  the 
BPR  team  and  managers  and  senior  em¬ 
ployees  involved  in  the  process  to  be  re¬ 
designed.  The  latter  group  needs  the  in¬ 
formation  so  that  it  can  contribute  ideas 
and  validate  conclusions. 

This  brief  educational  phase  not  only 
permits  participating  company  staffers  to 
improve  their  contribution  to  the  BPR  ef¬ 
fort,  but  it  can  also  allay  the  fears  change 
brings.  In  one  case,  the  employees’  union 
at  a  major  Scandinavian  freight  forward¬ 
ing  company  threatened  to  go  on  strike  to 
prevent  the  redesign  of  forwarding  spe¬ 
cialists’  jobs.  It  was  only  by  educating  the 
staff  about  the  potential  of  information 
technology,  how  their  jobs  could  be  made 
more  interesting  and  how  the  project 
would  help  to  ensure  the  company’s  sur¬ 
vival  that  the  strike  was  averted. 

It  is  not,  however,  necessary  to  re¬ 
make  every  manager  or  employee  into  a 
systems  analyst  nor  to  teach  each  one  the 
details  of  the  technology.  Instead,  they 
must  be  taught  the  basic  functions  they 
can  perform  by  combining  computers  and 
data  communications. 

It  is  important  that  they  understand 
how  applications  replace  labor-intensive 
work,  ensure  the  reliable  storage  and  re¬ 
trieval  of  information,  enable  changes  in 
the  sequence  with  which  work  is  per¬ 
formed,  provide  additional  information 
needed  to  manage  the  business  process  or 
even  reduce  the  amount  of  information 
necessary  to  manage  a  business  process. 

Application  examples  and  brief  de¬ 
scriptions  of  appropriate  technologies  and 
their  capabilities  can  be  used  to  develop  a 
short  course  for  the  steering  committee 
and  for  supervisory  personnel  and  key 
employees  in  the  business  process. 


Identifying  change  op¬ 
portunities.  Armed  with 
the  knowledge  of  enabling 
technology  provided  in  Step 
Four,  the  BPR  team,  pro¬ 
cess  managers  and  key  senior  employees 
are  ready  to  become  more  intimately  in¬ 
volved  in  changing  the  way  things  work. 

The  BPR  team  prepares  material  for  a 
series  of  brainstorming  workshops.  The 
primary  purpose  of  the  workshop  series  is 
to  verify  the  description  of  the  current 
business  process  and  obtain  ideas  to 
change  the  process. 

Presentation  material  can  consist  of 
flip  charts  or  slides  describing  the  objec¬ 
tives  of  the  BPR  project;  the  reasons  for 
the  project  (from  Steps  One  and  Two); 
the  methods  used  in  the  BPR  analysis  up 
to  this  point;  a  diagrammed  description  of 


the  current  business  process;  a  diagnosis 
of  the  causes  of  current  problems  and 
their  effects;  and  the  expected  results  of 
the  workshop. 

After  the  participants  verify  that  the 
flow  of  the  current  process  has  been  accu¬ 
rately  represented  and  they  have  anno¬ 
tated  any  comments,  the  BPR  team  mem¬ 
bers  should  open  the  discussion  by 
suggesting  process  changes  to  workshop 
participants. 

The  idea  here  is  to  brainstorm.  No  sug¬ 
gestion,  however  outrageous,  should  be 
rejected.  The  team  should  encourage 
ideas  that  challenge  existing  organization 
structures,  sequences  of  work,  geograph¬ 
ic  locations  of  work,  the  existing  approval 
process  and  unwritten  assumptions  that 
underlie  the  current  processes. 

At  Ford  Motor  Co.,  for  example,  the 
unwritten  assumption  for  the  company’s 
accounts  payable  process  was  that  pay¬ 
ment  was  made  on  delivery  of  an  invoice. 
The  new  assumption,  that  payment 
should  be  made  on  delivery  of  the  goods, 
permitted  a  complete  redesign  of  the 


company’s  accounts  payable  operation 
and  a  75%  reduction  in  head  count. 

The  BPR  project  team  should  docu¬ 
ment  the  workshop  conclusions  and  hold  a 
final  review  session  in  which  it  validates 
those  conclusions.  After  it  feels  everyone 
is  in  agreement,  the  BPR  project  team 
should  prepare  a  workshop  for  the  steer¬ 
ing  committee. 

In  addition  to  the  material  prepared  for 
the  previous  workshop,  the  BPR  team 
should  pull  together  the  following  presen¬ 
tation: 

•  The  changes  to  the  business  process 
recommended  by  the  initial  workshops. 

•  Comments  on  the  technical  feasibility  of 
suggested  changes. 

•  Comments  on  the  roughly  estimated 
costs  of  the  suggested  changes. 

•  Comments  on  the  expected  benefits  of 


the  suggested  changes. 

In  its  workshops  with  steering  com¬ 
mittee  members,  the  project  team  pre¬ 
sents  and  discusses  composite  material 
developed  to  date.  Steering  committee 
members  and  the  BPR  team  will  likely 
have  additional  suggestions  for  changes. 
Out  of  this  series  of  workshops  should 
come  preliminary  recommendations  for 
changing  the  business  process  so  that  it 
fits  with  the  company’s  objectives  and  in¬ 
ternal  environment. 

When  the  BPR  project  team  reaches 
the  conclusion  of  Step  Five,  the  company 
will  have  in  hand  an  initial  proposal  for  re¬ 
designing  its  business  process. 

Analysis  of  recommend¬ 
ed  action.  The  BPR  team 
now  prepares  documents  on 
the  final  new  process  and  in¬ 
formation  flows  for  the  busi¬ 
ness  as  well  as  documenting  the  organiza¬ 
tional  changes  necessary  for  implementa¬ 
tion. 

To  support  these  new  flows  and  orga¬ 


nizational  changes,  the  team  recommends 
changes  in  technology,  such  as  replacing 
systems  or  applications  or  acquiring  new 
systems  altogether. 

With  the  assistance  of  all  relevant  IS 
staff  members,  the  team  provides  costs 
and  pinpoints  trade-offs  among  possible 
implementation  paths.  It  also  delineates 
how  the  new  processes  will  affect  other 
processes  throughout  the  organization.  It 
calculates  how  long  the  redesign  will  take 
and  what  risks  are  involved.  Finally,  the 
team  outlines  the  benefits,  recommends  a 
course  of  action  and  delineates  an  action 
plan. 

The  team  presents  a  draft  of  its  final 
proposal,  including  costs  and  schedules, 
to  the  steering  committee  to  gain  its  con¬ 
currence  and  support  and  incorporates 
the  committee  members’  comments  or 


changes  in  a  final  proposal  that  the  steer¬ 
ing  committee  will  make  to  top  manage¬ 
ment. 

The  recommendations  resulting  from 
this  step  will  establish  a  new  paradigm  for 
the  business  process. 

Approval  and  commit¬ 
ment.  What  emerges  from 
Step  Six  is  a  coherent  pro¬ 
posal  for  business  process 
redesign  that  can  be  pre¬ 
sented  to  those  managers  who  give  ap¬ 
proval  on  investment  in  the  new  process 
and  take  responsibility  for  the  outcome  of 
the  changes. 

The  objectives  of  BPR  must  be  auda¬ 
cious.  The  management  objectives  must 
set  targets  that  stretch  the  imagination 
beyond  the  confines  of  the  present  organi¬ 
zation,  the  accepted  ways  of  doing  things 
and  the  current  process  sequence. 

Only  by  striving  for  grand  results  can 
companies  stimulate  the  breakthrough 
thinking  that  will  make  a  difference  to 
their  profitability.  • 


STEP 


Misunderstanding 
can  doom  a  project 


Business  process  redesign  is  not  successful  in  all 
cases.  Failure  often  stems  from  companies’  misun¬ 
derstanding  of  what  the  concept  is  and  then  applica¬ 
tion  of  that  incorrect  idea  to  the  existing  processes. 
Many  companies  have  arrived  at  their  current 
organizational  setups  by  historical  accident.  Orga¬ 
nization  forms  have  been  initiated  as  a  result  of 
the  special  skills  or  political  strength  of  key  indi¬ 
viduals  and,  as  a  result,  of  the  available  state  of 
the  technology  used  by  the  company  at  some 
time  in  the  past. 

Rarely  have  these  organizations  been  con¬ 
structed  as  the  result  of  a  holistic  view  of  the  pro¬ 
cesses  used  by  the  company. 

Just  as  many  of  the  efforts  at  automating  pro¬ 
duction  resulted  in  “islands  of  automation,”  many 
of  the  organizational  units  at  today’s  companies 
are  “islands  of  subprocesses.” 

As  such,  these  islands  have  had  to  be  linked 
by  artificial  —  and  often  expensive  and  time- 
consuming  —  methods  to  make  them  a  part  of 
the  overall  business  process. 

What  today  is  often  labeled  “business  pro¬ 
cess  redesign”  is  actually  the  tying  together  of  these  fragmen¬ 
tary,  inefficient  subprocesses. 

In  fact,  a  substantial  amount  of  the  investment  in  informa¬ 
tion  technology  is  devoted  to  supporting  these  linkages  and 


passing  information  among  the  islands. 

As  companies  have  grown  to  international  proportions  and 
organization  units  have  become  separated  by  time  and  dis¬ 
tance,  the  islands  have  become  archipelagos.  Automating  ex¬ 
isting  business  processes  does  not  result  in  gains  in  business 
operations. 

This  kludgey  and  costly  jury-rigging  has  done  little  to  prove 
the  worth  of  business  process  redesign  or  convince  man¬ 
agement  that  it  is  worthwhile. 

In  fact,  surveys  indicate  that  most  senior  busi¬ 
ness  managers  are  not  convinced  that  using  tech¬ 
nology  to  transform  business  processes  is  a 
key  factor  in  competitive  positioning.  Rather, 
they  think  of  the  approach  as  a  new  way  for  com¬ 
puter  vendors  to  sell  more  products. 

Because  it  sees  little  improvement  but  great  cost, 
organization  management  resists  major  change  or 
the  shifting  of  authority  and  responsibility.  Instead,  it 
opts  for  incremental  improvements  that  create  as  lit¬ 
tle  change  (disturbance)  as  possible. 

The  first  four  decades  of  increased  use  of  informa¬ 
tion  technology  have  at  best  resulted  in  many  sys¬ 
tems  that  support  parts  of  processes. 

At  worst,  the  systems  have  fostered  the  creation  of  new  is¬ 
lands  of  white-collar  employment  and  have  caused  organiza¬ 
tions  to  stagnate. 
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These  days,  technology 
has  to  serve  every- 
body  The  trouble  is, 


everyone  wants  technology 
to  do  something  different. 


technology  to  produce  the  greatest  business 


Depart¬ 


ment  managers, 


on  the  other  hand, 


IS  managers,  for  instance,  are  apt  to  put  have  to  focus  on 
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COMPUTERWORLD  a  verY  strategic  spin  on 

things.  That’s  because 


they’re  charged  with 


doing  just  what  their 
name  implies.  So  they’re  more  concerned  with 
the  productivity  issues  in  their  own  backyard, 


delivering  information 
throughout  the  enter¬ 
prise,  integrating  the 
company’s  computing 
and  communications 


If  there  were 
only  one  kind  of 
computer  buyer, 
we’d  only  have 
one  computer 
publication. 


resources. 

CIO’s  tend  to  look  at  the 
whole  enterprise  another  way. 

After 


all,  they’re 


their  local  area  net¬ 


works,  and  generally 
making  sure  their 
department  is  happy 
and  humming  along. 

End  users, 
however,  have  a  dif¬ 
ferent  perspective 
entirely.  They  see  the 


world  from  their  desktop. 
They  want  whatever  helps 
them  do 


tackling  some 
of  the  very  trickiest 


issues  in  business. 


Like  how  to  best  use 


what  they  do  better— 
while  giving  their 


access 


to  the 


rest  of  the  work¬ 


group  or  a  mainframe. 


Then  there’s  senior 
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management.  To 


competitive  advantage.  Or,  at  least,  it  better  be. 


The  point  is,  every¬ 
body’s  involved.  All 
these  groups  influence 
each  other.  That’s  why, 
today,  there’s  no  one 


person  who’s  responsible  for 


buying  technology  for  the  many.  Instead,  in  the 

networked  corpora¬ 
tion,  there  is  a  net¬ 
work  of 
people  who 
are  responsible 


for  buying  and  implementing  technology,  each 
responding  to  different  needs  and  demands. 
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they  all  need  different 
kinds  of  information, 
presented  in  different 
ways,  to  help  them  do 
their  jobs.  And  why 


puter  publication. 

In  fact,  IDG 
has  more  ways  to 
reach  more  of  your 
market  than  anyone.  We  also  know  more  than 
anyone  about  how  information  technology 
is  bought,  having  just  completed  the  largest 
independent  study 
of  the  buying  pro¬ 
cess  ever  conducted. 

It’s  called,  “Buying 
IT  in  the  90s:  The  People, 

Patterns,  and  Process’.’  And  we’d  like  to  share 
it  with  you.  Just  call  Erica  Baccus,  our  VP  of 
Marketing,  at  1-617'534T210,  for  a  free  copy 
of  the  Executive  Summary. 

And  find  out 
why  nobody  knows 
more  about  how  to 
reach  more  of  your 
market  than  we  do. 
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When  it  comes  to  the  events,  the  technology,  the  trends,  the  products, 
and  the  people  that  shape  the  IS  industry,  you  need  to  know  it  all  — 
the  good  and  the  bad. 

Not  a  month  or  so  after  it  happens,  but  the  minute  news  breaks. 

So  you  can  plan  your  strategy  and  take  action  —  before  it’s  too  late. 

Computerworld  is  the  only  weekly  news  source  for  IS  professionals. 
Each  issue  is  filled  cover  to  cover  with  up-to-the-minute  news  you  need 
to  know.  We  bring  you  the  good,  the  bad,  and  everything  in  between. 

Order  your  own  subscription  to  Computerworld  and  you’ll  receive  51 
information-packed  issues.  Plus  you’ll  get  our  special  bonus  publication, 
The  Premier  100,  an  annual  profile  of  the  top  companies  using 
information  systems  technology. 

Use  the  postage-paid  subscription 
card  bound  into  this  issue  to  order 
your  copy  today.  Because  whether 
the  news  is  good  or  bad,  it’s  still 

news  you  can  use.  _ 
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ISSC  could  be  role  model  for  parent  IBM 


To  the  (Floating)  Point 

►  Cray  Research,  Inc.  may 
soon  be  selling  its  Y-MP  EL  su¬ 
percomputers  through  Digital 
Equipment  Corp.  and  adapt¬ 
ing  technology  from  Floating 
Point  Systems,  Inc.,  accord¬ 
ing  to  Chief  Executive  Officer 
John  Rollwagen.  Cray’s  decision 
to  buy  some  or  all  of  Floating 
Point  was  called  off  Nov.  11, 
then  called  back  on  again  four 
days  later.  “It’s  been  an  interest¬ 
ing  negotiation,  to  say  the 
least,”  Rollwagen  said,  adding 
that  Cray’s  bidding  price  re¬ 
mains  at  $3.2  million. 

Big  Easy  buy 

►  Northridge,  Calif.-based 
computer  leasing  firm  El  Ca- 
mino  Resources  Ltd.  last 
week  branched  further  into  the 
applications  software  market 
and  put  down  its  first  Louisiana 
roots  with  the  acquisition  of 
certain  assets  of  New  Orleans- 
based  Darcor.  The  purchase, 
consummated  for  an  undisclosed 
price,  was  made  through  El  Ca- 
mino’s  Application  Solutions 
Co.  division. 

Peaceful,  easy  feeling 

►  Digital  Communications 
Associates,  Inc.  settled  a  se¬ 
curities  class  action  last  week 
that  had  been  pending  against 
the  firm  and  several  of  its  indi¬ 
vidual  higher-ups.  According  to 
the  Alpharetta,  Ga.-based  per¬ 
sonal  computer  products  ven¬ 
dor,  insurance  will  cover  $3 
million  of  the  $6.25  million  price 
of  the  out-of-court  accords;  the 
remaining  amount  will  show  up 
as  a  charge  against  earnings  in 
the  company’s  current  quarter. 

Fresh  start 

►  With  the  closing  of  a  $110.6 
million  bond  exchange  and  the 
restructuring  of  its  $53.3  mil¬ 
lion  bank  term  loan,  real-time 
systems  vendor  Concurrent 
Computer  Corp.  put  the  last 
blocks  into  place  to  complete  its 
reorganization  and  recapitaliza¬ 
tion.  Since  devastating  financial 
reverses  put  the  firm’s  existence 
in  peril  in  late  1990,  CEO  De¬ 
nis  Brown  said,  “We  have  de¬ 
fied  the  experts  by  avoiding  an 
involuntary  Chapter  1 1 ,  recapi¬ 
talizing,  recruiting  a  new  and 
talented  management  team, 
maintaining  our  worldwide  cus¬ 
tomer  base  and  developing  and 
marketing  new  products.”  And 
all  this  during  a  recession  and 
with  the  financial  and  credit 
markets  in  chaos,  according  to 
Brown. 


BY  NELL  MARGOLIS 

CW  STAFF 


TARRYTOWN,  N.Y.  —  IBM 
has  seen  the  future,  and  it  is 
ISSC. 

IBM  Systems  Solutions  Corp. 
(ISSC),  IBM’s  6-month-old  out¬ 
sourcing  subsidiary,  was  creat¬ 
ed  not  only  to  speed  its  strug¬ 
gling  parent’s  march  into  the 
services  arena  it  hopes  to  domi¬ 
nate  in  decades  to  come  but  also 
to  serve  as  a  laboratory  model  of 
how  to  leverage  scrappy,  agile 
entrepreneurial  efforts  out  of  a 
bureaucratic  monolith.  During 
the  next  few  years,  ISSC  Presi¬ 
dent  Dennie  M.  Welsh  said, 
“IBM  is  going  to  start  looking 
more  and  more  like  us.” 

Recent  reports  of  changes  at 
IBM  —  aimed  at  whipping  it  into 
an  aggregation  of  centrally  bond¬ 
ed  but  highly  autonomous  busi¬ 
ness  units  able  to  turn  on  a  dime 
to  deliver  products  and  services 
[CW,  Nov.  25]  —  indicate  that 
Welsh  is  on  the  right  track.  Early 
users  of  ISSC’s  avowedly  cus¬ 
tomer-tailored,  highly  flexible 
brand  of  information  systems 
services  say  they  are  getting 
what  they  were  promised  and 
liking  what  they  get. 

Some  industry  observers 
raise  questions:  Is  ISSC  pricing 
deals  below  the  profit  line?  Is 
IBM  reversing  its  hardware  ori¬ 
entation  or  just  repackaging  it? 
To  what  extent  are  users  locking 


themselves  into  IBM  equipment 
by  outsourcing  to  ISSC? 

“ISSC  is  doing  real  well  with 
us,”  said  David  Karney,  IS  vice 
president  at  Dallas-based  Zale 
Corp.,  the  nationwide  jewelry 


chain,  which  signed  a  10-year, 
multimillion-dollar  outsourcing 
and  business  consulting  deal 
with  ISSC  in  June.  Since  then, 
Karney  said,  ISSC  has  imple¬ 
mented  two  of  three  point-of- 
sale  systems  it  was  hired  to  com¬ 
plete  —  a  650-store  effort,  “a 
lot  of  work  pulling  together  our 
various  systems”  —  and  stan¬ 
dardized  the  firm’s  disparate  op¬ 


erating  systems  platforms. 

Perhaps  most  significantly, 
Karney  added,  ISSC’s  perfor¬ 
mance  has  tracked  its  promise 
with  regard  to  the  commercial, 
as  well  as  the  technological,  as¬ 


pects  of  outsourcing.  “They’ve 
paid  scrupulous  attention  to  the 
needs  of  our  particular  busi¬ 
ness,”  he  said  —  for  instance, 
stalling  a  project  rather  than 
risking  the  slightest  disruption 
to  the  jeweler’s  critical  holiday 
sales  season.  “Morale  dipped 
pretty  low  here  when  people 
first  heard  the  word  ‘outsourc¬ 
ing,’  ”  Karney  said.  “I’d  say 


we’ve  resolved  that  100%.” 

Thumbs-up  for  the  ISSC  rela¬ 
tionship  are  not  limited  to  Zale 
headquarters  or  to  the  IS  depart¬ 
ment.  In  Baltimore,  store  man¬ 
ager  Michelle  Fuller  expressed 
delight  with  the  IBM  in-store 
system  she  has  been  using  since 
May  —  and  for  the  IBM  help  line 
managed  by  ISSC. 

At  First  Tennessee  National 
Corp.  in  Memphis,  Executive 
Vice  President  John  Kelly  said  he 
was  hard-pressed  to  find  a  down¬ 
side  to  the  bank’s  1989  out¬ 
sourcing  deal  made  with  IBM 
and  inherited  by  ISSC.  “We  had 
two  goals,”  Kelly  said:  “Find  a 
technology  partner  that  could 
keep  us  current  with  the  latest  in 
banking  technology,  and  lower 
our  costs  on  everything  that’s 
become  a  commodity.”  On  both 
scores,  Kelly  said,  “We  got  what 
we  bargained  for.” 

Nevertheless,  industry  ob¬ 
servers  caution,  it  is  still  early  in 
a  chancy  and  hotly  contested 
game  —  one  in  which,  several 
noted  ironically,  ISSC’s  most 
dangerous  wild  card  is  also  its 
ace:  the  6-month-old  subsid¬ 
iary’s  ties  to  IBM. 

“Users  should  fear  two  things 
about  ISSC,”  said  Robert  Djurd- 
jevic,  president  of  Phoenix- 
based  Annex  Research:  “The 
loss  of  control  that  comes  with 
outsourcing  in  general,  and  the 
wisdom  of  putting  that  control  in 
Continued  on  page  101 


At  a  glance  . . . 


ISSC 

Like  sister  subsidiary  IBM  Credit 
Corp.,  IBM’s  latest  offspring  is  already 
big  and  looking  to  grow  quickly 

Founded: 

Headquarters: 

Employees: 

President: 

Revenue:  Approximately  $300  million  as  of 

June  (per  Annex  Research  figures) 

Estimated  growth  rate:  In  excess  of  100%  annually 

over  the  next  2  years 

Source:  Integrated  Systems  Solutions  Corp.  and  Annex  Research 
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Noncompete  won’t 
halt  Landry’s  agenda 


BY  NELL  MARGOLIS 

CW  STAFF 

CAMBRIDGE,  Mass.  —  The 
noncompete  agreement  John  B. 
Landry  III  signed  with  Dun  & 
Bradstreet  Software  will  not 
cramp  the  software  guru  as  he 
assumes  his  new  Lotus  position. 

So  said  Landry  late  last 
month,  in  the  hours  after  he  sud¬ 
denly  resigned  as  D&B  Soft¬ 
ware’s  executive  vice  president 
and  chief  technology  officer  and 
re-emerged  with  a  similar  title 
and  mission  at  Lotus  Develop¬ 
ment  Corp. 

Declining  to  detail  the  agree¬ 
ment  “because  that’s  what  law¬ 
yers  do,  and  I’m  not  a  lawyer,” 
the  software  executive  never¬ 
theless  was  explicit  on  one  point: 
“There  is  nothing  in  the  agree¬ 
ment  that  will  keep  me  from  be¬ 
coming  involved  in  any  of  the  ac¬ 
tivities  [on  my  prospective 


agenda]  at  Lotus.” 

Noncompete  agreements,  a 
standard  fixture  in  most  execu¬ 
tive  employment  packages,  spell 
out  the  extent  to  which  a  depart¬ 
ing  employee  can 
directly  or  indirect¬ 
ly  engage  in  rivalry 
with  a  former  firm 
for  a  defined  period 
of  time  —  usually 
one  to  two  years. 

Questions  about 
Landry’s  possible 
restrictions  under 
such  an  agreement  were  trig¬ 
gered  early  in  the  game  by  two 
particular  circumstances: 

•  Industry  observers  have  not 
forgotten  the  1989  departure  of 
former  D&B  Software  executive 
Frank  Dodge  [CW,  March  12  and 
19,  1990]  amid  a  maelstrom  of 
legal  hostilities  over  the  provi¬ 
sions  of  Dodge’s  noncompete 
agreement.  D&B  Software  pre¬ 


vailed  in  court,  and  Dodge  was 
sidelined  from  the  applications 
software  industry  for  a  year. 

•  While  at  D&B  Software, 
Landry  was  instrumental  in  the 
development  of  Wijit,  a  graphical 
user  interface  geared  to  facili¬ 
tate  information  sharing  in  a 
client/server  environment  and 
positioned  as  a  key  component  of 
D&B  Software’s  coming  product 
generation.  As  Landry  spear¬ 
heads  technological 
development  at  Lo¬ 
tus,  he  could  be  ex¬ 
pected  to  encounter 
Notes,  a  critically 
praised  Lotus  offer¬ 
ing  that  bears  a 
strikingly  similar 
description  to  Wijit. 
Last  week,  Lan¬ 
dry  dismissed  industry  concerns 
on  both  scores  —  although  he 
reiterated  that  the  industry 
would  basically  have  to  take  his 
word  for  it  that  the  agreement, 
which  he  confirmed  does  exist, 
would  pose  no  problem. 

Wijit  and  Notes,  he  said,  are 
technologically  and  contextually 
distinguishable.  Wijit  “is  an  envi¬ 
ronment.  We  [D&B]  implement¬ 


ed  a  series  of  products,  code- 
named  Gemini,  as  a  subsystem 
under  Wijit.  Notes  doesn’t  have 
that.”  In  fact,  he  said,  “I  certain¬ 
ly  think  the  potential  exists”  for 
Wijit  and  Notes  to  work  togeth¬ 
er.  While  there  are  no  plans  for  a 
D&B  Software/Lotus  alliance 
currently  in  the  works,  he  said, 
“I  wouldn’t  foreclose  the  possi¬ 
bility. 

Exactly  what  his  new  agenda 
will  be,  Landry  said,  will  emerge 
only  over  time.  He  does  not  offi¬ 
cially  begin  work  at  Lotus  until 
next  week,  and  the  extent  to 
which  he  was  selected  specifical¬ 
ly  for  his  abilities  to  inspire  oth¬ 
ers  necessarily  defies  a  detailed 
blueprint. 

However,  in  a  teleconference 
held  within  hours  of  his  an¬ 
nouncement,  he  indicated  that 
he  will  guide  the  firm  further  to¬ 
ward  the  organizational  comput¬ 
ing  market.  “Organizational 
computing  is  on  the  rise,  and  dra¬ 
matically,”  he  noted,  “but  the 
missionary  work  maybe  hasn’t 
gotten  off  in  the  best  way. 

“As  people  come  to  know  it 
and  understand  it,  they  will  flock 
to  groupware.” 
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EDS  tightens  French  side 


BY  MARC  BENITAH 

IDG  NEWS  SERVICE 


PARIS  —  Four  months  ago,  Dallas-based 
Electronic  Data  Systems  Corp.  waged  a 
successful  hostile  takeover  battle  against 
UK-based  systems  integrator  and  out¬ 
sourcer  SD-Scicon.  EDS  integrated  its  ac¬ 
quisition  into  its  already  established  stra¬ 
tegic  British  business  unit.  Yet  EDS  still 
has  not  absorbed  GFI,  the  French  subsid¬ 
iary  of  SD-Scicon. 

After  months  of  uncertainty,  the  fog  is 
just  beginning  to  lift:  GFI  could  finally  in¬ 
corporate  the  French  subsidiary  of  its 


new  parent  company  —  EDS  France  — 
into  its  operations. 

EDS  took  managerial  control  of  SD- 
Scicon’s  companies  on  Aug.  19.  At  the 
end  of  August,  a  steering  committee  was 
formed  to  integrate  SD-Scicon  UK  and 
GFI  into  EDS.  Although  Jacques  Tordj- 
man,  chief  executive  officer  at  GFI,  holds 
a  seat  on  the  steering  committee,  no  oth¬ 
er  EDS  France  representatives  were  in¬ 
vited  to  join. 

As  a  result,  SD-Scicon  managers  im¬ 
mediately  found  themselves  on  the  side¬ 
lines.  John  Bateman,  formerly  technical 
director  at  EDS  Europe,  took  control  of 


SD-Scicon.  But  GFI,  which  had  previously 
reported  to  London,  began  reporting  di¬ 
rectly  to  EDS  headquarters  in  Dallas, 
thereby  circumventing  John  Bateman  and 
EDS  Europe’s  Geneva  headquarters. 

In  September,  EDS  International 
launched  an  audit  of  GFI.  In  mid-October, 
during  an  EDS  International  executive 
committee  seminar  in  Jerusalem,  Tordj- 
man  was  confirmed  as  CEO.  EDS  asked 
him  for  a  strategic  plan  focusing  on 
France  but  also  validating  EDS’  other 
strategic  areas. 

The  major  goal  is  clear:  EDS  France 
and  GFI  should  be  merged  before  the 
summer.  “EDS  France  and  GFI  will  coex¬ 
ist  for  a  while,”  Tordjman  said,  “but  with¬ 
in  10  months,  there  will  only  be  a  single 
entity.” 
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NeXTWORLD  ”  Expo  comes 
to  San  Francisco  Civic  Auditorium  and 
Brooks  Hall,  January  22-24,  1992. 

This  educational  conference  and  product 
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with  the  first  international  Developers  Conference, 
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more  in  one  place,  under  one  roof. 
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Meeting — free  with  all  registrations. 
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Meanwhile,  GFI  hardly  has  a  relation¬ 
ship  with  EDS  France,  although  the  two 
companies  cannot  afford  to  ignore  each 
other.  They  have  just  set  up  a  “coordinat¬ 
ing  structure”  in  order  to  mesh  their  ac¬ 
tivities. 

“Today  we  aren’t  part  of  EDS 
France's  business  except  to  respond  to 
our  clients  in  order  to  create  a  homoge¬ 
neous  image  of  the  group,”  Tordjman 
said. 

This  structure  divides  the  two  compa¬ 
nies’  demands  but  also  seems  to  prepare 
them  to  integrate  even  if  Tordjman  re¬ 
fuses  to  recognize  it. 

“We  are  [currently]  not  in  a  position  to 
publicly  disclose  our  organization  deci¬ 
sions,”  a  spokesman  for  EDS  France  said. 
Nevertheless,  the  disclaimer  implicitly 
recognized  that  the  process  is  under  way. 

The  only  visible  effect  of  the  takeover 
of  GFI  is  that  it  now  offers  systems  man¬ 
agement  services,  formerly  an  exclusive 
EDS  preserve. 

GFI,  which  will  now  assume  all  of  the 
activities  of  its  French  subsidiary,  mani¬ 
fests  an  incontestable  dynamism.  After 
reporting  73%  growth  in  revenue  in 
1990,  GFI  expects  a  30%  increase  in 
1991  —  15%  of  which  is  internal.  Accord¬ 
ing  to  Tordjman,  the  company  is  expected 
to  post  over  $232  million  in  revenue  and 
improve  margins  this  year.  Employee 
count,  pegged  at  around  1,150  in  June 
1990,  now  stands  at  approximately 
2,400. 

Benitah  writes forLe  Monde  Informa- 
tique,  an  IDG  Communications  French 
publication. 

Unigraphics 
shares  plans 

BY  ELLIS  BOOKER 

CW  STAFF 


CHICAGO  —  Computer-aided  design  and 
manufacturing  (CAD/CAM)  player  Uni¬ 
graphics,  a  unit  of  McDonnell  Douglas 
Systems  Integration  Co.  (MDSI)  until  its 
recent  acquisition  by  outsourcing  giant 
Electronic  Data  Systems  Corp.,  was  the 
belle  of  the  ball  at  the  Autofact  ’91  confer¬ 
ence  held  here  last  month. 

Arriving  in  Chicago  on  the  heels  of 
EDS’  Nov.  4  acquisition  of  MDSI,  Unigra¬ 
phics  officials  talked  excitedly  about  the 
EDS  relationship. 

“The  MDSI  relationship  was  valued 
and  important,”  John  Mazzola,  head  of 
Unigraphics  and  now  an  EDS  executive  as 
well,  told  a  gathering  of  EDS  and  Unigra¬ 
phics  employees  and  customers. 

“But  over  the  past  few  years,  we’ve 
pretty  much  pushed  as  far  as  we  could 
go.”  Mazzola  said  EDS  would  help  Uni¬ 
graphics  realize  its  full  potential  in  the 
commercial  marketplace. 

Mazzola  went  so  far  as  to  predict  that 
Unigraphics  would  be  the  No.  2  CAD/ 
CAM  vendor  by  1994. 

Within  days  of  the  acquisition’s  clos¬ 
ing,  in  fact,  Unigraphics  announced  two 
major  contracts:  one  with  Caterpillar,  Inc. 
and  one  with  General  Electric  Co. 

The  Caterpillar  contract  calls  for  the 
installation  of  more  than  2,000  Unigra¬ 
phics  “seats.”  The  GE  contract  “is  even 
bigger,”  Unigraphics  sources  said.  How¬ 
ever,  they  would  not  provide  financial  de¬ 
tails  on  either  contract. 
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ISSC  could  be  role  model  for  IBM 
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Fingers  in  the  pie 

►  Fujitsu  Ltd.  and  other  Jap¬ 
anese  mainframe  manufacturers 
are  moving  to  bring  out  their 
own  distributed  relational  data¬ 
base  management  systems  to 
take  advantage  of  Japan’s  mar¬ 
ket  for  third-party  RDBMS 
products.  According  to  a  recent 
report  in  the  Japanese  business 
press,  Fujitsu’s  RDBMS  will  be 
targeted  at  Unix  systems. 

Going,  going,  gone 

►  In  the  latest  stage  of  its  mas¬ 
sive  privatization,  newly  free 
Eastern  Germany  is  set  to 
sell  14  state-owned  computer 
centers.  The  Treuhandan- 
stalt  —  the  body  created  to  sell 
some  9,000  state-owned  firms 
to  the  private  sector  —  is  invit¬ 
ing  buyers  from  outside  the 
country  to  bid  for  the  businesses, 
which  are  located  in  14  major 
German  cities,  including  Berlin, 
Frankfurt,  Potsdam,  Leipzig 
and  Dresden. 

Ericsson  posts  loss 

►  Swedish  telecommunica¬ 
tions  giant  L.  M.  Ericsson  cited 
a  prolonged  weakness  in  the 
telecommunications  industry  as 
the  chief  reason  for  the  firm’s 
53%  plunge  in  nine-month  prof¬ 
its  and  a  $44.8  million  net  loss 
in  its  third-quarter  fiscal  1991. 
The  $252  million  profit  for  its 
first  nine  months  marked  a  steep 
drop  from  the  $542  million 
logged  in  the  corresponding  pe¬ 
riod  in  1990. 

Siemens/Nixdorf  s  red  ink 

►  Siemens/Nixdorf  Infor- 
mationssysteme  AG  an¬ 
nounced  a  $475  million  loss  for 
its  1990-91  business  year  ended 
Sept.  30.  The  loss  may  not  be 
the  last;  according  to  a  report  in 
the  European  business  press, 
Siemens/Nixdorf  predicted  an 
upswing  in  earnings  during  the 
current  year  but  perhaps  not  a 
return  to  profitability. 
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PARIS  —  A  group  of  European 
companies  —  including  Germa¬ 
ny’s  Daimler-Benz  AG,  Britain’s 
Inmos  and  Spain’s  Casa  —  is  re¬ 
portedly  working  with  universi¬ 
ties  and  research  institutes  to 
develop  high-performance  paral¬ 
lel  processor-driven  computing 
systems  for  European  industry. 

The  coalition,  known  as  EI3, 
will  cover  hardware  and  soft¬ 
ware  equipment  and  services.  Its 


the  company  that  supplies  your 
hardware”  (see  story  below). 

ISSC  was  conceived  in  1989 
as  part  of  IBM’s  National  Ser¬ 
vices  Group.  “At  that  point,” 
market  planning  manager  Lane 
Jorgensen  said,  “we  were  basi¬ 
cally  operations-oriented.  ’  ’ 

All  things  to  all  people 

By  the  time  the  firm  got  its  own 
corporate  charter  in  May  (see 
chart  page  99),  it  had  left  its  op- 
erations-only  agenda  in  the  dust. 
While  some  firms,  bent  on  hon¬ 
ing  focus,  are  disavowing  the 
urge  to  be  all  things  to  all  people, 
ISSC  is  virtually  making  that  its 
calling  card. 

The  company  has  targeted 
eight  vertical  markets  —  bank¬ 
ing,  insurance,  transportation, 
manufacturing  and  process,  gov¬ 
ernment,  utilities,  health/medi¬ 
cal  and  retail  —  and  is  wooing 
them  with  a  broad-based  portfo- 


aim,  according  to  an  EI3  spokes¬ 
man,  is  to  “enable  European  in¬ 
dustry  to  reduce  the  dependency 
on  U.S.  and  Japanese  technology 
sources.” 

Industry  observers,  however, 
noted  that  advanced  systems  of 
the  kind  proposed  already  oper¬ 
ate  in  all  of  these  countries. 

A  16-member  group  launched 
the  initiative  last  month  to  try  to 
attract  other  firms  in  Europe 
that  want  to  develop  more  pow¬ 
erful  computing  technologies  for 
their  products. 


lio  of  offerings  from  one-shot 
consulting  to  full-tilt  outsourcing 
with  consulting  services  and 
software  codevelopment  added. 

The  game  plan,  Welsh  said,  is 
not  just  to  go  wide,  but  deep. 
“Understanding  the  require- 


EI3’s  blueprint  is  based  on 
technology  in  which  computers 
work  in  concert  to  solve  a  prob¬ 
lem  by  breaking  it  up  into  differ¬ 
ent  parts.  “European  programs 
and  projects  have  successfully 
acquired  a  technological  edge  in 
the  parallel  processing  field,” 
EI3’s  liaison  office  said. 

Group  founders  on  the  re¬ 
search  and  development  side  in¬ 
clude  Inmos,  a  subsidiary  of 
SGS-Thomson,  the  French/I ta- 
lian  concern.  Inmos  has  had  a 
strong  influence  on  the  develop¬ 
ment  of  parallel  processing,  as 
has  Parsytec,  a  German  member 
of  the  initiative. 

“The  European  technological 
edge  has  to  be  turned  into  an  in¬ 
dustrial  advantage,”  EI3’s  liai- 


ments  of  each  customer’s  busi¬ 
ness  so  that  you  can  meaningful¬ 
ly  customize  each  application  — 
each  idea  —  is  one  of  the  hardest 
challenges  we’ve  got.”  ISSC  is 
meeting  it  head-on,  Welsh  said. 
For  instance,  a  cadre  of  seasoned 
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son  office  added. 

In  addition  to  Daimler-Benz’s 
own  research  institute,  the 
group’s  AEG  Electrocom  subsid¬ 
iary  and  its  Dornier  engineering 
unit  are  also  involved,  as  is  Tele- 
funken  Systemtechnik  (part  of 
Deutsche  Aerospace,  which  is 
owned  by  Daimler-Benz).  Pir- 
aiki-Patraiki,  a  Greek  weaving 
company,  is  also  a  member. 

Cap  Gemini  Sogeti,  the 
French  software  house  in  which 
Daimler-Benz  recently  acquired 
a  minority  stake,  is  also  involved 
in  EI3,  along  with  TNO,  the 
Dutch  research  institute;  Fraun¬ 
hofer,  an  independent  German 
research  body;  Hitec,  a  Greek 
software  house;  and  Inesc,  a  Por¬ 
tuguese  research  organization. 


banking  professionals  has  been 
brought  on  board  to  help  educate 
and  train  ISSC  employees  head¬ 
ed  for  work  with  banking  clients. 

In  1992,  Welsh  said,  the  pro¬ 
gram  —  which  is  already  being 
extended  to  other  vertical  mar¬ 
kets  —  will  open  up  to  entry-lev¬ 
el  candidates,  so  that  ISSC  can 
grow  its  own  bankers  as  well. 

Six  months  out  of  the  starting 
gate,  ISSC  has  had  too  short  a 
run  for  its  success  to  seem  as¬ 
sured  or  its  failure  to  be  feared, 
users  and  analysts  agreed. 
“They’re  the  new  kid  on  the 
block,”  Djurdjevic  said,  “and 
they’re  going  to  make  a  few  mis¬ 
takes.  They’re  also  going  to  have 
some  beginner’s  luck.”  At  this 
stage  of  the  game,  he  cautioned, 
reading  too  much  into  either 
would  be  a  mistake. 

Bobby  Gnisham,  an  executive 
at  rival  Electronic  Data  Systems 
Corp.,  said  ISSC  is  showing  up 
with  increasing  frequency.  “We 
used  to  run  into  IBM  once  in  a 
while,”  he  said.  “We  see  ISSC  on 
just  about  every  deal.” 


EXECUTIVE  CORNER 

Rogers  voted 
in  as  CEO 

The  election  of  Richard  G. 
Rogers  as  president  and  chief 
executive  officer  of  West  Long 
Branch,  NJ.-based  Electronic 
Associates,  Inc.  has  been  an¬ 
nounced  by  the  board  of  direc¬ 
tors.  Rogers,  an  electronics  in¬ 
dustry  veteran  who  most  re¬ 
cently  served  as  chief  operating 
officer  at  BTU  International,  re¬ 
places  former  Electronic  Asso¬ 
ciates  President  Robert  G.  Fin¬ 
ney,  who  resigned  last  summer. 

Ventura  Software,  Inc.,  a 
wholly  owned  subsidiary  of  Xe¬ 
rox  Corp.,  has  elected  David 
W.  Hanna  as  president  and 
CEO.  Hanna,  who  has  served 
on  the  Ventura  board  of  direc¬ 
tors  since  the  subsidiary  was 
formed  in  1990,  formerly  head¬ 
ed  up  the  David  Hanna  Co.,  a 
consulting  firm  specializing  in 
high-tech  marketing  and  strat¬ 
egy.  He  also  served  as  president 
of  four  technology  firms:  Grid 
Systems  Corp.,  Altos  Computer 
Systems,  Versatec,  Inc.  and, 
most  recently,  Emulex  Corp. 

Marc  S.  Shinbrood  has  been 
named  president  and  CEO  of 
Rochester  Software  Con¬ 
nection,  Inc.,  a  Rochester, 
Minn. -based  provider  of  per¬ 
sonal  computer-to-Application 
System/400  cooperative  pro¬ 
cessing  software.  Shinbrood  has 
held  senior  management  posi¬ 
tions  at  several  software  compa¬ 
nies,  including  Cullinet  Sof- 
ware,  Inc.,  now  part  of 
Computer  Associates  Interna¬ 
tional,  Inc.,  and  Business  Soft¬ 
ware  Technology,  Inc.,  now 
part  of  Legent  Corp. 


Coalition  seeks  to  bolster 
European  computer  industry 


Family  tie  pulls  both  ways 


ow  can  IBM  subsidiary  ISSC,  whose 
sales  force  accompanies  IBM’s  on 
customer  calls,  claim  to  be  truly  in¬ 
dependent  from  its  parent? 

“We  can’t,”  President  Dennie  M. 
Welsh  said.  What’s  more,  he  quickly  added, 
“we’d  never  want  to.” 

The  factor  that  lets  ISSC  attempt  to  cut  a 
broad  swath  across  an  outsourcing  landscape  al¬ 
ready  staked  by  power  players  such  as  Andersen 
Consulting,  Computer  Sciences  Corp.  and  par¬ 
ticularly  Electronic  Data  Systems  Corp.  is  the 
same  one  that  analysts  cite  as  the  firm’s  No.  1  li¬ 
ability  —  its  ties  to  IBM. 

Some  analysts  are  quick  to  warn  users  that  an 
outsourcing  deal  with  ISSC  means  hitching  your 
company’s  pivotal  information  systems  opera¬ 
tions  to  a  struggling  hardware  vendor  desperate 
to  gain  or  retain  account  control  in  search  of  the 
lush,  big-ticket,  wide-margin  sales  that  only  big 
iron  brings. 

Wrong,  Welsh  said.  IBM’s  massive  resources 
are  key  to  ISSC’s  ability  to  offer  top  services  at 
less  than  top  dollar. 

For  instance,  he  noted,  ISSC  draws  on  the  re¬ 
sources  of  sister  subsidiary  IBM  Credit  Corp. 


(ICC)  for  the  asset  management  parts  of  its  busi¬ 
ness. 

“We  also  use  ICC  as  our  lending  partner, 
whether  we’re  buying  from  IBM  or  from  oth¬ 
ers,”  he  said. 

Similarly,  Welsh  said,  ISSC  can  leverage 
IBM’s  80-plus  business  partners,  tap  into  de¬ 
cades  of  development  expertise  up  and  down  the 
software  and  hardware  spectrum,  give  its  cus¬ 
tomers  the  inside  track  on  IBM  development 
plans  and  pass  on  the  price  advantage  of  intra¬ 
corporate  bulk  purchases.  The  savings,  he  add¬ 
ed,  allow  ISSC  to  offer  attractive  prices  and  still 
make  a  profit. 

And  while  the  insider  prices  might  give  IBM 
an  inside  track  at  user  sites,  Welsh  insists  that 
ISSC  will  buy  whatever  equipment  best  meets 
the  user’s  strategic  needs. 

At  least  one  user  said  the  claim  is  true:  ISSC 
recently  put  Dell  Computer  Corp.  personal  com¬ 
puters  into  several  hundred  Zale  Corp.  stores 
when  it  turned  out  that  IBM’s  Personal  Sys¬ 
tem/2  was  not  object-code-compatible  with  the 
user’s  application  software,  according  to  Zale  IS 
Vice  President  David  Karney. 

NELL  MARGOLIS 


How  to  grow  an  outsourcing  player 

Within  weeks  of  opening  its  doors,  ISSC  signed  a  10-year  outsourcing 
deal  with  Zale  Corp.  Since  then,  the  following  nine  firms  have  signed 
on,  and  52  deals  are  currently  pending: 


July 


Aug. 


Sept. 

Oct. 

Nov. 


Cullum  Cos. 

Supermarkets  General  Corp. 

Matson  Navigation  Co. 

First  American  National  Bank  (Tenn.) 
Commerce  Bancshares,  Inc. 

Yankee  Gas  Services  Co. 

Comdata  Holdings  Corp. 

Chase  Manhattan  Bank  of  Connecticut 
Foremost  Corporation  of  America 
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Investment 


Global  Perspectiv 

Technology  Investment  Strategies  Corporation  helps  corporate  executives  around  the  world 
make  their  strategic  business  decisions  about  information  technology. 

Being  a  subsidiary  of  International  Data  Group  has  its  advantages -specifically,  access  to 
4,000  employees  in  49  countries  focused  on  the  information  industry. 

Research  And  Consulting 
•Technology  Investment  Strategies  Corporation 
•International  Data  Corporation 

•  I  DC  Financial  Services  Corporation 

•  Information  Strategies  Group 

•  Link  Resources 

•34  International  Research  Companies 

Conferences 

•World  Expo  Corporation 

Communication  Networks,  Network  Computing  Forum, 

CD-ROM  Expo,  MACWORLD  Expo,  Berlin  Unix  Forum, 


Sun  World  Expo,  and  other  events  in  14  countries. 

Database 

160,000  computer  sites  worldwide 

5,000  U.S.  value-added  resellers 

Two  million  computer  executives  worldwide 

Training 
• ExecuTrain 

Training  over  150,000  individuals  each  year 
More  than  100  courses  on  the  most  popular  software 

Books 

•  IDG  Books  Worldwide,  Inc 


Our  analysts  are  expert  at 
exploiting  this  network  for  you, 


Technology  Investment 
Strategies  Corporation 


These  are  among  the  150 
publications  with  25  million 
readers  worldwide. 
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A  few  important  tips  on 
recruiting  computer  professionals 


Finding  computer  talent  isn’t  as  easy  as  it  used  to  be.  In 
fact,  there  was  a  time  when  you’d  just  run  an  ad  in  the 
local  newspaper  and  you  could  make  a  hire  without  waiting 
too  long  or  spending  too  much. 

But  times  have  changed.  And  like  so  many  facets  of  today’s 
business,  so  has  the  effectiveness  of  traditional  recruiting 
methods. 

What’s  more,  many  of  today’s  recruiters  don’t  use  today’s 
most  efficient  methods  —  methods  that  save  time  and  money 
for  some  widely  unknown  reasons. 

The  supply  of  qualified  professionals 
isn’t  meeting  demand 

/\  The  American  Council  on  Education  reports 
//\\  that  the  number  of  college  students  choos- 
//\V\  ing  computer  careers  is  down  two-thirds 
/  \\  since  1982.  To  make  matters  worse,  there 

\  are  more  computers  in  today’s  business 
that  require  the  skills  of  this  shrinking  mar¬ 
ket  than  ever  before.  And  while  you  may 
never  consider  the  company  next  door 
your  competitor,  it  likely  is  competing  for 
the  same  computer  talent  today.  The  result 
is  a  classic  supply/demand  problem  that 

_  isn’t  changing  for  the  better  -and  that’s  sure 

Demand  to  make  your  recruiting  tougher  in  the  ’90s. 


Supply 


Ads  in  local  papers  don’t  reach  your 
major  hiring  market  an 

That’s  because  they  generally 
reach  “active”  job  seekers  — 
those  who  actively  seek  out  the 
local  newspaper  to  find  jobs  — 
and  who  a  recent  Computerworld 
job  satisfaction  survey  found  to 
represent  2  in  10  of  today’s  com¬ 
puter  professionals.  The  study 
also  found  that  7  in  10  of  today’s 
computer  professionals  are  “pas¬ 
sive”  job  seekers  —  those  who 

would  consider  new  job  options,  but 
likely  never  look  for  them  in  the  local 
newspaper.  (The  remaining  small  per¬ 
centage  are  “non-movers”  content  with 
long-term  jobs.) 

In  short,  this  means  that  your  ad  in 
today’s  local  newspaper  reaches  no 
more  than  20  percent  of  today’s  com¬ 
puter  job  seekers.  What’s  worse,  if 
you’re  not  using  other  vehicles  that 
reach  far  more  job  seekers,  your  local  newspaper  expenses 
are  as  inefficient  as  their  limited  audience. 


For  every  10  of  today’s 
computer  job  seekers  . . . 
2  are 

Active  □  □ 


7  are 

Passive  □  □□□□□□ 
1  is  a 

Non -mover  □ 


more 


More  job  seekers  see  your  ad  in 
Computerworld  than  in  any  other 
newspaper  —  Sunday,  daily,  or  trade 

That’s  because  Computerworld  reaches  over  629,000  qualified 
computer  professionals  every  week  —  the  largest  audience  of 
its  kind,  and  one  that’s  rich  with  passive  and  active  job  seekers 
That’s  why  more  companies  advertise  more  jobs  in  Compu¬ 
terworld  than  in  any  other  professional  newspaper.  And  why 
Computerworld  is  the  single  place  where  America’s  computer 
professionals  expect  to  see  the  most  jobs  every  week. 


Computerworld  gives  you 
regional  editions 

A  key  option  when  you  need  a  re¬ 
gional  candidate  and  want  to  avoid 
national  response  and  relocation. 

Yet  if  your  search  is  national  in 
scope,  Computerworld  can  also 
give  you  more  widespread  national 
exposure  than  any  other  source. 

Computerworld  needs  just  3  working 
days  for  your  ad  to  appear 

That’s  comparable  to  most  local  newspapers.  And  why  your  ad 
can  quickly  appear  in  the  next  issue  to  start  generating  quality 
response. 

Computerworld  costs  no  more 
than  local  papers 

And  with  a  regional  rate  of  just  $166.32  per  inch,  your  cost-per 
qualified  candidate  reached  is  better  than  any  newspaper  — 
Sunday,  daily  or  trade.  Or  just  about  any  other  source,  for  that 
matter. 

Computerworld  leads  candidates  to  your  ad 

Just  look  at  this  week’s  Computer  Careers 
section.  You’ll  find  a  career  editorial  topic 
that  will  stir  the  interest  of  virtually  any 
computer  job  seeker  —  passive  or  active. 

It’s  just  one  of  countless  reasons  Compu¬ 
terworld  is  America’s  newspaper  of 
choice  on  computing.  No  matter  how 
much  the  times  change. 

And  while  times  may  change,  some 
things  won’t.  Whether  you  use  computers, 
make  computers,  or  sell  products  and  ser¬ 
vices  for  computers,  Computerworld  is 
still  your  major  source  of  news  today.  And 
your  major  source  of  computer  professionals  tomorrow. 


Regional 

Editions 

National  f 
Editions  , 


For  more  recruiting  tips,  call  John  Corrigan,  Vice 
President/Classified  Advertising,  at  800/343-6474  (in  MA, 
508/879-0700). 


Weekly.  Regional.  National. 
And  it  works. 
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Why  lack  of  a  degree  may  hurt  you  now 

In  a  tough  job  market,  education  is  seen  as  a  necessary  supplement  to  skills  and  IS  experience 


BY  BARBARA  FRANCETT 

SPECIAL  TO  CW 


OK,  so  something  came 
up  —  money  problems, 
family  obligations,  mili¬ 
tary  service  —  and  you 
didn’t  finish  college,  ei¬ 
ther  recently  or  way  back  when. 
Or  you  completed  a  technical  or 
two-year  course  of  study  and 
went  to  work.  Does  the  lack  of  a 
four-year  degree 
mean  a  dead  end 
for  your  informa¬ 
tion  systems  ca¬ 
reer? 

The  answer  is  this: 

It  depends  who  you  work 
for  and  how  high  you  set 
your  sights.  Unquestion¬ 
ably,  skills,  experience,  con¬ 
fidence  and  ambition  go  far  to 
level  the  playing  field  for  sea¬ 
soned  IS  pros,  especially  those 
who  have  been  in  the  field  for  10 
or  more  years.  However,  the  less 
experienced  may  find  the  lack  of 
a  degree  an  obstacle  to  their  ca¬ 
reer  paths.  For  job-market  new¬ 
comers,  it’s  a  definite  roadblock. 

Frank  Panella  started  out  at 
Dow  Jones  &  Co.  in  Princeton, 
N.J.,  24  years  ago  as  a  computer 
programmer  with  a  two-year  de¬ 
gree  in  computer  science.  Over 
the  years,  Panella  has  progressed 
through  project  leader,  manager, 
assistant  director  and  director 
slots.  Today,  he  is  executive  di¬ 


rector  of  worldwide  operations 
and  says  he  has  yet  to  find  his 
lack  of  a  four-year  degree  a  draw¬ 
back. 

“My  promotions  have  been 
based  on  my  experience  and 
skills,”  he  explains. 

He  claims  his  educational 
background  has  never  been  an  is¬ 
sue  with  his  superiors,  peers  or 
subordinates.  “I’ve  never  felt  in¬ 
competent  in  any  way.” 

Despite  his 
own  success,  Pan¬ 
ella  strongly  ad¬ 
vises  the  younger 
generation  to  stick 
with  school:  If  he  were 
beginning  his  career  to¬ 
day,  he  says,  he’d  have  a 
much  tougher  time  getting 
where  he  is  now  —  or  even  in 
the  door. 

“Anyone  starting  out  today 
must  have  a  four-year  degree,” 
Panella  says.  “I  can’t  reinforce  it 
enough  for  the  young  people  now 
coming  up  through  the  organiza¬ 
tion.” 

Times  have  changed 

Part  of  the  reason  IS  profession¬ 
als  didn’t  have  to  be  degreed  in 
the  past  is  that  there  were  few 
degree  programs  designed  for 
them.  Today,  that  has  changed. 

“Back  in  the  ’60s,  there  were 
only  a  few  technical  courses 
available,”  Panella  says.  “Now, 
there  are  full-blown  educational 


programs,”  he  adds. 

Second,  the  economy  is  soft, 
and  competition  is  brutal.  Lack  of 
a  degree  is  one  more  thing  re¬ 
cruiters  can  note  as  they  wade 
through  a  surfeit  of  resumes, 
says  Robert  Lobman,  a  member 
of  the  MIS  Network  Group,  a 
support  group  of  about  200  un¬ 
employed  IS  professionals,  two- 
thirds  of  whom  are  degreed. 

“In  the  old  days,  an  employer 
might  give  a  recruiter  a  list  of  15 
requirements,  and  you  only  need¬ 
ed  10  or  12  to  get  the  job,”  he 
says.  “Now,  you  need  all  15.  If 
one  of  those  is  a  four-year  degree 
and  you  don’t  have  one,  that’s  a 
knockout  factor.” 

The  point  is,  today’s  job  mar¬ 
ket  is  stringent  in  the  extreme. 
The  more  attributes  a  candidate 
can  offer,  the  better. 

That’s  also  the  case  for  long¬ 
time  professionals  envisioning  a 
place  in  management  and  up  to 
the  executive  suite.  They  may 
well  find  the  doors  closed  to  the 
nondegreed,  no  matter  how  bril¬ 
liant  the  performer. 

Thomas  Loane,  vice  president 
of  computers  and  communica¬ 
tions  at  Alamo  Rent  A  Car,  Inc.  in 
Fort  Lauderdale,  Fla.,  is  an  avid 
proponent  of  higher  education  for 
his  staff  members.  “We  live  in  a 
credentialed  society,  and  the  ab¬ 
sence  of  a  degree  hurts,”  Loane 
says. 

Mary  Kimball,  Alamo’s  direc¬ 


tor  of  telecommunications,  is 
currently  pursuing  her  bache¬ 
lor’s  degree,  even  though  she 
says  that  her  career  hasn’t  suf¬ 
fered  thus  far  without  it.  “It 
hasn’t  been  a  detriment,”  she 
says.  “My  experience  and  busi¬ 
ness  sense  couldn’t  be  gotten  by 
just  anybody  off  the  street.” 


WE  LIVE  IN  a 

credentialed 
society,  and 
the  absence  of  a  degree 
hurts.” 

THOMAS  LOANE 
ALAMO  RENT  A  CAR 


Before  joining  Alamo  eight 
years  ago  to  launch  its  telecom¬ 
munications  department,  Kim¬ 
ball  spent  10  years  at  Southern 
Bell,  where  she  advanced  her 
education  through  company- 
sponsored  training  and  manage¬ 
ment  courses. 

But  that’s  the  past.  Kimball’s 
eye  is  on  the  future.  After  five 
years  of  off-hours  study,  she  is 
now  only  a  few  courses  short  of  a 
degree  in  professional  studies 
from  nearby  Barry  University  in 
Miami  Shores,  Fla.  “It  will  en¬ 
hance  my  ability  to  be  perceived 
as  a  true  businessperson,  not  just 


a  telecommunications  person,” 
she  says.  An  MBA  is  her  next 
educational  goal. 

Recruiters  agree  this  is  a 
smart  move.  They  advise  older  IS 
professionals  to  consider  adding 
academic  credentials  to  their 
base  of  practical  experience.  It  is 
good  employment  insurance  in 
these  days  of  rampant  mergers 
and  downsizings,  they  say.  Not 
everyone  may  value  your  experi¬ 
ence  as  highly  as  your  current 
employer. 

Stick  with  it 

“Senior  managers  don’t  under¬ 
stand  how  it  is  until  they’re  out  on 
the  streets,”  says  Kathy  Nichol, 
a  vice  president  at  Datapro  Per¬ 
sonnel  Consultants  in  Dallas.  She 
cites  the  case  of  a  nondegreed 
manager,  formerly  earning 
$110,000  a  year,  who  has  now 
been  unemployed  for  two  years. 
“Big  companies  think  something 
is  missing  in  the  background  of 
someone  who  can’t  stick  out  a 
four-year  program,”  she  says. 

That  said,  there  are  still  em¬ 
ployers  who  value  accomplish¬ 
ments  over  a  sheepskin.  They 
may  be  harder  to  find  in  the  cur¬ 
rent  market,  but  they’re  out 
there. 

“My  criteria  is,  the  best  per¬ 
son  qualified  for  the  job  regard¬ 
less  of  education,”  says  Joseph 
Wodushek,  electronic  data  pro¬ 
cessing  director  at  Waukesha  En¬ 
gine  in  Waukesha,  Wis.  “Gener¬ 
ally,  in  DP,  experience  has  a  lot 
of  bearing  on  hiring.  ” 


F ranee tt  is  a  free-lance  writer  based  in 
Bloomfield,  NJ. 
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Atlanta,  Colorado  Springs, 
Research  Triangle, 
Phoenix  &  Washington,  DC 


Dept.  CW 
P.O.  Box  7947 
Gaithersburg,  MD 
20898-7947 
Fax  :301/921  -3670, 
.  800-9COMS YSx 

NACCB  Member 


School  of  Information  Systems 
and  Engineering  Technologies 

SUNY  Institute  of  Technology 
at  Utica/Rome 

The  college,  an  upper  division  and  graduate  institute  of 
approximately  2600  students,  seeks  a  Dean  for  the 
School  of  Information  Systems  and  Engineering 
Technology.  The  School  currently  offers  baccalaureate 
degrees  in  computer  and  information  (science  and 
systems);  engineering  technologies  (computer,  electrical, 
industrial  and  mechanical);  photonics;  and 
telecommunications.  The  Institute  offers  an  M.S.  In 
computer  and  information  science  and  is  developing  an 
M.S.  in  advanced  technology.  The  School  has 
approximately  750  undergraduate  and  65  graduate 
students;  31  full-time  and  10  part-time  faculty. 

RESPONSIBILITIES  include  promoting,  developing  and 
sustaining  an  environment  of  academic  excellence, 
scholarship  and  collegial  governance;  providing 
leadership  in  the  development  of  current  and  future 
interdisciplinary  programs  and  scholarly  activities,  and 
developing  relationships  with  industry  government,  and 
the  community.  Managerial  responsibilities  include 
budgeting,  staffing,  faculty  assessment  and  support  for 
both  instruction  and  research  efforts. 

QUALIFICATIONS  a  strong  academic  background  as 
evidenced  by  an  earned  Ph.D.  or  equivalent  degree  In 
science,  engineering  or  a  related  field;  senior  academic 
rank;  tenure;  and  contributions  to  the  discipline 
(publications,  research,  etc.).  The  successful  candidate 
should  also  have  considerable  experience  in  an 
academic/research  administrative  capacity  at  the 
department  chair  level  or  above.  Minority  and  women 
applicants  are  encouraged  to  apply. 

For  full  consideration,  send  letter  of  application,  vitae, 
and  names,  addresses  and  phone  numbers  of  at  least 
three  professional  references  by  January  31.  1992  to: 

Mr.  Anthony  F.  Fanebianco 
Director  of  Personnel/ AA 
SUNY  Institute  of  Technology 
at  Utica/Rome 

Drawer  9 1 053,  P.  O.  Box  3050 
Utica.  New  York  1 3504-3050 

An  Equal  Opportunity /Affirmative  Action  Employer 


SUNY 


samarec 

Saudi  Arabian  Marketing  and  Refining  Company 


Samarec  announces  openings  for  the  following  vacancies  in  Saudi  Arabia  within  their  Corporate  Information  Services 
Department  Applicants  must  have  qualifications  and  experience  as  below: 


SYSTEMS  ENGINEER 

(Systems  Development  Support) 

BS  Systems  Engineering  A  8  yts  related  exp. 

SYSTEMS  ENGINEER 

(Refinery  Operations  Support) 

BS  Systems  Engineering  or  Computer 
Science  A  8  yrs  exp  in  program  development 
A  maintenance  using  DBM  4381  Mainframe. 
Languages:  SDF,  Assembler,  Fortran,  Coboi, 
OCS.  Programs:  MVS,  MVS/XA.  JCL,  C3CS. 
Roscoe,  TSO/SPF  A  Datacom  DB. 

SYSTEMS  ENGINEER 

(Applications  Development) 

BS  System  Engineering  or  Computes 
Science  A  8  yts  exp.  2-4  yxs  exp  must  be 
with  ORACLE  Database  A  CASE  Tools. 

SYSTEMS  ENGINEER 

(Systems  Development  ABAPS) 

BS  Systems  Engineering  or  Computer 
Science  A  8  yrs  exp.  2-4  yn  exp  must  be 
with  DAB'S  Millennium  Development  Tools 
such  as  SDT:M,  PC  Link,  Viewport  A  PTP. 


LS.  QUALITY  ASSURANCE  ANALYST 

BS  in  Computer  Science  with  a  minimum  of  10  years 
experience  in  a  DP  organization. 

LS.  PLANNING  ANALYST 

BS  in  Computer  Science  with  a  minimum  of  10  years 
experience  in  •  DP  organization. 

COMPUTER  OPERATIONS  ANALYST 

(Capacity  Planner) 

BS  in  computer  Science  A  8  yn  exp  in  DP  operations, 
tbe  majority  of  which  have  been  in  Capacity  Planning. 

COMPUTER  OPERATIONS  ANALYST 

(Performance  Analyst) 

BS  in  computer  Science  A  8  yrs  exp  in  DP  operadona 
tbe  majority  of  which  have  been  Performance  Analyria. 

COMPUTER  OPERATIONS  ANALYST 

(Storage  Administration) 

BS  in  Computer  Science  A  8  yxs  exp  in  DP  operations, 
the  majority  of  which  have  been  Storage  Adnnniatiarion. 


A  generous  compensation  package  is  offered  which 
includes  a  tax-free  salary,  free  housing,  free  medical, 
a  yearly  bonus  and  36  to  42  days  vacation  each  year. 


DATA  COMMUNICATION  ENGINEER 

BSEE  A  6  yn  exp  in  Data  Ccmmum cations  with  PC 
maintfrunce,  LAN,  Modems,  SNA,  Oananrraoo  testing 

SYSTEMS  ANALYST  (Info  Svca  ABAPS) 

BS  in  Computer  Science  A  8  yn  exp.  2-4  yn  working 
with  DAB'S  Millennium  System  and  HR.M. 

SYSTEMS  ANALYST  (Dammam  Info  Center) 
BS  in  Computer  Science  A  8  yrs  exp  in  analyria  A 
programs  using  IBM  4381.  Exp  with  MVS/XA.  C3CS, 
Roacoc/RPF  A  DAB'S  Millennium  (financial  systems). 

LS.  CHARGEBACK  SUPERVISOR 

BS  in  Computer  Science  or  Systems  Engineering  A  8 
yn  exp.  1-2  yn  oast  accounting  exp.  Must  know  all 
s  of  IS  Chargeback.  Good  orai  A  writing  skills 


SENIOR  SYSTEMS  ANALYST 

BS  in  Computer  Scimoc  A  8  yn  exp  in  DP  field. 

DATA  ANALYST 

BS  in  Computer  Science  A  8  yn  exp  tat  DP  field. 


Qualified  applicants  should  submit  their  resume  and  any  pertinent  certificates  to  the  address  listed  below  within  2  weeks  from  the  dale  of 
this  advertisement  Resumes  MUST  include  a  telephone  number  where  you  can  be  contacted  during  business  hours.  Applications  without 
a  business  hours  coatact  number  will  not  be  considered.  All  applicants  must  be  either  U.S.  or  Canadian  citizens.  Send  resumes  to: 


THE  LESLIE  CORPORATION 

10700  NORTH  FREEWAY,  SUITE  370,  HOUSTON,  TEXAS  77037 
FAX  (713)  591-0921 
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COMPUTERWORLD 
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COMPUTER  CAREERS  EAST 


RESEARCH  STAFF 
POSITIONS 

Center  for  Coordination  Science, 
Laboratory  for  Computer  Science 

Join  a  unique  multidisciplinary  team 
developing  infrastructures  to  support 
national-scale  collaborative  work  and 
distributed  information  management 
applications.  Projects  will  include  sup¬ 
porting,  extending,  and  generalizing  the 
Object  Lens  system,  a  "radically  tai- 
lorable"  application  construction  tool, 
and  other  collaborative  work  systems. 
We  seek: 


Research  Scientist/ 
Postdoctoral  Associate  - 

to  have  primary  responsibility  for 
developing  major  components  of  this 
system  and  its  successors. 
Qualifications  for  this  position  are  an 
M.S.  or  Ph.D.  in  Computer  Science, 
proven  programming  skills,  and  a 
broad  background  in  computer  sys¬ 
tems,  ideally  emphasizing  networks  or 
collaborative  work  tools  or  user  inter¬ 
face  design.  Knowledge  of  Common 
Lisp  and/or  C  is  highly  desirable. 

Job  No.  R91-166 

ResearchSpecialist/ 
Research  Scientist  win 

work  as  part  of  a  collaborative  project 
in  a  hands-on  position,  demanding  bal¬ 
ance  between  independent  and  collab¬ 
orative  research,  design,  and 
implementation  efforts.  Applicants 
should  have  a  B.S.  or  M.S.  in 
Computer  Science  or  equivalent  and  at 
least  2  years  of  programming  experi¬ 
ence.  Knowledge  of  Common  Lisp 
required,  and  knowledge  of  C  highly 
desirable.  Job  No.  R91-165 

Interested  candidates  are  asked  to 
send  two  copies  of  their  resume  refer¬ 
encing  the  appropriate  job  number  to: 

Sally  Hansen,  MIT  Personnel  Office, 
Bldg.  El 9-239,  77  Massachusetts 
Avenue,  Cambridge,  MA  02139- 
4307. 

MIT  is  an  Equal  Opportumty/Affirmativc  Action  Employer 
MIT  is  a  non-smoking  environment 


lllll 


Massachusetts 
Institute  of  Technology' 


ill! 


PROGRAMMER  /ANAL  YST 


40  hrs/wk.  Flexible  working  hours.  Starting  at  GS-9 
(*25,717)  to  GS-13  (max.  *57,650). 

Analyze,  design,  develop,  implement  and  maintain 
litigation  management  and  administrative  systems. 
Provide  technical  support  to  end  users. 

Minimum  2  years  experience  using  RPG  on  the  S/38 
or  AS/400.  Midrange  conversion  experience  and 
knowledge  of  PC  Support  a  plus. 


Florida,  Ohio,  Upstate  New  York, 
Washington  D.C 


C.P.U.,  Inc.  a  leading 
provider  of  value-added 
management  consulting 
services  to  Fortune  500 
companies,  has  openings 
for  computer  profession¬ 
als  with  a  minimum  of 
three  (3)  years  data  pro¬ 
cessing  experience.  TOP 
salaries  and  fringe  bene¬ 
fits  including  40 IK  Plan, 
relocation  assistance, 
training,  and  tuition  re¬ 
imbursement. 


B '  CORVISION 
\ST  TELEPHONY 
B''  DB2 
LB*  C++ 

O' TANDEM 
wr  IBM  ALL  SKILLS 
B*  370  ASSEMBLER  AFP 
B*  DEC  ALL  SKILLS 
BT  NOVELL  NETWARE 

Wf  CASE 

TECHNOLOGIES 

Fax  or  forward  resume 
and  salary  history  to: 


/^/txy~t\corpora  TE 
f  I  II  1  RECRUITING 
c/  CENTER 


5360  Genesee  Street,  Bowmansville,  NY  14026 

FAX:  716-684-3669  OFC:  716-684-3667 


SENIOR  ENGINEER 

Software  Systems 

Data  Base  Group  posi¬ 
tion  available.  Duties: 
Conceptualize,  design, 
code,  test,  and  integrate 
data  base  software  in 
support  of  real-time  dis¬ 
tributed  data  base.  De¬ 
velop  detailed  specifica¬ 
tions  and  integrate  these 
into  a  computer-based 
energy  management  sys¬ 
tem  for  electrical  utilities. 
Data  base  system  incor¬ 
porates  object-oriented 
and  relational  data  mod¬ 
elling  using  an  X- 
window  based  graphical 
user  interface.  Develop 
solutions  to  problems  of 
high  complexity.  Make 
practical  application  of 
customary  practices, 
procedures,  or  tech¬ 
niques.  Requires  Bache¬ 
lor’s  degree  in  Electrical 
Engineering  or  Computer 
Science  plus  two  years’ 
experience  as  a  Soft¬ 
ware  Engineer,  or  Mas¬ 
ter’s  degree  in  Electrical 
Engineering  or  Computer 
Science  and  no  experi¬ 
ence.  Requires  knowl¬ 
edge  of  "C”,  UNIX,  ob¬ 
ject-oriented  data  model¬ 
ling,  relational  data  mod¬ 
elling,  distributed  data 
base  concepts,  and  C- 
windows  application  pro¬ 
gramming.  Prevailing 
working  conditions  of¬ 
fered.  Salary  $37,300 
per  year.  40  hours  per 
week.  Qualified  appli¬ 
cants  should  send  their 
resumes  to:  Attn:  Order 
#FL0523757,  Mr.  Phil 
Baril,  Job  Service  of  Flor¬ 
ida,  3421  Lawton  Road, 
Orlando,  FL  32803.  EOE. 


Software  Development  Engineer 
to  develop,  design,  implement, 
test  and  debug  interpreters  and 
compilers  for  computer-aided 
software  engineering  prod¬ 
uctivity  tools  and  expert  system 
technologies  for  prototyping,  de¬ 
veloping,  testing  and  maintaining 
(including  interface  code  and 
user  added  code  regeneration) 
graphical  user  interface  applica¬ 
tions  for  OS/2  Presentation  Man¬ 
ager,  DOS/Windows,  and 
UNIX/X-Windows  environments 
in  C  and  C++  languages.  Must 
have  Bachelor  degree  and  Mas¬ 
ter  of  Science  degree  in  Com¬ 
puter  Science.  Three  years  expe¬ 
rience  as  Software  Engineer  ac¬ 
cepted  in  lieu  of  Master  of  Sci¬ 
ence  degree.  Education  (or  expe¬ 
rience  equivalence)  must  include 
academic  coursework  or  project 
work  in  designing  interpreters 
and  compilers  to  implement 
knowledge  based  software  engi¬ 
neering,  expert  based  production 
system  and  windows  program¬ 
ming  (X-Windows)  on  UNIX, 
OS/2  and  DOS  Operating  Sys¬ 
tems  in  C  and  C++  programming 
languages.  Salary:  $32,000  per 
annum.  Must  have  verifiable  ref¬ 
erences  (2).  Contact:  Georgia 
Department  of  Labor,  Job  Order 
#  GA  5517664,  2792  Ask-Kay 
Drive,  Smyrna,  Georgia  30082, 
or  to  the  nearest  Georgia  Job 
Service  Center. 


Technical  Analyst  -  Miami,  FL  -  Re- 
spons  for  anal  &  problem  solving  to 
improve  efficiency  of  delivery  of  info 
through  all  of  Co’s  operation  sys¬ 
tems.  Desgns,  dvlps  &  implmnts 
online  computer  application  sys¬ 
tems  through  the  use  of  MVS  oper¬ 
ating  system  and  ADSO  &  COBOL 
computer  languages  &  dvlps  com¬ 
puter  systems  methodologies  to 
suppt  industrial  prodctn  &  admin 
functions.  Dvlps  &  implements  en¬ 
hancements  to  the  Interactive  Res¬ 
taurant  Information  System  and  In¬ 
tegrated  Data  Management  Sys¬ 
tem  (IDMS)  based  upon  the  info 
systems  needs  of  Co  s  operational 
regions.  Confers  with  regional  per¬ 
sonnel  to  ascertain  specific  output 
requirements.  Analyzes  bus  proce¬ 
dures  &  industrial  operations  prob¬ 
lems  to  evaluate  data  handling  ef¬ 
fectiveness  &  subsequently  de¬ 
signs  &  implements  systems  alter¬ 
ations  to  enhance  industrial  opera¬ 
tions  performance.  Must  have 
Bach  deg  in  Industrial  Engineering 
or  Systems  Anal.  Must  have  4  yrs 
exp  in  job  duties  or  4  yrs  as  Com¬ 
puter  Systems  Anlyst.  Exp  must  in¬ 
clude  util  of  computer  languages 
ADSO,  COBOL,  opertng  sys  MvS 
&  databs  sys  IDMS  &  1  yr  in  fast 
food  retail  industry  util  Interactive 
Restaurant  Information  Comp  Sys. 
Mon-Fri  40  hrs/wk;  $55,500/yr. 
SEND  RESUME  ONLY  TO  JOB 
SERVICE  OF  FLORIDA,  701  S.W. 
27TH  AVE.  -  ROOM  15,  MIAMI.  FL 
33135.  Ref:  Job  Order  #FL 
0522433. 


Must  have  proof  of  legal  authority  to  work  perma¬ 
nently  in  the  U.S. 

Send  SF-171’s  and  OPM  Form,  Supplemental  Quali¬ 
fication  Statement  for  Computer  Specialists  to. 

U.S.  Department  of  Justice 
Tax  Division 

Attn:  Mary  Thompson 
Annoucement  *91-24 
JMD  Personnel  Staff 
Suite  402 

633  Indiana  Avenue,  N.W. 
Washington,  D.C.  20530 


PROGRAMMER/ANALYST 
ORLANDO,  FLORIDA 

AMERICAN 

SoUSSS  American  Computer  Technologies,  a  Contracting  firm  in 
— i£ Orlando,  FL  has  numerous  permanent  and  contracting  as¬ 
signments  available  ACT  seeks  professionals  with  a  mini¬ 
mum  of  two  years  experience  in  one  of  the  following  areas. 


•  Natural  Adabas  DB2  a  OS/2  Presentation  Manager 

•  IMS  DB/DC  COBOL  CICS  #  Texas  Instruments  IEF 

a  UNIX  C  INFORMIX  a  AS  ORACLE 


We  offer  very  competitive  salaries  and  excelent  benefits  plus  the  oppor¬ 
tunity  to  live  and  work  in  one  of  the  most  desirable  and  affordable 


growth  areas  m  the  country.  Please  mad  or  FAX  your  resume  in  confi¬ 
dence  to: 


SYSTEMS  ANALYST:  Computer 
consulting  firm  seeks  Systems 
Analyst  to  analyze,  design,  code, 
de-bug  and  maintain  "State  of  the 
Art",  interactive  and  generalized 
software  systems  in  support  of  a 
broad  range  of  on-line  and  large 
scale  batch  computer  applica¬ 
tions.  Applicant  must  be  able  to 
program  systems  in  DB-2  using 
IEW,  and  be  able  to  use  CICS, 
structured  methodology,  IMS 
DB/DC  and  COBOL.  Applicant 
must  also  be  able  to  perform  com¬ 
parative  analysis  of  commercial 
software  packages,  convert  scien¬ 
tific  and  statistical  analyses,  and 
conduct  user  and  technical  train¬ 
ing.  Utilize  experience  with  IE 
methodology  for  the  development 
of  multiple  platform  business/engi¬ 
neering  application  systems  from 
planning  through  construction  us¬ 
ing  the  ADW/IEW  planning,  analy¬ 
sis,  design  and  construction  work¬ 
stations.  and  RAD.  Applicant  must 
also  be  able  to  use  knowledge 
and  experience  in  SNA  distributed 
processing,  LU  6.2,  OS-2EE  and 
distributed  data  and  applications 
to  transform  client  objectives  into 
customized  integrated  systems. 
Requirements  include:  M.S.  in 
Computer  Science  or  six  years  of 
documented  work  experience  in 
applicable  computer  positions  ac¬ 
cepted  in  lieu  of  M.S  degree  and 
three  years  ot  experience  as  a 
Systems  Analyst.  Salary  is 
$50,000  40  hr/wk,  9-5.  Applt- 


ACT 


Attn:  Donna  Shealy 

1950  Lee  Road,  Ste.  107,  Winter  Park,  Florida  32789 
TEL  800- ACT-7185  FAX  (407)  740-6023 


cants  are  asked  to  contact:  Geor¬ 
gia  Department  of  Labor.  Job  Or¬ 
der  #  GA  5517744  2811  Lake- 
wood  Avenue.  SW,  Atlanta,  Geor¬ 
gia  3031 5  or  to  the  nearest  Geor¬ 
gia  Job  Service  Center 


COMPUTER  PROGRESS 
UNITED 

S40.000  to  S60.000 


We  provide  Fortune  500  companies 
with  consulting  and  programming 
services.  We  have  immediate 
positions  available  for  P/A  in 

Kentucky,  Ohio,  Indiana,  and 
Tennessee.  We  are  the  DB2 
Specialist! 

TELON 

DB2  ■  IMS  ■  CICS 

Send  resume  or  call: 

Computer  Progress  United 
12730  Townepark  Way 
Louisville,  KY  40243 
(502)  245-6533 


SYSTEMS  CONSULTANT: 

M.S.  Computer  Info.  Sys.  & 
documented  ability  req’d  in  use 
of:  IBM  4956  Series/1:  Event 
Driven  Language;  TSO  ISPF/ 
PDF,  JCL,  MVS,  CICS,  VSAM, 
CLIST,  JES2,  VTAM,  SNA, 
SDLC;  Protocol  Converter;  1/0 
Design  for  on-line  systems. 
Provide  technical  support  for 
CREDICHECK  new  account 
automated  processing,  CRED- 
ISWITCH  transaction  &  CRED- 
ISAFE  disaster  recover  sys¬ 
tems.  $31,612/yr.  Submit  re¬ 
sume  to  GA.  Dept  of  Labor, 
2972  Ask-Kay  Drive,  Smyrna, 
GA  30081  or  to  the  nearest  GA 
Job  Service  Center.  Control  # 
GA  5517170 


BIG  APPLE  OPP’S 

*  FINANCIAL  * 

NY  Merchant  Bank  seeks 
Windows  or  0S2  Pres.  Mgr  Dv- 
Ipmnt  pros  ($35-70K)  and  C  or 
FORTRAN  PA  s  ($40-55K)  in  a 
VAX  VMS  installation. 

•DATABASE* 

Brokerage  Co  needs  Sybase, 
Oracle  Developers  ($40-65K), 
DBAs  (S50-75K)  and  SUN 
Systems  Admin's  ($45-80K). 

*  CASE  * 

Stable  Consumer  Co  seeks 
IEF/IEW/SYN0N  implementors 
($40-70K)  and  COBOL/CICS 
Professionals  ($40-55K). 

For  personalized  search  of 
FULL  TIME  positions  In  the 
Metro  NY  area..  .24  hrs/7days 

PHOENIX  SEARCH  GROUP 

360  Lexington.  NYC  10017 
(212)297-0512 
FAX  (212)  557-6749 


CONSULTANTS 
SHOULD  CONSULT 


Great  Consulting  Assignments 
and  Full  Time  Opportunities 
Please  send  resume  &  call 

Mimi  Simon  Assoc 

90  West  Si  Suite  1105,  NYC  10006 

(212)  406-1705 
FAX  (212)  406-1768 


Systems  Analyst  to  develop  and 
maintain  for  telephone  centers 
software  programs  tor  manpower 
planning/scheduling/tracking;  de¬ 
velop  computer  aided  models  for 
decision  making;  custom  design 
and  develop  new  applications  to 
meet  specific  customer  needs; 
gather  and  analyze  past  and  pres¬ 
ent  data  to  create  software  con¬ 
cept.  Requires  M.Sc  in  Computer 
Science  or  MIS  and  2  yrs  in  job  of¬ 
fered  or  2  yrs  as  Systems  Analyst 
for  manpower  planning/  schedul¬ 
ing  and/or  materials;  the  2  yrs  to 
include  one  year  using  “Erlang  C" 
and  "Erlang  B*  formula, 
"Winter's  Method"  exponential 
smoothing  forecast,  operations 
research  in  queueing  theory;  and 
one  year  using  Fortran/C-lan- 
guage.  VM-OS2  and  UNIX/XENIX. 
40  hours  per  week,  $35,000  per 
year  Mail  resume  to  Ms  Cathy 
Malo,  Job  Serv  Prog  &  Tech 
Supp,  TN  Dept  of  Employment 
Sec,  Nashville,  TN  37245-1200; 
Job  Order  Number  TNI  235950. 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING  WORKS ... 


Computerworld  gives  you  only  qualified  com¬ 
puter  professionals. 

Unlike  the  readers  of  Sunday  or  daily  newspa¬ 
pers,  every  Computerworld  reader  is  an  experi¬ 
enced  computer  professional.  In  fact,  the  major¬ 
ity  of  Computerworld’ s  audience  has  experi¬ 
ence  beyond  three  years.  What’s  more,  some 
subscribers  have  been  reading  Computerworld 
ever  since  its  first  issue  in  1967.  Simply  put, 
Computerworld  delivers  far  more  than  just  job 
candidates  -  it  delivers  qualified  job  candidates. 

Years  in  Current  Job  Function 
Reported  by  Computerworld^ 
Audience  of  629,204 


Source:  Skill  Survey  of  Cooputerworld's  Audience,  May  1989. 

To  place  your  ad  regionally  or  nationally,  call 
John  Corrigan,  Vice  President/Classified  Ad¬ 
vertising,  at  800/343-6474  (in  MA,  508/ 
879-0700). 


C0MPUHRW0RID 

Where  qualified  candidates  look.  Every  week. 
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Challenge  Your  Mind, 
While  Experiencing 
A  New  Lifestyle. 


As  one  of  the  country's  top  ten  Blue  Cross  and  Blue  Shields,  we 
have  experienced  continual  growth  in  our  Information  Systems 
Department.  If  you  have  the  talent  and  ambition,  we  have 
challenging  opportunities  for  your  career  advancement.  Our 
continued  growth  has  created  the  need  for  additional 
Programmer  Analysts  with  expertise  in  a  large  IBM  mainframe 
MVS/XA  environment.  The  ideal  candidates  will  have  2  or 
more  years'  experience  in  IMS  and  DB2  database 
management.  There  will  also  be  several  opportunities  in  REI 
programming,  data  security,  and  disaster  recovery. 

We  offer  an  exciting,  progressive  atmosphere,  as  well  as  the 
chance  to  live  and  work  in  one  of  the  most  desirable  places  in 
America — North  Carolina's  Research  Triangle  area.  With  its 
mild,  year-round  climate,  you  can  enjoy  an  easy  commute  both 
to  work  and  to  our  abundant  recreational  facilities  including 
the  Blue  Ridge  mountains  and  the  sunny  Atlantic  coast  just  2 
hours  away.  Combining  all  that  with  a  moderate  cost  of  living, 
three  major  universities  and  a  wealth  of  cultural  offerings,  this 
area  presents  a  standard  of  living  that's  hard  to  surpass. 

Add  to  this  a  competitive  salary  and  a  comprehensive 
benefits  package,  and  you'll  discover  some  pretty  compelling 
reasons  to  reprogram  your  career  with  us. 

Join  our  team  and  challenge  your  skills  and  knowledge.  For  con¬ 
fidential  consideration,  please  send  your  resume  with  salary  history 
to:  Personnel  DepartmentfRD ,  Blue  Cross  and  Blue  Shield  of  North 
Carolina,  PO  Box  2291,  Durham,  NC  27702.  An  Equal  Opportunity 
Employer. 


Blue  Cross 
Blue  Shield 

of  North  Carolina 


How  To  Build  A  More  Powerful 
Future.... 

You  and  Warner  Computer  Systems... 

an  alliance  built  on  corporate  growth  and  DP  initiative. 

Warner  Computer  Systems  is  a  NYSE-listed  leader  in  providing  third  party  policy  and 
claims  administration  services  to  the  automobile  insurance  industry.  Two  things 
distinguish  Warner:  our  ability  to  respond  to  and  provide  customized  client  services, 
and  our  commitment  to  corporate  growth.  Our  clients  regard  Warner  as  a  trusted 
partner,  offering  flexible  solutions  for  today  and  for  the  future. 

This  approach  requires  outstanding  DP  talent  in  a  variety  of  hardware/software  arenas 
ranging  from  PC's,  to  minicomputers,  to  our  new  IBM  E  S/9000  mainframe.  Positions  are 
available  for  experienced  applications  programmers,  programmer/analysts  and  systems 
analysts  with  a  background  in  COBOL,  CICS,  VSAM  and  JCL,  FORTRAN,  C,  or  MICRO¬ 
FOCUS  COBOL.  All  positions  require  a  degree  and  effective  communication  skills. 

Naturally,  a  leader  like  Warner  offers  competitive  compensation  and  benefits.  We  offer 
a  stimulating  work  environment,  and  a  genuine  opportunity  to  enhance  your  career.  For 
confidential  consideration,  please  forward  a  resume  and  salary  requirements  to: 

WARNER  Manager  Technical  Staffing 

COMPUTER  Warner  Computer  Systems,  Inc. 

cvcTciJie  17-01  Pollitt  Drive 

bYbltMb,  Fair  Lawn,  NJ  07410 

INC.  equal  opportunity  employer 
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WARNER 


TANDEM 

FLORIDA 


A  HOT  Market 
in  the  Sunshine 

50  positions  available 
Consultants  -  Employees 

•  PATHWAY,  TAL,  TACL 

•  SCOBOL,  COBOL,  SQL 


•  Project  Mgr./Scheduler 
heavy  user,  vendor,  exp. 

’  PA  Expert  KBMS,  IDMS.  C 

Pinda  Technologies,  Inc. 

550  North  Reo  St.  Ste  300 
Tampa.  FL  33609-1013 

Tel  813-287-5121 


SENIOR  PROGRAMMER  ANALYSTS 


Mutual  Benefit  Life  is  seeking  systems  professionals  to  incorpo¬ 
rate  new  business  requirements  into  unique  and  unusual  applica¬ 
tions.  There  are  challenges  in  our  sophisticated  technical  environ¬ 
ment.  We  require  excellent  analytical  and  communication  skills, 
and  2  or  more  years  of  experience  with  one  of  the  following: 

*  Fox  Pro,  LAN  applications 

*  COBOL  with  either  CICS,  VSAM,  DB2  or 
CICS,  VSAM  or  DB2,  AND  MVS,  OS/JCL 

*  COBOL  (Assembler  helpful)  with  IMS,  VSAM,  DL1 

Join  our  project  teams  in  our  Individual  Insurance,  Pension,  Cor¬ 
porate  and  Real  Estate  applications  areas.  Develop  functionality  in 
response  to  emerging  application  needs.  You  will  use  state-of- 
the-art  tools  at  your  PC  workstation. 

Enjoy  our  on-site  health  and  fitness  center,  as  well  as  a  competi¬ 
tive  salary  and  benefits  package,  and  convenient  transportation. 

(Sorry,  no  relocation  benefits  offered.) 
Please  forward  your  resume,  which 
must  include  salary  requirements,  to: 

Human  Resources,  Dept.  0I/A01N 
Mutual  Benefit  Life 
520  Broad  Street,  Newark,  NJ  07102 


Mutual 
Benefit 
Life 


We  are  an  equal  opportunity 
employer  M/F/H/V. 


A  Terrific 
Opportunity 


Computer  Consulting  Group,  has 
immediate  openings  on  its  consul¬ 
ting  staff  for  talented  Programmer/ 
Analysts  with  2  or  more  years 
experience.  Excellent  salary  & 
benefits.  We  re  especially  seeking: 

•VAX  INGRES 

•  DB-2 
•CSP 

•  ACMS 
•IDMS  ADSO 
•IMS  or  CICS 

•  RDB 

• ORACLE 

Computer 

Consulting 


Group 


Contract  Professional  Services 

Servicing  the  Research 
Triangle  Park  and  the 
Southeast  area. 

4109  Wake  Forest  Rd. 

Suite  307 
Raleigh,  NC  27609 

1-800-222-1273 
FAX  (803)738-9123 

Member  NACCB 


PROGRAMMER/ 
ANALYST  POSITIONS 

SYSTEMS 

PROGRAMMERS 

With  at  least  3  years  experience  in 

*  IMS  DB/DC,  DL1  *  CICS 

*  NATURAL  *  ADABASE 

*  PL1  COBOL 

*  DB2/SQL  *  TANDEM 

*  VM/MVS  RPGII/III 

•VAX/VMS  *  IDMS/ ADS/O 

*  FOCUS  *  C  LANGUAGE 

Please  Send  Resume  to: 


Management 
Solutions,  Inc. 

141 6  South 
Third  Street, 
Louisville,  KY 
40208 


MSI 


502-634-1387 


PROGRAMMER/ANALYSTS 
&  SYSTEMS  PROGRAMMERS 

FOR  CAROLINAS 
AND  SOUTHEAST 

Numerous  opportunities 
exist  for  on-line  and  data 
base  applications  P/A’s  as 
well  as  systems  programmers 
and  DBA  s.  Fee  Paid.  Please 
call  or  send  resume  to: 

Keith  Reichle,  CPC 
Systems  Search,  Inc. 

203  Heritage  Park 
Lake  Wylie,  SC  29710 
803/831-2129 

(Local  to  Charlotte,  NC) 


MVS  C0B0L/CICS/0B2  PAs  To  S70K 
AS400  RPGIII/CL  PAs  To  S45K 

Norcross.  GA  »  404  446  1 1 16 
3169  Holcomb  Br.  Rd  #680.  30071 

OS/2  and  C  To  S70K 

IMS  PA  s  To  S60K 

Fairfax.  VA  •  703-222-1900 
4350  Fairlakes  Court.  22033 

COBOL  IMS  DB/DC  S40K 

COMSHARE  P/A  S45K 

Memphis  •  901-684-1030 
4646  Poplar.  #417.38117 


National 

Computer 

Associates 


LEAD 

PROGRAMMER/ 

ANALYSTS 


4  Outstanding  oppty.  for  Sr. 
P/A  with  3  yrs.  RPG  III  exp. 
Must  have  project  mgmnt. 
bckgrd.  Ohio  based  client  of¬ 
fers  exc.  benefits  and  career 
potential  in  new  AS/400  env. 

4  HOGAN  experience  needed 
immed.  for  multiple  positions 
in  Pittsburgh.  PA.  State  of  the 
art  env. ,  Salary  to  $50K 
Call  41 2-864-9680  or  send  re¬ 
sume  In  complete  confidence 
to:  Bell  Personnel,  Inc.,  322 
Mall  Blvd.,  Suite  178,  Monro¬ 
eville,  PA  15146 

FAX  412-864-2319 


GREAT 

CAREERS 

THRIVE 

ON 

GREAT 

PROJECTS. 
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INOVA 


And.  so  do  great  hospitals. 

We  at  Inova  are  embarking  on  a  ma¬ 
jor,  multi-hospital  Information  systems 
implementation  project  signaling  a 
new  era  of  bold  innovations  in  health 
care  With  the  replacement  of  our  Pa¬ 
tient  Care,  Laboratory,  and  Radiology 
computer  technology  with  highly  ad 
vanced  new  platforms  Interfacing 
multiple  vendors,  we  can  otter  you  the 
growth  opportunity  that  could  make 
your  career! 

PROJECT  LEADERS: 

•  Radiology  —  DEC -Based,  SMS  system 

•  Patient  Care  —  TANDEM-Based. 
Phamis  system 

•  Laboratory  —  DEC -Based 

Plan  and  direct  implementation  ol 
new  information  systems,  using  state- 
ot  the-art  planning  technology  With 
your  excellent  management  and 
communications  skills,  you  will  set 
priorities,  supervise  and  develop 
systems  and  programming  stall  par¬ 
ticipate  in  budget  management,  and 
work  directly  with  user  teams  and 
Inova  management  to  ensure  ex¬ 
pected  project  benefits. 

Requirements.  5  to  lO  years  hospital  in¬ 
formation  systems  experience,  in¬ 
cluding  major  systems  implementa¬ 
tion  experience,  preferably  in  a  multi¬ 
hospital  environment.  Previous 
radiology,  patient  care  or  other  in- 
hospital  background  a  strong  plus. 
Proven  leadership  and  analytical 
skills  essential 

SYSTEMS  ANALYSTS/ 

SR.  SYSTEMS  ANALYSTS 

Make  a  major  contribution  to  the  im¬ 
plementation  process,  working  direct¬ 
ly  with  user  committees  to  analyze 
complex  user  needs  and  objectives 
via  state-of-the-art  methodologies,  to 
develop  and  install  new  systems  of 
maximum  cost-effectiveness. 

Requirements.  3+  years  hospital  infor¬ 
mation  systems  experience,  ideally 
with  a  background  in  systems  im¬ 
plementation.  Radiology  or  other 
clinical  experience  helpful 

Inova  Health  Systems  is  nationally 
recognized  as  a  major  multi-hospital 
force  in  the  Virginia  -  Washington  D  C. 
area  —  providing  outstanding  health 
care  through  our  commitment  to  in¬ 
novation,  quality  management  and 
staff  development 

We  oiler  excellent  salaries  and 
benefits  —  along  with  an  unusual  op¬ 
portunity  to  put  your  career  first  with 
Inova. 

Please  send  your  resume,  in  con¬ 
fidence,  to.  D'Arcy  Guerin,  Inova 
Health  Systems,  8003  Forbes  Place, 
Suite  201,  Springfield.  VA  22151.  We  are 
an  Equal  Opportunity  Employer. 


INOVA 

HEALTH  SYSTEMS 

A  TRADITION  OF  INNOVATIVE  CARING 


SENIOR  ENGINEER 

Software  Systems 

Graphic  user  Interface 
Group  Position  available. 
Responsibilities:  Conceive, 
design,  code,  test  and  inte¬ 
grate  X-window  based 
graphics  software  in  sup¬ 
port  of  a  real-time  graphics 
user  interface  (GUI).  De¬ 
velop  detailed  specifica¬ 
tions  and  integrate  these 
into  computer-based  en¬ 
ergy  management  sys¬ 
tems.  Develop  solutions  to 
problems  of  high  complexi¬ 
ty.  Make  practical  applica¬ 
tion  of  customary  practic¬ 
es,  procedures,  or  tech¬ 
niques.  Requires  Bache¬ 
lor’s  degree  in  Electrical 
Engineering  or  Computer 
Science  and  two  years,  ex¬ 
perience  as  a  Software  En¬ 
gineer,  or  Master's  degree 
in  Engineering  or  Computer 
Science  and  no  experi¬ 
ence.  Requires  knowledge 
or  experience  in  “C,  X- 
Windows  programming  ap¬ 
plications,  and  UNIX  oper¬ 
ating  systems.  Prevailing 
working  conditions  offered 
Salary  $37,300  per  year. 
40  hours  per  week.  Quali¬ 
fied  applicants  should  send 
their  resumes  to:  Attn:  Or¬ 
der  #FL0522753,  Mr.  Phil 
Barit,  Job  Service  of  Flori¬ 
da,  3421  Lawton  Road,  Or¬ 
lando,  FL  32803.  EOE. 


"At  Benson,  Douglas  &  Associates, 
Inc.,  we  believe  that  our  employees 
are  the  backbone  of  our  continued 


Benson,  Douglas  &  Associates,  Inc.  (BD&A)  is  a 
"total  solution"  systems  integration  firm  that  offers 
leading-edge  expertise  in  the  areas  of  Technical 
Contract  Services,  Project  Integration  Services  and 
Business  Solution  Services.  This  approach  affords 
challenging,  long-term  career  opportunities  for  our 
professional  staff  which  has  allowed  us  to  attract 
some  of  the  most  intelligent  minds  in  the  industry. 
Current  opportunities  require  experience  in: 

IBM  DB2/CSP,  HOGAN,  CICS,  IMS, 

IDMS,  SAS,  ADABAS/NATLRAL, 
FOCUS,  TELON,  CASE  TOOLS, 
NETVIEW,  IDEAL/DATACOM 
VAX  Fortran,  NETWORKING,  COBOL, 

Sys/Admin,  ULTRIX,  All  4GLs, 

C,  CASE  TOOLS 

RDBs  ORACLE,  SYBASE,  INGRES, 

INFORMIX,  LNIFACE,  PARADOX, 
Data  Modeling 
HP  -All  Platforms 

LNIX/C  -All  Platforms 
Sequent  C  +  + 

BD&A  offers  an  outstanding  benefits  package  that 
includes  Medical,  Dental,  401k  and  Health  Club  or 
Day  Care  reimbursement.  If  you  are  interested  in 
joining  our  dynamic  team  on  projects  nationwide, 
please  mail  or  fax  your  resume  to  113  Edinburgh 
South,  Suite  #104  Cary,  NC  27511.  (919)  467-3357 
or  (800)  525-2927  FAX  (919)467-7688 
s _ an  equal  opportunity  employer _ , 
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COMPUTER  CAREERS 


Ggl«r 


x  opening* 


Contact  the  nearest  member 
of  National  Computer  Associates— 
the  nation's  leading  network  of  placement 
specialists— and  gain  immediate  access  to  ALL  of  our 
new  1992  hiring  assignments  in  your  field— locally  &  nationally! 


HERE'S  A  PARTIAL  LISTING  AMONG  HUNDREDS  OF  NEW,  1992  FEE-PAID  OPENINGS 


MANAGER,  DEPOSITS  $85K 

M&l  experience  required. 

CASE  TOOLS  EXPERT  EXP.  MANAGER  $80K 

Development  and  production  experience 

IEF  (PERM  &  CONSULTING)  $80K 

All  levels:  DBA,  MGR,  P/ANALYSTS 

MVS  ASSEMBLER  DEVELOPER  $70K 

Strong  CICS  or  MVS  internals. 

ALL  LEVELS  HOGAN  BANKING  PACKAGE 

Salaries  to  $60K;  Full  relocation  pkg. 

MIS  DIRECTOR  To  $60K 

AS400/COBOL.  Banking. 

DB2  TELON  To  $60K 

Knowledge  of  COBOL  a  plus. 

SUPERVISOR  MESSAGING  SYSTEMS  $58K 

Electronic  mail  systems. 


AS/400  MFG.  PROJECT  LEADER  $55K 

6-8  yrs.  38/400  mfg  s/p  experience 

DOSVSE  BAL  PROGRAMMER  $55K 

Payroll  or  personnel  applications. 

VMS  APPLICATIONS  &  SOFTWARE  $55K 

C/VMS/Sys.  Svc/Util/RMS. 

NATURAL  2/ADABAS  P/As  $53K 

2+  yrs.  Natural.  Ten  position  openings. 

VAX,  MF,  MINI  NETWORK  ANALYSTS  To  $51K 

International  assignments. 

CONFIGURATION  MANAGER/DBA  To  $50K 

VAX,  VMS,  DCL. 

VAX  ORACLE  SQL  $50K 

Knowledge  of  clinical  system. 

IBM  RS6000,  AIX,  C  P/A.  To  $50K 

Contract  and  permanent  positions. 


COMSHARE  PROGRAMMER/ANALYST  $45K 

Fortune  500  company. 

EXPERT  SYSTEMS  $45K 

Experience  with  KBMS  or  AION  required 

AS400  RPGIII  PROGRAMMER/ANALYST  $45K 

Degree/3  yrs.  experience. 

HEALTHCARE  PROG.  ANALYSTS  $42K 

CICS  COBOL  or  Assembler 

MVS  COBOL  LEARN  CICS  PA  $42K 

2+  yrs.  COBOL.  20  openings. 

HOGAN-DDA  S38-52K 

Mortgage  experience. 

PERMANENT  &  CONTRACT  P/As  S35-55K 

IBM,  VAX.  PC  Platforms. 

IBM  MVS  COBOL  P/As  $32K 

Learn  DB2.  Requires  4  yr.  degree. 


PUT  ONE  OF  US  TO  WORK  ADVANCING  YOUR  1992  CAREER,  &  WE  ALL  GO  TO  WORK!  CALL  OR  SEND  RESUME  TODAY. 


ATLANTA:  Abacus  Networks,  Inc. 

3169  Holcomb  Br.  Rd..  #680,  Norcross,  GA  30071 
(404)  446-1116  •  FAX  (404)  729-9803 
BOSTON:  Robert  Kleven  &  Co.,  Inc. 

P.O.  Box  636.  Lexington,  MA  02173 
(617)  861-1020  •  FAX  (617)  861-1047 
CHICAGO:  Career  Consultants.  Inc. 

414  Plaza  Drive,  Westmont,  IL  60559 
(708)  986-1752  •  FAX  (708)  986-1762 
CINCINNATI:  Task  Group 
1429-B  Springfield  Pike,  Cincinnati,  OH  45215 
(513)  821-8275  •  FAX  (513)  821-8311 
CLEVELAND:  Innovative  Resources  Corp. 

1340  Depot  St.,  #210,  Rocky  River,  OH  44116 
(216)  331-1757  •  FAX  (216)  331-3499 
COLUMBUS:  Michael  Thomas,  Inc. 

#340.  450  W.  Wilson  Bridge  Rd., 

Worthington.  OH  43085 
(614)  846-0926  •  FAX  (614)  847-5633 
DALLAS:  DataPro  Personnel  Consultants,  Inc. 
#2001,  13355  Noel  Road,  Dallas,  TX  75240 
(214)  661-8600  •  FAX  (214)  661-1309 
DENVER:  Abacus  Consultants,  Inc. 

#404,  1777  S.  Harrison  St..  Denver.  CO  80210 
(303)  759-5064  •  FAX  (303)  759-9846 
DETROIT:  Andersen,  Jones  &  Muller  Assoc. 
26261  Evergreen  Rd.,  #420,  Southfield,  Ml  48076 
827-7660  ♦  FAX  (313)  827-7665 


V313)  £ 


FLORIDA:  Michael  James  &  Associates 
#309,  28050  Hwy.  19  N„  Clearwater,  FL  34621 
(813)  796-6907  •  FAX  (813)  791-4850 

GREENSBORO:  DataMasters 

P.O.  Box  14548,  Greensboro,  NC  27415-4548 

(919)  373-1461  •  FAX  (919)  373-1501 

HOUSTON:  Career  Consultants,  Inc. 

#1050,  1980  Post  Oak  Blvd.,  Houston.  TX  77056 
(713)  626-4100  •  FAX  (713)  626-4106 

KANSAS  CITY:  DP  Career  Associates 

#502,  6405  Metcalf,  Shawnee  Mission,  KS  66202 

(913)  236-8288  •  FAX  (913)  236-9748 

LOS  ANGELES'.  Superior  Resources,  Inc. 

#200,  6016  Fallbrook  Ave., 

Woodland  Hills,  CA  91367 
(818)  884-3000  •  FAX  (818)  884-3454 
MEMPHIS:  Information  Systems  Group 
#417,  4646  Poplar.  Memphis,  TN  38117 
(901)  684-1036  •  FAX  (901)  684-1068 
MILWAUKEE:  EDP  Consultants.  Inc. 

P.O.  Box  26066,  Milwaukee.  Wl  53226 
(414)  476-3335  •  FAX  (414)  476-7972 

MINNEAPOLIS/ST.  PAUL:  ESP,  INC. 

#1800,  701  4th  Ave.,  S.,  Mpls.,  MN  55415 
(612)  338-6714  •  FAX  (612)  337-9199 


NEW  JERSEY:  Systems  Search 
2040  Millburn  Ave.,  Maplewood.  NJ  07040 
(201)  761-4400  •  FAX  (201)  761-0128 
NEW  YORK  CITY:  Botal  Associates,  Inc. 
#410,  7  Dey  Street,  New  York,  NY  10007 
(212)  227-7370  •  FAX  (212)  964-5033 
PHILADELPHIA:  Systems  Personnel,  Inc. 
115  West  State  Street,  Media,  PA  19063 
(215)  565-8880  •  FAX  (215)  565-1482 
PHOENIX.  Prof.  Career  Consultants 
7501  E.  McCormick  Pkwy.,  Suite  110  South, 
Scottsdale,  AZ  85258 
(602)  274-6666  •  FAX  (602)  443-8489 

ROCHESTER:  Traynor  Confidential  Ltd. 
#400,  10  Gibbs  St.,  Rochester,  NY  14604 
(716)  325-6610  •  FAX  (716)  325-1077 
SAN  DIEGO:  Technical  Directions  Inc. 
#1025,  8880  Rio  San  Diego  Drive, 

San  Diego,  CA  92108 

(619)  297-5611  •  FAX  (619)  297-6951 


SAN  FRANCISCO:  Professionals  For  Computing 
#1850,  455  Market  St.,  San  Fran.,  CA  94105 
(415)  957-1400  •  FAX  (415)  957-0166 
SEATTLE:  Houser,  Martin,  Morris  &  Assoc. 

#503,  110-1 10th  Ave.,  N.E.,  Bellevue,  WA  98004 
(206)  453-2700  •  FAX  (206)  453-8726 
ST.  LOUIS:  Executive  Career  Consultants  Inc. 
#100,  795  Office  Pkwy.,  St.  Louis,  MO  63141 

(314)  994-3737  •  FAX  (314)  994-3742 
SYRACUSE:  Information  Systems  Staffing 
4933  Jamesville  Rd.,  Jamesville,  NY  13078 

(315)  449-1838  •  FAX  (315)  449-1939 

WASHINGTON,  DC:  Vista  Computer  Services 
4350  Fairlakes  Court,  Suite  150 
Fairfax,  V A  22033 

(703)  222-1900  •  FAX  (703)  222-1930 
AUSTRALIA  ♦  UNITED  KINGDOM  •  TORONTO: 
For  information,  contact  U.S.  firm  nearest  you. 


Ask  for  your  FREE 
copy  of  our  1992  Salary  Survey 


National 

Computer 

Associates 


An  Environment 
Of  Achievement. 


At  US  AA,  our  people-first  orientation  and  aggressive  pursuit  of  advanced  technology  have  built 
a  68-year  tradition  of  achievement.  Today,  our  team  spirit,  open  communication  and  intensive 
“Total  Quality  Management”  approach  are  creating  an  even  stronger  achievement  environment 
for  the  next  century. 

In  San  Antonio,  Texas,  you’ll  discover  a  rich  multi-cultural 
lifestyle  that  combines  urban  amenities,  easy  commuting  and 
one  of  the  lowest  living  costs  in  the  nation.  It’s  a  great  place 
to  raise  a  family,  and  we  ought  to  know:  USAA’s  corporate 
family  is  one  of  the  biggest  and  best  in  San  Antonio. 


A  Community 
For  Families. 


NETWORK  MANAGEMENT  SUPPORT 


•  Minimum  of  8  years  experience  with  SNA 

•  College  degree/or  equivalent  experience  required 

•  Proven  skills  required 

— VTAM/NCP  Dump  Debugging 
— VTAM/NCP  Trace  Analysis 
— VTAM/NCP  Control  and  Flow 
— VTAM/Programming 


— LU  6.2  Development  Experience 
— 3745s,  Token  Ring 
— Network  Performance  Tuning 
— Network  Management  Tools  use 


and/or  development:  Netview  or  Netmaster 

Our  achievement  environment  includes  superb  work  and  recreation  facilities,  innovative  benefits, 
a  lour-day  week  and  vigorous  career  development.  There’s  also  no  state  income  tax!  Interested 
candidates  should  send  a  resume  to: 

USAA 

USAA  Building 

Son  Antonio,  Texas  78288*0055 

Attn:  Employment  &  Placement/TLL/SD/CW 

No  agencies,  please. 

An  Equal  Opportunity  Employer,  M/E/H/V. 


Why  WTW? 


Because  You’re  The  Best 

Wesson,  Taylor,  Wells  - 

one  of  the  nation’s  premiere 
software  consulting  firms  - 
has  challenging  careers 
across  the  country  for  top 
programmer/analysts  with 
application  development 
expertise. 

ASK 

MANMAN 

Send  resume  immediately 
or  call: 

Weston,  Taylor,  Wells 

P.O.  Box  23587 
Columbia,  SC  29224 

1-800-833-2891 


WTW 


SOFTWARE 

roNsn;riN(; 

SERVICES 


An  Equal 

Opportunity 

Employer 


CA& AZ 
CONTRACTS 


P.  Murphy  &  Associates,  Inc. 


4405  RIVERSIDE  DR.,  SUITE  100 
BURBANK,  CA  91505 
(818)841-2002  (714)552-0506 
FAX:  (818)841-2122 

Member  NACCB 
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TANDEM 


COBOL,  PATHWAY, TAL, 
SCOBOL.C,  SQL.X.25 


STRATUS 


PL1 , COBOL, C, ON/2 
Fulltime/Consulting  Positions 
available  in  the  US/ABROAD 
VAX  MUMPS  ORACLE  IBM 


STRATEM 
COMPUTERS  INC. 


Call  Irwin 
800-582-JOBS 
FAX  (212)967-4205 

124  W  30th  St.  Suite  #302 
New  York,  N  Y.  10001 


FLORIDA 

PROFESSIONAL  CAREERS 


Immediate  permanent  and  consulting  opportunities 
for  professionals  with  any  one  of  the  foliowing  skills: 


SKILL 

SALARY  TO 

SKILL 

SALARY  TO 

UNIX/C . 

.  45K 

HOGAN . 

.  57K 

DB2/SQL . 

42K 

M&D  or  MSA 

45K 

CICS/C0B0L . 

. .  39  K 

PMS . 

44  K 

FOCUS . 

45K 

COMM/X400 

45K 

AS  400/RPG  III. . . . 

....  45K 

HP  3000 . 

35  K 

TANDEM/TAL . 

....  65 K 

INFORMIX... 

.  42K 

PATHWAY/SC0B0L 

.  55K 

S/P  MVS  . 

60K 

IMS . 

....  42K 

ORACLE . 

48K 

MVS/ALC . 

...  40K 

VAX/VMS . 

40K 

IDMS/ADSO . 

....  39K 

WINDOWS/GUI.. 

.  42K 

Please  mail  your  resume  for  consideration  to: 
COMPUTERPEOPLE  DEPT.  517 


2005  N.W.  62nd  St., 
Suite  3. 

Ft  Lauderdale,  FL  33309 

800-777-8603 

305-771-8603 

"Serving  South  Florida 
&  Jacksonville" 


12225  28th  St  N 
St  Petersburg,  FL  33716 

813-573-2626 
FAX  572-1153 

"Serving  the 
Tampa  Bay  Area" 


20  North  Orange  Ave.. 
Suite  1400 
Orlando,  FL  32801 

407-236-9706 
FAX  843-8153 

“Serving  the 
Orlando  Area" 


COMPUTER  DATABASE  CON¬ 
SULTANT.  Design  and  develop 
new  computer  systems,  and  en¬ 
hance  existing  computer  systems 
for  various  clients  of  a  large  com¬ 
puter  consulting  firm,  utilizing 
Model  204  DBMS  on  IBM  main¬ 
frames.  Analyze  user  requirements. 
Design  and  normalize  database 
schemes.  Using  Mode)  204  User 
language  design,  develop  and  im¬ 
plement  user  interface  modules  for 
on-line  queries  and  transaction,  and 
batch  reports.  Format  user-friendly 
terminal  displays.  Design  and  per¬ 
form  testing  to  ensure  data  integ¬ 
rity  and  compliance  to  data  model. 
Test  and  debug  programs  at  unit 
level  during  system  integration. 
Provide  technical  support  and  con¬ 
sultation  to  project  team  members. 
Design  and  implement  data  trans¬ 
fer  between  systems  using  Model 
204  on  IBM  mainframes  and  PC 
based  systems.  Design  methods 
for  on-line  and  off-line  documenta¬ 
tion  of  program  development  and 
modification.  Most  projects  per¬ 
formed  at  client  sites  at  various 
geographic  locations.  Minimum  re¬ 
quirements:  M.S.  in  Computer  Sci¬ 
ence  Must  have  completed  one 
course  in  each  of  the  following:  1) 
Software  Engineering,  2)  Data 
Base  Management  Systems,  3) 
Systems  Design,  4)  On-iine  Com¬ 
puting,  5)  Operating  Systems,  6) 
Expert  Systems.  Must  nave  com¬ 
pleted  one  major  database  man¬ 
agement  project  using  dBaselll+  or 
equivalent  P.C.  based  database 
system.  Must  have  six  months  ex¬ 
perience  in  the  job  offered  or  six 
months  experience  as  a  Systems 
Analyst.  Must  have  worked  with 
Advanced  Database  Management 
Systems,  specifically  Model  204. 
40  hours  per  week,  9:00  a.m.  to 
5:00  p.m.,  $673.00  per  week, 
Overtime:  $16.83  per  hour.  "Must 
have  proof  of  legal  authority  to 
work  permanently  in  the  U.S.” 
Send  resume  to  the  Illinois  Depart¬ 
ment  of  Employment  Security,  401 
S.  State  Street,  3-S,  Chicago,  IL 
60605,  Attn:  Joan  Sykstus,  Ref. 
#  V-IL-41 00-S.  NO  CALLS.  AN 
EMPLOYER  PAID  AD. 


ARIZONA 

Move  to  Paradise! 

Join  us  in  beautiful  Phoenix. 
We’re  a  rapidly  growing  dynamic 
consulting  company  desperately 
seeking  people  with  the  follow¬ 
ing  skills: 

•  AIX-C 
•  IMS/DB2/PC 

Call  or  send  resume  to: 

Laurie  Zlnker 
4747  N.  7th  St.  Ste  428 
Phoentx,  AZ  8)014 
Fax:602-279-1161 
or  call 

602-279-4498 

Professional  Software 
Consultants,  Inc. 


COMPUTERWORLD 


HOGAN 

PROGRAMMERS 

AND 

CONSULTANTS 

813-530-0207 

FARRELL  AND 
ASSOCIATES 

PO  BOX  1678 
LARGO,  FL  34649 


SYSTEMS  ENGINEER  required. 
Design,  configure,  implement  and 
maintain  communication  networks 
using  knowledge  of  communica¬ 
tion  controllers,  line  protocols, 
communication  protocols,  com¬ 
munication  protocols,  modems, 
multiplexors  and  its  connectivities 
as  well  as  the  following  software: 
SNA,  VTAM,  APPC/APPN, 
SNADS,  PASSTHRU,  RPG/400 
and  COBOL.  Perform  system  siz¬ 
ing  evaluations  and  write  commu¬ 
nication  programs  for  IBM  system 
38,  AS/400  or  PS/2.  Work  with 
operating  system  internals  to  im¬ 
prove  performance  by  balancing 
the  utilization  of  resources.  Per¬ 
form  image  processing  including 
capturing  and  retrieving  images 
using  optical  storage  devices, 
scanners,  optical  disks  and  work- 
folder  application  facilities.  Appli¬ 
cant  required  to  have  a  Bachelor's 
degree  or  its  equivalent  in  Math, 
Computers,  or  Engineering  with  at 
least  two  years  experience  in  the 
job  duties  described  above.  Must 
nave  proof  of  legal  authority  to 
work  in  the  U.S.  Annual  salary  will 
be  $48, 000/year  for  a  40-hour 
work  week.  Interested  applicants 
please  send  resume  to:  Illinois  De¬ 
partment  of  Employment  Security, 
401  S.  State  St,  3  South,  Chica¬ 
go,  IL  60605.  Attn:  Maxine 
Counts.  Refer  to  job  order  num¬ 
ber  V-IL  451 5C.  No  calls  please. 
Ad  paid  by  an  Equal  Employment 
Opportunity  employer. 


Engineer,  Software.  Design,  de¬ 
velop,  analyze,  test  &  maintain 
network  management  software 
for  Local  &  Wide  Area  Networks 
(LAN  &  WAN),  including  docu¬ 
ment  management  systems 
(DMS1  &  other  inversion  &  search 
based  products:  develop  &  imple¬ 
ment  windows  version  of  DMS; 
design  &  implement  document 
management  system  for  WANs. 
M  S.  degree  in  Computer  Sci¬ 
ence.  1  +  year  as  Software  Engi¬ 
neer.  Experience  must  include 
document  management  system 
development  for  LAN  and  WANs, 
including  design,  testing,  debug¬ 
ging,  troubleshooting  and  mainte¬ 
nance  of  LAN  and  WAN  network 
management  software,  also  ob¬ 
ject-oriented  windowing  inter¬ 
faces  and  C;  academic  project 
background  or  software  engi¬ 
neering  or  system  programming 
experience  including  TCP/IP  net¬ 
work  management,  database 
system  design,  ASSEMBLY,  No¬ 
vell  Netware,  Microsoft  Windows, 
MEWEL,  Xtrieve  and  Btrieve. 
$40,200/yr.;  40  hrs./wk.  Place  of 
employment  and  interview:  Pro¬ 
vo,  UT.  If  offered  employment, 
must  show  legal  right  to  work. 
Send  this  ad  and  your  resume  to: 
Job  No.  1810185,  Job  Service, 
P.O.  Box  1339,  Provo,  Utah 
84603.  The  company  is  an  equal 
opportunity  employer  and  fully 
supports  affirmative  action  prac¬ 
tices. 


PROGRAMMER/ANALYST  (CON¬ 
SULTANT)  -  With  minimal  supervi¬ 
sion,  provide  programming  analysis 
services  in  project  design,  develop¬ 
ment  and  implementatxxi  of  com¬ 
munications,  financial  management 
informaticin,  commercial  systems 
and  sophisticated  text  processing 
applications.  Develop  and  imple¬ 
ment  systems  interface  including 
systems  database  and  program  de¬ 
sign,  coding  and  testing  enhance¬ 
ments.  Develop,  write,  code  and 
implement  new  application  pro¬ 
grams  to  meet  current  and  proj¬ 
ected  client  needs.  Duties  entail 
work  with  IBM  Mainframes,  DB2, 
CICS,  SPUFI,  ORACLE  and  SAS. 
Must  have  Bachelors's  in  Com¬ 
puter  Science  or  Engineering  or 
Math/Statistics/Economics.  Experi¬ 
ence  required  is  two  years  in  job 
offered  or  two  years  as  a  Systems 
Analyst  or  Management  Consult¬ 
ant.  Additionally,  experience  must 
involve  use  ot  IBM  Mainframes, 
DB2,  CICS.  SPUFI,  ORACLE  and 
SAS.  M-F;  40  hrs/week,  8:00-5:00; 
salary  $36,000/year  Farmington 
Hills,  Ml  location.  Must  have  proof 
of  legal  authority  to  work  in  the 
U.S.  Send  resumes  to  7310  Wood¬ 
ward  Ave.,  Room  415,  Detroit, 
Michigan  48202  Ref.  No.  98691. 
EMPLOYER  PAID  AD.  EOE. 
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COMPUTER  CAREERS 


INDUSTRY  CURRENTS 


Insurance  seeks  special  blend 


BY  EMILY  LEINFUSS 

SPECIAL  TO  CW 


Amass  exodus  of  old 
mainframes  along  with 
a  significant  influx  of 
new  technologies 
makes  the  insurance 
industry  a  hotbed  of  opportunity 
for  business-sawy,  forward- 
thinking  technology  experts. 

“Many  insurance  companies 
are  technologically  backward 
and  are  being  forced  into  major 
technology  changes.  They  are 
upgrading  very  old  mainframe- 
based  systems  and  actively  im¬ 
plementing  new  technologies  in 
order  to  survive  profitably 
through  the  end  of  the  century,’’ 
says  David  Schmaltz,  supervisor 
of  process  management  and  con¬ 
trol  at  Standard  Insurance  Co.  in 
Portland,  Ore.  Standard  provides 
disability,  group  and  individual 
life  insurance  and  retirement 
plans. 

This  presents  career  opportu¬ 
nities  because  these  companies 
are  activity  looking  for  people 
who  can  implement  better,  faster 
and  cheaper  ways  of  using  tech¬ 
nology,  Schmaltz  says. 

At  Standard,  Schmaltz  is 
steering  the  company  into  an 
open  systems  and  client/server 
environment  by  standardizing  on 


Unix.  “Five  years  ago,  we  made  a 
corporate  commitment  to  move 
away  from  mainframe  dominance 
and  adopted  the  philosophy  that 
says  ‘appropriate  is  beautiful.’  ” 

Other  insurance  companies 
are  also  moving  away  from  tradi¬ 
tional  mainframe-based  technol¬ 
ogy  and  skills  because  of  the  high 
overhead  in  hardware  and  per¬ 
sonnel,  Schmaltz  says.  These 
companies  are 
moving  toward 
midrange  com¬ 
puting  and  local- 
area  networking. 

“The  economies 
of  working  in  a 
mainframe  envi¬ 
ronment  are  gob¬ 
bling  up  profits  in 
the  industry,”  he 
says. 

Leading  edge 

Because  of  the  industry’s  transi¬ 
tional  phase,  professionals  who 
understand  the  outgoing  main¬ 
frames,  the  incoming  technol¬ 
ogies  and  the  overall  business  will 
have  an  edge  over  those  people 
who  are  just  technologists. 

“IS  people  need  a  strong  un¬ 
derstanding  of  the  business  as 
well  as  a  strong  understanding  of 
technology  to  broker  the  tech¬ 
nology  to  the  business,  to  find 


those  aspects  of  technology  most 
effective  for  improving  produc¬ 
tivity  and  the  bottom  line,”  says 
Peter  Daboul,  senior  vice  presi¬ 
dent  at  Massachusetts  Mutual 
Life  Insurance  Co.  in  Springfield, 
Mass. 

New  technologies  providing 
job  opportunities  at  Mutual  Life 
include  a  large  computer-aided 
software  engineering  (CASE)  in¬ 
stallation,  LANs 
and  fledgling  ef¬ 
forts  into  expert 
systems  and  im¬ 
age  processing, 
Daboul  says. 

Advanced 
technology  is  a 
promising  career 
path  in  insurance 
companies,  which 
are  looking  to  new 
technology  to  improve  productiv¬ 
ity  and  profitability,  says  Chick 
Bisberg,  president  of  Two-Party 
Systems,  Inc.,  a  recruitment  firm 
in  Livingstone,  NJ. 

“These  technological  areas 
have  pragmatic  and  cost-effec¬ 
tive  use,  not  simply  by  enhancing 
the  way  a  company  does  business 
but  by  eventually  lowering  the 
costs  of  computing,”  Bisberg 
says. 

Bisberg  includes  a  wide  range 
of  technologies  under  that  ru¬ 


bric:  artificial  intelligence,  CASE 
tools,  laptop  computers,  pen- 
based  computers,  networking, 
client/server  environments,  open 
systems  and  object-oriented  pro¬ 
gramming.  Just  about  all  of  these 
areas  hold  career  opportunities 
for  those  who  can  be  effective  im¬ 
plementors. 

Another  big  payback  area  for 
the  insurance  and  financial  ser¬ 
vices  industry  is  in  imaging  and 
image  processing  because  those 
industries  are  paper-in¬ 
tensive,  Daboul  says. 

Backing  this  up  is  mar¬ 
ket  research  that  says 
insurance  firms  ac¬ 
counted  for  18%  of  all 
document  image  pro¬ 
cessing  systems  in  place 
in  1990  —  the  largest 
of  any  market  segment, 
according  to  Interna¬ 
tional  Data  Corp.  in 
Framingham,  Mass. 

Expert  systems  are  also  being 
tested  in  insurance  companies, 
Bisberg  says.  “Most  insurance 
companies  are  trying  to  get  be¬ 
yond  using  expert  systems  to  as¬ 
sist  the  claims  adjuster  or  broker 
and  move  them  into  the  design  of 
the  next  generation  of  systems. 
Then  the  expert  system  not  only 
increases  the  speed  of  the  pro¬ 
cessing  and  inputting  of  informa¬ 
tion  but  upgrades  the  expertise 
level  of  the  individual  using  the 
system,”  he  says. 

While  productivity  and  profit¬ 
ability  are  significant  for  insur¬ 


ance  industry  investments  in  new 
technologies,  service  improve¬ 
ment  is  also  a  driving  force. 

“Our  industry  has  been 
known  for  not  giving  very  good 
service,  and  the  trick  for  IS  pro¬ 
fessionals  is  to  improve  service 
without  driving  costs  up,”  says 
Edward  Flitz,  vice  president  of 
information  services  at  North¬ 
western  Mutual  Life  Insurance 
Co.  in  Milwaukee. 

Achieving  service  improve¬ 


ment  without  incurring  unac¬ 
ceptable  costs  requires  a  special 
ability  to  integrate  old  and  new, 
according  to  Flitz.  “We  have 
more  technologies  in  place  than 
we  have  ever  had  before,  and  we 
can’t  just  drop  the  old  host-based 
systems,  either.  We  all  have  20- 
to  30-year-old  systems,  and  now, 
with  the  new  client/server,  PC- 
based  technologies  busting  in  on 
us,  we  also  have  to  move  into  that 
world.” 


Leinfuss  is  a  free-lance  writer  based  in 
Sarasota,  Fla. 


HE  TRICK  FOR  IS 
professionals  is  to 
improve  service 
without  driving  costs  up.” 

EDWARD  FLITZ 
NORTHWESTERN  MUTUAL 
LIFE  INSURANCE 


LOOKING  FOR  THE  BEST!!! 

Tekmark  Computer  Services,  Inc.  has 
Superb,  State  of  the  Art  Assignments  at 
Excellent  Rates!!! 


NY  NJ  CT  PA  MD 


*  X- Windows 

*  Motif 

*  Open  Look 

*  Sybase 

*  ORACLE 


•  Microsoft  Windows 

•  SQL  Servers 
•UNIX/C  or  AIX 

*  UNIX  Internals 

*  C  Programmers 


TEKMARK 

Computer  Services,  Inc. 

100  Metroplex  Drive,  Suite  102,  Edison,  NJ  08817 

(908)  572-5400  (212)  686-9360 

FAX  (908)572-7117 


If  You’ve  Cot  What  It  Takes  CALL  US! 


FOR 

WINNERS 

ONLY! 


KEIMTUCKY 


Now  is  the  time  to  enhance  your  career  ...Our 
clients  have  new  and  exciting  openings  for  the 
following  skills. 

•  DB2  —  Data  Modelers  &  OBA's 

•  OB2  —  Application  Programmers  and 
Designers 

•  IMS  —  Application  Programmers 
For  consideration,  send  resume  or  call: 


TO 


\  TECHNOLOGY  CONSULTING,  INC. 

;  2020  Meidinger  Tower,  Louisville,  KY  40202 
I  (502)  589-3110  FAX  (502)  589-3107 

MEMBER  NACCB 


—  PROGRAMMER/ANALYST  — 

$26,817  -  $32,310  annually  hiring  range  DOQ 

Forty  (40)  semester  hours  post  high  school  coursework  in  computer 
science,  management  information  systems  or  related  field  and  two  (2) 
years  of  progressively  responsible  work  experience  in  programming 
and  two  (2)  years  of  analysis  or  any  combination  of  education,  train¬ 
ing  or  experience  which  demonstrates  the  ability  to  perform  the  du¬ 
ties  of  the  position.  Experience  in  RPC  II,  RPG400  and  COBOL,  IBM 
SYS/36  and  AS/400  preferred. 

APPLY  BY:  Immediately  (position  will  remain  open  until  suitable  can¬ 
didate  is  selected).  County  of  Yuma  Application  is  required  &  may  be 
obtained  by  contacting: 

Yuma  County  Administrative  Services 

198  S.  Main  Street.  Yuma,  AZ  85364 
Phone:  (602)  329-2115  FAX:  (602)  329-2001 

Equal  Opportunity  Employer/ AA/MFH 


PROFESSIONAL 


I  CONSULTING  NETWORK  | 

SAN  FRANCISCO  BAY  AREA 

SPECIALIZED  CONTRACTS  IN 


MSA  McCORMACK  -  DODGE 

PEOPLESOFT  TESSERACT 

INGRES  ORACLE 

SYBASE  ACP/TPF 

S/W  2000  TOLAS 

P/As,  DBAs,  Modellers,  Analysts,  S/Ps 


595  Market  Street,  Suite  1400 
San  Francisco,  Ca  94105 
(415)  777-4321  -  Fax  777-8632 


JOIN  SEATTLE’S  BEST  IN  “92 


SENIOR  DBA 


D  P  Professionals  with  a  desire  to  “MAKE  A  DIFFERENCE”  owe  it  to 
themselves  to  explore  career  opportunities  with  BUSINESS  ENTER¬ 
PRISE  SYSTEMS  and  TECHNOLOGY,  INC.  (BEST). 

BEST  is  building  the  premier  consulting  and  contracting  firm  in  the  North¬ 
west  The  key  to  achieving  this  vision  is  YOU,  a  committed  professional  in 
an  environment  where  you  are  empowered  to  make  a  difference  with  our 
clients  and  in  BEST’*  own  development 
Rapid  growth  is  generating  ongoing  needs  in  the  following: 

•  Window*  •  DB2  •  CSP  •  INTERGRAPH 

•AS/400  •  DCS  •  C/C++  •  SYSTEMATICS 

•  ARC/INFO  •  MSA  •  MAD  •  PACBASE 

•  HOGAN  •  ISI  •  STRATUS  •  TANDEM 

We  offer  competitive  salaries,  benefits,  profit  sharing  and  EQUITY  po¬ 
tential  Invest  a  few  minutes  for  a  potential  long  term  return.  Call  or  send 
resume  to: 

BUSINESS  ENTERPRISE  SYSTEMS  and  TECHNOLOGY,  INC. 

Anne  Story,  1940  116th  Avenue  N.E.,  Bellevue.  WA  98004 
(206)  637-0130  FAX  (206)  637-9550 


$3,811  -$4,632  MO 

Supervises  and  participates  in  a  variety  of  complex  technical 
work  in  the  development,  operations,  maintenance,  and  use  of 
DB2  relational  data  bases  and  data  dictionary  facilities  on  IBM 
mainframe.  Requires  four  years  of  experience  in  DB2  relational 
data  base  installation,  performance  and  tuning,  analysis  and 
design.  Supervisory  experience  and  Bachelor's  Degree  in  com¬ 
puter  science  information  systems  or  equivalent  experience  or 
closely  related  field  preferred.  Would  like  to  have  person  in 
place  by  the  first  quarter  of  1992.  Submit  standard  City  applica¬ 
tion  and  supplemental  application  by  5PM  Tuesday,  December 
31, 1991  to: 

City  of  Sacramento  Personnel  Dept.,  921  10th  Street,  Room 
101,  Sacramento,  CA  95814,  Office  hours  M-F,  8-5  or  call 
(916)449-5726  AA/EOE 


With  products  that  rank  as  the 
#1  consumer's  choice, 

Michelin  Tire  Corporation  is  the 
preeminent  leader  in  tire 
technology  and  manufacturing. 
Our  commitment  to  quality 
prevails  throughout  our  dynamic 
organization,  motivating  our 
team  of  professionals  to  new 
levels  of  accomplishment.  If 
you’re  interested  in  meeting  the 
challenges  of  our  fast-paced, 
highly  sophisticated  MIS 
operation,  consider  this 
immediate  opportunity: 

SR.  DATABASE 
ANALYST 

To  qualify,  you  must  have  a 
four-year  degree,  3+  years 
technical  experience  in 
IDMS-DB/DC,  IDMS  DATABASE 
and  System  Utilities,  and 
background  with  0S-JCL, 
VSAM,TS0/SPF  and  ANSI 
COBOL  and  IDMS  database 
administration. 

Experience  with  Cullinet 
applications  software,  DBMS 


MICHELIN 

PUTTING  CAREERS  IN  MOTION.- 


DBA  and  developer  toolkit 
experience,  DB2  or  SQl/DS,  and 
ADSA,  ADSG,  and  0LM  would 
be  a  definite  asset. 

If  selected,  you  will  be  involved 
in  working  with  applications 
development  groups  in  the  use 
of  a  modification  of  Cullinet 
application  databases  and 
software;  physical  database 
design  and  implementation; 
installing  Cullinet  applications 
software;  and  supporting 
large-scale  database  systems. 

Michelin  offers  a  highly 
competitive  compensation  and 
benefits  package,  along  with 
the  support  and  development 
you  need  to  reach  your 
professional  goals.  For 
confidential  consideration, 
please  send  your  resume  with 
salary  requirements  to; 
Personnel  Department, 

Michelin  Tire  Corporation,  P.0. 
Box  19001,  Greenville,  SC  29602- 
9001.  An  equal  opportunity 
employer. 
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"At  Aetna, 
we’re  using 
advanced 
systems 
technology 
to  gain 
strategic 
business 
advantages.” 

Systems  Consultant 
Aetna  Information  Technology 


/Etna 


ADVANCED  SYSTEMS 
CONSULTANTS 


At  Aetna,  our  commitment  to  technology  is  reflected 
in  our  advanced  state-of-the-art  systems  environ¬ 
ment  and  our  continual  growth  in  this  area.  Right 
now,  we  have  challenging  opportunities  for  three 
systems  professionals  at  our  Middletown  facility. 

ELECTRONIC  TRANSACTION 
PROCESSING  PROFESSIONAL 

You'll  deliver  Information  Technology  solutions  that 
will  collect  information  from  employee  benefit  health 
care  service  transactions  and  automatically  deter¬ 
mine,  record  and  initiate  settlements. 

You’ll  need  8-10  years’  demonstrated  experience  in 
systems  development,  with  emphasis  in  complex, 
high  volume  (1+  million)  on-line  transaction  pro¬ 
cessing  systems,  including  architectural  design. 
Bachelor’s  degree  (or  equivalent)  in  Computer 
Science  preferred.  You  must  be  a  progressive 
thinker  in  business  analysis,  with  the  ability  to 
match  business  opportunities  to  technical  solutions. 
***** 

The  following  positions  require  proven  experience  in 
IEF  environmental  support,  information  engineering 
lifecycle  management,  project  management  meth¬ 
ods  and  techniques,  metrics  and  quality  assurance. 

PROJECT  CONSULTANT 

You’ll  provide  full  lifecycle  application  delivery  tech¬ 
nology  expertise  and  consulting  services  to  support 
application  development  teams.  This  will  include  as¬ 
sisting  in  the  development  of  implementation  plans, 
reviewing  deliverables  for  compliance  and  quality, 
and  ensuring  projects  remain  on  schedule. 

A  B.S.  in  Computer  Science  or  Business  is  required 
along  with  a  minimum  of  5+  years’  experience  with 
advanced  technologies  and  systems  development 
process.  This  experience  must  include  at  least  3+ 
years  with  structured  development  methodologies 
and  CASE  tools,  preferably  IEF,  and  3+  years  in 
leading  an  application  delivery  project. 

LIFECYCLE  MANAGEMENT 

You’ll  support  the  establishment  and  implementation 
of  systems  engineering  methods  and  standards  as 
well  as  the  introduction  of  project  management 
techniques  to  ensure  rapid  and  accurate  systems 
delivery. 

You  must  possess  a  B.S.  in  Computer  Science  or 
Business  along  with  a  minimum  of  5+  years’  experi¬ 
ence  in  systems  development,  3+  years  in  methodol¬ 
ogies,  standards  and  project  management 
techniques,  and  2+  years  in  CASE  tools  and  Infor¬ 
mation  Engineering  implementation. 

***** 

We  offer  an  excellent  salary,  generous  comprehen¬ 
sive  benefits,  unique  professional  challenges  and 
opportunity  for  advancement.  For  immediate  consid¬ 
eration,  send  2  copies  of  your  resume,  indicating 
position  of  interest,  to:  Aetna,  Staffing,  MAA3,  Dept. 
2724B,  1000  Middle  Street,  Middletown,  CT  06457. 

No  agencies  or  phone  calls,  please.  Aetna  is  an 
Equal  Opportunity,  Affirmative  Action  Employer. 


A  policy  to  do  more. 


SuperHackers 

D.  E.  SHAW  &  Co.  is  a  small  (several 
dozen  employees),  highly  capitalized  (over  $300 
million  in  partners’  equity),  extremely  success¬ 
ful  Wall  Street  Firm  specializing  in  quantitative 
finance  and  computational  trading.  Our  techni¬ 
cal  staff  includes  both  Ph.D. -level  researchers 
recruited  from  Stanford,  MIT,  and  other  lead¬ 
ing  computer  science  departments  and  extraor¬ 
dinarily  talented  B.S. -and  M.S.-level  system  de¬ 
signers  and  “superhackers”.  It  is  our  practice  to 
compensate  unusually  gifted  individuals  at  a 
level  exceeding  that  of  the  market.  Applicants 
are  invited  to  send  resumes  to  Ms.  Jennifer 
Strulson. 

D.  E.  Shaw  &  Co. 

39th  Floor,  Tower  45 
120  W.  45th  Street 
New  York,  NY  10036 


Programmer/Analyst  -  Oak 
Brook,  IL.  Analyze,  design, 
develop,  implement  &  main¬ 
tain  online  systems.  Provide 
technical  support  to  end  us¬ 
ers.  Utilize  IBM  mainframes, 
MVS/XA,  COBOL,  BAL, 
ADS/online,  CULPRIT,  CICS 
and  IDMS  software.  3yrs/exp. 
in  job  offered.  34hrs/wk. 
$50,000/yr.  Must  have  proof 
of  legal  authority  to  work  per¬ 
manently  in  the  U  S.  Send  re¬ 
sume  to:  IL  Dept,  of  Employ¬ 
ment  Security,  401  South 
State  St.  -  3  South,  Chicago, 
IL  60605.  Att:  M.  Zielinski. 
Ref.  #V-IL-4271-Z.  NO 
CALLS.  AN  EMPLOYER 
PAID  AD. 


Recruit  qualified  com¬ 
puter  and  communica¬ 
tions  professionals  with 
the  IDG  Communica¬ 
tions  Computer  Careers 
Network  of  five  leading 
computer  newspapers. 

Call 

Lisa  McGrath 
at: 

(800)  343-6474 
in  MA, 

508/879-0700 

for  more  details. 


POSITION 

WANTED 


L.L.  Bean,  the  nationally  known.  New  England-based  retail 
and  catalog  merchandiser  of  outdoor  sporting  equipment  and 
apparel,  is  once  again,  expanding  its  data  resource  management 
function.  We  are  looking  for  experienced  professionals  to  con¬ 
tribute  to  our  roll-out  of  information  engineering  approaches  and 
to  the  implementation  of  key  corporate  information  bases  We 
seek  candidates  for  the  following: 


Data  Analyst 


Position  requires  6+  years  in  the  Information  Services  field, 
with  at  least  2  years  in  data  administration  or  business  systems 
analysis  and  design.  A  strong  business  orientation  and  experience 
in  logical  data  modelling  are  required;  experience  with  CASE 
tools  is  preferred.  Excellent  interpersonal  and  communications 
skills  are  essential  The  ability  to  facilitate  JAD  sessions  as  well  as 
project  management  experience  are  highly  desirable. 


Data  Base  Analyst 


Position  requires  6+  years  in  the  Information  Services  field, 
with  in-depth  experience  using  a  relational  database  management 
system.  Experience  in  physical  database  design  through  applica¬ 
tion  development  or  database  administration  positions,  excellent 
interpersonal  and  communications  skills,  understanding  of  logi¬ 
cal  data  modelling  and  experience  with  CASE  tools  are  all  essen¬ 
tial.  DB2  experience  is  a  plus 

L.L  Bean  offers  competitive  compensation  packages.  To  he 
considered,  please  send  a  cover  letter,  salary  requirements  and 
resume,  to:  Paul  A.  Collet,  Sr.  Staffing  Specialist,  L.L.  Bean, 
Inc.,  Casco  Street,  Freeport,  Maine  04033-  Only  cover  letters 
stating  salary  requirements  will  be  considered.  An  equal  opportu¬ 
nity  employer 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING  WORKS  ... 


For  over  two  decades,  Computerworld  has  de¬ 
livered  qualified  job  candidates  to  America’s 
employers. 

And  ever  since  Computerworld’s  first  weekly 
issue  in  1967,  America’s  companies  have  relied 
on  Computerworld  to  target  America’s  most 
qualified  computer  job  candidates. 

To  place  your  ad  regionally  or  nationally,  call 
John  Corrigan,  Vice  rresiaent/Classified  Adver¬ 
tising,  at  800/343-6474  (in  MA,  508/ 
879-0700). 


★  GET  OUT  ★ 
OF  TOWN 


NATIONWIDE 


OPPORTUNITIES 


YOUR  HOME  TOWN  MAY  HAVE 
MANY  JOBS,  flm  NOT  YOUR 
CAREER  OPPORTUNITY  THE  COM¬ 
PUTER-TECH  NETWORK  OF  80 
NATIONAL  COMPUTER  SEARCH 
AGENCIES  SPECIALIZES  IN  THE 
PLACEMENT  AND  PAID  RELOCA¬ 
TION  OF  COMPUTER  PERSONNEL 
TO  ALLAREASOPTHEUB  A, 
(216F356-9990 
FAX  #(21 61-356-9991 
TOLL-FREE  1-800-752-3674 
|  COMPL'TRrTBSHI  NlTWORIp 


21010  Center  Ridge  ltd. 
Rocky  Itiver,  Ohio  441 16 


Programmer/Analyst  -  65%  of 
time  will  be  spent  at  client  sites  in 
metro  Chicago  area;  35%  of  time 
will  be  spent  at  client  sites  in  Wis¬ 
consin.  Analyze,  design,  develop, 
implement  &  maintain  online  & 
batch  systems.  Write  programs. 
Provide  technical  support.  Utilize 
DEC/VAX  hardware;  VAX  CO¬ 
BOL,  VAX  FORTRAN,  ROB, 
FMS,  MRP  II  &  ICM  software. 
2yrs/exp.  in  job  offered.  40hrs/ 
wk.  $36.000/yr.  Must  have  proof 
of  legal  authority  fo  work  perma¬ 
nently  in  the  U.S.  Send  resume 
to:  IL  Dept,  of  Employment  Secu¬ 
rity.  401  South  State  St.  -  3 
South,  Chicago,  IL  60605  Att: 
Joan  Sykstus.  Ref.  #V-IL- 
4371 -S  NO  CALLS.  AN  EM¬ 
PLOYER  PAID  AD 


DB2 

SPECIALIST 

German  DB2  Specialist,  willing  to  become  US  citi¬ 
zen,  is  experienced  in  logical  and  physical  data 
modelling,  tuning,  system  analysis,  requirement 
definition,  application  and  system  programming 
with  COBOL,  PL/1  and  Application  System  in 
MVS/XA  and  ESA  environment.  Looking  for 
freelance/career  opportunities. 

Please  call  (49)  40  693  07  38  or  write  to  Ingo  Muel¬ 
ler,  Barenbeek  23,  D-2000  Hamburg  71 ,  Germany. 


C0MPUTIRW0RLD 

Where  qualified  candidates  look.  Every  week. 
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We’ve  probably  spent  more  money 
researching  this  market  than  any 
company  in  America.  And  what 
we’ve  learned  can  help  you. 

Number  of  computers  up 
6,415%  in  10  years. 

At  this  pace,  how  will  you  meet  the 
demand  for  staff  in  the  future?  One 

More  computers 
are  demanding  more  talent* 


1980  82  84  86  88  90 


Fewer  campus  freshmen  are 
choosing  computer  careers*  * 


1982  83  84  85  86  87  88  89 


source  is  America’s  campuses.  But 
with  college  freshmen  interest  in 
computer  careers  dropping  more 
than  two-thirds  since  1982,  you’ll 
need  to  find  other  sources.  Call  us. 
We’ll  tell  you  about  them. 


Only  20%  of  computer 
professionals  actively  seek 
jobs  through  sources  like 
local  classifieds. 

Which,  according  to  figures  from  our 
annual  Job  Satisfaction  Survey,  leaves 
80%  of  the  market  largely  unreachable 
through  local  papers  .Yet  easily  reached 
through  professional  newspapers. 

Our  research  can  show  you  how. 

Over  213,000  professionals 
with  CICS  operating  system 
experience  are  reachable 
with  a  single  advertisement. 

And  so  are  hundreds  of  thousands 
of  others  with  skills  from  DB2  to 
IBM  S/38  to  Unix.  How?  Call  us 
and  we’ll  show  you. 


Computerworld  reaches 
professionals  with  key  skills 

-a  few  examples  from  our  survey- 


Skill/Product 

IBM  PC  compatible 
IBM  (all  but  PC) 
Digital  Equip.  Corp. 
MVS 
Cobol 


Experts  in 
Computerworld's 
Product  type  Audience 

hardware  523,573 

hardware  488,965 

hardware  214,375 

operating  system  257,248 

language/u  tility  44 3 , 1 66 


Free  reports! 

Our  skill  survey  reveals 
demographics. 

Computerworld  just  completed  a  ma¬ 
jor  survey  of  computer  skills  among 
its  readers.  The  results  can  help 
you  target  your  recruiting.  Call  John 
Corrigan  at  Computerworld  for  your 
free  report. 

We  conduct  the  most 
comprehensive  salary 
survey  in  the  field. 

Co-sponsored  by  the  Data  Process¬ 
ing  Management  Association,  the 
annual  report  is  available  to  you  at 
no  charge. 


If  you  want  to  check  out  our  numbers , 
just  call  us  at  this  one:  800/343-6474 
(inMA,  call  508/879-0700). 

Ask  for  John  Corrigan,  Classified 
Advertising  Director.  Or  write  to  him 
at  Computerworld,  Department  N, 
375  Cochituate  Road,  Framingham, 
MA  01701. 

jS 
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PRODUCT  SHOWCASE 


KEYCAP  ENGRAVING 

Servicing  the  Computer  Industry 
FAST  and  ACCURATE 
We  Make  Our  Own  Masters 
Special  Languages  &  Symbols 
Prototypes  &  Volume  Engraving 
Over  20  Years  Experience 


Bryants  Engraving 

1-407-644-9790 

Winter  Park,  FL  32789 _ 


UNIX  in  Minutes! 


Eliminate  the  Unix  Learning  Curve 


PinQuik 


•  Makes  UNIX  easy  for  the  end  user 

•  Automated  UNIX  Commands 

•  Menu  Builder 

•  Safety  Net 

•  Available  in  AIX 

30  DAY  MONEY  BACK  GUARANTEE 


WRITE: 


Pro/  IM™  CALL  TO  ORDER  or  FAX: 

14201  Memorial  Drive,  Suite  4  "I  -713-558-6866 
Houston,  TX  77079  FAX:  713-558-8857 


WORRIED  ABOUT 
COMPUTER  RADIATION? 

So  are  your  employees  &  customers!!! 

The  Tracer  Meter  will  effectively  measure,  in  an  easy  to 
use  manner,  your  computer  and  office  equipment’s  levels. 

•  Quantity  discounts  available  •  Dealer  Inquiries  Welcome 

•  Reseller  opportunities  •  Price  only  $795. 

P.C.S.  1-800-888-1515 

800  Village  Walk,  Suite  1 58  (Ext.  5505) 

Guilford,  CT  06437  Fax:  203-453-0505 


BalancedPower  Plus ®- 
‘Intelligent’  UPS 

Software  controlled  UPS  for  fast  response,  tight  con¬ 
trol,  longer  battery  life,  cleaner  output  waveform.  Inte¬ 
grated  10-30k  VA  unit  (shown)  has  batteries  and  pan¬ 
elboard  in  UPS  cabinet.  Other  models  15-150kVA. 


International 
Power  Machines 

2975  Miller  Park  North 
Garland,  TX  75042 


1-800-527-1208 

Fax:  1-214-494-2690 


iHaDHC  AFP/IPDS  protocol  converter 
=0 arUO  for  any  HP  LaserJet  printer. 


•  IBM  4028,  3812  and  3816  plug-compatible 

•  Ail  IPDS  towers  supported,  32  resident  fonts 

•  Lightning  fast  RISC-based  technology 

•  Intelligent  IBM  host/PC  or  PC  network  print  share 

•  Multi-environment  support 

• 


x-data,  Inc. 

19  Walt  Whitman  Road 
Huntington  Station 
New  York,  11746 


1-800-432-8246 

Fax: 1-516-351-1273 


AutoTester 


Developer  and  distributor  of  the  most  unique  and 
widely  accepted  automated  testing  technology  of  the 
’90s.  Discover  how  a  structured  approach  to  auto¬ 
mated  testing  will  dramatically  improve  the  quality  of 
your  software  while  reducing  the  resources  devoted 
to  testing. 


AutoTester,  Inc. 

6060  N.  Central  Expy 
Suite  670 
Dallas,  TX  75206 


1-800-328-1196 


4  COLOR  PHOTO  or  Graphic 

PREFERRED  4-  COLOR  MATERIALS:  4-color  neg¬ 
atives,  right  reading  emulsion  side  down.  Accept¬ 
able  also  (in  order  of  preference  to  maintain  op¬ 
timum  reproduction  quality)  are:  4-color  transpare¬ 
ncies;  35mm  color  slides;  color  photos. 

If  4color  artwork  Is  not  available,  Computerworld 
will  assist  Product  Showcase  advertisers  in  the 
development  of  appropriate  graphics  for  their 
advertisements.  Ad  width:  3",  Ad  Depth:  3  1/2" 
Photo  width:  2  3/4";  Photo  depth:  1  3/4". 


Name  Of  Your  Product 


This  is  a  sample  listing  in  Computerworld’s  new 
Product  Showcase  Section.  This  is  a  sample 
listing  in  Computerworld’s  new  Product  Show¬ 
case  Section.  This  is  a  sample  listing  In  Comp¬ 
uterworld’s  Product  Showcase  Section.  This  Is  a 


ABC  Company 

123  Main  Street 
Anytown,  USA  12345 


1-800-XXX-XXXX 


Place  Your  Product  In  COMPUTERWORLD’S  PRODUCT  SHOWCASE! 

For  just  $2,700,  your  product  can  appear  3  times  in  COMPUTERWORLD's  PRODUCT  SHOWCASE. 

To  place  your  message,  or  for  more  information,  just  fill  out  this  form  and  fax  it  to 

(508)  620-7739.  Or  place  your  advertisement  by  calling  (800)  343-6474(in  MA,  (508)  879-0700). 

□  I’d  like  more  information  □  I’d  like  my  product  to  appear  in  the  Product  Showcase 

Headline  (approximately  1-6  words): _ 

Text  (approximately  3  medium  length  sentences): _ 


Name  of  Company: 

Address: _ 

City,  State,  Zip: _ 

Phone: _ 


COMPUTERWORLD 

PRODUCT  SHOWCASE 

(800)  343-6474 

(In  MA,  (508)  879-0700 
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MARKETPLACE 


Superstores:  Appeal  of  in-stock  bargains 


BY  ALICE  LAPLANTE 

SPECIAL  TO  CW 

At  Genelabs,  Inc.,  a  Red¬ 
wood  City,  Calif. -based 
medical  research  firm, 
MIS  Director  Bruce 
Hallberg  routinely 
shops  for  microcomputer  hard¬ 
ware,  software,  peripherals  and 
components  at  the  local  Comp¬ 
USA,  a  computer  superstore  that 
recently  opened  a  branch  in  the 
San  Francisco  area. 

“We  started  going  there  be¬ 
cause  of  the  excellent  selection 
and  availability  of  parts  and  com¬ 
ponents,  but  that  quickly  blos¬ 
somed  into  buying  CPUs  as  well 
because  of  their  low  prices,” 
Hallberg  says. 

Yet  choosing  to  go  to  a  super¬ 
store  over  a  traditional  personal 
computer  retailer  such  as  Com- 
puterland  Corp.  or  Microage, 
Inc.  can  have  its  drawbacks  — 
specifically  in  the  service  and 
support  arena,  he  says.  The  fact 
that  Hallberg  has  sophisticated 
in-house  repair  expertise  and  fa¬ 
cilities  makes  that  less  of  an  issue 
for  him  than  for  other  informa¬ 
tion  systems  managers.  Super¬ 
stores  “are  reasonably  compe¬ 
tent,  but  I  wouldn’t  trust  them 
with  complex  connectivity  is¬ 
sues,  for  example,”  he  says. 

Superstores  are  currently  the 
fastest  growing  segment  of  the 
PC  hardware  and  software  distri¬ 
bution  channel  as  national  chains 
such  as  Dallas-based  CompUSA, 
Columbus,  Ohio-based  Micro 
Center  and  Austin,  Texas-based 
Compuadd  Corp.  continue  to 
spring  up  around  the  country. 

There  are  approximately  70 
superstores  open  nationwide,  es¬ 


timates  Seymour  Merrin,  presi¬ 
dent  of  Palo  Alto,  Calif.-based 
Merrin  Information  Services, 
Inc.,  a  consulting  firm  that  tracks 
the  PC  distribution  channel. 
About  half  of  those  opened  in  the 
last  12  months,  and  Merrin  says 
he  expects  that  number  to  more 
than  double  —  to  185  super¬ 
stores  —  by  the  end  of  1992. 

Take-home  bargains 

A  superstore  is  defined  by  three 
components:  low  prices,  which 
range  from  30%  to  80%  of  retail; 
a  broad  selection  of  products  that 
represents  almost  10  times  what 
is  on  display  at  traditional  retail¬ 
ers;  and  immediate  availability. 
This  latter  element  is 
key:  Unlike  tradi¬ 
tional  retailers, 
with  which  com¬ 
panies  place  an 
order  and  can 
wait  days  or 
weeks  for  product 
delivery,  with  a  su¬ 
perstore,  what  you  see 
is  what  you  get,  Merrin  says. 

Most  computer  superstores 
have  at  least  25,000  sq  ft  of 
space,  with  at  least  5,000  sepa¬ 
rate  products  on  display  and  in 
stock,  he  adds.  A  retail  store  will 
have  only  600  or  700  products  on 
display,  at  most,  Merrin  says.  For 
those  IS  managers  who  measure 
service  in  terms  of  getting  what 
they  want  when  they  want  it,  su¬ 
perstores  are  a  boon. 

However,  it  can  be  difficult  for 
superstore  employees  to  be  fully 
versed  in  everything  they  must 
sell,  IS  managers  say.  And  al¬ 
though  superstore  technicians 
may  be  qualified  to  configure  and 
install  stand-alone  machines,  an 


enterprisewide  network  is  anoth¬ 
er  matter. 

“Pricing  is  obviously  a  con¬ 
cern  in  these  budget-crunching 
times,  but  as  far  as  LAN  integra¬ 
tion  and  support  services  — 
which  is  really  what  we  require  at 
the  present  time  from  our  ven¬ 
dors  —  superstores  don’t  have 
the  necessary  expertise,”  says 
Dawn  Kroll,  a  buyer  at  Manufac¬ 
turers  Hanover  Trust  Co.  in  New 
York,  which  lately  has  turned  to 
network  integrators  for  PC  hard¬ 
ware,  software  and  services  be¬ 
cause  of  the  complex  nature  of 
the  technology. 

Many  firms  don’t  have  exten¬ 
sive  in-house  repair  experience 
or  facilities,  which  de¬ 
ters  them  from 
buying  from  super¬ 
stores. 

Bob  Badolato, 
a  senior  data  pro¬ 
cessing  specialist 
at  Plymouth  Rock 
Assurance  Corp.  in 
Boston,  says  his  firm 
still  buys  its  PC  hardware  and 
software  from  traditional  dealers 
because  of  the  limitations  of  his 
in-house  support  staff.  “I  would 
only  go  to  a  superstore  if  I  had  my 
own  in-house  technicians  to  do 
repairs  —  which  I  don’t,”  Bado¬ 
lato  says. 

Even  Hallberg  does  not  de¬ 
pend  solely  on  superstores  for  his 
firm’s  PC  needs.  Indeed,  the  way 
he  acquires  hardware,  software 
and  services  reflects  a  growing 
trend:  IS  managers  who  shop 
around  at  a  variety  of  different 
vendors  in  order  to  get  the  right 
mix  of  price,  availability  and 
technical  expertise. 

“For  high-end  products,  like 


file  servers  and  networking  ser¬ 
vices,  I’ll  go  to  a  dealer,”  Hall¬ 
berg  says. 

Another  drawback  to  super¬ 
stores  is  the  fact  that  most  do  not 
sell  IBM  or  Compaq  Computer 
Corp.  machines  —  a  serious  de¬ 
terrent  to  firms  that  have  stan¬ 
dardized  on  these  ven¬ 
dors. 

“We’re  an  IBM  shop, 
which  doesn’t  allow  us 
to  go  someplace  that 
doesn’t  sell  IBM,”  says 
Jim  Bell,  manager  of 
business  planning  at  Oc¬ 
cidental  Chemical  Corp. 
in  Dallas. 

“If  I  need  to  buy  a 
Compaq  machine,  I  ob¬ 
viously  can’t  go  there,” 

says  Mike  Cunningham ,  - 

MIS  director  at  Dr  Pep¬ 
per/Seven-Up  Cos.  in  Dallas.  But 
he  says  he  does  buy  all  his  disk 
drives,  add-in  cards,  power  sup¬ 
plies  and  other  components  from 
superstores. 

“Dealers  would  make  you  go 
through  their  parts  departments 
to  get  these  items  and  mark  them 
up  200%  rather  than  discount 
them  30%, ”  Cunningham  says. 

However,  retail  outlets  that 
had  IBM  or  Compaq  authoriza¬ 
tion  prior  to  turning  into  super¬ 
stores  —  like  Micro  Center  — 
retain  the  rights  to  sell  those  ma¬ 
chines.  Apple  recently  authorized 
CompUSA  to  sell  its  product  line. 
And  Compaq  says  that  although 
it  has  not  yet  authorized  Com¬ 
pUSA  or  other  superstore  chains 
to  carry  its  products,  it  is  “cur¬ 
rently  in  discussion,”  Compaq 
spokesman  Kevin  Sweeney  said. 

Still,  the  low  prices  —  ranging 
from  40%  to  80%  off  retail  — 


and  the  immediate  availability  of 
products  can  sometimes  out¬ 
weigh  the  inconveniences. 

Cunningham  says  instant 
gratification  is  the  essence  of 
what  good  service  should  be  — 
and  what  most  traditional  dealers 
so  rarely  provide.  “Service 
means  getting  your  hands  on 
what  you  need  immediately ,”  he 
says,  adding  that  he  shops  at  local 
superstores  for  this  reason. 


EALERS  WOULD 
make  you  go  through 
their  parts  depart¬ 
ments  to  get  these  items  and 
mark  them  up  200%  rather 
than  discount  them  30%.  ” 

MIKE  CUNNINGHAM 
DR  PEPPER/SEVEN-UP 


Some  IS  managers  say  that  al¬ 
though  the  technical  expertise 
and  the  level  of  service  and  sup¬ 
port  provided  by  superstores  rep¬ 
resents  the  bare  minimum,  in 
practice  it  doesn’t  differ  that 
much  from  what  traditional  re¬ 
tailers  currently  serve  up. 

“In  my  lengthy,  battle- 
scarred  experience,  any  kind  of 
retail  store  —  even  the  larger  or¬ 
ganizations  —  doesn’t  provide 
any  service  and  support  worth 
mentioning,  so  why  worry  about 
losing  it?”  asks  Philip  Gordon, 
manager  of  the  information  cen¬ 
ter  at  Charles  Schwab  Corp.  in 
San  Francisco. 

“Due  to  shrinking  margins, 
the  dealer  channel  isn’t  providing 
that  much  service  and  support 
anyway,”  Merrin  agrees. 


LaPlante  is  a  free-lance  writer  based  in 
Palo  Alto,  Calif. 


Buy/Sell/Lease 


■ 


Specializing  in: 

EDX  TO  AIX 
MIGRAH0 


Series/1  to 
RS/6000 
Migration 
Services 


SERIES/1 
SYSTEM  36/38 

BUY  SELL  LEASE 
CALL  612-942-9830 


Data  trend 


1 0250  Valley  View  Rd.  Suite  149.  Eden  Prairie.  Minnesota  55344 


- -IBM  SPECIALISTS- - 

AS/400  •  SYS/3X 

BUY  ■  SELL  •  TRADE  ■  LEASE 
UPGRADES  •  FEATURES  •  PERIPHERALS 

NEW  AND  USED 

IBM  MAINTENANCE  GUARANTEED 
ON  STAFF  TECHNICIANS 

IBM  COMPATIBLES: 

PERLE  CONTROLLERS  •  Al  MEMORY 
LYNK  DISPLAY  STATIONS  •  BEST  UPS 


COMPUTER  MARKETING 

yS I  •]/**/ r  Urn,  - 

800-251-2670  II 
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CLASSIFIED 


Buy/Sell/Lease 


DEMPSEY. 

WHERE  /BAT  QUAl/TY  VS 
SECOND  NATURE. 


•  SFP/FS/1 
•  9370 
•  PS6000 
•  /NDUSTP/AL  PC 
•  FS/9000 
• AS/400 
•  SYSFFM  36/38 
PO/A/f  Of  SALF 


BUY-LFASF-SFLL 
•  Processors 
•  > Peripherals 
•  Upgrades 

tor  pretested  equipment.  f/exip/e  financing, 
configuration  p/anning.  technical  support 
and  overnight  shipping  cat! 

fSOOj 888-2000. 


Dempsey 

n  WBUS/A/FSS  SYSFFMS 

IVhere  /8MQuo/tfy/s  Second  Nature 

18377 Beach  B/vd,  Suite  323  •  Huntington  Beach.  kitorwairv 

CA  92648  •  {714)  84/ -8466  •  FAX  {714)  847-3149  "  **** 

IBM  is  o  registered/  trademark  of  international  Business  Machines  Corporation 


srxTS: 

Authorized 


SPECTRA 


A  full  line  IBM,  Digital  and  Xerox  dealer 

(714)970-7000  (800)745-1233  (714)970-7095  fax 


XEROX 


® 


ES/9000,  RISC/6000 
9370,  4381 
AS/400,  S/36,  S/38 
Series/ 1 


VAX  8000 
VAX  6000 
VAX  4000 
MicroVAX 


S/88,  STRATUS 
Point  of  Sale 
Banking 
CAD/CAM 


NEW  A  USED: 

PROCESSORS 

PERIPHERALS 

UPGRADES 


9790 

8790 

4090 

4050 

4045 

3700 


BUY 

SELL 

RENT 

LEASE 


Authorized  Digital  &  Xerox  distributor 


ANAHEIM  CORPORATE  CENTER  5101  E.  La  Palma  Awe.,  Anaheim  California  92807 


WE 

BOUGHT 


By  the  thousands. 

As  a  result  of  our  thousands  of  purchases  of 
new  and  used  IBM  systems  of  all  sizes,  shapes 
and  descnptions,  we  are  offering  you  great 
savings  on  IBM  AS/400's,  36's,  tapes,  drives, 
printers  and  penpherals,  as  well  as  all  upgrades. 

As  a  specialty,  we  offer  multiplexors, 
modems,  protocol  converters  and  PS/2’s 

If  you  have  a  need  to  buy  or  sell,  call  us  first 
and  DEAL  DIRECT  with  the. 

rnnpiiTF.R 

nflRKETPLflCE 
III  800-858-1144  cma 

In  CA,  dial  (714)  735-2102,  205  East  5th  Street.  Corona.  CA  91719 

IBM  IS  A  REGISTERED  TRADEMARK  OF  INTERNATIONAL  BUSINESS  MACHINES  INC 


AS/400 

9370 

CPU's,  Features,  Upgrades  &  Parts  for 
Immediate  Delivery.  Installed  bv  our 
Engineers  or  Yours.  All  Hardware 
Tested  &  Certified  for 
IBM  Maintenance. 

800-553-0592 


UJ#RID 

DflTR  PRODUCTS 


IN  MN  612-931-9000 
FAX  612-931-0930 
12X00  WHITEWATER  i>k. 
MINNETONKA,  M\  55343 


Compute’  OeMn 


New/Reconditioned 


Equipment 

Whatever  your  re¬ 
quirement*  are  for  Digi¬ 
tal  Equipment,  call  CSI 

first!  Buying,  selling,  trading, 
leasing,  consignments  -  we 
do  it  all! 

CSI  sells  all  equipment 
with  a  30  day  unconditional 
guarantee  on  parts  and  labor 
and  is  eligible  for  DEC 
maintenance. 

Offering  systems,  disk 
drives,  tape  drives,  printers, 
terminals,  memory,  options, 
boards,  upgrades  and  many 
more. 

Compurex 
Systems,  Inc. 
83  Eastman  St. 

Easton,  MA  02334 
Call  Toll-Free 
1-800-426-5499 
In  Mass.  (508)  230-3700 

FAX  (508)  238-8250 


Prime 

Experienced 
Systems 
New  &  Used 
Peripherals 
Worldwide  Service 

Buy  -  Sell  -  Lease 

OTW,  Inc. 

305  Union  St 
Franklin  MA  02038 

508-520-0250 


COMPUIERWORLD 

CLASSIFIED 

MARKETPLACE 

Examines  the  issues 
while  computer 
professionals 
examine  your  message. 

Call  for  all 
the  details. 

(800)  343-6474 

(In  MA.,  508/879-0700) 


UNIX  *  MOTOROLA  *  UNIX 
GET  THE  BEST  IN  UNIX 
SYSTEMS 

MOTOROLA  COMPUTERS 
FROM 

AMES  SCIENCES 

301-476-3200 

@  MOTOROLA 

Computer  Group 
Authorized  Reseller 

VAR  INQUIRES  WELCOME 


NEW  and  USED 
1000  •  3000  •  9000 
Including  Spectrum 

BUY  •  SELL  •  TRADE  •  RENT  •  LEASE 
Processors  •  Peripherals  •  Systems 

All  in  Stock  -  Immediate  Delivery 
All  warranted  to  qualify  for  manufacturer's  maintenance 

ConAm  Corporation 

It’s  Performance  That  Counts! 
800/926-6264  213/419-2200 

FAX  213/419-2275 


IBM 


BUY  •  SELL  •  LEASE 
4381  •  3725/3745  •  3380  •  3480 

•  All  peripherals  •  Feature  Work 

•  IBM  MAQ  •  Upgrades 


Salem  Computer  Group 


(800)727-5999 


=  =  MemOe- 

=  =-=  -=  Cor-oule*  Orwn 
=  =i  =  4  L  •  sscxs  AuccdUon 


Fax  (919)  661-3400 


WE 

Buy  -  Sell  -  Lease 
New  and  Used  IBM  Equipment 
AS400  -  System  36,  38, 43XX 

SHORT  TERM  RENTALS 


Call  800-238-6405 
IN  TN  901-372-2622 


AMERKXS 

S4X  im  or 
<  OMPt  TER 
DEALERS 


COMPUTER  BROKERS,  INC. 
2978  Shelby  St.,  Memphis,  TN  38134 

"Since  1974" 


9370/9221? 


ExecutIve  InFosource! 

BUY 
SELL 


Most  Machine  Features 

ANd  PERipltERAls 

IN  STOCK 


LEASE 

TeMione:  (708)  21  5-9170 
Fax:(708)215-9992  C&m 


Bids/Proposals/Real  Estate 


MS  CENTRAL  DATA 
PROCESSING  AUTHORITY 

Sealed  proposals  will  be  received 
by  CDPA,  301  N.  Lamar  St.,  301 
Bldg,  Suite  508,  Jackson,  MS 
39201  for  the  following: 

RFP  2095,  due  Thurs,  1/2/92  at 
3:30  p.m.  for  a  twenty  station  LAN 
upgrade  for  the  OFFICE  OF  THE 
SECRETARY  OF  STATE. 

RFP  2101,  due  Thurs,  1/2/92  at 
3:30  p.m.  for  thirty  (30)  work¬ 
stations  for  Office  Administration 
of  NORTHEAST  MISSISSIPPI 
COMMUNITY  COLLEGE. 

RFP  2103,  due  Thurs,  1/2/92  at 
3:30  p.m.  for  a  Local  Area  Net¬ 
work  consisting  of  a  server,  20 
workstations  and  software  for 
MISSISSIPPI  STATE  UNIVERSI¬ 
TY. 

Kelli  Brown  @  (601 )  359-2604 


Classified 

Marketplace 

needs  only  3 
days  notice 
to  run 
your  ad! 
Call: 

(800)  343/6474 

(in  MA:  508/879-0700) 


629,000  IS/DP  Professionals  see 
the  CLASSIFIED  MARKETPLACE 
each  week. 

Call  for  advertising  information: 

(800)  343-6474 

(In  MA.,  508-879-0700) 


COMPUIERWORLD 

Classified 

Marketplace 

gives  you  buyers 
with  extensive 
purchase  influence. 

In  fact,  a  full  95%  are 
involved  in  purchase 
decision  making  for 
their  organizations. 
They  determine 

needs,  evaluate  tech¬ 
nologies,  identify  solu¬ 
tions,  and  select  prod¬ 
ucts  and  vendors  for 
the  entire  range  of  in¬ 
formation  systems,  as 
well  as  related  prod¬ 
ucts  and  services. 

So  if  you're  selling 
computer  products 
and  services,  adver¬ 
tise  in  the  newspaper 
that  delivers  buyers 
with  volume  purchas¬ 
ing  influence.  Adver¬ 
tise  in  Comput- 
erworld's  Classified 
Marketplace! 

For  more 
information,  call 

(800)  343-6474 

(in  MA,  508/879-0700) 


The  BoCoEx  index  on  used  computers 

Closing  prices  report  for  the  week  ending  November 22, 1991 

Closing 

price 

Ask 

Bid 

IBM  XT  Model  089 

$375 

$450 

$375 

AT  Model  099 

$500 

$525 

$475 

AT  Model  239 

$550 

$650 

$500 

AT  Model  339 

$750 

$1,000 

$700 

PS/2  Model  30  286 

$750 

$900 

$700 

PS/2  Model  60 

$900 

$1,500 

$900 

PS/2  Model  80 

$2,250 

$2,600 

$2,150 

PS/2  Model  90 

$4,300 

$4,600 

$4,100 

Compaq  Portable  II 

$500 

$650 

$475 

Portable  286 

$900 

$1,000 

$800 

Portable  386 

$1,800 

$1,900 

$1,500 

SLT  286 

$1,200 

$1,300 

$1,000 

LTE  286 

$1,000 

$1,300 

$900 

Deskpro  286 

$800 

$1,000 

$700 

Deskpro  386/20 

$2,000 

$2,300 

$1,900 

Apple  Macintosh  Plus 

$750 

$975 

$700 

SE 

$950 

$1,050 

$950 

IIX 

$3,100 

$3,350 

$3,000 

IICI 

$3,500 

$3,800 

$3,400 

IIFX 

$4,600 

$4,900 

$4,400 

INFORMATION  PROVIDED  BY  THE  BOSTON  COMPUTER  EXCHANGE  CORP. 
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Software 


prirach 

HELP  DESK 
AND  PC 
INVENTORY 

An  elegant,  low- 
cost  PC  based 
tool  that 
integrates  user 
support,  analysis 
and  computer 
asset  mgmt. 
Available  in  stand 
alone  and  LAN 
environment. 

416-282-3477 

Free  Demo  Copy 
PC-SOFT  Inc. 


“...Volume  of 
high-quality 
leads  is  why  we 
advertise  only  in 
Computerworld’s 
Marketplace 
Pages.” 

-  Mark  Ostroff 

President  &  Partner 

Compurex  Systems,  Inc. 

Compurex  Systems  is 
a  distributor  of  new 
and  reconditioned 
DEC  equipment.  Ac¬ 
cording  to  Mark 
“Rocky"  Ostroff,  ev¬ 
eryone  with  some¬ 
thing  to  sell  or  looking 
to  buy  is  a  potential 
customer. 

"Looking  at  the 
steady  stream  of 
quality  calls  we  re¬ 
ceive  every  week,  we 
know  our  advertise¬ 
ments  in  Comput¬ 
erworld's  Market¬ 
place  Pages  reach  all 
the  right  people.  And, 
based  on  results,  our 
classified  advertising 
in  Computerworld's 
Marketplace  Pages 
more  than  pays  for  it¬ 
self.  So  that’s  where 
our  classified  mes¬ 
sage  will  stay. ..week 
after  week." 

For  all  the  facts,  call 
John  Corrigan,  Vice 
President/  Classified 
Advertising,  at  800/ 
343-6474  (in  MA, 
508/879-0700). 
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PC-BASED  DATA  INPUT  SOFTWARE 


Replace  dedicated  Data  Entry  Systems 
Front-End  Mainframe  Applications 


□  LAN  or  stand-alone 
environments 

□  Two-pass  verification 

□  Batch  balancing  and 
check  digits 

□  Operator  statistics 
reporting 

□  Embedded-numeric  key¬ 
pad  emulation 

Q  Extensive  field  edits  and 
table  lookups 

□  Screen  Painter  and 
MenuManager  included 

800-533-6879 


□  Batch  Control  System 
and  Reformat  utility 

□  User-definable  help 
screens  and  windows 

□  OS/2  version 

□  Outstanding  customer 
support 

□  Thousands  of  users 
worldwide 

□  French,  Spanish,  and 
German  versions 

□  Consulting,  conversion 
and  Integration  services 


FREE 

DEMO  DISK 
AVAILABLE! 


@scs 

h  Rmw 


♦ 


Southern  Computer  Systems,  inc 

Pbme  (205)  251-2985  •  FAX  (205)  322-4851 
fa  Bmjpc  SCS  Europe,  LM  0753  36550  •  FAX  0753-36765 


Peripherals/Supplies 


pc  3,™CK# 

op  3480  ^ 

■  1600/6250  BPI 

•  Easy,  comprehensive 
data  interchange 

•  DOS.  XENIX,  UNIX 
supported 

■  Servicing  what  we  sell 
for  30  years 

□IGI-DATA 

8580  Dorsey  Run  Road  •  Jessup,  MD  20794 

800/782-6395  FAX  301/498-0771 


Conversions 


It’s  the 

Classified 

Marketplace 

Reach  Computer 
Professionals 
Where  They 
Shop  For: 

□  Buy/Sell/Lease 

□  Conversions 

□  PC  Rentals 

□  Hardware 

□  Software 

□  Peripherals/Supplies 

□  Communications 

□  Time/Services 

□  Business  Opportunities 

□  Used  Equipment 
Listings 

□  Graphics/Desktop 
Publishing 

□  Bids/Proposals/ 

Real  Estate 

(800)  343-6474 

(in  MA.,  508/879-0700) 


CONVERSION 

SPECIALISTS 

AUTOMATED 
CONVERSIONS 
TAILORED 
TO  YOUR  NEEDS 

DOS  TO  MVS 

PLATFORM  TO  PLATFORM 
HONEYWELL  TO  IBM 
WANG  TO  IBM 
MACRO  TO  COMMAND 
RPG  TO  COBOL 
PL1  TO  COBOL 
MOST  LANGUAGE/ 
CONVERSIONS 

BELCASTRO  COMPUTER 
SERVICES,  INC. 

631  VIENNA  AVE. 
NILES,  OH  44446 

(800)521-2861 


Education/Training 


C0MPUTERW0RLD 

Classified 

Marketplace 

delivers  your 
message  in  companies 
that  plan  to  buy  your 
product  or  service. 

From  PCs  to  minis,  main¬ 
frames  to  supercomputers, 
Computerworld’s  readers 
buy  products  across  all 
ranges  of  today’s  comput¬ 
ers.  So  if  you’re  selling,  ad¬ 
vertise  in  the  newspaper 
that  delivers  readers  that 
plan  to  buy  YOUR  prod¬ 
uct  or  service.  Advertise  in 
Computerworld’s  Classi¬ 
fied  Marketplace! 

For  more 
information,  call: 

(800)343-6474 

(in  MA,  508/879-0700) 


American  Institute  For 
Computer  Sciences 

offers  B.S.  and  M.S.  in  Computer 
Science.  All  courses  by 
correspondence.  Increase  your 
earning  power.  For  more 
information  call  1-800-767-2427 


CHADWICK  UNIVERSITY 

offers  B.S.  and  M.B.A.  programs 
in  Business  Administrafion. 

All  courses  by  correspondence. 
Increase  your  earning  power.  For 
more  information  call 
1-800-767-2423. 


CLASSIFIED 

MARKETPLACE 

Call  for  all 
the  details 

(800) 

343-6474 

(In  MA„  (508)  879-0700) 


Time/Services 


Financial  Technologies 

Information  you  can  bank  on! 


Innovative,  Responsive, 
Quality 

a  few  words  that  describe 
the  most  complete 
computer  processor 

offering . 


IBM  3090,  MVS/XA, 
MSA,  DB2,  VM/HPO, 
TSO,  CICS/VSAM 
and  a  multitude  of 
third  party  software 

the  complete  source  for 
...  outsourcing  ... 

1-800-443-8797 

14300  Sullyfield  Circle 
Chantilly,  Virginia  22021 


OUTSOURCING  AND 
REMOTE  COMPUTING 


•  IBM  MVS/XA 

•  AS/400 

Environment 

•  Full  Supporting 

•  DB2,  IDMS/R,  Model 

Services 

204  and  4GLs 

-  Media  Conversion 

•  Professional  Support 

-  Laser  &  Impact 

Staff 

Print  Facility 

•  Experienced 

-  Application 

Migration  Manage- 

Programming 

ment  Team 

•  Technical  Support 

•  Simplified  Pricing 

•  24  Hours  a  Day  - 

and  Invoicing 

7  Days  a  Week 

May&Speh,inc. 

1501  Opus  Place,  Downers  Grove,  IL  60515-5713 

1(800)  729-1501 

For  More  Information  Contact:  Tony  Ranieri 


CONTROL 


Remote  Processing  that 
puts  you  in  control. 

•  VM/XA,  MVS/XA, 

DOS/VSE  c  .  D  .  .  „ 

Expert  Professional  Staff 

Disaster  Recovery  Services 

Satellite  Communications 

Printing  &  Mail  Services 

© 


Guaranteed 
Service  Levels 
Fixed  Pricing 


1  Agway  Data  Services  Inc, 

Call  1-800-ADS-7112 


Your  used  computer 
equipment  deserves 
a  second  chance. 


If  you  have  used  computer  equip¬ 
ment  to  sell,  Computerworld's 
Classified  Marketplace  is  the  best 
place  to  do  your  selling.  That's  be¬ 
cause  the  Classified  Marketplace 
features  a  Buy/Sell/Lease  section 
to  help  you  market  your  equip¬ 
ment  to  the  very  people  who  are 
looking  to  buy. 

And  when  you  advertise  in  Com- 
puterworld  Classified  Market¬ 
place,  you  reach  a  total  (ABC-au¬ 
dited)  audience  of  over  629,000 
computer  professionals  who  turn 
to  Computerworld  for  news,  infor¬ 
mation,  features  -  and  the  Classi¬ 
fied  Marketplace  -  every  week. 

So  give  your  used  computer 
equipment  a  second  chance  to¬ 
day.  To  reserve  your  space,  call: 


800/343-6474 

(in  MA.  508/879-0700) 


REMOTE 

COMPUTING 


r  ~ 

•We  locate  COMPUTER 
TIMESHARING,  includ¬ 
ing  OUTSOURCING  on 
ALL  mainframes. 

•  Since  1968  we  have 
found  your  LOWEST 
prices  from  over  800 
nationwide  data 
centers. 

•  NEVER  a  charge  to  the 
Buyer,  because  our  fee 
is  paid  by  the  Seller. 

CALL  DON  SEIDEN  AT 

COMPUTER 
RESERVES,  INC., 


(201)882-9700 


COST-EFFECTIVE 
COMPUTING  SERVICES 
for  TODAY  and.... 
TOMORROW 


COMDISCO  COMPUTING 
SERVICES  CORP. 

Provides  you  with: 

REMOTE  COMPUTING 
INFO.  TECH.  SOURCING 
FACILITY  MANAGEMENT 

Featuring: 

•  IBM®  CPUs  and  Peripherals 

•  Systems  Software: 

MVS/ESA,  MVS/XA,  TSO/E, 
ISPF/PDF,  CICS,  VM/XA,  VM/SP, 
DOS/VSE,  HPO,  CMS 

•  Application  Software: 

Database  Management 
Application  Development 
4/GLs  Graphics 

Statistical  Analysis 

•  Multiple  Communications 
Methods 

•  Technical/Operations/ 
Production  Support 

•  Automated  Tape  Handling 

•  ULTRA-Secure  Data  Center 

•  Advanced  Laser  Printing 

•  Disaster  Recovery  Services 

Call:  Robert  Marino 

201-896-3011 

c#mDi/co 


COMDISCO  COMPUTING 
SERVICES  CORP. 

430  Gotham  Parkway,  Carlstadt,  NJ  07072 


MVS/ESA  •  DB2  •  LIBRARIAN 
CICS  •  TSO  •  SAS  •  ADABAS 

Outsourcing 
&  Computing 
Services 


•24  Hours /7  Days 
•Superior  Technical  Support 
•Worldwide  Access 
•Uninterrupted  Service 
•On-line/Batch/RJE 
•MICR,  Lasers  Impact  Printing 
•Media  Conversion 

908-685-3400 

Committed  to  Excellence  in  Quality  Service  and 
Customer  Satisfaction 


REMOTE  COMPUTING  •  OUTSOURCING 


•  MVS/ESA 

•  MVS/XA 

•  DB2 


•  CICS 

•  TSO 

•  IMS/DBDC 


•  VM/370 

•  CMS 

•  DOS/VSE 


OVER  1 50  SOFTW  ARE  PRODUCTS 

•  DEVELOPMENT  •  DEBUGGING 

•  PRODUCTIVITY  •  PERFORMANCE 


>  TELENET 
' SEARSNET 


•  TYMNET 

•  IBM  INFORMATION  NETW  ORK 


EXTRAORDINARY  CUSTOMER  SERVICE 
MIGRATION  MANAGEMENT 


GIS 


INFORMATION 
SYSTEMS,  INC 


815  Commerce  Drive,  Oak  Brook,  IL  60521 


708-574-3636 


New  England 
617-595-8000 


DECEMBER  2,  1991 


COMPUTERWORLD 
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1 800  343-6474 

in  MA  508  879-0700  A 
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“...The  largest  percent  of  our 
advertising-generated  leads  come  from 
one  source  -  Computerworld’s 
Marketplace 

r  -  Don  Seiden 

PdfTAC  ^  President 

1  ilbvJi  Computer  Reserves,  Inc. 


.  »vV 


.  .clflt 
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In  business  since  1968,  Computer  Reserves, 
Inc.  of  Pine  Brook,  NJ,  is  the  leading  nation¬ 
wide  locator  of  computing  services.  Accord¬ 
ing  to  President  Don  Seiden,  the  company 
acts  as  a  broker  of  computer  services,  rep¬ 
resenting  hundreds  of  data  centers  through¬ 
out  the  U.S.  which  have  virtually  every  com¬ 
bination  of  hardware,  software,  and  periph¬ 
eral  services  to  sell.  Whether  it's  called  re¬ 
mote  computing,  timesharing,  or  outsourc¬ 
ing,  their  mission  is  to  help  potential  buyers 
locate  data  centers  that  best  meet  their  ex¬ 
acting  mainframe  specifications  in  the  areas 
of  overflow,  backup,  disaster  recovery, 
production,  and  software  development. 


company  placements  and  profits  having 
grown  tenfold  since  the  mid- 1980's,  it’s  fair 
to  say  that  a  substantial  number  of  these 
quality  leads  typically  become  productive 
business.  As  an  extra  benefit,  Comput- 
erworld's  Marketplace  Pages  have  brought 
us  many  of  our  best  service  providers  as 
well. 


"Our  customer  base  includes  just  about  ev¬ 
erything  from  A  to  Z  -  small  start-ups,  gov¬ 
ernment  agencies,  the  Fortune  100,  Big  Six 
accounting  firms,  software  developers,  and 
manufacturing  companies.  Trying  to  reach 
every  potential  user  of  our  services  is  where 
Computerworld's  breadth  and  depth  of  cov¬ 
erage  really  pays  off.  I  see  Comput¬ 
erworld's  Marketplace  Pages  being  read 
by  an  excellent  cross  section  of  profession¬ 
als  -  both  decision  makers  and  doers  -  who 
are  in  a  position  to  use  our  services. 


"I'm  a  firm  believer  in  the  value  of  advertis¬ 
ing  continuity,  especially  when  there’s  an 
immediate  need  and  high  demand  for  val¬ 
ue-added  services  like  ours.  I  also  believe 
that  advertising  should  be  commensurate 
with  growth.  Having  orchestrated  four  major 
outsourcing  placements  in  just  18  months, 
we  need  to  maximize  our  exposure  in  the 
computing  services  marketplace.  That’s  why 
Computer  Reserves  is  now  running  in  Com-- 
puterworld's  Marketplace  Pages  -  our 
tried-and-true  advertising  platform  -  every 
week.” 


in 


"For  10+  years,  no  other  classified  adver¬ 
tising  vehicle,  and  we’ve  tried  them  all,  has 
been  as  fruitful  as  Computerworld's  Market¬ 
place  Pages  in  delivering  results.  In  fact, 
Computer  Reserves  is  the  oldest  continuous 
advertiser  in  the  Time/Services  section  be¬ 
cause  it’s  keyed  directly  to  our  business. 


Computerworld's  Marketplace  Pages.  It’s 
where  computer  buyers  meet  computer  sell¬ 
ers  -  every  week.  Sellers  and  buyers  such  as 
Computer  Reserves,  Inc.  who  advertise 
Computerworld's  Marketplace  Pages,  reach 
over  629,000  information  systems  profes¬ 
sionals,  and  get  results.  To  put  your  classi¬ 
fied  sales  message  into  the  hands  of  Ameri¬ 
ca’s  most  influential  buyers,  call  John  Corrig¬ 
an,  Vice  President/Classified  Advertising,  at 
800/343-6474  (in  MA,  508/879-0700). 


"Based  on  our  volume  of  leads,  we  know 
that  buyers  who  can  use  our  services  read 
Computerworld's  Marketplace  Pages.  Since 
we  carefully  track  every  lead,  it's  clear  that 
the  largest  percent  of  our  advertising-gen¬ 
erated  leads  come  from  one  source  -  Com¬ 
puterworld's  Marketplace  Pages.  And,  with 


COMPUTERWORLD 


MARKETPLACE  PAGES 


Where  computer  buyers  meet  computer  sellers.  Every  week. 
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INDUSTRY 

ALMANAC 

RECOMMENDATION  CHANGES 

DOWNGRADED  FROM  BUY  TO  HOLD:  Con¬ 
ner  Peripherals,  Inc.  (Bear,  Stearns  &  Co.). 
Stagnation  in  the  2  Win.  disk  drive  segment  is  driv¬ 
ing  gross  margins  down  and  limiting  revenue 
growth.  However,  the  recent  strength  is  in  the 
3  Win.  drive  market,  which  is  propelled  by  inven¬ 
tory  replenishment  and,  therefore,  probably  tem¬ 
porarily  delays  the  prospects  for  an  industry  shake¬ 
out.  The  focus  on  cost  on  the  part  of  Compaq 
Computer  Corp.,  which  is  Conner’s  largest  cus¬ 
tomer,  will  spread  to  Compaq’s  competitors.  This 
is  bad  news  for  Conner  because  these  rivals  are  the 
balance  of  its  customers.  Accordingly,  earnings  es¬ 
timates  for  this  year  and  next  were  reduced. 

DOWNGRADED  FROM  ATTRACTIVE  TO 
NEUTRAL:  IBM  (Paine  Webber,  Inc.).  Despite 
the  near-term,  high-end  mainframe  order  backlog, 
IBM  may  not  be  able  to  sustain  big-iron  momen¬ 
tum  much  into  1992.  Two  of  the  company’s  most 
important  markets  —  Germany  and  Japan  —  are 
slowing  down.  Fourth-quarter  1991  and  fiscal  year 
1992  earnings  estimates  have  also  been  cut  as  a  re¬ 
sult  of  these  factors.  The  possibility  of  further  re¬ 
structuring  measures  before  the  end  of  the  year 
makes  for  stock  price  uncertainty. 

ANALYSIS  IN  BRIEF 

Channel  Tracker 

Shearson  Lehman  Brothers,  Inc.,  New  York 
November  1991 

Based  on  stock  price,  the  best  performers  among 
personal  computer  hardware  and  software  distrib¬ 
utors  are  Merisel,  Inc.  and  Tech  Data  Corp. 

The  value  of  stock  in  Merisel,  a  company  that 
sells  both  hardware  and  software,  has  jumped 
more  than  200%  since  December  1990,  while 
Tech  Data,  which  is  primarily  a  hardware  distribu¬ 
tor,  had  an  increase  of  about  170%  since  January. 
Both  are  turnaround  stories  for  the  period  studied. 

Software  Spectrum,  a  reseller,  and  Govern¬ 
ment  Technology  Services,  Inc.  (GTSI), 
which  primarily  sells  software  to  government  of¬ 
fices,  are  among  the  top  players  for  return  on  equi¬ 
ty  (ROE)  rates.  Software  Spectrum’s  ROE  topped 
44%  for  the  12  months  ended  June  1991,  and 
GTSI  came  in  at  just  under  33%.  Both  had  initial 
public  offerings  this  summer,  and  their  ROEs  are 
based  on  equity  from  the  period  before  they  went 
public. 

As  for  revenue  growth,  the  top  performers  in¬ 
clude  Staples,  Inc.,  with  113%  growth  compar¬ 
ing  the  12  months  ended  July  1991  to  fiscal  1990. 
Tech  Data  grew  46%  during  a  similar  period. 

As  a  group,  the  systems  integrators  have  the 
best  average  margins:  about  11%  operating  and 
7%  net.  Hardware  resellers  and  distributors  have 
almost  a  4%  average  operating  margin  and  a  2% 
average  net  margin,  while  software  companies  are 
slightly  lower  in  both  areas.  The  higher  margins 
posted  by  integrators  are  not  lost  on  resellers, 
many  of  which  are  adding  new  value-added  ser¬ 
vices. 

It  is  no  surprise  that  Electronic  Data  Sys¬ 
tems  Corp.  is  the  biggest  revenue  company  in 
this  sector.  EDS  gets  more  than  half  its  income 
from  General  Motors  Corp.,  which  owns  it.  Over¬ 
all,  EDS’  $6.5  billion  in  sales  is  more  than  twice  the 
revenue  of  the  next  largest  general  distributor 
tracked  in  this  study,  JWP,  Inc.,  a  hardware  re¬ 
seller  and  franchiser  that  recently  bought  Busi- 
nessland,  Inc. 

KIM  S.  NASH 
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THIS  WEEK’S  HIGHLIGHTS 

•  Among  top  gainers,  Digital  Equipment  Corp.  jumped 
3V2  points  to  close  Tuesday  at  64%.  IBM  also  advanced, 
picking  up  2%  points  and  moving  to  97%.  Data  General 
Corp.  added  %  of  a  point  to  15 Vi. 

•  Borland  International,  Inc.  dropped  1  point  to  71.  Bro¬ 
kerage  firm  Shearson  Lehman  Brothers,  Inc.  called  the 
firm  the  “newest  personal  computer  cult  stock.” 

•  Software  stocks  were  mixed,  but  losers  included  Aldus 
Corp.,  which  slipped  IV2  points  to  35%,  and  Lotus  Devel¬ 
opment  Corp.,  which  dropped  2  points  to  20.  System 
Software  Associates,  Inc.  gained  IV2  points  to  27. 

•  Elsewhere,  Knowledgeware,  Inc.  rose  %  of  a  point  to 
12%  last  week.  The  computer-aided  software  engineer¬ 
ing  (CASE)  company  lost  ground  recently  after  announc¬ 
ing  layoffs.  Meanwhile,  rival  Texas  Instruments,  Inc., 
which  unveiled  a  new  CASE  tool  last  week,  slid  %  of  a 
point  to  28%.  Intersolv,  Inc.  dipped  Vs  of  a  point  to  12%, 
after  reporting  positive  fiscal  second-quarter  earnings. 
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1.15 

OTC 

51.75 

14.00 

Novell  Inc. 

49.00 

-0.88 

-1.75 

NYS 

79.25 

67.00 

NynexCorp. 

75.38 

0.25 

0.33 

NYS 

47.00 

38.50 

Pacific  Telesis  Group 

39.75 

-0.50 

-1.24 

OTC 

11.63 

4.50 

Renril  Data  Comm.  Ntwks. 

6.50 

-0.25 

-3.70 

OTC 

43.50 

8.50 

Picturetel  Corp. 

36.00 

-2.63 

-6.80 

NYS 

17.88 

11.50 

Scientific  Atlanta  Inc. 

14.38 

0.50 

3.60 

NYS 

61.25 

49.00 

Southwestern  Bell  Corp. 

57.50 

0.00 

0.00 

NYS 

31.50 

20.63 

United  Telecom 

23.13 

0.88 

3.93 

NYS 

40.75 

33.88 

US  West  Inc. 

34.00 

0.00 

0.00 

Computer  Systems 

Off  0.72% 

OTC 

20.75 

6.50 

Advanced  Logic  Research 

8.50 

-0.75 

-8.11 

ASE 

17.88 

11.63 

Amdahl  Corp. 

12.50 

0.38 

3.09 

OTC 

73.25 

36.00 

Apple  Computer  Inc. 

51.00 

-0.25 

-0.49 

OTC 

9.13 

2.75 

Archive  Corp. 

3.75 

0.00 

0.00 

OTC 

32.75 

12.38 

AST  Research  Inc. 

16.00 

-0.63 

-3.76 

NYS 

9.38 

4.25 

Bolt,  Beranek  &  Newman 

5.13 

0.00 

0.00 

NYS 

21.63 

8.75 

Commodore  Int'l 

13.00 

0.75 

6.12 

NYS 

74.25 

24.00 

Compaq  Computer  Corp. 

24.00 

-1.00 

-4.00 

OTC 

2.63 

0.38 

Computer  Automation  Inc. 

1.25 

-0.19 

-13.07 

NYS 

13.75 

6.75 

Control  Data  Corp. 

9.13 

-0.25 

-2.67 

NYS 

19.75 

9.00 

Convex  Computer 

9.13 

-0.13 

-1.35 

NYS 

52.25 

26.38 

Cray  Research  Inc. 

46.63 

0.63 

1.36 

NYS 

22.50 

3.75 

Data  General  Corp. 

14.88 

0.75 

5.31 

NYS 

4.38 

1.00 

Datapoint  Corp. 

2.38 

-0.13 

-5.00 

OTC 

36.25 

12.50 

Dell  Computer  Corn. 

23.50 

-0  88 

-3.59 

NYS 

83.00 

47.50 

Digital  Equipment  Corp. 

63.63 

3.00 

4.95 

NYS 

2888 

18.25 

Harris  Corp. 

24.25 

0.63 

2.65 

NYS 

56.63 

27.13 

Hewlett  Packard  Co. 

48.75 

1.00 

2.09 

NYS 

139.75 

94.00 

IBM 

94.38 

-0.38 

-0.40 

OTC 

12.00 

7.75 

Information  Int'l 

10.25 

1.00 

10.81 

NYS 

145.75 

105.00 

Matsushita  Electronics 

105.00 

-1.75 

-1.64 

OTC 

20  88 

7.50 

MIPS  Computer  Systems 

8.88 

0.38 

4.41 

OTC 

29.50 

10.75 

Pyramid  Technology 

13.50 

-0.13 

-0.92 

OTC 

19.75 

7.50 

Sequent  Computer  Sys. 

10.13 

-0.75 

-6  90 

NYS 

48.75 

22.25 

Silicon  Graphics 

45.13 

-1.63 

-3  48 

NYS 

45.88 

20.00 

Stratus  Computer  Inc. 

45.00 

4.50 

11.11 

OTC 

38  63 

18.13 

Sun  Microsystems  Inc. 

24.13 

0.25 

1.05 

NYS 

17.63 

9.13 

Tandem  Computers  Inc. 

9.75 

0.00 

000 

OTC 

4.75 

1.25 

Tandon  Corp 

1.56 

0.06 

4.20 

NYS 

36.50 

23.38 

Tandy  Corp. 

26.13 

-0.13 

-0.48 

OTC 

24.50 

8.25 

Teradata 

22.75 

1.00 

4.60 

NYS 

6.13 

1.38 

Ultimate  Corp. 

1.38 

-0.38 

-21 .43 

NYS 

700 

2.00 

Unisys  Corp. 

3.75 

-0.38 

-909 

ASE 

5.75 

2.00 

Wang  Labs  Inc.  (b) 

2.63 

0.00 

0.00 

Software  &  DP  Services 

Off  0.64% 

OTC 

63.00 

23.50 

Adobe  Systems  Inc. 

48.50 

0.25 

0.52 

OTC 

12.25 

3.50 

Aicorp 

7.00 

0.00 

0.00 

OTC 

59  88 

23.13 

Aldus  Corp. 

35.75 

-2.25 

-5.92 

OTC 

28.50 

15.00 

American  Mgmt.  Systems 

18.50 

0.25 

1.37 

OTC 

17.25 

9.00 

American  Software  Inc. 

12.88 

-0.25 

-1.90 

NYS 

4  63 

1.50 

Anacomp  Inc. 

3.25 

-0.25 

-7.14 

OTC 

18.25 

11.88 

Analysts  Int'l 

14.50 

0.13 

0.87 

Nov.  27 

WkNet 

WkPct 

Exch 

52-Week 

Range 

Close 

Change  Change 

OTC 

15.13 

4.38 

ASK  Computer  Sys. 

11.63 

-0.63 

-5.10 

NYS 

39.75 

25.00 

Auto  Data  Processing 

37.63 

0.75 

2.03 

OTC 

62.25 

29.50 

Autodesk  Inc. 

32.00 

1.00 

3.23 

OTC 

35.50 

19.75 

BGS  Systems  Inc. 

32.50 

0.00 

0.00 

OTC 

66.50 

21.25 

BMC  Software  Inc. 

65.50 

-0.88 

-1.32 

OTC 

16.00 

8.75 

Bode  &  Babbage  Inc. 

13.00 

-0.63 

-4.59 

OTC 

73.75 

25.00 

Borland  Int'l 

71.88 

-2.63 

-3.52 

OTC 

20.88 

7  38 

Cognos  Inc. 

8.00 

-0.63 

-7.25 

NYS 

11.13 

6.25 

Computer  Assodates 

9.38 

000 

0.00 

OTC 

17.75 

9.00 

Computer  Horizons 

9.50 

-0.25 

-2.56 

NYS 

73.25 

46.13 

Computer  Sciences 

64.50 

-0  88 

-1.34 

NYS 

11.25 

7.00 

Computer  Task  Group 

7.63 

0.13 

1.67 

OTC 

22.75 

13.00 

Comshare  Inc. 

14.75 

0.25 

1.72 

OTC 

13.25 

6.00 

Corporate  Software 

10.75 

0.00 

0.00 

NYS 

56.88 

35.00 

General  Motors  E  (EDS) 

52.13 

-0.88 

-1.65 

OTC 

18.75 

8.50 

Goal  Systems  Int'l 

9.50 

0.00 

0.00 

OTC 

7.00 

1.88 

Hogan  Systems  Inc. 

5.25 

0.00 

0.00 

OTC 

29.25 

8.88 

Information  Resources 

22.25 

200 

9.88 

OTC 

15.88 

2.63 

Informix  Corp. 

14.13 

0.00 

0.00 

OTC 

3.63 

1.06 

Intellicorp  Inc. 

1.38 

0.06 

4.72 

OTC 

31.50 

11.50 

Intergraph 

Interleaf  Inc. 

17.75 

0.75 

4.41 

OTC 

10.50 

3.00 

8.63 

-0.38 

-4.17 

OTC 

14.88 

6.88 

Intersdv 

13.50 

0.75 

5.88 

OTC 

43.25 

10.50 

Knowledgeware  Inc. 

12.25 

0.25 

2.08 

OTC 

45.00 

20.25 

Legent  Corp. 

34.00 

1.25 

3.82 

OTC 

40.75 

14.75 

Lotus  Development 

19.75 

-1.50 

-7.06 

OTC 

19.00 

11.25 

Mentor  Graphics 

14.63 

0.00 

0.00 

OTC 

32.00 

9.75 

Micrografx 

14.00 

-0.75 

-5.08 

OTC 

101.75 

45.25 

Microsoft  Corp. 

95.25 

-0.75 

-0.78 

OTC 

16.63 

5.50 

Orade  Systems 

13.63 

-0.75 

-5.22 

NYS 

16.25 

7.75 

Pan  sophic  Systems 

Phoenix  Technologies 

16.25 

0.00 

0.00 

OTC 

10.00 

1.63 

8.00 

0.38 

4.92 

OTC 

23.50 

9.00 

Platinum  Technology 

17.50 

0.25 

1.45 

NYS 

NYS 

60.25 

31.50 

38.63 

15.00 

Policy  Management  Sys. 
Reynolds  &  Reynolds 

59.00 

30.25 

-0.13 

0.00 

-0.21 

0.00 

OTC 

15.00 

6.75 

Ross  Systems 

11.50 

0.25 

2.22 

OTC 

27.50 

16.75 

SEI  Corp. 

22.88 

-0.25 

-1.08 

OTC 

23.38 

13.88 

Shared  Medical  Systems 

17.63 

-1.50 

-7.84 

OTC 

35.25 

13.00 

Software  Publishing  Corp. 

13.00 

-1.00 

-7.14 

NYS 

19.25 

7.00 

Sterling  Software 

17.50 

0.38 

2.19 

OTC 

18.25 

9.88 

Sungard  Data  Sys. 

17.25 

0.13 

0.73 

OTC 

35.25 

10.88 

Symantec  Corp. 

29.50 

0.75 

2.61 

NYS 

13.75 

4.50 

System  Center  Inc. 

10.25 

-0.75 

-6.82 

OTC 

37.25 

12.50 

System  Software  Assoc. 

27.75 

-0.75 

-2.63 

Semiconductors 

Off  0.04% 

NYS 

14.38 

4.00 

Advanced  Micro  Devices 

14.38 

0.50 

3.60 

NYS 

12.50 

5.75 

Analog  Devices  Inc. 

7.50 

0.00 

0.00 

OTC 

13.50 

6.50 

Chips  &  Techndogies 

8.00 

-0.13 

-1.54 

OTC 

59.25 

34.00 

Intel  Corp. 

41.13 

0.13 

0.30 

NYS 

12.50 

5.38 

LSI  Logic  Corp. 

7.38 

0.38 

5.36 

NYS 

19.13 

9.00 

Micron  Technology 

13.50 

1.00 

8.00 

NYS 

71.25 

45.75 

Motordalnc. 

59.88 

-0.25 

-0.42 

NYS 

8.38 

3.63 

National  Semiconductor 

5.50 

-0.13 

-2.22 

NYS 

47.63 

27.63 

Texas  Instruments 

28.25 

-0.13 

-0.44 

OTC 

12.25 

4.13 

VLSI  Technology 

6.75 

-0.25 

-3.57 

OTC 

16.75 

5.50 

Weitek 

5.50 

-0.25 

-4.35 

ASE 

6.75 

2.13 

Western  Digital  Corp. 

2.25 

-0.13 

-5.26 

Peripherals  &  Subsystems 

Up  0.23% 

OTC 

2.75 

1.06 

Apertus  Techndogies 

1.38 

0.06 

4.72 

OTC 

17.00 

7.50 

Banctec  Inc. 

15.50 

0.25 

1  64 

OTC 

27.75 

6.25 

Cambex  Corp. 

24.00 

-0.25 

-1.03 

ASE 

11.75 

5.75 

Cognitronics  Corp. 

950 

0.00 

0.00 

NYS 

31.25 

13.00 

Conner  Peripherals 

13.00 

-0.50 

-3.70 

ASE 

18.88 

7.50 

DataramCorp. 

16.50 

0.13 

076 

NYS 

13.00 

4.88 

EMC  Corp. 

9.00 

0.25 

286 

NYS 

49.75 

37.63 

Eastman  Kodak  Co. 

46.50 

0.13 

0.27 

OTC 

11.25 

5.13 

EmulexCorp. 

5.63 

0.00 

0.00 

OTC 

24.00 

14.75 

Evans  &  Sutherland 

1950 

0.25 

1.30 

OTC 

9.00 

4.00 

Iomega  Corp. 

788 

0.50 

678 

OTC 

28.25 

12.75 

IPL  Systems  Inc. 

16.75 

1.25 

8.06 

OTC 

6.25 

1.63 

Maxtor  Com. 

4.88 

0.00 

0.00 

OTC 

18.00 

5.50 

Micropdis  Corp. 

800 

-0.38 

-4  48 

NYS 

97.50 

78.25 

3MCorp 

87.25 

1.38 

1.60 

OTC 

10.75 

5.50 

Printronix  Inc. 

6.00 

0.13 

2.13 

NYS 

26.75 

11.50 

QMS  Inc. 

17.63 

-0.13 

-0.70 

OTC 

18.25 

9.13 

Quantum  Corp. 

9.25 

-0.63 

-6  33 

NYS 

8.00 

4.38 

Recognition  Equipment 

7.00 

0.25 

3.70 

OTC 

11.50 

4  88 

Rexon  Inc. 

7.50 

0.25 

3.45 

OTC 

19.88 

7.13 

Seagate  Techndogy 

8.75 

-0.25 

-2.78 

NYS 

51.50 

17.75 

Storage  Techndogy 

39.38 

-0.75 

-1  87 

NYS 

30.88 

16.00 

Tektronix  Inc. 

17.63 

0.13 

0.71 

OTC 

0.53 

0.16 

Televideo  Systems 

0.25 

-0.03 

-1 1  03 

NYS 

66.00 

33.25 

Xerox  Corp. 

61.63 

0.00 

000 

Leasing  Companies 

Off  1.26%  I 

OTC 

16.25 

7.50 

Amplicon  Inc. 

13.75 

-0.25 

-1.79 

NYS 

28.38 

15  63 

Comdisco  Inc. 

20.38 

-0.88 

-4.12 

OTC 

16.25 

8.88 

LDI  Corporation 

14.75 

0.13 

085 

Copyright  Nordby  International,  Inc.,  Boulder,  Colo. 
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Computers  crack  down  on  child  support 

States  can  cut  welfare  expenses  and  help  families  by  automating  support  enforcement  programs 

with  the  very  complex  financial, 
regulatory  and  legal  processes 
involved  in  court-ordered  child 
support,  Williams  said. 

One  of  the  states  just  getting 
started  is  California.  “We  have 
every  intention  of  aiming  for  that 
1995  date  to  be  certified,  but  it’s 
ambitious,  and  we  know  that,” 
said  Elaine  Moody,  chief  of  Cali¬ 
fornia’s  child-support  automa¬ 
tion  bureau. 

In  California,  county  govern¬ 
ments  run  the  child-support  pro¬ 
gram,  so  the  state  is  planning  a 
distributed  computer  network  to 
link  57  of  its  counties  plus  an  in¬ 
terface  to  Los  Angeles  County, 
which  is  developing  its  own  sys¬ 
tem  because  of  its  huge  caseload. 

Los  Angeles  County  is  start¬ 
ing  from  scratch,  beginning  with 


tribution  of  money  that  has  been 
collected. 

The  new  system  gets  a  check 
to  the  custodial  parent  in  less 
than  five  days,  compared  with 
about  six  weeks  under  the  man¬ 
ual  operation,  according  to  Ala¬ 
bama  and  Unisys  officials. 

Experts  in  Alabama  and  other 
states  said  the  most  successful 
implementations  have  featured 
cooperative  processing  to  off¬ 
load  much  of  the  processing  to 
desktop  systems.  They  also  use 
relational  database  management 
software  with  a  common  data 
dictionary,  so  the  system  can 
adapt  to  the  program’s  many 
regulatory  changes. 

“These  systems  are  never 
completed.  Laws  are  constantly 
changing,  so  we  have  to  respond 
rapidly  with  changes  in  the  auto¬ 
mated  systems,”  said  Larry 
Walker,  supervisor  of  Washing¬ 
ton  state’s  enforcement  system. 

Automation  has  become  a  ne¬ 
cessity  as  budget-strapped 


THE  U.S.  CONGRESS  has  long  been 

convinced  that  a  heavy  dose  of  computer 
technology  is  needed  to  cure  one  of  the 
nation’s  most  pressing  problems. 


a  business  re-engineering  phase 
to  make  the  child-support  pro¬ 
gram  more  efficient  before  auto¬ 
mating  it,  according  to  Holli 
Ploog,  a  senior  vice  president  at 
Lockheed  Information  Manage¬ 
ment  Systems  Co.,  which  is  the 
county’s  contractor. 

Alabama  making  progress 

One  of  the  states  that  has  suc¬ 
cessfully  automated  its  child- 
support  operation  is  Alabama, 
whose  $13  million  system  fea¬ 
tures  400  Unisys  Corp.  CTOS 
workstations  located  at  156  sites 
and  linked  to  the  state’s  data 
center.  The  system  manages 
300,000  child-support  cases, 
from  the  moment  a  woman  ap¬ 
plies  for  child  support  to  the  dis¬ 


states  face  growing  caseloads 
that  must  be  handled  by  fewer 
people,  said  Margaret  C. 
Haynes,  director  of  the  Ameri¬ 
can  Bar  Association’s  Child  Sup¬ 
port  Project.  But  the  slow  and 
uneven  'adoption  of  technology 
has  critics  growing  impatient 
with  the  laggards. 

“Some  states  are  still  operat¬ 
ing  out  of  shoe  boxes  with  index 
cards,”  said  Geraldine  Jensen, 
president  of  the  nationwide  As¬ 
sociation  for  Children  for  En¬ 
forcement  of  Child  Support, 
based  in  Toledo,  Ohio. 

“Ultimately  the  children  are 
the  losers.  The  longer  it  takes  to 
get  automation,  the  longer  it 
takes  to  solve  the  problem,”  she 
said. 


BY  MITCH  BETTS 

CW  STAFF 


Information  systems  executives 
in  state  governments  have  a  rare 
opportunity  to  look  like  heroes, 
if  they  are  brave  enough  to  take 
advantage  of  it. 

By  automating  the  complex 
process  of  enforcing  child-sup¬ 
port  laws,  IS  managers  can  cut 
welfare  outlays,  avoid  federal 
penalties  and  provide  a  big 
return  on  the  investment,  ac¬ 
cording  to  David  Lema,  presi¬ 
dent  of  Government  Technology 
Group,  Inc.,  an  IS  consulting 
firm  based  in  Sacramento,  Calif. 

“The  value  of  some  [govern¬ 
ment]  IS  projects  is  very  nebu¬ 
lous,  but  if  you  implement  a  good 
child-support  enforcement  appli¬ 
cation,  you’ll  actually  improve 
the  bottom  line,”  he  said. 

However,  some  states  are 
putting  the  project  on  the  bot¬ 
tom  of  the  IS  project  list.  They 
view  it  as  just  another  federal 
mandate  that  they  lack  the  re¬ 
sources  to  fulfill,  Lema  said. 

The  U.S.  Congress,  which 
has  passed  several  laws  requir¬ 
ing  states  to  strengthen  their 
child-support  enforcement  pro¬ 


High  mark  is  nothing  to 
brag  about 

A  congressional  panel  gave  Alabama’s 
child-support  enforcement  program  the 
highest  grade,  although  it  was  only  a  C 


Stale  rankings, 
fiscal  1989 

Grade 

Grade-point 

average 

1.  Alabama 

C 

2.38 

2.  Iowa 

C 

2.25 

3.  Maine 

C 

2.13 

49.  Maryland 

D 

0.63 

50.  Oklahoma 

r 

0.38 

(Scale:  0  to  4.0) 


Source:  U.S.  House  Committee  on  Ways  and  Means 
CW  Chart:  Janell  Genovese 


grams,  has  long  been  convinced 
that  a  heavy  dose  of  computer 
technology  is  needed  to  cure  one 
of  the  nation’s  most  pressing 
problems.  Millions  of  children 
are  impoverished  because  of 
“deadbeat  dads”  who  fail  to 
make  their  court-ordered  pay¬ 
ments. 

The  latest  government  statis¬ 
tics  show  that  only  50%  of  the  5 
million  U.S.  women  with  legal 
orders  for  child  support  actually 
receive  the  full  amount.  Many  of 
the  families  left  behind  wind  up 
needing  government 

welfare  payments. 

Several  laws  now  re¬ 
quire  states  to  boost 
the  collection  of  child- 
support  payments 
through  the  use  of  auto¬ 
mated  case-manage¬ 
ment  systems  and  elec¬ 
tronic  records  searches 
to  locate  absent  fa¬ 
thers. 


Time  to  act 

States  are  required  to 
have  their  automated 
systems  in  place  and 
certified  by  October 
1995,  or  they  face  a  ma¬ 


jor  financial  penalty  —  the  loss  of 
1%  to  5%  of  their  federal  welfare 
funds.  The  reason  for  the  dead¬ 
line  is  that  many  states  are  lag¬ 
ging  behind,  and  a  few  have  bare¬ 
ly  started  to  tackle  what  is  by  all 
accounts  a  difficult  IS  develop¬ 
ment  project.  Only  eight  states 
have  federally  certified  comput¬ 
er  systems  (see  chart). 

The  federal  government  will 
pay  90%  of  the  IS  development 
costs  until  the  1995  deadline. 

The  systems  can  cost  any¬ 
where  from  $13  million  to  $70 
million  and  take  several  years  to 
plan,  procure  and  install,  experts 
said.  There  is  no  typical  system 
because  state  laws  and  proce¬ 
dures  for  child-support  enforce¬ 
ment  vary  widely,  so  most  states 
have  to  reinvent  the  wheel. 

The  laggards  are  paralyzed 
“by  the  daunting  complexity  of 
it,”  as  well  as  the  lack  of  money 
and  staff,  said  Robert  G.  Wil¬ 
liams,  president  of  Policy  Stud¬ 
ies,  Inc.,  a  government  consult¬ 
ing  and  systems  development 
firm  based  in  Denver. 

Besides  the  usual  govern¬ 
ment  procurement  hassles  and 
turf  battles,  IS  managers  devel¬ 
oping  these  systems  must  deal 


Eight  is  not  enough 

Eight  states  have  federally  certified  computer  systems  for  child- 
support  enforcement,  but  many  states  are  just  in  the  development  or 
planning  stages 


|  Certified:  Arkansas,  Connecticut,  Colorado,  Delaware,  Idaho, 
New  York,  South  Dakota  and  Vermont 

^  Certification  pending:  Alabama,  Michigan,  Minnesota,  New 
Jersey  and  Rhode  Island 

Source:  U.S.  Administration  for  Children  and  Families  (September  1991) 


‘Find  your  man’ 


The  Electronic  Parent  Locator  Network 
(EPLN)  might  be  a  little  too  effective 
for  its  own  good. 

Authorities  in  the  Southeast  who 
need  to  locate  absent  fathers  can  turn 
to  an  IBM  mainframe  database  in 
South  Carolina  that  holds  90  million 
records  on  individuals  in  10  states. 

Officials  using  EPLN  have  a  60%  to 
80%  success  rate  of  finding  their  man 
because  the  database  tracks  who  gets 
driver’s  licenses  and  jobs  in  the  re¬ 
gion. 

EPLN  advocates  would  like  to  make  it  na¬ 
tionwide,  but  the  federal  government  is  steering 
away  from  that  idea  because  of  the  Big  Brother 
implications  of  having  such  a  huge  government 
databank  as  well  as  the  storage  and  maintenance 
burden. 


Instead,  the  federal  government  is  leaning  to¬ 
ward  the  more  indirect  method  of  having  states 
use  an  electronic  messaging  network  to  request 
that  other  jurisdictions  search  their  records. 

The  U.S.  Commission  on  Interstate  Child 
Support  is  planning  to  recommend  the 
creation  of  a  nationwide  computer 
network  allowing  states  to  obtain  in¬ 
formation  from  federal  and  state 
agency  computers  within  48  hours  of 
the  request. 

The  network  would  be  a  big  expan¬ 
sion  of  the  more  limited  network  be¬ 
ing  planned  by  the  federal  Office  of  Child  Sup¬ 
port  Enforcement,  called  CSENET.  The  $20 
million  CSENET  will  handle  electronic  transfers 
of  case  files  among  states  but  will  not  provide  lo¬ 
cator  services. 

MITCH  BETTS 
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More  Nynex  layoffs  to  come 

Nynex  Corp.  said  last  week  it  will  lay  off  another  1,500  man¬ 
agement  employees  during  the  next  two  years.  They  will  join 
some  1,900  others  scheduled  to  leave  by  the  first  quarter  of 
1992,  for  a  total  management  reduction  of  almost  11%.  A 
spokesman  said  some  information  systems  managers  may  be 
among  those  out  the  door.  That  decision  will  be  made  on  a  line- 
of-business  basis  by  January.  Additionally,  some  6,500  union 
employees  will  have  opted  for  the  early  retirement  incentive 
by  year’s  end,  he  said. 


Wang  license  fee  hike  blocked 

A  federal  judge  in  San  Francisco  last  week  issued  an  injunction 
stopping  Wang  Laboratories,  Inc.  from  raising  prices  on  li¬ 
censes  for  operating  system  software  for  used  equipment.  TSJ, 
Inc.,  a  Wang  hardware  reseller,  sued  the  Lowell,  Mass.,  com¬ 
pany  last  April,  charging  unfair  license  fee  practices.  After 
April  1 ,  Wang  jacked  up  a  flat  $  1 ,000  fee  to  transfer  a  license  to 
as  much  as  $100,000  in  some  cases.  Separately,  Wang  said  it 
will  license  its  single  in-line  memory  module  (SIMM)  devices  to 
Micron  Technology,  Inc.  Wang  recently  won  a  SIMM  patent 
infringement  suit  against  Toshiba  Corp.  and  NEC  Corp. 


Broderbund,  Bachman  do  the  IPO 

Broderbund  Software,  Inc.  last  week  completed  an  initial  pub¬ 
lic  offering  of  3.2  million  shares  for  $11  each.  All  shares  were 
offered  by  existing  stockholders  of  the  Novato,  Calif. -based 
software  maker.  Broderbund  makes  personal  productivity  and 
entertainment  applications  for  microcomputers.  Bachman  In¬ 
formation  Systems,  Inc.  in  Burlington,  Mass.,  a  computer-aid¬ 
ed  software  engineering  vendor,  offered  2  million  shares 
Wednesday,  priced  at  $15  each. 


Macparadox  may  be  on  the  way 

Borland  International,  Inc.  and  Apple  Computer,  Inc.  are  work¬ 
ing  closely  together  on  a  database  project,  Borland  President 
Philippe  Kahn  revealed  recently.  Although  Apple  users  have 
clamored  for  a  Macintosh  version  of  Borland’s  Paradox  data¬ 
base  for  years,  officials  at  the  Scotts  Valley,  Calif. -based  Bor¬ 
land  have  thus  far  concentrated  their  efforts  on  the  DOS  and 
Windows  platform.  No  arrival  date  was  mentioned  for  the  new 
product. 


Switch  at  a  discount  to  SQL  Server 

Microsoft  Corp.  has  unveiled  a  program  through  which  users  of 
SQL  products  from  Gupta  Technologies,  Inc.,  IBM,  Novell, 
Inc.  and  Oracle  Corp.  can  purchase  Microsoft  SQL  Server  Ver¬ 
sion  1.11  for  $2,995  for  an  unlimited  license,  as  opposed  to  the 
$7,995  list  price.  Owners  of  eight-user  versions  of  the  prod¬ 
ucts  can  buy  a  10-user  SQL  Server  license  for  $1,495  instead 
of  the  usual  $2,995  list  price.  The  policy  rims  through  Jan.  31. 


Planes,  trains  and  automobiles  .  .  . 

NCR  Corp.  last  week  formed  a  marketing  organization  aimed 
at  the  transportation  industry.  NCR  and  parent  AT&T  already 
count  companies  such  as  American  Airlines,  United  Parcel  Ser¬ 
vice,  Inc.  and  others  as  customers.  NCR’s  Transportation  In¬ 
dustry  Marketing  Group  will  be  headed  by  David  Hubbard,  pre¬ 
viously  in  charge  of  AT&T  Computer  Systems’  sales  and 
marketing  to  airline  customers. 


Not  with  this  data  you  don’t 

The  comprehensive  crime  bill  poised  for  congressional  approv¬ 
al  at  press  time  but  under  threat  of  presidential  veto  would 
modernize  the  1984  Computer  Fraud  and  Abuse  Act.  It  would 
extend  the  legal  concept  of  computer  “access”  to  include  the 
intentional  transmission  or  distribution  of  unauthorized  soft¬ 
ware  that  damages  computer  data,  software  or  hardware.  The 
bill  would  also  make  it  a  misdemeanor  to  “recklessly”  transmit 
destructive  software,  and  it  would  allow  civil  actions  that  could 
result  in  the  payment  of  compensatory  damages  to  people  suf¬ 
fering  losses  caused  by  computer  abuse. 


High-speed  net  bill  gets  OK 


BY  GARY  H.  ANTHES 

CW  STAFF 


WASHINGTON,  D.C.  —  The 
U.S.  Congress  has  passed  legis¬ 
lation  that  will  establish  a  nation¬ 
al  high-speed  computer  network 
and  nearly  double  federal  spend¬ 
ing  on  high-performance  com¬ 
puting  research  and  develop¬ 
ment.  The  president  is  expected 
to  sign  the  measure. 

The  bill,  originally  drafted  by 
Sen.  Albert  Gore  (D-Tenn.) 
three  years  ago,  provides  $3  bil¬ 
lion  over  five  years  —  $1  billion 
in  new  funding  —  to  develop  the 
National  Research  and  Educa¬ 
tion  Network  (NREN).  It  will 
have  a  bandwidth  of  more  than 
1G  bit/sec.  and  feature  large- 
scale  parallel  computers  operat¬ 
ing  at  1  trillion  operations  per 
second. 

The  bill  also  calls  for  estab¬ 
lishing  nationally  distributed  li¬ 
braries  of  software  and  data,  as 
well  as  stepped-up  funding  for 
basic  research  and  education. 

The  National  Science  Foun¬ 
dation  has  begun  research  in¬ 
tended  to  lead  to  NREN’s  cre¬ 
ation  by  funding  five  high- 
performance  network  test  beds. 
NREN  had  been  thought  of  as  a 


tool  for  university  and  govern¬ 
ment  scientists,  but  it  is  now  be¬ 
ing  viewed  as  a  public  utility  to 
which  commercial  interests  us¬ 
ing  high-speed  data  applications 
such  as  videoconferencing  would 
have  widespread  access. 

The  legislation  said  NREN 
must  be  designed,  developed  and 
operated  in  collaboration  with 
potential  users  in  government, 
industry  and  education.  It  must 
foster  the  development  of  pri¬ 
vately  operated  high-speed  com¬ 
mercial  networks  and  must  in¬ 
clude  accounting  mechanisms 
for  charging  for  the  use  of  copy¬ 
righted  materials  and  for  the  use 
of  the  network. 

Lightning  quick 

At  a  1989  hearing  on  the  bill, 
then-director  of  the  Defense  Ad¬ 
vanced  Research  Projects  Agen¬ 
cy  Craig  Fields  pointed  out  that 
the  proposed  NREN  would  have 
about  50,000  times  the  capacity 
of  the  56K  bit/sec.  networks 
commonly  used  today.  That  is 
equivalent  to  the  improvement 
in  communication  speed  from 
prehistory  —  when  people  com¬ 
municated  by  smoke  signals  — 
until  now,  he  said. 

Another  major  component  of 


the  program  is  to  stimulate  the 
development  of  very  high  per¬ 
formance  parallel  processing 
computers  that  are  1,000  times 
faster  than  today’s  supercom¬ 
puters.  They  would  be  used  to 
solve  the  so-called  “grand  chal¬ 
lenges,”  such  as  detailed  climate 
modeling,  that  are  beyond  the 
computational  ability  of  today’s 
machines. 

In  a  recent  report,  Gartner 
Group,  Inc.  said  the  program  will 
generate  a  cascade  of  benefits, 
including  a  boost  in  the  gross  na¬ 
tional  product  that  could  return 
the  program’s  investment  more 
than  a  hundredfold. 

The  bill  largely  mirrors  an  ad- 
ministration-sponsored  program 
under  way,  but  its  advantage  is 
that  it  would  lock  in  funding  for 
five  years.  The  new  legislation 
also  puts  more  emphasis  on  in¬ 
formation  services  such  as  ac¬ 
cess  to  federal  scientific  data  and 
gateways  to  commercial  infor¬ 
mation  services. 

The  president  had  threatened 
to  veto  an  earlier  version  of  the 
bill  because  it  contained  a  strict 
“buy- American”  provision.  Con¬ 
gress  and  the  White  House  re¬ 
solved  the  months-long  deadlock 
by  eliminating  the  requirement. 


McDonald’s  reheats 
net  management  plan 
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decreases  the  need  for  human  in¬ 
tervention. 

The  decision  to  put  the  inte¬ 
grated  network  management 
project  on  hold  was  primarily  a 
matter  of  resource  allocation, 
Disabato  said,  adding  that  infor¬ 
mation  systems  management 
concluded  that  an  integrated 
manager  of  network  manage¬ 
ment  systems  would  have  to 
take  a  budgetary 
backseat  to  sev¬ 
eral  other  critical 
projects.  These 
include  a  corpor¬ 
atewide  LAN  in¬ 
stallation,  a  frac¬ 
tional  T1  back¬ 
bone  and  systems 
to  manage  both. 

“We’re  focusing  our  human  and 
monetary  resources  on  top  pri¬ 
ority  projects  next  year,”  Disa¬ 
bato  said. 

Disabato’s  group  will  proba¬ 
bly  put  together  an  RFP  and  get 
budget  allocations  for  restarting 
the  project  in  the  latter  part  of 
1992  —  or  about  a  year  later 
than  originally  planned,  he  said. 

McDonald’s  strategy  is  in  line 
with  other  large  corporations’ 
plans,  according  to  Jim  Herman, 
principal  consultant  at  North¬ 
east  Consulting  Resources,  Inc., 
a  Boston  consulting  firm. 


“Companies  are  concentrat¬ 
ing  now  on  managing  network 
utilities”  that  form  one  type  of 
communications  system,  such  as 
interconnected  LANs,  a  T1  net¬ 
work  or  IBM’s  Systems  Net¬ 
work  Architecture  (SNA),  Her¬ 
man  said. 

In  contrast,  few  companies 
see  a  real  payback  in  integrating 
the  management  of  these  differ¬ 
ent  utilities,  Her¬ 
man  added.  “In  a 
year,  McDonald’s 
may  decide  that 
it’s  not  the  right 
thing  to  do  —  not 
because  the  prod¬ 
ucts  aren’t  there, 
but  because  they 
don’t  need  to.” 

Disabato  acknowledged  that 
he  “didn’t  campaign  real  hard” 
to  get  the  integrated  manage¬ 
ment  budget  reinstated  for 
1992.  One  reason  he  “did  not 
mind  waiting”  was  the  present 
lack  of  products  to  integrate  in¬ 
telligent  hubs,  which  will  form 
the  basis  of  McDonald’s  LAN 
management  system,  with  an  in¬ 
tegrated  management  platform. 

“All  the  hub  vendors  we 
talked  to  said  they  only  talk  to 
[IBM’s]  Netview  right  now,  and 
we  don’t  plan  to  use  Netview,” 
Disabato  said. 


McDonald’s  uses  Netview  to 
manage  its  IBM  SNA  installa¬ 
tions.  But  Disabato  said  he  had 
several  reservations  about  mak¬ 
ing  this  system  McDonald’s 
“manager  of  managers”  because 
Netview  now  runs  on  a  produc¬ 
tion  host.  McDonald’s  wants  to 
put  its  integrated  management 
“on  a  platform  that  is  not  used 
for  anything  else.” 

One  high-priority  item  for 
next  year  is  choosing  and  deploy¬ 
ing  a  network  management  sys¬ 
tem  for  an  existing  Novell,  Inc. 
LAN  installation  that  links  ap¬ 
proximately  1,000  workstations 
at  headquarters.  In  addition  to 
addressing  current  user  concern 
about  LAN  reliability,  McDon¬ 
ald’s  wants  to  make  sure  it  has 
the  right  management  system 
on  tap  when  it  begins  its  planned 
corporatewide  LAN  deployment 
sometime  in  the  next  year,  Disa¬ 
bato  said. 

McDonald’s  has  chosen  its 
LAN  management  vendors  but 
is  not  ready  to  release  the  infor¬ 
mation,  Disabato  said. 

When  the  delay  was  an¬ 
nounced,  Disabato’s  four-person 
group  had  been  working  on  the 
integrated  management  project 
for  18  months  and  had  begun 
meeting  with  vendors  such  as 
Hewlett-Packard  Co.,  Cabletron 
Systems,  Inc.  and  Objective  Sys¬ 
tems  Integrators,  Inc.  to  hear 
presentations.  Indeed,  the  group 
was  on  the  verge  of  internally 
publishing  an  architecture  “to 
see  if  it  fit  with  the  company’s 
overall  platform”  when  the  bud¬ 
get  got  cut,  Disabato  said. 
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Users  hail  frame  relay  for  WAN  traffic 
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principal  at  Vertical  Systems 
Group,  a  consultancy  in  Ded¬ 
ham,  Mass. 

Interconnecting  local-area 
networks  has  been  cited  as  the 
“killer”  frame-relay  application 
because  it  is  suited  to  the  unpre¬ 
dictable  “bursts”  of  packetized 
traffic  traveling  between  LANs. 

However,  a  mixture  of  wide- 
area  technologies  might  be  the 
best  approach,  depending  on 
how  the  regional  Bell  telephone 
companies  price  the  services 
they  have  pledged  to  deploy  — 
including  frame  relay,  SMDS  and 
ISDN  —  and  the  kinds  of  appli¬ 
cations  users  put  on  networks. 

Currently,  “frame  relay  is  at¬ 
tractive  when  you  have  lots  of 
traffic  between  a  relatively  few 
number  of  points;  SMDS  looks 
good  when  you  have  low  traffic 
densities  going  to  many  different 
sites,”  explained  Steven  A.  Tay¬ 
lor,  president  of  Distributed 
Networking  Associates,  a  con¬ 
sultancy  in  Greensboro,  N.C. 


“ISDN  is  appropriate  for  ap¬ 
plications  that  look  like  a  phone 
call,  where  you  need  bandwidth 
for  a  long  time,  such  as  videocon¬ 
ferencing,”  Taylor  added. 

Above  56K  bit/sec. 

Frame  relay  is  important  to  the 
American  Cancer  Society  “be¬ 
cause  it  brings  the  tested  fea¬ 
tures  of  packet  technology  to 
speeds  above  56K  bit/sec.,”  said 
Jerry  Noble,  director  of  telecom¬ 
munications  at  the  Austin,  Tex¬ 
as-based  organization.  Noble 
said  frame  relay  interests  him  as 
a  way  to  affordably  back  up  file 
servers  to  a  central  site  instead 
of  popping  for  $2,000-and-up 
tape  backup  units  at  120 
branches. 

Frame  relay,  SMDS  and 
ISDN  are  all  being  initially  de¬ 
ployed  at  speeds  of  up  to  1.5M 
bit/sec.  —  a  source  of  confusion 
for  users,  as  SMDS  was  original¬ 
ly  slated  for  initial  speeds  of  45M 
bit/sec.  However,  carriers  such 


as  AT&T  are  reportedly  work¬ 
ing  on  those  speeds  for  frame  re¬ 
lay  by  year-end  1992. 

In  its  current  form,  frame  re¬ 
lay  requires  users  to  predefine 
who  they  want  to  communicate 
with,  presuming  a  finite 
networking  universe,  Taylor  ex¬ 
plained.  In  contrast,  SMDS  and 
ISDN  are  public-switched  ser¬ 
vices  that  target  any-to-any  con¬ 
nections. 

Once  frame  relay  gains  a 
switched  option,  “there  won’t  be 
any  difference  between  SMDS 
and  frame  relay,”  Taylor  said. 

Malone  boiled  the  issue  down 
to  tariffs.  “The  carriers  can 
tweak  their  pricing  for  switched 
vs.  leased-line  services  and 
shape  the  market,”  he  said. 

Malone  advised  early  public 
frame-relay  users  to  commit  to 
the  smallest  amount  of  band¬ 
width  they  can  live  with  because 
they  will  be  guaranteed  that 
amount  of  bandwidth  at  all  times 
plus  use  any  spare  bandwidth. 


IBM  begins  restructuring  in  earnest 
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slated  to  unfold  over  the  coming 
months  and  aimed  at  turning  the 
company  into  a  federation  of  ag¬ 
ile,  highly  autonomous  business 
units  [CW,  Nov.  25]. 

Many  users  and  analysts  won¬ 
dered  if  —  and  how  soon  —  the 
firm  could  execute  its  plan. 

“This  is  Akers’  last  bullet,” 
said  Frank  Gens,  vice  president 
of  technical  assessment  at  Tech¬ 
nology  Investment  Strategies 
Corp.,  a  market  research  firm 
based  in  Framingham,  Mass. 
“He  has  to  make  it  clear  to  ev¬ 
eryone  —  users,  investors,  em¬ 
ployees  —  that  IBM  knows  it 
has  to  change  to  respond  to  user 
demands  and  competitive  pres¬ 
sure  and  that  he  is  willing  to  do 
anything  it  takes  to  bring  that 
change  about.” 

“The  big  question  is  time,” 
added  Daniel  Cavanagh,  senior 
vice  president  of  information 
systems  at  Metropolitan  Life  In¬ 
surance  Co.  “That’s  the  critical 
factor.” 

The  pressures  that  are  driv¬ 
ing  IBM  to  reinvent  itself  are  re¬ 
lentlessly  bearing  down  on  users 
as  well,  Cavanagh  noted.  “CIOs 


can’t  afford  to  wait  for  IBM,  no 
matter  how  much  they  believe 
that  IBM  will  get  there.” 

To  meet  that  deadline,  IBM 
outlined  a  plan  to  recast  its  key 
businesses  as  entrepreneurial 
entities.  Marketing  and  service 
operations  will  be  organized  geo¬ 
graphically;  manufacturing  and 
development  units  will  be  orga¬ 
nized  by  product  line.  “Each 
company,  over  time,  will  report 
individually  its  financial  results, 
and  the  compensation  of  its  ex¬ 
ecutives  will  be  tied  more  direct¬ 
ly  to  its  performance,”  a  spokes¬ 
man  said. 

More  staff  cuts 

IBM  also  said  its  current  work 
force  would  be  reduced  by  some 
20,000  through  incentive  plans 
—  on  top  of  the  20,000  jobs 
eliminated  through  attrition  and 
early  retirement  this  year  —  at 
an  estimated  cost  of  $3  billion. 

Analysts  said  they  saw  the 
rapid-fire,  no-frills  delivery  as 
yet  another  “get  tough”  mes¬ 
sage  from  Akers. 

The  frequently  voiced  IBM 
theme  of  “customer  dedication 


at  any  cost”  loudly  sounded  dur¬ 
ing  last  week’s  announcements. 
However,  several  industry  ob¬ 
servers  noted  signs  that  the 
company’s  zeal  to  serve  users 
may  be  backfiring. 

The  flood  of  employees  out  of 
IBM  —  a  bottom-line  savings  for 
the  firm  —  is  “obviously  causing 
some  disarray  in  marketing  sup¬ 
port,”  said  Kavin  Moody,  an  an¬ 
alyst  at  Technology  Investment 
Services  Corp.  As  IBM  steps  up 
its  efficiency  drive,  “it’s  not  go¬ 
ing  to  get  better,”  he  added. 

While  industry  observers  and 
users  generally  welcomed  IBM’s 
structural  game  plan,  several 
said  they  felt  Conrades  had  been 
made  a  scapegoat  for  the  rav¬ 
ages  of  the  recession. 

As  senior  vice  president  of 
corporate  marketing  and  ser¬ 
vices,  Conrades  will  report  to 
IBM  Senior  Vice  President  Mi¬ 
chael  Armstrong.  IBM  Canada 
Chairman  John  Thompson  was 
named  last  week  to  replace  La- 
Bant. 

Senior  Editor  Rosemary 
Hamilton  contributed  to  this  re¬ 
port. 
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A  tangled  web 

Competing  WAN  technologies  confuse  telecom  managers 


Frame  relay 

SMDS 

ISDN 

Private 
nets:  now 

Private 
nets:  NA 

Q4  1992:  Beds 
nationwide 

Availability 

Public 

services:  now 

Public  nets: 

Bells :  1992 

Infonet: 

Q2  1993 

Other  carriers: 
Trials  Q4  1992 

1994:  50%  of 
Bell  lines  to 
support  ISDN 

Long-distance 
carriers:  now 

Speed 

56K  bit/sec.  - 
1.5M  bit/sec. 
now.  Evolve  to  T3 
(45M  bit/sec.) 

1.5M  bit/sec. 
Evolve  to  T3 

144K-1.5M 

bit/sec. 

Unresolved 

issues 

No  standard  yet 
for  internet¬ 
work  interoper¬ 
ability. 

How  will  islands 
of  Bell  SMDS 
connect? 

Other  switched 
services  offer 
comparable 
speeds  and 
function. 

Source:  Bellcore,  carriers,  SMDS  Interest  Group,  Frame  Relay  Forum  CW  Chart:  Tom  Monahan 


Novell  to  take  the  next  step 

CONTINUED  FROM  PAGE  1 


IBM  and  Apple  Computer,  Inc.’s 
Taligent  and  the  Advanced  Com¬ 
puting  Environment  consortium. 

To  abet  its  entry  into  that 
race,  sources  said,  Novell  is  fol¬ 
lowing  a  familiar  pattern  with  its 
plans  to  invest  in  Serius  Corp.,  a 
small,  privately  held  Salt  Lake 
City-based  maker  of  object-ori¬ 
ented  software  for  the  Apple 
Macintosh. 

Novell;  Los  Altos,  Calif.- 
based  venture  capitalist  Cross- 
point  Venture  Partners;  and  In¬ 
termetrics,  Inc.,  a  Boston 
developer  of  defense-related 
Unix  software,  are  preparing  to 
close  a  $2  million  equity  invest¬ 
ment  by  Dec.  15,  according  to 
several  sources,  including  Cross- 
point  general  partner  Bob  Hoff. 

Novell  Chairman  Ray  Noorda 
would  reportedly  join  Serius’ 
board  once  the  financing  is  in 
place.  Serius  declined  comment 
on  the  impending  investment. 

Novell  often  invests  in  small¬ 
er  outfits  working  with  key  tech¬ 
nologies.  It  later  buys  some  of 
the  companies  outright,  absorb¬ 
ing  their  personnel  and  exper¬ 
tise.  For  example,  in  October 
1990,  Indisy  Corp.,  which  had 
been  60%  owned  by  Novell,  was 
bought  outright.  In  recent 
years,  Novell  has  filled  technol¬ 
ogy  gaps  by  acquiring  Softcraft, 
Santa  Clara  Systems,  CXI  and 
Excelan. 

In  addition,  Novell  already 
has  a  close  relationship  with  Bor¬ 
land  International,  Inc.,  a  Scotts 
Valley,  Calif.-based  software 
vendor  in  the  forefront  of  using 
object-oriented  programming  to 
create  its  own  products. 

It  also  markets  Objectvision, 
an  object-oriented  package  that 
assists  users  in  developing  their 
own  applications. 

Novell  is  also  working  on  its 
own  object-oriented  software.  It 


demonstrated  an  object-oriented 
software  management  applica¬ 
tion  for  developers  in  March 
[CW,  April  1].  According  to  sev¬ 
eral  who  saw  the  unnamed  prod¬ 
uct,  the  application  will  monitor, 
diagnose  and  control  disparate 
programs  running  on  Netware. 
The  company  has  also  said  it  in¬ 
tends  to  give  Netware  Version 
3.2,  now  under  development,  an 
object-oriented  spin. 

Strategic  software  tool 

Network  managers  and  industry 
analysts  agreed  that  object-ori¬ 
ented  software  will  become  a 
strategic  tool  for  programmers 
and  systems  administrators  dur¬ 
ing  the  next  few  years.  Already 
in  use  by  some  software  ven¬ 
dors,  object-oriented  applica¬ 
tions  hold  the  promise  of  redefin¬ 
ing  networking  for  users  in  the 
same  way  that  Microsoft’s  Win¬ 
dows  made  desktop  computing 
more  user-friendly,  according  to 
industry  observers. 

Object-oriented  software  is  a 
kind  of  programming  shorthand 
in  which  code  for  commonly  used 
commands  and  functions  is  pre¬ 
packaged  and  represented  by 
icons  that  can  be  placed  within 
larger  applications. 

The  same  principles  would 
apply  to  network  management 
software,  in  which  items  on  net¬ 
works  would  already  be  defined 
on  a  list.  Managers  could  add  or 
subtract  icons  representing  spe¬ 
cific  file  servers,  cables,  applica¬ 
tions  and  even  individual  users 
from  the  network  as  the  network 
changes. 

Systems  administrators  said 
they  would  like  to  have  an  object- 
oriented  management  applica¬ 
tion  that  would  automatically 
configure  networks  and  their 
components  as  they  are 
changed. 


DECEMBER  2, 1991 


COMPUTERWORLD 


121 


OVERVIEW 


TRENDS 


Software  development 


Senior  IS  managers  and  CIOs  agree 
that  better  management  and  more 
attention  to  end  users  are  solutions  to 
the  most  troublesome  development 
difficulties. 


CIOs  have  least  control  over  these  aspects  of  software  development: 


Cost  1  % 

Mixed  5% 

Managing  people  6% 

Tools  6% 

Mesh  with  environment 
outside  corporation  8% 

Time  9% 


Users  32% 


Development 
process  23% 


Mesh  with  corporate 
strategy  1 0% 

(Number  of  respondents:  123) 


Top  5  causes  of  major  software 


development  difficulty: 

Management/People  difficulties 

O 

Specification/Design 

© 

Corporate  intervention/instability 

© 

Development  process 

© 

Target  audience 

o 

Code  reuse 


What  percent  of  new 
software  is  developed 
from  scratch? 

When  software  is 
reused,  what  percent 
is  “refurbished  code”? 

Percent  of  respondents 

Ranked  by  the  frequency  of  No.  1  mentions  New  software:  119  respondents 

Total  responses:  133  Reused  software:  93  respondents 


Justifications  for  software  development 


Other  10% 


Competitive  _ 

advantage  24% 

Impact  on  company 
bottom  line  27% 


(Percent  of  responses) 


Software  critical  to 
core  business  39% 


Respondent  base:  123 
Total  responses:  204 
(Multiple  responses  allowed) 


Source:  The  Yankee  Group,  Boston,  Mass. 


CW  Chart:  Janell  Genovese 


NEXT  WEEK 


Mitchell  Kapor  —  $ 

founder  of  Lotus  and 
On  Technology  and  de¬ 
signer  of  1-2-3  —  has 
turned  his  sights  to  com¬ 
puter  users’  civil  rights  and 
liberties.  While  serious 
about  user  rights,  Kapor, 
who  counts  Groucho  Marx 
among  his  influences,  finds 
time  to  pal  around  with  On 
Technology’s  mascot.  Look 
for  In  Depth’s  exclusive  in¬ 
terview  next  week. 


Steven  Lewis 


Client/server  comput¬ 
ing  is  fast  becoming  a 
standard  in  many  com¬ 
mercial  systems  integra¬ 
tors’  services  lineups.  In 
next  week’s  Integration 
Strategies,  IS  managers 
who  are  moving  their  com¬ 
panies  to  the  client/server 
model  of  computing  talk 
about  why  they  hired  an 
integrator  and  the  reasons 
they  are  moving  to  client/ 
server  computing. 


INSIDE  LINES 

ACE’d  out  by  IPO 

Software  developers  involved  with  the  Advanced  Computing 
Environment  were  saying  last  week  that  The  Santa  Cruz  Oper¬ 
ation’s  Open  Desktop  for  ACE  has  slipped  at  least  six  months 
behind  its  delivery  schedule.  It  will  show  up  at  the  end  of  1992 
rather  than  midyear,  according  to  a  report  in  “Unigram-X,”  a 
weekly  newsletter  for  the  Unix  community.  A  developer’s 
“snapshot”  of  the  operating  system  will  reportedly  be  out  as 
scheduled  next  month.  SCO  is  rumored  to  be  preparing  an  ini¬ 
tial  public  offering  and  is  therefore  focusing  more  on  its  short¬ 
term  interests  with  Intel  than  the  longer  term  promise  of  ACE. 

Coming  through 

Software  AG  of  North  America  is  expected  to  deliver  next 
week  on  promises  it  made  in  October  1990,  when  it  announced 
its  Entire  client/server  strategy.  The  idea  is  to  provide  appli¬ 
cations  development  tools  for  clients  —  including  Unix,  DOS 
and  OS/2  —  and  servers  —  including  IBM  mainframes  and 
DEC  machines  —  with  any-to-any  connectivity  among  the  sup¬ 
ported  platforms. 

Davy  Jones’  locker 

Think  that  Peter  Benchley  monsters  and  the  Titanic  are  the 
only  things  that  emerge  from  the  ocean’s  depths?  Think  again: 
Electronic  Data  Systems  said  last  week  that  it  will  go  forward 
with  its  annual  Jason  project  broadcast  —  notwithstanding  the 
fact  that  the  project’s  entire  complement  of  electronic  equip¬ 
ment  was  lost  late  last  month  when  the  barge  carrying  it  sank 
in  the  Pacific  Ocean.  A  network  of  technology  gathered  by 
EDS  and  volunteered  by  other  firms  that  rushed  to  Jason’s  aid 
will  substitute  for  the  compressed  video  equipment  that  re¬ 
mains  in  Davy  Jones’  locker,  an  EDS  spokeswoman  said.  Jason 
beams  scientific  data  from  the  Galapagos  Islands  to  children 
across  the  U.S. 

Back  to  the  future? 

Novell's  Netware  won’t  be  alone  when  it  gets  bundled  into 
the  new  Next  Computer  workstation.  Next  is  also  wrapping 
Apple’s  Appleshare  software  into  Nextstep  Version  3.0, 
scheduled  for  the  first  quarter  of  next  year.  This  is  ironic,  given 
that  Next  Founder  Steve  Jobs  also  founded  Apple.  The  more 
things  change,  the  more  they  stay  the  same. 

Staying  put 

No  truth  to  the  talk  that  Microsoft  President  Mike  Hallman 
may  be  on  his  way  out  after  unloading  93%  of  his  stock  in  the 
company  in  October.  Analysts  still  give  a  thumbs-up  to  the 
quiet  and  businesslike  Hallman,  who  continues  to  lead  the  ex¬ 
plosive  growth  of  the  Redmond,  Wash. -based  firm.  “The  one 
thing  [Microsoft  CEO]  Bill  Gates  has  done,  which  a  lot  of  other 
software  companies  haven’t,  is  find  himself  great  people  to 
operate  the  day-to-day  business,”  one  analyst  said.  One  only 
has  to  look  as  far  as  the  revolving  door  on  the  executive  suite 
at  Lotus  to  realize  the  truth  of  those  words. 

Loafers  need  not  apply 

The  Boston  Computer  Society  is  looking  for  a  new  top  dog, 
following  the  resignation  of  Terry  Licklidder.  He’ll  remain  on 
the  board,  but  two  years  overseeing  operations  at  what  is 
reportedly  the  oldest  and  largest  computer  club  in  the  U.S.  is 
too  taxing.  “It’s  a  fascinating  job  but  takes  up  too  much  time,” 
said  Licklidder,  who  added  that  he  wants  to  spend  more  time 
with  his  4-year-old  son,  described  as  “an  avid  computer 
user.”  The  12-year-old  society  now  boasts  28,000  members, 
divided  into  57  special-interest  groups.  Society  directors 
have  formed  a  committee  to  find  a  new  president. 

There  is  a  “new  breed”  of  hardware  viruses  on  the  loose  de¬ 
signed  to  “blow  up  computers,  ’’according  to  Winn  Schwar- 
tau,  executive  director  of  Inter. Pact,  a  consulting  company 
based  in  Nashville.  One  virus  upsets  the  timing  of  I/O  chips, 
causing  them  to  overheat  and  shut  down.  A  second  causes 
the  head  in  a  hard  disk  to  chatter  in  the  read  or  write  modes, 
thus  damaging  the  disk.  Current  antivirus  techniques  are 
ineffective  against  these  viruses,  Schwartau  said.  News  Edi¬ 
tor  Alan  Alper  is  always  looking  for  new  viral  strains. 
Phone  him  at  (800)  343-6474,  fax  him  at  (508)  875-8931  or 
CompuServe  him  at  76537,2413. 
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Sometimes  you  just  need 
a  flexible  board 


IRMAlrac.  The  most  flexible  token-ring  board  in  the  world. 


Within  the  myriad  of  connectivity  options, 
you  need  to  choose  the  path  or  paths  that  will 
protect  your  investment  both  now  and  in 
the  future.  Which  is  why  we  developed 
IRMAtrac,™  our  new,  highly  flexible  token¬ 
ring  board.  IRMAtrac  Token-Ring  Adapter/ 
Convertible  is  designed  to  adapt  in  three 
different  ways,  to  cover  all  of  the  token¬ 
ring  growth  possibilities  that  face  you. 

Whether  you’re  moving  from  shielded 
twisted  pair  to  unshielded  twisted  pair,  4  to 
16  Mbps,  or  the  standard  PC  environment 
to  the  Micro  Channel®  world  of  PS/2,® 
IRMAtrac’s  flexible  architecture  handles  all  of 
these  environments  on  the  same  board. 

That  way,  you  can  select  the  path  that’s 
right  for  your  business,  all  the  while  enjoying  the 
kind  of  reliability  and  IBM®-compatibility  that 
make  DCA’®s  IRMA™  products  so  highly  successful. 


Yet  our  appeal  doesn’t  stop  at  flexibility.  IRMA¬ 
trac  offers  better  performance  due  to  on-board 
intelligence  and  bus-master  technology. 

And  we’re  compatible  with  Novell® 
NetWare®  286  and  386,  IBM  PCLAN  Program, 
Microsoft®  LAN  Manager,  and  others.  We’ve 
even  carried  this  unparalleled  flexibility  to 
the  Mac®  with  MacIRMAtrac™  And  the  RIMs 
are  interchangeable  between  boards,  giving 
you  a  single  source  for  support  and  upgrades. 

What’s  more,  until  Dec.  31,1991,  you  can 
trade  up  to  IRMAtrac  and  get  a  credit  of  up  to 
$445  for  your  old  coax  or  LAN  adapters.  For 
more  information  contact  your  DCA  dealer  or 
call  1-800-348-DCA-l 
ext.69E.  Because  now 
more  than  ever,  it’s  sure  to  be 
the  most  flexible  a 

offer  you’ll  find.  Llx  Vl//\ 


©  1991  Digital  Communications  Associates,  Inc.  All  rights  reserved.  DCA  is  a  registered  trademark  and  IRMAtrac,  IRMA,  and  MacIRMAtrac  are  trademarks  of  Digital  Communications  Associates,  Inc. 

All  other  brand  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  owners. 
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The  most 
UNIX  RDBMS 
licenses 
worldwide. 

Informix  has  over  half  a  million 

installed  UNIX  licenses.  That’s  more  than 
Sybase.  ASK/Ingres.  Even  Oracle. 

Why  do  so  many  companies  rely  on 
Informix  software  to  manage  their  critical 
data? 

►  Expertise.  If  you’re  under  the  gun  to 
implement  data  management  solutions — 
start-to-finish — Informix  has  all  the  pieces 
you  need. 

•INFORMIX-OnLine  is  the  database 
server  of  choice  for  demonstrating  UNIX 
performance. 

•More  people  use  applications  built  with 
INFORMIX-4GL  than  any  other  UNIX 
DBMS  development  tool. 

•INFORMIX-SQL  was  recendy  voted  “#1 
DBMS  for  Multiple  Environments”  by 
readers  of  Government  Computer  News. 

•Informix  is  one  of  the  only  database 
companies  with  a  language  for  developing 
GUI  decision  support  applications. 

►  Investment  Protection.  Your  needs  are 
going  to  grow  and  change.  Technology  will 
continue  to  evolve.  That’s  why  Informix  is 
committed  to  future  transparent  migration. 
We  want  you  to  know  that  whatever  the 
source  of  change — new  technology  on  our 
part,  or  business  changes  on  yours — we’re 
protecting  your  investment. 

►  Partnership.  In  addition  to  the  many 
companies  who  use  Informix  to  develop  in- 
house  applications,  thousands  of  VARs  sell 
vertical  applications  they’ve  written  on 
Informix.  Dozens  of  computer  manufactur¬ 
ers  sell  Informix  as  a  key  component  of 
client/server  solutions.  And  systems  integra¬ 
tors  worldwide  use  Informix  products  to 
build  custom  applications  for  their  clients. 

►  Experience.  The  track  record  speaks  for 
itself.  We’ve  been  developing  DBMS  soft¬ 
ware  on  UNIX  for  UNIX  for  over  a  decade. 
In  fact,  Informix  was  selling  open  systems 
solutions  long  before  others  were  even 
thinking  about  it.  Today,  our  products  are 
helping  to  define  client/server  computing  in 
the  90s — and  beyond. 

►  The  Big  Picture.  If  you’re  even  thinking 
about  UNIX  for  data  management,  you 
should  be  talking  to  Informix. 

Call  us  toll  free:  1-8<XK688-IFMX. 

U  INFORMIX' 

Information  management 
for  open  systems. 

All  company  names  and  logos  are  registered  trademarks  of  the  individual  companies. 


